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In the Grinnell Union, there’s strength... rugged, 
built-in strength! A superior grade of malleable 
iron is used in Grinnell bronze-to-iron unions — 
followed by careful manufacture and frequent qual- 
ity checks. The end result is the high quality 
Grinnell Union which must pass the final air pres- 
sure inspection test under liquid before it is ac- 
cepted. No wonder Grinnell bronze-to-iron unions 
are a standard of comparison for the industry. 


Grinnell Company, Inc., Providence, Rhode Island 
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i Precision-machined, ~\ 
bronze-to-iron joint, , 
100% tested 7 


Ma against leakage. 7 
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Quality Grinnell bronze-to-iron unions feature: 


Precision-machined, bronze-to-iron joints for a 
positive, leak-proof connection 


100% tested with air under liquid 
Bronze ring inserts of improved design 


True dimension, full depth threads 
Chamfered to protect threads for easy starting 


GRINNELL 


WHENEVER PIPING IS INVOLVED 


Coast-to-Coast Network of Branch Warehouses and Distributors 


Manufacturer of: pipe fittings * welding fittings - forged steel flanges * steel nipples * engineered pipe hangers and supports 
Thermolier unit heaters * Grinnell-Saunders diaphragm valves * prefabricated piping * Grinnell automatic fire protection systems 
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THE VAST MAJORITY OF THE NATION’S FINE BUILDINGS ARE SLOAN EQUIPPED 









CROW ISLAND ELEMENTARY SCHOOL in 
Winnetka, Illinois, was once described 
as looking—from above —“‘like a giant 
game of checkers spread out on a lush 
green setting.” 


Photo * GORDON COSTER 





Photos * KRANZTEN STUDIOS, Inc, 





for the new Crow Island’School Addition: 


PERKINS & WILL 
architects and engineers 


VICTOR J. KILLIAN 


plumbing contractor 


INLAND SUPPLY CO. 


plumbing wholesaler 


AMERICAN RADIATOR & 


STANDARD SANITARY CORP. 
plumbing fixtures 


"AN ASTONISHING BUILDING® 


e Back in 1940, the newly completed CROW ISLAND tion for hundreds of schools which have since been 
scHooL, Winnetka, Illinois, was acclaimed “an built. Last Spring, after completion of a new wing, 
astonishing building. For the first time, modern _ this school was visited by a large group of architects 
elementary education was provided with housing whose interests are centered in the need for more 
to fit it.” Famed architects, working with a far- and better school buildings. During Crow [sland 
sighted and highly creative school administration, planning and construction in 1954, as in 1940, 
applied originality in planning “‘a functional atmos- highest quality standards prevailed. Throughout all 
phere for living and learning.” Today—15 years units of the new wing, as in the main building, are 
later—this pioneer successfully maintains its firmly service products of known superiority. In both, as 
established position as “the most influential school in many thousands of other fine buildings, are 
of modern times.” It has been the designing inspira- famous sLoaN Flush VALVES. 


SZ oan Slush VALVES 


FAMOUS FOR EFFICIENCY, DURABILITY, ECONOMY 


SLOAN VALVE COMPANY °¢ CHICAGO °« ILLINOIS 
Another achievement in efficiency, endurance and econ- 
omy is the SLoaN Act-O-Matic sHoweR HEAD, which is 
automatically self-cleaning each time it is used! No clog- 
ging. No dripping. Architects specify, and Wholesalers 
and Master Plumbers recommend the Act-O-Matic—the 
better shower head for better bathing. 
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$5.00 Per Year 


DOMESTIC 
ENGINEERING 


with which is combined Automatic Heat and Air 
Conditioning and Domestic Appliance Merchandising 





PAID CIRCULATION 
1S QUALITY CIRCULATION 


PLUMBING «+ HEATING « AIR CONDITIONING « APPLIANCES 








Field Representatives 


New York 110 E. 42nd St.............. R. V. Sawhill, J. Untch, T. Craige 
Chicago 1801 Prairie Ave................... mF Haglund, C. C. Horton 
New England 60 Mt. Vernon, Needham, Mass................ T. Papineau 
IE. SI III noni c sce ccccccccseccevesacves M . K. Swanson 
Pacific Coast 2910 Hermosa Ave., Verdugo City, Calif............. G. C. Lings 
520 S.W. 6th Ave., Portland, Ore................. F. J. McHugh 

Detroit 9387 Mendota Blvd...................0ceeeeeee D. T. Howerter 
Southern 1722 Rhodes-Haverty Blvd., Atlanta, Ga............. M. Pirnie 
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In Country Club—Dunham Cabinet Heater is floor mounted under large 


window to cut down downdrafts. 





In Restaurant— Dunham Cabinet Unit is re- 
cessed into the wall out of the way of diners. 
Painted to match wall tone. 





In School— Dunham Cabinet Heater isinverted 
wall mounted completely out of the way of 
heavy traffic. 


DUNHAM CABINET HEATERS 
... at home every place but the home 


Dunham Cabinet Unit Heaters have the “good 
looks” of convectors . . . perform like unit heaters 
... are found everywhere. Ideal for lobbies, foyers, 
showrooms, super-markets, small stores, offices. 


In appearance, performance, ease of installation 
... these versatile, quiet units leave nothing to be 
desired. Ten different styles .. . five types of mount- 
ings. All designed for easy installation. Available 
for heating, ventilating, heating and ventilating, 


HEATING & COOLING 
DUNHAM EQUIPMENT 


RADIATION * CONTROLS ¢ UNIT HEATERS * PUMPS * SPECIALTIES 
Cc. A. DUNHAM COMPANY ¢ CHICAGO * TORONTO ¢ LONDON 
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and some models for cooling, heating and ventilat- 
ing. Shipped complete ready to run when piping 
and electrical connections are made. 


Maintenance Is No Problem. Twin blower fans 
directly mounted on two-speed, double-end shaft 
motor completely eliminate external bearing, pulley 
and belt troubles. 

For full information, call your Dunham Repre- 
sentative or clip and mail the coupon. 


Cc. A. DUNHAM COMPANY 

Dept. DE-2, 400 W. Madison Street 

Chicago 6, Illinois 

Send literature on Dunham Cabinet Heaters. 
Name 

Firm__— 

pS a ee candice 
City Zone State 











There’s no doubt about it: style sets the pace 
in shower cabinet sales. And when style is 
backed up with outstanding construction, 
performance, ease of assembly and installa- 
tion, and genuine Terrazzo bases at no 
higher cost than ordinary pre-cast receptor 
units, you have a shower cabinet that sells. 

Which is a pretty good 50 word summary 
of why Craft Shower Cabinets lead the field. 

Here’s the score on Craft leadership: 
Ultra-modern decorator styling. Glamorous 
Terrazzo bases that cost no more than ordi- 
nary precast receptor units. Smooth, rounded 
corners flanking the doorway entrance on all 














units. New, larger shower heads and superior 
quality, heavy-duty mixing valves. And gal- 
vanized and bonderized walls on all models 
for maximum corrosion protection. 

Put style in your sales picture — specify 
Craft, the best-looking, best-performing and 
best-selling shower cabinet on the market 
today. Models for every type of installation. 
Immediate delivery. Craft glass doors and 
decorator colors optional. 


Craft Shower Cabinet Division 
Cutler Metal Products Company 
1025 Line Street, Camden 3, New Jersey 





Shown: The Saratoga 
with Enclosed Canopy 
and Dome Light 





Seen the glamorous 
new Craft Catalog? 
It’s yours for the 
asking. Write today! 


(hop | SHOWER CABINETS: DOORS - RECEPTORS 
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(oe) nce upon a time there lived a very happy plumber EX . He liked his job 
u 


so much that he even whistled === while he worked. But when it came to installing 
— curtain rods Dl ie this otherwise happy plumber became very unhappy 
45 . . . and was even known to occasionally use a not-so-nice word?!!()/’?! . Oh, 
how he hated the job of sinking screws through those cumbersome flanges =) 

Sometimes he even had to use nails (@———_ or bolts y which was even worse. But most 
of all, he hated the cracked tile saat and the holes in the wall A ~ . Yes indeed, 


installing shower curtain rods made this otherwise happy plumber, very ae & 


\vl / 7 : 
One day —a@@a— , however, Bias aS Craft Mfg. Co. introduced something brand 


new ... called a SPEEDWAY Adjustable Curtain Rod Holder §){.)) 
(Baw 7 Gaft , you remember, are those nice people who make that other time saver— 





SPEEDWAY Flexible Water Supplies.) Anyway, to get back to the story, the unhappy 


“in 
plumber 45 read about _ SPEEDWAY ’s new rod holder , and decided 


to try one. Right off the bat he was pleased to discover ey ») that it was individually 
packaged in a window box with cellophane overwrap ey, for complete product protection 


and at-a-glance identification. 


And when it came to installing, all he had to do was cut the rod go (11%” less than 
the shower stall opening), place it between the couplings A, 4 , position the couplings 
over studs and tighten the knurled sleeve. Either 1% or one inch O.D. rod may be used. 


No screws ok , ho nails , no bolts x , ho cumbersome flanges = ! 

















a And best of all, no ugly cracks in the plaster ee , nor holes in the wall 7 
m I” a 
a > ee 
. The unhappy plumber is again happy S: , and will get happier EX Yo) 
DUS and happier €3 as he wi uses more and more SPEED WAY Rod Holders ( 1) 
g? 
“| All this just from sending 
ee ee ie 
Name , Address 
City , State , Wholesaler 
SS 


to Kaisa 7 3 Graft Mfg. Co., Detroit 1, Mich. for complete information. 
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AINTAINING a water supply in the desert is a 
M tough job. But Little America Tourist Court 
in the heart of the Wyoming Desert reports that 
Spanc CW Steel Pipe has stood up under desert 
conditions better than any other pipe they have 


ever used. 

Two miles of Spanc CW bring in 30,000 gallons 
of spring water daily to Little America’s under- 
ground storage tanks for cooking and drinking uses. 
Spanc Pipe is also used for natural gas lines and the 
five-hydrant fire-fighting system on the 640-acre site. 

Fred Mauch, Little America’s chief maintenance 
man, says: “That Spanc water line is really holding 
up. SpANG Pipe has lasted better than any we have 
tried.”” 

Earl Holding, manager of Little America, adds: 
“Our Spanc-piped fire system paid for itself. Savings 
on the first three-year premium paid for the entire 
cost of the pipe, pumps and hydrants. And the 
Spanc Pipe from the spring supply to the main 
installation has been trouble-free in five years of 
operation!” 

This is quality-controlled Spanc CW Steel Pipe in 
action .. . typical of the service you get from Spanc 
in any type installation. Try it and see! Write for 
the name of your nearest Spanc Distributor. 


Located in the middle of the Wyoming desert on US 30, Covey’s 
Little America is a haven for travelers and truckers. It grew from 
a boy's dream to a self-sufficient tourist city of 30 buildings, 
including lodges, gift shops, service station, dining room, soda 
fountain and cocktail lounge. 


General Contractor: Cannon Construction Co., Salt Lake City 
Plumbing Contractor: Smithfield Plumbing Co., Salt Lake City 
SPANG Distributor: National Supply Store, Rock Springs, Wyoming 


SPANG Pipe supplies water, natural gas and fire protection at 
Little America, the world’s largest one-stop travel center. All 
piping systems reach their main control areas through this under- 
ground tunnel. 


SPANG-CHALFANT SPANG 


DIVISION OF THE NATIONAL SUPPLY COMPANY c 


STEEL PIPE 
General Sales Office: Two Gateway Center, Pittsburgh, — - 
Pa. District Sales Offices: Atlanta, Boston, Detroit, Houston, (ome SAN ow 
Los Angeles, New York, Philadelphia, Pittsburgh, St. Louis 
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Faw Basan gc wen more water, yet 
cuts curr: % H.P. Motors, 720- 
imo CPN @ lot @ 20F S.1. 





F & W “Multi-Purpose” Jet—Easily changed 
to deep-well use. 4-1 H.P. Motors; 1 or 2 
stages. Pressures to 100 Ibs.; Maximum ca- 


F & W Piston Pump for 25 ft. depth. %-% 
HP. Motors, ae or twin cylinders. Ca- 
pacities to 450 G.P.H. 





pacity 950 G.P.H. 





100 
FT. 





& W Centrifugal Jet— Sade staee th 
P. maximum 


nn 
he Oo eye ; 


SURES oo 
Saeressaite 


TO 
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F A. w Mba y yt Sade Stage Jet with pat- 
Speadichan 


ic Control Valve & 
Seat 


PES Aes ace a 









F & W “Multi-Purpose” Jet as deep well 
pump. Remove jet and install at proper depth 
in well. No extra parts to buy. 


F & W Economy “Multi-Purpose” Jet. 4 H 
Motor, 350 G.P.H. F, Zee &20P.S.1 My. 
Sa 





4 tS W Multi-Stage Jet—-2 and 3 stage, 2-5 
Motors, maximum capacity 3900 G.P.H. 
Enciusive F & W features. 








+e GIVE YOU 


ADVERTISING to sell farm, svbur- 








: ro EVERYTHING 
from 

ae 200 PUMPS FOR EVERY NEED—Only a 
FT few of available models shown 
e here. Send for complete catalog. 

1-2 WP. IMPORTANT FEATURES THAT 

ning hts 10 > GPR, coun vale, Specs: REALLY SELL! Patented VARIJET, 

ad * Automatic Control Valve, Speedi- é 

F &WContritugst Contractor's Change Rotary Seal and many 

bang ndesues, ene others. | 

P.M. at ead and | 





ge 
a i 
FT 000 G.P.H. Deoths = SATISFIED CUSTOMERS Since 1866 | 
° uto- i 
Branch Warehouses and Offices in Albany, i 
New York; Orlando, Fia.; Shreveport, La.; 
Cedar Rapids, lowa; Charlotte, N. C. 
Fr gue Stroke Piston Pump >: 
— $ 
330 feet, mauienumn capacity 2 nee AY Type i 
mere. Motor. Lifts to'20 ft 
n at 3,000 G.P.H. at 5’. 
All Automatic, Thermal 
‘ overload protection. 
der- TO F & W Multi-Use Centrifugal Submersible Cellar- 
Pumps—One and two sta Drainer also available. 
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ban and builder prospects. 
LIBERAL PROFIT 








tioning and al Use. 











FLINT & WALLING MANUFACTURING CO., INC. 
276 OAK STREET, KENDALLVILLE, INDIANA 
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Domestic ENGINEERING, Fesruary 1956 











Smartest promotion in 


—AND YOU'RE THE STARI 





wants fo show you how easy 
your family 


it is to give 
year-round AIR COND 








‘ve rea 
Worthington Ct MATE 


o matter what you 
or 


N 

5 ne substitute fora 

msi ation. 

This man can actually show yo 

Think of being able to oe at torrid su 
4 comfortable. healthful level 

s is the picasant pet ) 








ethingron cS 





lor you. 
<casy to look at you'll see the Wor 


WORTHING 


News 





ee 
a 


water is somethi 
LaMaTe MAN Wort 
hottest " 


wh the CLIMATE MAN 0 
The Saturday 


PO ST 


Here’s how 412 milli 
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Unique, new way to demonstrate 
Worthington’s complete line 
casts you as the CLIMATE MAN 


Here’s the sales idea you've been waiting for! 

Worthington’s demonstration kit gives you the easiest-to-tell, easiest- 
to-sell air conditioning story of the year. It makes you the Worthington 
CLIMATE MAN—makes you an air conditioning expert, equipped to carry 
your story right into any prospect’s home, office or store . . . and tell it in 
a way no competitive dealer can match. 


HOW THE NEW DEMONSTRATION SELLS 


In full-color transparencies you'll show prospects exactly how their 
Worthington air conditioner will look . . . how it will fit into their home 
or store. 

Actual parts of the unit—like coils and filters—demonstrate the quality 
and operation of Worthington equipment. And the Climate Kit helps 
you blueprint your prospect’s specific installation ... work out cost and 
payment figures right before his eyes. 


PROMOTIONAL PIECES BACK YOU UP 


The smartest, hardest selling ad campaign we've ever run (see left page) 
is only part of the story. You get interest-building TV and radio spots, 
newspaper mats, billboards and car cards, merchandising displays, mail- 
ing pieces and sales literature too. They all tell your prospects that the 
one man best equipped to give them the straight facts about air condition- 
ing is their Worthington CLIMATE MAN. That’s you! 


COMPLETE LINE MORE VERSATILE THAN EVER 


This year Worthington tops the industry with the smartest idea in air 
conditioning—the remarkable space-saving FLEXI-COOL unit that fits 
anywhere. With Worthington units to fit every application—and smart, 
compact styling a feature of every unit—you’ve got the finest, most ver- 
satile line as well as the smartest promotion in the industry. Call your 
Worthington District Representative today. Then, revise your sales fore- 
casts upwards and go to work. Worthington Corporation, Air Condi- 


tioning and Refrigeration Division, Section A.6.20-D, Harrison, N. J. 
A-6-20 


WORTHINGTON 


THE BEST FRANCHISE... 
THE MOST COMPLETE LINE 


=, 


Domestic ENGINEERING, Fesruary 1956 


alt conditioning history 



































NEW KIT HELPS YOU show each prospect his own 
custom-made Worthington installation. Your quick 
sketch shows him where and how his Worthington 
unit will work best. 





FLEXI-COOL SECTIONAL AIR CONDITIONING. Fit sec- 
tions together as a unit or install them separately 
anywhere. Saves stocking space for you. 


WORTHINGTON AIR-COOLED UNITS. Air condition- 


ing without water is another Worthington extra. Per- 
fect for water-short areas. 





EVERYBODY WILL BE 
LOOKING FOR THIS SEAL 
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TV Under Pressure 

Anxious television producers, 
stars, and sponsors may soon watch 
water pressure meters with fearful 
misgivings. The future of a $1,000,- 
000 production may hang on the 
flush of a water closet! 

Anyway, George Van Dorp, 
Toledo (O.) water commissioner, 
says he can measure the appeal of 
a TV show by fluctuation in the 
city’s water use. If it’s a good show 
everybody stays close to the set un- 
til the end—then rushes to the 
bathroom. If pressure is steady 
throughout the show—well, people 
are more interested in a drink of 
water than the performers, and an 
option might drop right along with 


the pressure. 


The Little Green Jug 

A plumber’s helper in Texas 
hadn’t been on the job long, so 
when he dug up a jug with $60,000 
from beneath a house, he just took 
it as part of the high pay scale and 
quietly pocketed it. 

But when he bought two cars, a 
house, and a pickup truck—all in 
cash—neighbors suspected his take- 





home pay included parts of some- 
one’s home. The helper landed in 
jail, but a grand jury refused to 
indict him because even the owner 
of the house couldn’t prove owner- 
ship of the cache. 

So the plumber’s helper and the 
owner split—the helper getting 
clear title to $20,000 including what 
he had spent. All this proves: don’t 


12 


be discouraged if you can’t dig a 
water main in Texas—oil and 
money are nice, too. 


Consignment on Delivery 

Mass production, as typified by 
the Permaglas Division of A. O. 
Smith, will tip its hat to another 
productive line this year —the 
Smith clan. 

Within a few weeks, the three- 
millionth “Permaglas” water heater 
will be produced. On that day, 
babies born to Smiths who own or 


rent homes anywhere in the nation 





will be eligible for a 30-gallon unit, 
installed free. The contractor who 
does the installing also receives a 
free model. 

Statistics indicate about 110 new 
Smiths will enter the world on that 
fateful day, joining more than 1,- 
50,000 bearers of the name. 

Smiths who come in two or 
threes will just have to get used to 
sharing one water heater. And, 
scrry—Smyths, Schmitts, or Psmiths 
need not apply. 


Automation, Move Over! 

Think the automotive industry is 
big nowadays? In 10 years, the ap- 
pliance business will rival it, ac- 
cording to Roger Kyes, vice presi- 
dent of General Motors. 

He predicts 60 percent of our 
homes will be air conditioned .. . 
dishwasher and food waste disposer 
sales will be four times bigger .. . 
and dryer sales will have doubled. 

“The growth of our vigorous 


economy,” Kyes said, “will be re- 
sponsible for the boom.” Increased 
income, a vast replacement market 
and greater importance of the 
kitchen will be other factors mak- 
iug appliances the bellwether of the 
national economy, Kyes believes. 


A Big Man Now 

The nation’s sixth largest indus- 
try will “come of age” in 1956. The 
celebrations will honor the gas in- 
dustry and its growth. 


It was 21 years ago that some 


600 companies manufacturing gas 
appliances and equipment got to- 
gether to promote their products 
through the Gas Appliance Manu- 
facturers Assn. Since then use of 


natural gas has spread to every 
state except Vermont. 


Arabian Blights 

The 1,000-year-old city of Tehe- 
ran, capital of Iran, will get its first 
running water this year for its 1,- 
400,000 population. 

The Shah of Iran has opened a 
new water supply which brings 
water from 25 miles away to six 
reservoirs. Within three years, 
Teheran should have 60,000 homes 
receiving running water. 

Previously, water was obtained 
from open ditches, wells, or water 
peddlers. Intestinal ailments were 
rampant but, after 10 centuries, 
residents took it all as a matter of 
ccurse. The city still lacks another 
important factor in good living—a 
sewage system. Each house has its 
cwn cesspool. 


For the Love of Comfort 

Next time you're handling a 
year-round air conditioning unit, 
you and your customer might like 
to pause and thank an ingenious 
Yankee who searched for a more 
comfortable way of life 120 years 
ago. 

Carrier Corporation reminds us 
that it was a resident of Worcester, 
Mass., who conceived the idea of 
putting his stove underneath rooms 
he intended to heat. 

Around the stove he built a little 
brick room. Out of the top he ran 
pipes to gratings in the rooms 
above. At the bottom of the casing, 
he left holes to permit air to cir- 
culate over the stove, and put a 

(Please turn to top of page 14) 
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KRI LER WORKS q | 


* * a. 1 | 
Radiant Panel Heating ry aa 


Runs of coil sections are installed at right angles to 


offers every advantage to both the Heating Contractor the ceiling joists, distributing even heat to the ceiling 
and/or floor surfaces. These comfortably warmed areas 


radiate healthful heat energy throughout the room. Shown 


QUICK AND EASY INSTALLATION—One section of —_pelow is a typical coil layout in the average home. 
KRITZER Radiant Coils equals many lengths of ordi- 


nary tubing. The Heating Contractor can install the entire 
system without requiring special cooperation from other LF Chicago 25, Illinois. 


contractors because the coils are not imbedded in any 
building material. Pa a 
OUT OF SIGHT—No unsightly registers or radiators. { — 
Completely comfortable wall-to-wall living area. <= 
SILENT—No noise of fan blown air through registers. </~_. - i 
KRITZER suspension of coils assures quiet during ex- 
pansion and contraction of heating cycles. | 
SAFE—KRITZER coils touch no part of the build- __ | | 
ing. They heat air only. Aluminum fins on lifetime copper 
tubing will not rust or discolor. 
CLEAN—Gentle, dust-free warmth fills each room. 


There are no “hot spots” to cause dirt streaking of walls i Oa 
and ceilings. No gusty blasts of dusty air. ta ¥, 








and his customers. 


Kritzer Radiant Coils, Inc., 2901 Lawrence Avenue, 





KRITZER QUALITY HEATING PRODUCTS — 








~ 


"K" LINE SLOPE TOP STANDARD UNIVERSAL | CONVECTOR, KRITZER 
BASEBOARD BASEBOARD BASEBOARD BASEBOARD SLOTTED FRONT FINNED TUBE 


REPRESENTATIVES IN PRINCIPAL CITIES 
SEE YOUR JOBBER FOR KRITZER PRODUCTS 




























“JF IT’S KRITZER, IT’S RIGHT, SIR!” 
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SAYS JACKLEGGS CUT PRICES 

GOLDENDALE, WasuH.—In this area 
local price cutting competition is 
caused principally by lack of pro- 
tection against unqualified contrac- 
tors who do not know their costs. 
“Tinker Jackleggs” have free rein 
in this area. We’re trying to educate 
the public against using this type 
of service and are seeking means of 
developing a city code to combat 
improper installations. Can you 
give us any help and suggestions on 
these problems? 

FRED STONE 


e Reader Stone will find ideas for 
getting started on a plumbing code in 
the article on pages 116-117 in the 
October issue. D.E.’s Qualified Con- 
tractor Program described in each and 
every issue since August will provide 
a wealth of consumer education ideas. 


AKRON FIGHT CONTINUES 

Axron, O.—Thank you for your 
efforts in the Qualified Contractor 
Program, and the wonderful article 
on the Akron Program (Nov. p. 
108). We will attempt to continue 
the fight to drive the jackleggs out 
of business. 

JOHN WAGNER 

e “Mr. Sullivan Calls on the Phone 
Co.,” the article referred to by reader 
Wagner, describes the efforts of Akron 
contractors to remove unqualified list- 
ings from the classified telephone 
directory. 


LIKES SALES MANAGER IDEA 

CLEVELAND, O.—I read with a 
great deal of interest your article 
in the January issue of D. E. titled 
“Should I Hire a Sales Manager?” 
(p. 103). I have been perplexed for 
some time about the very problem 
you mention, namely: how to find 
time between figuring estimates 
and solving on-the-job problems to 
expand my merchandising activities 
and add new lines of equipment that 
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are needed to round out a complete 
contracting operation. 
Unfortunately I am not so fa- 
vored as Jim Loretto whose wife 
(lucky fellow) helps with mer- 
chandising ideas and is a poet be- 
sides. (See “Loretto Does It with 
Rhymes,” Oct., p.95). And of course 
I’ve thought of hiring a sales man- 
ager, but until reading the Ander- 
son article in the January issue I 
didn’t have much idea how to go 
about it. With these tips from An- 
derson’s experience, a sales man- 
ager now seems a real possibility. 
Wayne R. Ports 


ESTIMATING MADE EASY 

Syracuse, N. Y.—I have just 
finished reading your story on Cliff 
Lindgren in your November issue 
of Domestic ENGINEERING and I 
wonder if it would be possible for 
you to send me a copy of the esti- 
mating form (see cut) used by Mr. 


— 








Lindgren for plumbing and heating 
jobs. 
SEYMOUR SEIDENBERG 

e Readers will remember the Lind- 
gren story, “He Takes the Guesswork 
Out of Estimating,” on page 104 of the 
November issue. Mr. Lindgren kindly 
provided D. E. with copies of the effi- 
cient estimating form, which were for- 
warded to Mr. Seidenberg with Mr. 
Lindgren’s compliments and ours. 


(Please turn to top of page 16) 





Between Ourselves 


(Continued from page 12) 
door in the front to reach to the 
fuel box and ash pan. 
That was the simple beginning of 
central heating and the most com- 
fortable homes in the world. 


Product Design Story 

The story behind the influence of 
the industrial designer on plumbing 
and heating equipment—from tem- 
perature regulators to bathroom 
fixtures—is the subject of a new 
book, “Designing for People.” 

The author is Henry Dreyfuss, a 
leading product designer, who tells 
how he has created products that 
stimulate the consumers’ buying 
desires and also incorporate good 
engineering and functional adapt- 
ability. 


Air Conditioning Cum Laude 

Used to be when a kid got a bad 
report card, he’d have been sent to 
the woodshed. Now he goes to an 
air conditioned classroom. 

The results are likely to be far 
more satisfactory, says Zephyrin 
Marsh, director of Minneapolis- 
Honeywell’s school activities. Marsh 
points out that 20 to 30 youngsters 
packed into an average classroom 
generate enough excess body heat 
to warm a five-room house in 
freezing weather. This extra heat, 
he says, makes pupils drowsy, in- 
attentive and difficult to instruct. 

Air conditioning, however, keeps 
them alert and eager to learn . 
but no doubt still figuring ways to 
sneak off to a cool movie. 


Sweet Hubby 

The farmer’s wife can now be 
greeted with a sweet odor of Sudsy 
Soap and Tantalizing Talc, instead 
of poultry perfume and feed fumes 
when hubby calls it a day. 

Farm Journal, an agriculture 
magazine, says many farmers are 
installing a clean-up area in the 
milkroom or barn where they can 
wash up before walking into the 
missus’ neat kitchen. 

Women, of course, are the force 
behind this movement to keep 
barnyard smells where they be- 
long, and the magazine indicates 
they’d be mighty attentive to sell- 
ing along the “second bath” line. 
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Plumbing & Heating Look, Pal! Do you really know that 


ome" Free U-Cote on 
U-BRAND Black 
Fittings Resists Rust 
10 Times Longer? 


Canny Canine: Sure, met tough tests by independent 
testing laboratory. 











Piumbing & Heating What kind of tests? 
Contractor: 


Canny Canine: Humidity, for one. Not a speck of 
rust on U-Cotes for 10 times as 
long as ordinary black fittings! 


Plumbing & Heating You don’t say! Tell me more. 
Contractor: 


Canny Canine: U-Cotes stood salt spray test 12 
times as long! 








Plumbing & Heating Say, that would mean U-Cotes won’t 
Contractor: rust in the bins... nor lying around 
on the job! They stay new looking. 


Canny Canine: Right! And U-Cote proved it won’t 
- crack or flake even under wrench jaws. 
/ 





Plumbing & Heating At same price as other black fittings, 
Contractor: they’re a bargain I’m having. 
Gonna call my wholesaler tomorrow 
and demand! 
l 





SS 
Nel | 





A SINGLE SOURCE FOR ALL YOUR PIPE FITTING NEEDS 


Galvanized and Black U-Cote Malleable Iron Pipe Fittings—Unions 
— Plugs and Bushings— Cast Brass Solder Joint Pressure and 
Drainage Fittings — Cast Iron Drainage and Screwed Fittings — 
Steel Nipples and Couplings— Insert Fittings for Plastic Pipe. 


Urcor, 


The 
Union Malleable 


Manufacturing Company 
Ashland, Ohio 





Domestic ENGINEERING, Fesruary 1956 15 














by 






















GAS-FIRED UNIT HEATERS 


* 





give you ALL these advantages 


@ No other manufacturer offers you 
rust- and corrosion-resistant stainless 
steel burners as standard equipment 
... plus a choice of aluminized or 
stainless steel heat exchangers. And 
there are many other features for re- 
duction of overall costs. In many in- 
stances, for example, the savings a 
Modine Unit Heater allows in in- 
stallation costs alone offset any dif- 
ference in price. 










































WEIGHT COMPARISON 
o 
Brond raid niet Ooeighe Modine 
input) gong 
Modine loluminized steel) 105,000 105 
Modine (stoinless steel) 105,000 95 
Brond “A” 100,000 170 
Brand “'B" 102,000 196 
Brond “C" 90,000 175 
Brand ‘‘D" 100,000 165 
Brond ““E™ 100,000 210 en 
Brand ‘'F” 100,000 210 ports 
Brond “G" 105,000 170 












































Faster, more uniform heating 


Continuous flame from front to rear of 
individually fired exchangers, increases 
radiant heat absorption, uniformly dis- 
tributes heat through tube. 





Lower shipping, installation costs 
Light weight, without sacrifice of strength 
or efficiency, makes Modine Unit Heaters 
easier to handle, faster to install. Also cuts 
need for expensive support structures. 


® 


UNIT HEATERS 









No port clogging, cleaner burning 
Self-cleaning Modine burner ports have 
four times the free area of conventional 
drilled ports, Knife-sharp edges prevent 
lodging of scale. 


/ 


Easy access for 
inspection or service 
Hinged casing swings 
down, reveals burners, 
manifold and pilot light. 
Complete burner assem- 
bly may be removed as 

a unit. 





NEW 12-PAGE BULLETIN 655 
gives you complete selection 
and application data. Call 
the Modine representative 


listed in your classified 
phone book. Or write Mo- 
dine Mfg.Co., 1502 DeKoven 


acine, 


Ave., Wisconsin. 





GU-126? 
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Letters 





(Continued from bottom of page 14) 
CLOSE TO HIS HEART 

Boston, Mass.—Much to my 
pleasure I received this morning a 
tear sheet of the “Cost of Doing 
Business” talk given by me at the 
American Institute in September 
(“Chalk Talk on Prices,” Dec. p. 
106). I have given many talks and 
I have seen them reported but to 
my way of thinking this is the most 
accurate and dramatic presentation 
I have ever seen. This subject is 
so important and so close to my 
heart I need not tell you how ap- 
preciative I am. 

R. Louis TOWNE 
executive director 

Plumbing & Heating Wholesalers of 
New England 
e And Domestic Engineering is appre- 
ciative of this high praise from Mr. 
Towne. 


SAYS SHOWROOM BOOK USEFUL 

Hartrorp, Conn.—I have been a 
subscriber to your magazine for the 
last 15 years, and last fall I re- 
modeled my showroom using ideas 
from your showroom booklet of 
plans and layouts. The front is all 
plate glass and the neon sign is 
similar to the one on page 56 of the 
booklet. I want to thank you very 
much for these excellent ideas. Will 
you now finish the job and send me 
the four window and truck display 
posters described on pages 2 and 3 
of the booklet? 

JosePH L. HIRSCH 


e The D.E. Showroom Booklet con- 
taining showroom plan and layout 
ideas, merchandising ideas and sug- 
gested letterhead designs is free upon 
request to D. E. subscribers. 


WE HAVE THE ANSWER! 

DeLawarE, O.—We are in the 
pianning stages of a program to en- 
courage contractors in our area to 
get into modernization work. Do 
you have any suggestions? 

M. HOoLLENBAUGH 

Worly Plumbing Supply 


e We do... and the “packaged an- 
swer” is on the way in the form of 
Domestic Engineering’s slide film, “The 
Bay City Story,” and the DE Remod- 
eling Sales Kit. The film is available 
free of charge to wholesalers, contrac- 
tor groups and manufacturers who 
want to spark modernization drives. 
For complete details, write the Editor, 
1801 Prairie Ave., Chicago 16. 
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CHAIN WRENCH 


Does everything an ordinary pipe wrench 
will do . . . and a great deal more. Gets 
into tight corners; holds or turns any shape. 
Rachet-like action works in either direction. 
10” to 60” handle lengths. Renewable jaws. 


HINGED 4-WHEEL CUTTER 


Until you’ve used it, you can’t believe how 
quickly this completely new tool cuts off cast 


ADJUSTABLE 
GUIDE RACHET THREADER 


Light, compact and highly efficient. Features the exclusive 
Reed double-threaded throat, chip-ejecting die. Starts 
without pushing and needs no lead screw even for 2” 
pipe. Cuts easily and every thread is clean and true for 
a tight joint. In three size ranges: Ye" to 1"; 4%" to 1%" 
and 2" to 2." 


FOLDING TRAY 


TRIPOD VISE 
i The famous folding tray tripod is 


available with the long-jaw yoke 
vise or the new chain vise head. 
Folds compactly, carries easily. 
Sets up instantly, solid as a rock, 
and won't collapse while you're 
working. Yoke vise capacity %” to 
2%"; chain vise capacity 2" to 4.” 


iron or steel pipe. Tracks perfectly, cuts easily 
and clean... in ditch work, in tight corners or 
in the open. In five sizes for pipe to 12 inches. 


RACHET REAMER 


The original and only genuine self-feeding rachet 
reamer. Needs no pushing. Cuts burr fast without 
binding or gouging. Capacity %" to 2.” 


Ta > 


CHAIN BENCH VISE 


A sturdy and greatly improved chain bench 
vise. Chain drops naturally into position and 
locks automatically. Easy-to-use handle ends 
fumbling and skinned knuckles. In five sizes 
with capacities from Ye" to 2” to 2" to 8." 





jy -°°-- 





The distributors who feature Reed Pipe Tools believe 
in the best for their customers. You'll enjoy doing 
business with them. 











FOR CHILLY NIGHTS: In a combination of pink and black, this little 
heater will eliminate the chill from winter bedrooms, says Cory Corp., the 
manufacturer. The girl with the admiring glance is perky Peggy Smith. 





NAVY’S FIRST MIDGET submarine carries a four-man crew who stay 
as comfortable as their buddies in the Pentagon or aboard one of the four 
super aircraft carriers. All are comfort conditioned by Carrier Corporation. 


Picture 
Paragraphs 


CNRS SEN. NE 











CAMERA STUDY: Not a gigantic watch spring or a GIBSON GIRL: The Gibson Refrigerator Co.’s girl of the 
test tunnel, but simply a 100-ton heating coil produced moment is Jaci Johnson who is demonstrating the handy 
by A. M. Byers Co. to protect an oil blending tank. controls of the new Gibson central air-conditioning unit. 
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ON a Solid Plastic seat of Church quality 

















& quality plus 
at no extra cost 


The new CS&B packaging combines eye appeal with buy appeal. Quality in appearance 
and durable in design, these new packages are crush resistant and easy to stack. And 
the overall pattern reminds the buyer of CS&B’s complete line, making it easier for you 
to sell related items. 


Cash in on this combination of Quality Plus at no extra cost. 


THE CONNECTICUT STAMPING & BENDING CO. 


NEW BRITAIN, CONN., U.S.A. 
offiliate: TUBE BENDS INC. aircraft ports 
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Lammonel 
Valves 


"Stocked by the 
betty, wholesalou 


Radiator Valves and Elbows for steam and 
gravity hot water heating systems. 


Circulating valves, balancing elbows and fittings 
for forced hot water heating systems. 


Globe, angle, drainable globe stop valves. 
Boiler drains and sill faucets. 


Gate and check valves for iron 
‘pipe and copper tubing. 


Heavy duty valves for compliance 
“i') with Federal Specifications. 


Write for 
catalogue. 







FHIAMMOND % 
BRASS WORKS y 


Samectloeed of, votive Hammond, Indiana 
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APPEARANCE 


The coordinated design features 
of INGERSOLL fixtures give all your 
bathroom installations a mod- 
ern, high quality appearance. 
INGERSOLL Plumbing Products 
have been designed specifically 
to blend with both modern and 
traditional decor. Beauty of 
appearance means faster sales, 
more satisfied customers. Avail- 
able in a choice of five lovely 


raed ielae 


ide) [el be 


Because INGERSOLL uses modern 


materials with modern, mass 
production methods of manufac- 
ture you get the most mowuern, 
most economical plumbing fix- 
tures. Thus, INGERSOLL brings you 
fixtures designed of light weight 
porcelain-on-steel. This means 
lower manufacturing costs, 
lower shipping costs and lower 


Takticliichilelamaltie 




































EASE OF INSTALLATION 


Each INGERSOLL fixture has been de- 
signed specifically for extreme ease 
of installation. The Rio Grande 
skohialit] Mae] mlalticlsla-MealeE Mol Male (-tee 
tub framework that allows the tub 
to rest on the floor without addi- 
tional bracing or hanging. This ex- 
cellence of structural design coupled 
with the light weight of all the 
bathtubs, kitchen sinks and steel 
lavatories mean simple, fast one- 
re miarticlitelitelam 


Write for catalog on the modern, quality line. 


~~ 


INGERSOLL PRODUCTS DIVISION 


| sloyaonn | Lobel) an Gola eles celeleys 


1000 WEST 120TH ST., CHICAGO 43 























TIPS FOR MANAGEMENT 


Removable Wall Cuts Sheet Metal Handling... 


WAREHOUSE HANDLING of bulk 
sheet metal has been cut in half 
at Sunset Heating and Air Con- 
ditioning Co., Menlo Park, Calif., 
owner William R. Kastelic re- 
ports. 

The big labor saving was 
achieved by constructing a rack 
in the rear corner of the build- 
ing and making it easily access- 
ible to the outside by two re- 
movable wall sections measur- 
ing 6 ft by 10 ft. 

Formerly, sheet metal was 
unloaded from a truck onto a 
dolly and hand-trucked to a 
rack located near the center of 
the shop. When metal was need- 











REMOVAL of two 6 ft by 10 ft wall panels of a warehouse 
provides easy access to an interior rack for sheet metal. 
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ed in the field, it had to be load- 
ed onto a dolly from the rack 
and then re-loaded onto trucks. 
Under the new method, an in- 
coming shipment of sheet metal 
is backed up to the removable 
wall section and slid from the 
truck bed directly into the rack. 
For outgoing shipments, the 
procedure is simply reversed. 


= When replaced in the outside 
wall, the 6 by 10 ft sections are 
held in place by the corruga- 
tions at the top and by hasps at 
the bottom. 

The rack itself cost Kastelic 
$150.00 for materials and be- 


tween three and four days of 
labor. It is 8 ft 2 in. high, 8 ft 
4 in. wide and 9 feet long. 
Framework is constructed of 2 
by 6-in. lumber which is rein- 
forced on three surfaces with U- 
shaped 22-gauge sheet metal to 
keep the wood from splitting. 
Reinforced in this way, the top 
of the rack then provides addi- 
tional storage area for insulating 
materials. 

The wood uprights are drilled 
to take 34-in. pipe for the metal 
to rest on. 

The-rack is divided vertically 
into three sections, one 404% in. 
wide, one 33 in. wide and one 19 
in. wide for cut strips. END 





pO al 


nad 


LOADING or unloading sheet metal can now be done di- 
rectly from the truck, cutting former handling time in half. 


23 











24 


"Oh, no! 
Not out of 
steel 
pipe 
again” 


A situation like this not only gets mo- 
notonous, but doggoned irritating. 


It can be avoided, however, by simply 
letting your nearby Republic Pipe Dis- 
tributor handle your steel pipe require- 
ments. Sudden rush orders are never a 
problem. He carries a full line of steel 
pipe in all sizes and lengths—plus fix- 
tures, controls, tools—everything needed 
for complete installations. And no matter 
what size the order, he’s ready to deliver 
what you want, when you want it. 







Phote by H. Armstrong Roberts, N.Y. 


So don’t try to handle a large piping 
inventory for maintenance. Make 
his stockroom your stockroom 
and save floor space. Save insurance. 
Handling costs. And large capital invest- 
ments. 


Successful operators all over the coun- 
try have found it profitable to make the 
acquaintance of their Republic Pipe 
Distributor. Why not give him a call, to- 
day? His services are as near as your 
telephone. 


CALL YOUR LOCAL REPUBLIC DISTRIBUTOR FOR QUICK DELIVERY OF STEEL PIPE 


REPUBLIC Svel Ape 
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A completely NEW 
bollier for hot water 
or steam. The only 
boller that combines 
all these features 
for economy and 
efficiency = yet it 

is priced to fita 
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Here's the “inside story” on a 
revolutionary new oil boiler! 


CAST 








Flush or Extended Jacket 
Modern Hammertone Finish 
The Utica Starfire Boiler is smartly- 
styled and compact (20” wide- 
48” high), and is available in a full 
range of sizes to meet the heating 
requirements of the average modern 
home. And it is priced to insure you 
more sales and profits in today’s 
competitive market! 


Write for complete information » 

















© or © 


BURNING BOILER 








# Vertical 
Smoke Hood 








Vertical 
Fiue Travel 








New “Sio-Fio” 
Battie Action 


Mp F © Pag AA tems, 








Greater 
’ Prime Heating 
j Surtace 








‘ \ Pre-cast Brick 
4 Combustion 
Chamber 








i Wet-Base 
<I Construction 








14” Foll-Faced 
+ Glass Wool 
Insulation 

















DE-5 
Utica Radiator Corporation, Utica, New York 
I’m interested in the full sales story 
on the new Utica Starfire Boiler: 


NemGei.5-<.3.. 

PP tata sede tisa dames 

Address.. 

Coss skint : : State... biatulicg 

(0 Heating Wholesaler (1) Heating Contractor 
() Architect 










































that has to be. kept-til next month { 





| its o mighty profitable secret 
(hie ) for Permaglas’ glaze-lined 
water heater dealers ! 


(pupther AAG, your Permaglas' distributor might 


let you in on it early- you ace hin/ 











aa os ss tt Goer a. a a ee 


tL whotever you do DONT MISE IT 
COW | J te BIC M 
Through research & ...@ better way 


AOS ) 
POR PORATION 


PERMAGLAS DIVISION ¢ KANKAKEE, ILL. 
International Division, Milwaukee 1, Wisconsin 
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I’m selling for Fairbanks-Morse! 


You—and your customers—will run into me often this 
year. Open The Saturday Evening Post, Farm Journal, 
Capper’s Farmer, Progressive Farmer, Sunset or House- 
hold Magazine and I’ll probably be there. I’ll be selling 
Fairbanks-Morse products every time. 


Join me. You’ll make money. 


You see, Fairbanks-Morse offers everything you need 
for success: 


1. A respected name, known for 125 years 
2. Top-quality products, backed by guarantee 


FAIRBANKS-MORSE 


@ name worth remembering when you want the BEST 





WATER SYSTEMS ¢ GENERATING SETS «© MOWERS *¢ MAGNETOS 
PUMPS * MOTORS © SCALES © DIESEL LOCOMOTIVES AND ENGINES 


Domestic ENGINEERING, Fesruary 1956 


A complete line of water conditioning equipment— 
water systems, heaters and softeners 


Fast delivery of products and parts—our 38 branch 
offices blanket the nation 


Sales help and cooperation from Fairbanks-Morse’s 
own men 


Point-of-purchase sales aids 
A cooperative advertising program 


Giant national advertising support 


I’m looking forward to working with you. You'll find it’s 
always better to sell the best. 


Fairbanks, Morse & Co., Dealer Div., Dept. DE-2. 
600 S. Michigan Avenue, Chicago 5, Illinois 


I’m interested in selling Fairbanks-Morse products. Send 
detailed information and have your representative call. 


Firm name 
My name 
Address RD 





























Selling to Minors Is Risky 

While it’s general knowledge 
that a dealer must, on demand, 
return the full purchase price to 
a minor who has purchased ma- 
terial, what about the dealer who 
acts only on a commission basis? 

A recent case indicates the re- 
fund must still be made. The 
dealer, in this case, refused a 
$1,500 refund on a purchase by a 
minor, contending that he was 
only a middleman and that the 
merchandise was actually owned 
by another party. 

The court discovered, however, 
that the middleman had made 
the sale in his own name and 
therefore it was his, the seller’s, 
responsibility to make good the 
refund. 

Citation: Datko v. Grieb, 113 
N.E. (2d) 672. 


Transportation Liabilities 

With the plumbing and heating 
industry mechanized for efficient 
service, there are almost as many 
workmen injured in vehicles as 
on the job. 

A contractor may find himself 
in the courts, sued for liability in 
an accident that occurred miles 
from his operation. Sometimes 
he pays damages; other times 
he’s more lucky. 

One contractor, for example, 
recently had his estimator driven 
to a prospective job site by an- 
other company employee. En- 
route, the driver lost control of 
the vehicle and collided with an- 


other car. The estimator was 





T'S THE LAW! 


Legal Decisions of Interest to Contractors 


WW )v0’”D Di [Pf QW 0° Fo ™Wx oad§ WWW rnDWW:e "rrr wu 


By Leo T. Parker, Attorney 
Cincinnati, Ohio 


hospitalized for four months and 
sued for $32,000. 

The courts granted damages in 
this case because the employer 


mator with transportation. 

On the other hand, a suit 
against another plumbing con- 
tractor was dismissed when the 
courts learned that the employee 
was injured in an accident in a 
car which the contractor had not 
furnished for business use. 

The cases illustrate the general 
principle that injuries sustained 
on company authorized business 
in transportation furnished by 
the employer can result in suc- 
cessful damage suits. 

Citations: Montgomery Com- 
pany v. Furlong, 219 Fed. (2d) 
726 and Stout v. Schell, 206, 241 
P. (2d) 1109. END 


had agreed to furnish the esti- 





supply company. 


* 








YOU BE THE JUDGE 


If you were a judge, how would you decide this case? 

A plumbing contractor was sued by a wholesaler to re- 
cover the cost of various materials purchased by a certain 
individual in the contractor’s name. The contractor denied 
that the man had purchased the material for his company 
and contended that he was not responsible. 

However, the supplier showed that in the past the same 
individual had been authorized by the contractor to pur- 
chase and take delivery of plumbing materials from the 


Who was held responsible for the purchase? 


The court ruled that the plumbing contractor must pay 
for the material. In explaining his decision, the judge said, 
“The true substance of the case is whether the man was an 
authorized agent of the plumbing contractor.” He explained 
that if the contractor had notified the supply company that 
the man was no longer his agent, employee or representa- 
tive, there could have been no liability. (Court citation 
available from Domestic Engineering.) 


* 
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The Lawndale UNQUALIFIED GUARANTEE for the first time in the history 
of the steel plumbing-fixture industry gives you the kind of protection against 
loss that you really need. It protects you against chipping . . . it protects you 
against damage by workmen .. . it protects you against other damage. If any 
Lawndale plumbing product is damaged in any way up to the time of original 
label removal, all you need do is return it to your Lawndale jobber for replace- 
ment. 


FULL CREDIT WILL BE GIVEN—NO QUESTIONS ASKED! 


We can offer this UNQUALIFIED GUARANTEE only because we are com- 
pletely confident that the quality of Lawndale Plumbing-Ware justifies it. 
Mr. Plumber, there is only one way you can protect yourself completely against 
loss from damage; buy the Lawndale line—see your Lawndale jobber or write 
factory for name of nearest Lawndale dealer. 


‘Evety Lawndale plumbing product bears an original factory applied label with a reg- 
istered number. Do not remove it. 


*Reg. U.S. Pat. Off. The Formica Co. * 





LAWNDALE ENAMELING COMPANY 


1137 WEST 14TH STREET, CHICAGO 8, ILLINOIS 
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Jobber as Best Outlet for Plumbing 
and Industrial (Soods 


Why this manufacturer uses wholesaler exclusively and how the 
wholesaler helps him 
By E.H. Blywise 
President, The Republic Brass Company 
s ago while among other reasons, because each about sums up our distribution policy. 


ident of this organization 1 
ave 


OME twenty year ; 
employed as 4 representative jobber’s representation of us 1S €X- As pres 
for a well-known local brass clusive in his district, and because we am, first of all, sales manager I 
manufacturer, 1 was traveling in a co-operate with him fully in a selling chosen and trained my assistants Im 
Pullman smoking room from El Paso way. such a way that 1 can delegate to 
to Tucson, Arizona, and met a sales- When I say that the manufac- others most of the details of the 


man who was representing @ manufacturing and financial 
ends of the business, while of 


plumbing supply house. He 
course keeping close to the 


was on his way to Tucson to 108 . 
sell goods. So was 1. We main issues myself. This givq 
were sellin largely the same me much time and energy 
kind of merchandise. The . devote to the selling process. 
main differe s that I : The need for personalizec 
was limited i F selling was one of the things 

i j that made me decide in tavor 
man was pre ag of the jobbing system Having 
orders, not only for goods = : some eighty jobbers, through 
such as 1 was selling, but for whom our entire output 1s dis- 
a long list of related com- tributed, we are able to dupli- 
modities. 4 cate our sales force, in a me. 

We got to talking, as sales- sure, just that many times. 1 
men on the road will. I saw can work with and through 
he was a man who knew his these eighty fine business men 
business. He had a very fair in a way that would be im- 
technical knowledge of the practicable if 1 were dealing 
merchandise, was well ac- direct with several hundred or 
quainted with the retail trade, several thousand plumbing 
and was in a position intelli- contractors. If 1 should at- 
gently to co-operate wl i tempt to have eighty assistant 
customers in a number of im- sales managers of the type of 
portant particulars wherein these jobbers and each of them 
they needed help and counsel. in turn should have under him 

After conversing with this a sales force covering a certain 
man for a while 1 got the territory, our overhead would 
idea some way OF other that reach an impossible figure. The 
this particular selling picture thing would be utterly absurd 
was all wrong—that it was an Mr. Blywise has chosen the jobber a+ his exclusive dit from a sales standpoint alone, 
exact duplication of selling ef- tribusing agent because he believes the average dealer to say nothing of the mai 
fort, and that if I were ever cannot function satisfactorily without the jobber. In his nance of branch housgg 
called upon to establish a sell- article he gives many reasons for his stand in this matter. stocks at strates : 

pomts. 


ing policy, this apparent dup- 
lication of effort and energy would turer's function is largely to produce Yet, throug 


be eliminated. merchandise I do not mean that he bers, + 

When 1 founded the Republic should stop there If he has the idea } M 

Brass Company 4 few years later | that he can make his goods, stock up in re | ae 1 ? 7 
devoted much thought to this propo the jobbers’ shelves, collect his mong / 


sition and became thoroughly con- s Ww ate arti | h 
vinced of two things: y y 
The function of the manufac- going to , icie $ own here, by 
turer, generally speaking. is to pro His is the primary t o Bi e h 
duce the merchandise and to see that responsibility for . WwW : 
it gets adequate jobber distribution chandise Movg ‘3 » ise, t en president of 
The jobber should sell it with the stock and The Re bli 
help and advice of the manufacturer, sumer } 
and when our selling policy was act é °c pu Ic Brass Co., was published 
established it was on this basis. in Prin + P 
That is, the manufacturer should 
sell exclusively through the jobber, ers Ink Monthly. * entitled 
and we have continued this policy . 


and, we aval part of our business “JOBBER AS BEST OUTLET FOR PLUMBING 


The effect has 






more economicall 


mare conor ma AND INDUSTRIAL GOODS’... In 1928 when 


ing program with more certainty, 
that through the elimination of 


eter, =H. Blywise became president of The Grabler 


practicable under the old syst 


selling direct the contr ° 
ing Ong ane we ae Manufacturing Co. the same basic principle as 


able to select our 
line (bathroom fixture 


ine (hathtoom Aur 29, outlined in the article was adopted...and will 


as a distinct asset. This 1s 


Reprinted from Printers INK MonTHLY, 


Merch, 1927 Issue continue to be endorsed for the years to com . 


SQUARE “GEE” 
EE” LINE OF PIPE FITTINGS ARE SOLD THROUGH WHOLESALERS ONI! 





and will continue to endure for many more! 


The concept of a basic principle dedicated to why it is 
fundamental and practical to sell and distribute plumbing, 
heating and industrial goods through wholesalers only— 


because... 


By no other means can so many products find 
their way to fill their eventual need so quickly, so 
economically... other than through your wholesaler. 
GRABLER UPHOLDS THIS BASIC PRINCIPLE THAT 
HAS ENDURED THE YEARS AND WILL CONTINUE 
TO DO SO IN THE YEARS TO COME. 





Watch for the important series of advertisements 
by Grabler on how your wholesaler helps you... 





THE 


| 

| 
Warekouses : | 

k 
NEW YORK | 
PHILADELPHIA 
ATLANTA | 
PITTSBURGH 
CINCINNATI 


NEW ORLEANS 
DALLAS 
CHICAGO 


MINNEAPOLIS MANUFACTURING COMPANY 


DENVER 
SAN FRANCISCO 6665 BROADWAY CLEVELAND 6, OHIO 


LOS ANGELES 








Save Time and Money 


1-270 TEMPOTHERM 
CLOCK THERMOSTAT 


... convenient day-night con- 
trol with automatic change- 


over. Mercury switch type. 


SERIES 650 BIMETAL 
SNAP ACTION THERMOSTAT 
... for safety limit or oper- 
ating control. Mounts in any 
position, no leveling needed. 


7-99 MERCURY 
SWITCH THERMOSTAT 


... with sealed contacts. In- 
tegral heat anticipation. 


Stainless steel case. 


200M THERMOSTATS 


SBRIES 600 FAST ACTING 
LIQUID FILL THERMOSTAT 
...for rapid response and 
close differentials. Direct or 
reverse action models. No 

leveling needed. 


IN THERMOSTAT 


4 
fe 


7-220 LINE 
VOLTAGE THERMOSTAT 
Choice of heating or cool- 
ing models, with or without 
heat or cold anticipation. 


f * eementiennrnne-nanoonencanaa 4 


1-32 MERCURY 
SWITCH THERMOSTAT 
...external tempesature ad- 
justment, visible setting, 

built-in check level. 


Over 3,000 Stocking Wholesalers 


... located throughout the country, maintain full inventories 


of the complete General Controls line — which enables 


you to tailor-to-order the perfect control package for 


any job — saving you time and money by providing 


Complete General Controls1 Stop Service 
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SERIES 5000 STANDARD 
TRANSFORMER RELAY 
...to control single phase 
motors, etc., from 2-wire low 
voltage thermostat. Heavy 

duty relay. 


SERIES 700 HI-LIMIT 
OR OPERATING SWITCH 


.. twin contact, quick-re- 
sponse bellows, fingertip 
adjustment. Easy set differ- 
ential. 


eat 
ontrols 


RS-107 
TRANSFORMER RELAY 
.. Mercury switch type for 
control of circulators from 
low voltage thermostat. 


SERIES 5010 UNIVERSAL 
TRANSFORMER RELAY 
.. for circulator operation 
from 2-wire snap action, or 
3-wire thermostat Series 10. 
Heavy duty relay — rubber 
cushion mounting. 


© © 


TRANSFORMER RELAYS 


SERIES 5312 
STOKER PRIMARY 


. low voltage operation for 
30 to 60 minute stoker cycle 
with 1 to 11 minute hold-fire 
cycle setting to maintain 
mild weather fire. 


SERIES 5200/5520 
STACK-MOUNTED PRIMARIES 


. for constant or intermit- 
tent ignition. Safety switch 
unaffected by ambient tem- 
perature. Heavy duty con- 
tacts for completely reliable 
service. 


R-4 SERIES RELAY 


.. for circulator or controls 
from independent relay coil 
voltage. SPST, SPDT, DPST, 
DPDT. Models in 24, 115 or 
230 vAC. 


SERIES 5540 0-2 
STACK /BURNER-MOUNTED 
PRIMARIES 

.2-piece for complete in- 
stallation flexibility, easy 
inspection. Sturdy construc- 
tion. 


In addition to the immediate, time saving 


convenience of complete 1 stop control 


service — you get the lasting advantage 


of a trouble-free installation when the 


entire control package is General Controls. 


They work together to make every wet heat 


job right from the first — to last! 


eo GENERAL CONTROLS » 
iJ Manufacturers of Automatic Contro/s for Home, /ndustr nd th f 


Ce 
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FORTY BRANCH OFFICES SERVING THE UNITED STATES AND CANADA 
Penrex CONTROLS AND GENERAL CONTROLS 
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IRS * WHOLESALERS » MANUFACTURERS 


CONTRACTOR ASSNS... . State 


Feb. 6-8—Ohio—Annual convention 
of the Ohio State Assn. of Plumbing 
Contractors; Pick Ohio Hotel, Youngs- 
town. 


Feb. 16-18 — Minnesota — Annual 
convention of the Minnesota Assn. of 
Plumbing Contractors; Hotel Nicollet, 
Minneapolis. 


Feb. 17-18—Kansas—Annual con- 
vention of the Kansas Plumbing and 
Heating Contractors Assn.; Broad- 
view Hotel, Wichita. 


Feb. 24-25—Maryland—Annual con- 
vention of the Assn. of Master 
Plumbers of the State of Maryland; 
Francis Scott Key Hotel, Frederick. 


Mar. 1-3—Arkansas—Annual con- 
vention of the Associated Mechanical 
Contractors of Arkansas; Marion Ho- 
tel, Little Rock. 


Mar. 1-3—Missouri—Annual con- 
vention of the Missouri Staté Assn. of 
Master Plumbers; Continental Hotel, 
Kansas City. 


Mar, 8-10—Oklahoma—Annual con- 
vention of the Associated Plumbing & 
Heating Contractors of Oklahoma; 
Mayo Hotel, Tulsa. 


Mar. 12-13—Nebraska—Annual con- 


vention of the Nebraska Plumbing and 
Heating Contractors Assn.; Hotel Lin- 
coln, Lincoln. 


Mar. 16-17—Louisiana—Annual 
convention of the Associated Plumb- 
ing Contractors of Louisiana; Captain 
Shreve Hotel, Shreveport. 


Mar. 21-22—Maine—Annual con- 
vention of the Maine State Assn. of 
Master Plumbers; Eastland Hotel, 
Portland. 


Mar. 22-24—Washington—An nual 
convention of the Associated Plumb- 
ing & Heating Contractors of Wash- 
ington; Chinook Hotel, Yakima. 


Mar. 23-24—Mississippi—A nn ua 1 
convention of the Mississippi Assn. of 
Plumbing Contractors; Edgewater 
Gulf Hotel, Edgewater Park. 


Apr. 5-7—Colorado—Annual con- 
vention of the Coloradd Assn. of 
Plumbing Contractrs; Shirley-Savoy 
Hotel, Denver. 


Apr. 8-10—Florida—Annual con- 
vention of the Associated Plumbing & 
Heating Contractors of Florida; Sor- 
eno Hotel, St. Petersburg. 


Apr. 12-14—New Mexico—Annual 
(Please turn to top of page 36) 








CONTRACTOR ASSNS. . . . National 


May 15-18—MCAA—Annual con- 
vention of the Mechanical Contractors 
Assn. of America; Brown Hotel, Lous- 
ville, Ky. 


June 11-14—NAPC—Annual con- 
vention and exposition of the National 
Assn. of Plumbing Contractors; Audi- 
torium, Milwaukee. 
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June 18-20—ASHAE—Semi-annual 
meeting of the American Society of 
Heating & Air Conditioning Engi- 
neers; Shoreham Hotel, Washington, 
Be. 


Sept. 16-21—ASSE—Annual meeting 
of the American Society of Sanitary 
Engineering; Morrison Hotel, Chicago. 


WHOLESALER ASSNS. 


Feb. 9-11—WDA—Annual meeting 
of the Wholesale Distributors Assn.; 
Statler-Hilton Hotel, Dallas. 


Apr. 4-6—CSA—Spring meeting of 
the Central Supply Assn.; Palmer 
House, Chicago. 


Apr. 8-10—SWA—Annual meeting 
of the Southern Wholesalers Assn.; 
Palm Beach Biltmore Hotel, Palm 
Beach, Fla. 


Apr. 15-17—MAWA—Annual meet- 
ing of the Middle Atlantic Wholesalers 
Assn., Chalfonte-Haddon Hall, Atlan- 
tic City, N. J. 


Oct. 3-5—CSA—Annual meeting of 
the Central Supply Assn.; Palmer 
House, Chicago. 


Oct. 28-31—AI—Annual convention 
of the American Institute of Whole- 
sale Plumbing & Heating Supply 
Assns.; Sheraton-Park Hotel, Wash- 
ington, D.C. 


MANUFACTURER ASSNS. 


Feb. 2-3—FOWHMA—Semi-Annual 
meeting of the Fuel Oil and Water 
Heater Manufacturers Assn.; Picca- 
dilly Hotel, New York City. 


Feb. 9-10—S KC MA — Quarterly 
meeting of the Steel Kitchen Cabinet 
Manufacturers Assn.; Waldorf-Astoria 
Hotel, New York City. 


Feb. 17-18—NAFM—Annual meet- 
ing of the National Assn. of Fan Man- 
ufacturers; Dearborn Inn, Dearborn, 
Mich. 


Mar. 22-23—WCF—Annual meeting 
of the Water Conditioning Founda- 
tion; Edgewater Beach Hotel, Chicago. 


Apr. 12—OHINE—Annual conven- 
tion of the Oil Heat Institute of New 
England; Hotel Statler, Boston. 


Apr. 19-21—GAMA—Annual con- 
vention of the Gas Appliance Manu- 
facturers Assn.; no exposition; The 
Greenbrier, White Sulphur Springs, 
W. Va. 


May 7-9—ARI—Annual meeting of 
the Air-Conditioning and Refrigera- 
tion Institute; The Homestead, Hot 
Springs, Va. 


June 1-3—SKCMA—Annual meet- 
ing of the Steel Kitchen Cabinet Man- 
ufacturers Assn.; The Greenbrier, 
White Sulphur Springs, W. Va. 


June 11-15—OHI—Annual conven- 
tion and exposition of the Oil Heat In- 
stitute of America; Coliseum, New 
York City. 
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LOOKING 
FOR QUALITY 





BRONZE GLOBE 


VALVES? 





You can find just the globe valve you need in 
this lineup of 100 and 125-pound (WSP) valves. 
Note that at the 100-pound level you have a 
choice of a brass disc valve (No. 201) or a renew- 
able disc valve (No. 301). 

Other O-B Globe Valves, including those with 
higher pressure ratings, are described in Bulletin 
1322-V which is available on request. Your O-B 
distributor can give you complete information on 
all O-B valves...globes, gates, checks and valves 
designed especially for air conditioning installa- 
tions. Why not call him today? 





MANSFIELD OHIO, U.S.A. 


4569-v 
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100 Lbs. W.S.P. 
150 Lbs. W.O.G. 


: ’ Brass Disc 


Sizes— 4 through 
3 inches 


100 Lbs. W.S.P. 
150 Lbs. W.O.G. 


» Composition Disc 


Sizes— 4 through 


' 2 inches 


Available with drain—% 
through 1 inch 
(Fig. No. 308) 


100 Lbs. W.S.P. 

150 Lbs. W.O.G. 

Solder Type 
Composition Disc 
Sizes—% through 1 inch 
Same sizes available 
with drain 


(Fig. No. 608) 


125 Lbs. W.S.P. 


» 200 Lbs. W.O.G. 


Brass Disc Sizes— 
through 3 inches 


125 Lbs. W.S.P. 

200 Lbs. W.O.G. 
Available with hard 
steam disc, or soft disc 
for use on water, oil 

or gas. 

Sizes—\4 through 

2 inches 


125 Lbs. W.S.P. 
200 Lbs. W.O.G. 
Solder Type 


| Available with hard 


steam disc, or soft disc 


- for use on water, oil 


or gas. 
Sizes—4 through 
2 inches 
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Soft water manual. Three-color, 
86-page manual features complete 
fill-in specifications for heavy duty, 
industrial and home water soften- 
ers and chemical feed pumps. De- 
signed to help contractors and en- 
gineers write plumbing specifica- 
tions for water softeners, the man- 
ual also gives recommended designs 
for custom-made industrial soft- 
eners with flow from 25 to 630 
gpm. Manual, semi-automatic and 
automatic equipment is included. 

Available from: Bruner Corp., 
2318 N. 30th St., Milwaukee 45. 


Flexible compression fittings cat- 
alog. Twelve-page brochure illus- 
trates and describes use of flexible 
compression fittings on steel piping 
and copper tubing. Shows a variety 
of installations and includes speci- 
fications. 

Available from: Dresser Mfg. 
Div., Dresser Industries, Inc., Brad- 
ford, Pa. 


Shower head catalog. File-size 
booklet gives complete details on 
18 shower head models for stand- 
ard shower arms, and 23 models for 
institutional installations. Presents 











photos, selection charts and various 


applications. 
Available from: Sloan Valve Co., 


4300 W. Lake St., Chicago 24. 
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Air conditioning booklet. Devel- 
opment and use of self-contained 
central station air conditioning is 
illustrated and described in this 
two-color, 36-page booklet. Dis- 
cusses evolution of present-day 
techniques in non-technical terms 
and covers. basic components. 
Three-page foldout shows typical 
installation of built-up, packaged 
and self contained systems. Tabu- 
lates design and cost factors and 

ea ee 





| 
| 
} 
Hi 
{| 





if 
Sek CONAN ORIWE COMP SRATION | 


Owists 874 





includes diagrams showing com- 
mercial applications. 

Available from: United States 
Air Conditioning Corp., 3300 Como 
Ave., SE, Minneapolis 14, Minn. 


Motel heating system bulletin. 
Three-color, eight-page bulletin il- 
lustrates and describes features of 
the firm’s heating units with non- 
electric thermostat built in for con- 
trol of room temperature in motels. 
Operation of the combined steam 
and forced warm air heating sys- 
tem is discussed. 

Available from: Iron Fireman 
Mfg. Co., 3170 W. 106th St., Cleve- 
land 11. 


Plumbing fixtures booklet. Four- 
color, 18-page consumer piece con- 
tains pictures and suggested retail 
prices of plumbing fixtures, bath- 
room ensembles, brass goods, show- 
er stalls and steel and vitreous 

(Please turn to top of page 186) 


Convention Dates 


(Continued from bottom of page 34) 


convention of the Associated Plumb- 
ing, Heating & Piping Contractors of 
New Mexico; LaFonda Hotel, Santa 
Fe. 


Apr. 12-14—North Carolina—An- 
nual convention of the North Carolina 
Assn. of Plumbing & Heating Con- 
tractors; George Vanderbilt Hotel, 
Asheville. 


Apr. 17-19—California—Annual con- 
vention of the Assoc. Plumbing Con- 
tractors of California; Hotel del Coro- 
nado, Coronado. 


Apr. 19—Massachusetts—A nnual 
convention of the Massachusetts State 
Assn. of Master Plumbers; Sheraton 
Plaza Hotel, Boston. 


Apr. 19-21—New Jersey—Annual 
convention of the New Jersey Assn. 
of Plumbing Contractors; Hotel Chal- 
fonte, Atlantic City. 


Apr. 20-21—Arizona—Annual con- 
vention of the Assoc. Plumbing Con- 
tractors of Arizona; Casa Blanca Ho- 
tel, Phoenix. 


Apr. 20-21—Iowa—Annual conven- 
tion of the Iowa Assn. of Plumbing 
Contractors; Hotel Savery, Des 
Moines. 


Apr. 20-21—Virginia—Annual con- 
vention of the Virginia Associated 
Plumbing & Heating Contractors; Ho- 
tel John Marshall, Richmond. 


Apr. 21—Vermont—Annual conven- 
tion of the Vermont State Assn. of 
Plumbing and Heating Contractors; 
Montpelier Tavern, Montpelier. 


Apr. 26-28—Montana—Annual con- 
vention of the Associated Plumbing 
and Heating Contractors of Montana; 
Finland Hotel, Butte. 


Apr. 26-28—New York—Annual 
convention of the New York State 
Assn. of Plumbing Contractors; Hotel 
Seneca, Rochester. 


Apr. 26-28—Pennsylvania—Annual 
convention of the Pennsylvania Assn. 
of Plumbing Contractors; Zembo 
Mosque, Harrisburg. 


Apr. 26-28—Texas—Annual conven- 
tion of the Associated Plumbing & 
Heating Contractors of Texas; Carlton 
Hotel, Tyler. 


Apr. 30—May 1—Connecticut—An- 
nual convention of the Connecticut 
Assn. of Plumbing Contractors, Inc.; 
Statler Hotel, Hartford. END 
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It took only 112 hours for R. Dykstra 
Septic Tank Co., Grand Rapids, Mich. 5 
to dig this 137-ft trench, 2-ft wide, 3-ft | | 
deep, with this International 300 Util- ~~ 
ity tractor equipped with back-hoe. 
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New International 


300 UTILITY Tractor 


You'll trench, backfill, load, ’doze faster to 
step up manhour output with an International 
300 Utility. It leads its field with up to 1,000 
pounds greater built-in weight for strength and 
stamina—you put more down-pressure on the 
trencher boom to fill the bucket full on every 
bite! With blade or loader for backfilling, 300 
Utility power and traction keep you going 


. it where wheels on lighter-weight outfits slip, 

Sure-footed traction with the 300 Utility speeds and the tractor stalls. 

up back filling on the Dykstra trenching jobs! 

we Go between jobs fast—up to 16.8 mph. Get 10 
speeds forward, including a dozing low-low of 


1.8 mph, with optional Torque Amplifier drive 


Your IH dealer will demonstrate! 
Look in your classified directory . . . 
phone for a date. Or, write International 





Harvester Company, Dept. DE-2, Box that lets you increase pull or push-power with- 
71333, Chicago 80, Ill., for free folder. out shifting gears! 
See Your 


INTERNATIONAL HARVESTER peEALER 


International Harvester products pay for themselves in use—McCormick Farm Equipment and Farmall Tractors... 
Motor Trucks... Crawler and Utility Tractors and Power Units—General Office, Chicago 1, Illinois 
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Quality-engineered Gerber Brass 


gives trouble- 


free operation, cuts call-backs 





Patented overflow washer of all Gerber bath drains adjustable tion. Positive snap-action has been thoroughly tested for long, 


from 6° to 10°, saves one-half hour installation time. These quality- 


dependable operation. Shown above, No. 180 Pop-up Drain, which 


built bath drains assemble quickly and fit all tubs—any installa- meets all state codes that call for water seal in tub, 


These Gerber 
Brass features 


save plumbers 
time and trouble 


Quality 

Gerber Brass 
cuts replacements 
for jobbers 


One-piece, solid brass bodies eliminate water leakage and assure long, 
trouble-free service. With extra-heavy Gerber Brass, you install it and forget 
it... no service calls to eat up your profits. 


Every fixture water-tested at 165 lbs. pressure before it leaves the factory 
to guarantee perfect performance. 


All working parts easily adjusted or removed after fixture has been installed. 
Built-in fixtures have renewable bronze seats, all threads in the bonnet. 


Each chrome piece triple-plated for long-lasting beauty. In plumbing fix- 


tures, only Gerber carries the Good Housekeeping Guaranty Seal. Cut your 
service headaches and enjoy steady profits with high quality Gerber Brass. 


Careful engineering and strict quality control of Gerber Brass reduce re- 
placements to a minimum. This means fewer complaints, greater customer 
satisfaction and repeat business for you. 

Increase sales and profits—Offer all your customers highest quality at mod- 
erate price with Gerber Brass. 


Nationally advertised, Gerber quality Brass Fixtures are designed, built 
and priced with the jobber and plumber in mind. 


For full facts on the complete Gerber Brass line, consult your plumbing jobber, or write Gerber for Bulletin D 10 


Profit with the complete 
Gerber quality line 


VITREOUS CHINA WARE 


STEEL ENAMEL WARE 
SHOWER STALLS 


BRASS FIXTURES 
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Plumbing Fixtures 





Gerber Plumbing Fixtures Corp. © 232 North Clark Street * Chicago 1, Illinois 
5 modern factories at: Kokomo, Ind., Woodbridge, N. J., Delphi, Ind., Gadsden, Ala., and West Delphi, Ind. 
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THIS IS 
HOME IMPROVEMENT 


YEAR 


CRANE CO. 


STARTS NEW 


SALES PUSH 


AMERICAN- 
STANDARD 
OPENS RETAIL 
SCHOOL 











AT PRESS TIME 


INCLUDING WASHINGTON REPORT 





@ Me” oy 


Operation Home Improvement moved into high gear last 
month with "Home Improvement Year" officially proclaimed by 
Albert Me Cole, Housing and Home Finance Administrator, in 
Washington, De C. 

With this endorsement from the administration, 1956 is 
expected to be the biggest year for home modernization 
in the nation’s history. The plumbing and heating industry 
is, of course, expected to play a major role in the big 
program. See page 86 for complete details. 
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Two major manufacturers in the p-h industry, Crane Co. 
and American-Standard, had some important news for 
contractors last month. 

Crane, which has just put a 20-year Buarantee on its 
residential boilers (see p. 117), will celebrate Washing- 
ton's birthday on February 22 with a series of heating 
parties for contractors and their wives sponsored by company 
branches and wholesalers. New merchandising plans will 
be introduced and a movie, "The Changing American Market," 
will be shown. 

Early next month, Frank F. Elliott, president, and 
key sales executives of the firm, will also launch 
a series of two-day district sales meetings planned to 
reach every member of the sales force. Each meeting will 
be highlighted by films, skits, quiz—shew techniques, and 
other materials based on the company's sales programs. 
Meetings are scheduled for Chicago, Pittsburgh, San 


Francisco, Atlanta and Tulsa through March. 











sees 


On February 6, American-Standard will inaugurate a 
Retailing Institute to train distributor personnel in 
helping contractor-dealers with their management and mer- 
chandising programs. The Institute, another stage of the 
company’s Retailer Development Program, will consist of 
two-week courses covering all phases of the retail plumbing 
and heating operation. 

Instructors will include industry specialists in the 
fields to be studied, such as advertising, tool control, 
time payment financing, selling techniques. 

Two new booklets have been prepared for contractor- 
dealers in conjunction with the program. One is titled, 

“X Plan for Profit," giving practical suggestions on retail 
costs, pricing, calculating overhead, and business 
management. The other is titled, "Taking a New Look at Your 
Business,” which analyzes important aspects of the 
eontractor's operation. 
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WHOLESALERS 
TO TIE-IN 
WITH PUBLIC 
RELATIONS 
ACTIVITIES 


Q.C. PROGRAM 
SPEEDS FIELD 


RESEARCH 


CSA PROTESTS 
STEEL PIPE 
SALES POLICY 


OIL HEATING 
SALES SHOW 
INCREASE 


PREDICTS $10 
BILLION A-C 
MARKET 


DENVER P.R. 
PROGRAM GETS 
UNDERWAY 


The American Institute of Wholesale Plumbing and Heati 
Suppiy Assns. nas developed a new pamphlet for distribution 
to contractors by its wholesaler memberse The pamphlet, 
"The Big Question," urges the contractor to cooperate with 
his wholesaler in stressing the importance of the 
established channels of distribution in the plumbing and 
heating field to the public. 

The pamphlet points out that contractors and wholesalers 
should work together to make the public more aware of the 


dangers of doing business with "unqualified people." 


PEEL 
How contractors can take a more active part DOMESTIC 


ENGINEERING's Qualified Contractors Program is told in the 


article beginning on page 104. A coupon is provided so 


that contractors can relate their own experiences with the 
Tinker Jacklegg problem in their areas. 
As this issue went to press, two D.E. editors embarked 


for Philadelphia to present the Qualified Contractor 
Program to the local association of plumbing contractors. 


The Philadelphia group has invited DOMESTIC ENGINEEKING to 
outline the program for members as an initial step in a big 
campaign to be launched in that city. 


ded 








The Central Supply Assn. passed a resolution last month 
protesting the sales policy on carload shipments of steel 
ipe put into effect by a major pipe producer. The 
att 


cy proposes a sales-commission arrangement on direct 


carload shipments, which the association feels interferes 
with the wholesaler's traditional distribution function. 
The CSA recommends that its members continue to 
perform their purchasing, warehousing and servicing 
functions and bill customers for all carload shipments. 








KEK 


A prediction that this will be the third largest year 
for sales of residential oil burners and oil-fired furnaces 
and boilers has been made by The Market Research Department 








of the Oil-Heat Institute. 
Totals released for the ll-months of 1955 by the Insti- 


tute showed that conversions were up 13.8 percent; 


furnaces gained 6.7 percent and boiler-burner units 
increased 17.1 percent. Total shipments for this period 


reached, 773,118 units, up 10.2 percent. 








+e * 


There will be nearly $10 billion worth of large air 
conditioning and refrigerating systems installed during the 
next ten years, says Charles V. Fenn, vice president of 
Carrier Corporation's Machinery and Systems Division. Fenn 
also states that one of the biggest single sources of air 
conditioning business is existing office buildings. 

"It has become an established principle that, when the 
percentage of air conditioned "Class A" office space reaches 
18-20 percent of the total in almost any city, then the 
rest of the buildings must quickly obtain air conditioning 
in order to compete for tenants," he said. 














Se 


Management and labor in the Denver, Colo. plumbing and 
heating industry have joined hands to sponsor a large-scale 
public relations campaign. The campaign features newspaper, 
radio and television messages designed to help the public 
better understand the skills and services of the industry. 

See page 126 for a full report. 
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Give maximum permanence to your plastic pipe installations by using 
Capadapter metal fittings. Get the durability and perfect fit thot ore 
possible only with metal. Available in brass or hot-dipped*galvanized 
steel. Avoid costly fitting failures due to slipping, cracking, or leaking. 
Capadapters have wide, flat clamping surfaces and four sharp, deep 
serrations to hold plastic pipe. This wide, flat clamping surface permits 
plastic pipe to be compressed to a diameter smaller than diameter 


king a connection that cannot slip. 





of the serrations... 


"inside and outside 


ae 
one 





IPE 


PapaPTER 


metal fittings for plastic pipe 
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WELL SEAL ELBOW —A one-piece INSERT COUPLING —Has smooth 

free flow pattern that goes through the clamping surface on both ends. Carefully 

well seal. Supplied with male pipe thread dipped galvanized. machined ... close tolerance. Sizes 1/2” 

on one end or serrations on both ends through 2”. Brass or hot-dipped gal- 
vanized. 


as illustrated. Sizes %4" through 11/2". 


MALE THREAD ADAPTER — Made 
in sizes Y.” through 2”, Brass or hot- 


MALE VENTURI — Available in 6”, 

8”, 10” and 12” overall lengths; diam- FEMALE THREAD ADAPTER — Fur- 
eters, 1”, 1%" and 1°”. Brass or hot- nished in sizes. 2" through 2”. Brass or 
dipped galvanized. hot-dipped galvanized. 


FEMALE VENTURI—Furnished in 
brass only in 8”, 10” and 12” overall 
lengths. Available in 1”, 1%” and 142” 
diameters. 


SOLD ONLY THROUGH 
RECOGNIZED WHOLESALERS AND DISTRIBUTORS A 
bP f 


; 
/ MEG. & SUPPLY CO. 
COLUMBUS, OHIO ay | 
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-NOWE SEE REPUBLIC’S 20 PAGE WATER HEATER CATALOG IN 1956 DOMESTIC ENGINEERING DIRECTORY 
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RED HOT and REVOLUTIONARY 
BARNES , 







shallow-well jet 
water system 









EXCLUSIVE DESIGN 


: Y 
T exerusive ECONOM 


Barnes is breaking through all sales barriers with 
an exciting new principle in pump design .. . 
the exclusive ECONOJET PRINCIPLE. Two 
pumps — a centrifugal and an ejector — have 
been “imagineered” into a single compact body 
producing an all-new price leading profit maker. 
Here is unquestionably the outstanding low- 
priced water system on the market — the pump 
you've been waiting for — red hot and ready to 
ring that cash register. 

The exclusive ECONOJET offers NEW ECONO- 
MY, PERFORMANCE, FEATURES; NEW LOW 
PRICE — every customer appealing feature 
needed to break through all sales barriers. Stock 
now and watch sales sizzle. 


of first cost — simple de- EcowOUy re 


— enables penne to produce a high-quality, new design eliminates excessive wear on seal 
high-performing water system at a budget and sealing surfaces. 
price — completely packaged and designed 
















for easy economical installation. 
of water travel — revolu- 


tionary close-coupling of pump parts reduces 





of space — pump with water travel to a minimum distance for 
motor is less than 12 inches long — with tank greater efficiency and eliminates noisy vibra- 
and fittings, the ECONOJET is exceptionally tion. 
compact and will easily fit under a kitchen 
| as) cabinet with room to spare. FOR FULL DESCRIPTIVE FOLDER, WRITE BARNES DEPT. E 
- 
PF 
2°10 of maintenance —a 


15 * 30 © 42 
gallon tank sizes 
Wael 





snap to service — no disconnecting of piping 
necessary — just remove simple-service cover MANUFACTURING co. 
hp. models. volute for complete access to pump interior. Mansfield, Ohio Oakland 21, Calif. 








Build your Business with Barnes — the most complete line of water systems in the industry. 
shallow well jets * packaged convertibles * single and multi-stages * horizontal deep w 


* reciprocating * verticals * working heads * submersible * centrifugals. 
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Questions and Answers 


How to Eliminate Noise 
To the Editor: 

We have just installed a hot 
water heating system using finned 
tube baseboard radiation in a resi- 
dence. The owner has complained 
of noise when the system heats up 
and when it cools off. What can 
we do to eliminate this complaint? 

Indiana J.U. 


To the Reader: 
Noise in a system such as the 


one described is usually created 
by the friction of two metal sur- 
faces during wee: @ and con- 
traction. Usually t®ouble can be 
eliminated by lubricating the points 
of contact with No. 30 S.A.E. motor 
oil or powdered graphite. 

Where there are relatively long 
runs of baseboard radiation, the 
use of expansion joints or expan- 
sion compensators between the 
sections to absorb the thrust is 
recommended. 


Does Damper Nullify Unit Heater Venting? 


To the Editor: 

We recently installed seven gas- 
fired unit heaters in a garage. The 
owner believes he is suffering a 
heat loss through the vent pipes 
and wants dampers installed on 
each unit heater. 

We have tried to convince the 
customer that dampers should not 
be used. What authoritative help 
can you give us to support our 
recommendation? 

New York H.R.B. 


To the Reader: 

You are entirely correct in rec- 
ommending that the damper not 
be placed in the vent pipes. Ac- 
cording to standards of the Na- 
tional Board of Fire Underwriters 
(NBFU No. 54), no manually op- 
erated damper shall be placed in 
the flue or vent connector from a 
gas appliance with the exception of 
a gas incinerator, and then only 
when recommended by the manu- 
facturer. 

To place a damper in the vent 
pipe of a gas fired appliance is, po- 
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tentially, the equivalent of having 
an unvented gas appliance. It is a 
movable obstruction that can be 


closed, thus nullifying the purpose 
of a vent. With the damper closed, 
the dangerous flue gases would ob- 
viously escape into the building. 
Anything that restricts the nor- 
mal draft from a gas-fired appli- 
ance such as an undersized vent, 
long vent lines (particularly hori- 
zontal runs), or a normally pro- 
hibited device like a damper, lowers 
the efficiency of the combustion of 
the burner. Proper operation is de- 
pendent on a good draft to draw 
enough air (oxygen) into the burn- 
er to support combustion of the 
fuel (gas). When gas is burned in 
the absence of an adequate supply 
of oxygen, carbon monoxide is de- 


veloped. 


= Most unit heaters are equipped 
with a draft hood or diverter either 
as a separate device or as a built- 
in feature. The draft diverter 
serves to prevent excessive drafts 
and down drafts. 

When the draft diverter is a part 
of the unit heater design, it is nec- 
essary to closely follow the recom- 
mendations of the manufacturer. It 
is also necessary, of course, to 
comply with any local ordinances 
on venting. 

To provide the most efficient op- 
eration, which is to yield the low- 
est operating cost, three factors are 

(Please turn to top of page 176) 





Fig. 1 shows two of seven suspended gas-fired unit heaters installed in a 
garage by a reader. The garage operator now wants dampers installed in 
the vent pipes to prevent heat loss. The reader is opposed to this and 
requests an opinion from the editors. (See answer in article above.) 
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Dianal-100-L co-stars with the 
Marcia before LIFE’s audience 
of 26,000,000 readers. A 
vitreous china lavatory with 
panel-front, semi-oval basin, 
wall brackets, square metal 
legs and towel bars. Use your 
| promotional materials to let 
your customers know the Diana 
j is on display at your place of 
business. 
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How to put 


Here’s why Crane’s 
advertising campaign 
in LIFE will help 

you build record 
sales during this 
record year! 
















PP 
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1956 is the year to make big plans for plumbing 
sales. Over $8,000,000,000 will be spent on home 
remodeling alone! 





the power of LIFE into 
your 1956 sales program 


is headquarters for Crane fixtures they’ve seen 
in LIFE. Newspaper ads, mailing materials, win- 
dow banners, product display stands... mate- 


rials guaranteed to give you an “in” on more 
jobs than ever before. 


Backed by the power of LIFE advertising, 
you'll find Crane fixtures take less time to sell, 
too. And that’s mighty important for you'll 
have more time to handle the increased installa- 
tion volume that will make 1956 your No. 1 
year for plumbing sales. 


CG RAN E oe ©., General Offices: 836 S. Michigan Avenue, Chicago 5 


VALVES + FITTINGS + PIPE * KITCHENS + PLUMBING + HEATING 


And you can get a healthy share of this busi- 
, ness—with a new Crane dealer-sales plan. 


The backbone of the plan is Crane’s national 
d advertising campaign in LIFE magazine. Month 
after month, more and more millions of people 
5 will see Crane in LIFE—and want Crane in their 
homes. ; 


That’s where you come in. Crane has prepared 
a big kit of easy-to-use sales promotion mate- 
rials that will tell your customers that your store 


Marcia 1-275-J is one of the 
two Crane lavatories your 
prospects will be seeing in the 
January 30 issue of LIFE... 
and inquiring about. Smartly 
styled fittings grouped on 
beveled panel. Large semi- 
oval basin of easy-to-clean 
vitreous china in gleaming 
white or seven Crane colors. 
Display it to sell it. 








Ary 1956 
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Kor More 





atcher 


Specialists in heating Since 1850 
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Viove Now 


Thatcher’s Complete Line 


Make sales faster, easier with the backing of a complete line 
company! Every type of unit—for a// fuels—for every system. 
Puts you in a position to sell doth the new construction and 


modernization markets. And most important: Thatcher’s 


winter heating and summer cooling lines assure you year 
"round business—year ’round profits! 


Sales... Bigger Profit With atcher!| 








Thatcher’s Complete Sales-Building Program 





Spark buying action with a proven power-packed program! 
Hard-hitting, national consumer advertising—special sales- 
training manuals—cooperative exhibit program—full store 
and on-the-job dealer identifications—special Modernization 
Sales Promotion Kit . . . plus many other tested sales “go- 
getters”. Everything you need to alert more prospects .. . 


close more sales. 











Thatcher’s Complete Consumer Confidence 
enemies cal 


All prospects want the feeling of positive protection for their 
investment. They’ll buy faster and more confidently from you 
when you offer the plus values of Thatcher equipment .. . 
backed by Thatcher’s 10-Year Guarantee on all warm air 
conditioners. It’s one of the many sales features that continue 
to give Thatcher wholesalers and dealers that extra edge on 


competition! 





Thatcher’s Complete Personalized Assistance 


Thatcher has been geared to consider your sales problems 
individually ... to work with you on the special needs of your 
market. Only this kind of close, personal relationship can 
properly advance your interests . . . add to your success! 


























é NEW CLAYTON MARK 


CABINET 
WATER 
SYSTEM 
















She 






At home in the most modern surroundings . .. from 
kitchen, utility room, and recreation room. : . to even 
the living room in the smaller home or cottage. 


Creates Entirely \Qew Pump 


Merchandising Opportunities For You! 


An entirely new pump merchandising concept for 
you! Many of your customers with modern homes 
» want a pump that they'll be proud to own and dis- 
play—rather than “hide? And the new, exclusive 
Beauty-Jet is the answer with its gleaming-white, 









Front panel baked-enamel finish and attractive chromium con- 
— trol panel enhanced by maroon dials. It’s your 
ee opportunity to TRADE-UP...to build real cus- 
| Jad tomer-satisfaction...to join in the big trend to 
inside. modern living! 


A COMPLETE 
PUMP LINE 
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4 NEW CLAYTON MARK 


Low Price 


3-WAY JET PUMP! 










shallow 
to 25 feet 


convertible ly i AA Ve MAIL THIS COUPON 
sitll mie Mmiiaieeiae iit) 





Clayton Mark & Company 
1900 Dempster St., Evanston, III. 





an ee ee ee ee ee ee es es ee ee ee es 
Please send me complete illustrated liter- 


ature and all the facts about the Clayton 


deep Mark pumps that I have checked below: 
PACER Shallow Well Reciprocating 
to 80 feet Pump (For depths to 25 ft.) 


BEAUTY-JET Cabinet Pump (For 
depths to 80 ft.) 


x 3-WAY JET Pump (For depths to 80 ft.) 


[| DUAL-JET Pump (For depths to 120 ft.) 


MULTI-STAGE Jet Pump (For depths 
to 200 ft.) 


DEEP WELL Stroke Pump (For depths 


Beats All Others in Price 
—and Performance, too! 

















Ais tee mew ete tian ae san eat cn cee: ene 


to 400 ft.) s 
Get the jump on competition with the NEW Clayton SIBLE “or de 
Mark 3-Way Jet. It’s priced to get you the orders—yet — a eee 
it's a real trail-blazer in advanced pump design and 
performance. You can convert it from shallow to me- 
dium to deep service so easily that it’s actually three Name ~ 
pumps in one. Simplify inventory problems with one 
pump that meets so many needs! And it's built to Address 
Clayton Mark standards of quality... your customers 
are bound to be pleased. ‘Te State 
MAIL THE COUPON TODAY 
FOR ALL THE FACTS! Rcaiceinceinnniten anes snes exe ttn coms anne em 
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Rheem Plans Move 


into Fixture Field 


Through Merger with Richmond Radiator 


New York City—Rheem Mfg. 
Co. has announced plans to broaden 
its product lines through a merger 
with Richmond Radiator Co., east- 
ern producer of plumbing fixtures. 
The proposal is expected to be rati- 
fied by stockholders soon. 

R. S. Rheem, president, said his 
firm intends to maintain Richmond 
as a separate operating division 
under the continued direction of 
John J. Hall. An expansion pro- 
gram currently underway at Rich- 
mond plants would be augmented 


‘by Rheem, he said. 


Established in 1930, Rheem has 
14 plants in eight states and 17 
plants abroad producing water 
heaters, appliances, heating and 
cooling equipment. Richmond, 
manufacturing plumbing fixtures 
for more than 50 years, has four 


Temco Puts °56 Sales 
Drive on ‘Right Track’ 


NASHVILLE, TenNN.—A four day 
sales meeting held here recently by 
Temco, Inc. was sparked by a rail- 
road theme and a sales quiz pat- 
terned after a poker game. The 
program, printed in the form of a 
railroad ticket, was kicked off by 
F. D. Hart, executive vice presi- 
dent. Cecil Oakley, sales manager, 
presided and outlined sales and 
promotional plans for 1956. The 
meeting included a two-day train- 
ing seminar on the firm’s new cen- 
tral heating and cooling equipment, 
conducted by L. W. Rasch, mana- 
ger of the division. 


plants and will trade four shares of 
common stock for one share of 
Rheem. 


Hot Water Heating 


| Sales Show Gains 


New York Citry—A 37.9 percent 
| increase in sales of residential 
baseboard-type radiators for the 
first nine months of 1955 compared 
to the same period in 1954 has been 
announced by the Institute of 
Boiler and Radiator Manufacturers. 
Record gains for cast iron boilers 
(up 21.7) and _industrial-type 
finned tube radiation (up 30.1 per- 
cent) also were reported for the 
first nine months. Steel boiler ship- 
ments were estimated to be equal 
with cast iron boilers. 

R. E. Ferry, general manager of 
the I-B-R, said these gains are 
particularly notable in view of the 





current slackening of new home 
construction in some areas. 


More Industry Leaders Foresee Good 
Year for Business, D.E. Survey Shows 


Cuicaco—More industry leaders 
responding to D. E.’s forecast sur- 


vey for 1956 (Jan., p. 86) support ' 


the viewpoint that it will be a good 
year for plumbing, heating and air 
conditioning. Here’s what they had 
to say: 

—“This could be the break-through 
year for residential air condition- 
ing. Combination heating-cooling 


systems will lead in sales,” Cloud | 
Wampler, chairman and president | 


, 
al. ell. 


+ ede 





el. 
v @ QUIZ POKER * ¢ 


of the Carrier Corp. 

—“The continuing growth of the 
American economy through 1956 
leads us to believe that the sales of 
copper and brass pipe and tubing 
for plumbing, radiant heating, re- 
frigeration and home cooling can 
only go upward,” Martin Mack, 
president, Reading Tube Corpora- 
tion. 

—“A boom in non-residential con- 

(Please turn to top of page 54) 











Temco’s recent four day sales meeting in Nashville featured a Quiz Poker game 
in which prizes were awarded to salesmen with the best “poker hands” during 
the quiz on sales points. The meeting followed a railroad theme. 
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Even without this famous guarantee 













If this Housing ever. 
Breaks or Distorts we 
will replace it Free. 


















would still be the 
World's Most Popular 
Pipe Wrench 


«se and no wonder = 
millions of users know 
it out-performs, 


out-lasts all others! 


It’s the “RIZAID” name that 
guarantees you everything you 
want in a pipe wrench—instant 
bite on the pipe, instant let-go— 
it can’t lock, assured by patented 
hookjaw suspension . . . handy 
pipe scale, easy-spin adjusting 
nut, comfort-grip I-beam handle 
... and every one factory-tested 
before shipment! Always most for 
your money...your Supply House 
has them! 








You get more quality 
and more-for-your-money 


in all RIZAID Pipe Tools. 






“Threaded Pipe~— 
It's Tight — 
it's Best— 
Costs Less" 


4P Die Stock, 







Power Drive 
The Ridge Tool Company: Elyria, Ohio, U.S.A. 
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News . +» » continued 








An important part of a recently announced $7 million building program by 
Briggs Mfg. Co. will be this steel enameling plant to be erected adjoining the 
company’s steel forming division plant near Detroit. 


National-U.S. Radiator Sums Up Merger 
Activities at Special Press Conference 


JoHNSTOWN, Pa.—National-U. S. 
Radiator Corporation summed up 
the results of its merger last spring 
and outlined objectives at a special 
press conference last month. The 
organization was created by the 
merger of The National Radiator 
Co. and the United States Radiator 
Corp. last April. 

Keynote speaker was T. B. Focke, 
president, who reported a net in- 
come of $763,625 for the first half 
of the fiscal year following the 
merger. He expects larger gains in 
the second half. So far, Focke said, 
the consolidation has permitted re- 
ducing the number of operating 
plants from 15 to 11 and centraliz- 
ing administrative operations here. 

C. M. Baumgardner, senior vice 
ae president of sales, 
explained that eight 
sales divisions have 
been set up under 
the general super- 
vision of the gener- 
al sales department 
in Johnstown. Each 
division employs a 
sales manager and 
most are separate selling organiza- 
tions for a line of products, he said. 
Baumgardner noted that the heat- 
ing and air conditioning division 
accounts for more than 60 percent 
of the total volume sales. Amalga- 
mation of 36 branch offices and 200 
salesmen is not yet completed, he 
reported, but representatives are 
now meeting with wholesalers to 


Baumgardner 
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outline the marketing program. 
The officers and division heads 
reviewed the activities of individ- 
ual departments and presented de- 
tails of programs being carried on. 











Business Outlook .. . 
(Continued from center of page 52) 


struction is underway. This pre- 
sents a solid market for off-the- 
floor plumbing fixtures,” J. H. Zurn, 
vice president, J. A. Zurn Mfg. Co. 
—“This year will bring new highs 
in the field of automation. The em- 
phasis on modernization this year 
will be good for automatic control 
sales,’ P. B. Wishart, president, 
Minneapolis-Honeywell Regulator 
Co. 

—“With an anticipated jump of up 
to ten percent in non-residential 
construction, air conditioning sales 
should rise as much as 15 to 20 per- 
cent,” D. C. Minard, president, 
Trane Co. 

—“It is likely that a quarter of a 
million central a-c systems will be 
sold this year. The demand should 
be so intense by 1965 that sales 
should hit the two million unit 
mark,” John E. Haines, president, 
American Society of Heating and 
Air Conditioning Engineers. 








Warm Air Assn. Slates Short Course 


CLEVELAND—Short courses in 
warm air heating and air condi- 
tioning design and installation 
methods have been scheduled at 
eight colleges and universities dur- 
ing the next three months by the 
National Warm Air Heating and 


Air Conditioning Assn. Manuals | 


and worksheets published by the 


association will be used to provide 
practical experience in estimating 
and selecting equipment. 

Among subjects to be covered 
are: condensing units, heat loss, 
heat gain, air distributing systems 
for heating and cooling, types of 
systems and their applications, 
| (Please turn to center of page 56) 











Summing up developments in the consolidation activities of National-U.S. Radi- 
ator Corp. for the press at a recent conference were (left to right): C. M. 
Baumgardner, senior v.p. for sales; J. C. Haas, senior v.p. for manufacturing; 
T. B. Focke, president; and L. N. Hunter, senior v.p. for research. 
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SELECT THE COIL THAT FITS 
YOUR UNIT-HEATER JOB BEST 


Not only is American Blower’s line of Venturafin Unit Heaters 
complete in all popular sizes and capacities — but you also 
have a wide choice of coils to fit job requirements. 

Both Venturafin Vertical and Horizontal Heaters offer coils 
for high temperature, high-pressure hot water, or interchange- 
able coils for steam or low-pressure hot water. An additional 
hot-water coil of serpentine construction is also available for 
horizontal heaters for low-pressure hot water. 

All coils have high-quality nonferrous fins, mechanically 
bonded to seamless copper tubes — which, in turn, are brazed 
to heaters. Steel tubes are available for high-temperature, high- 
pressure hot water. 

Select low-cost, quiet operating, easy-to-install American 
Blower Unit Heaters for your next job. For data, consult your 
nearest American Blower Branch Office. 


Steam and Hot Water 


VERTICAL 
HEATERS 
Equipped with exclusive 
ABC Equitemp Air Dif- 
fusers. Capacities: 58,400 



























Venturafin Unit Heaters for 











HORIZONTAL 
HEATERS 


For horizontal blow, 
select from a wide range 
of capacities: 18,000 to 
357,500 BTU at 2 lbs. to 560,000 BTU at 2 Ibs. 
steam pressure and 60° steam pressure and 60° 


entering air. entering air. 






















INDUSTRIAL 
HEATERS 
High-velocity type indus- 
trial space heating. Seven 
sizes. Capacities from 


GAS-FIRED 
HEATERS 
Available for natural, 


mixed, manufactured, 
LP, LP air gas mixtures, 
































and dual fuel arrange- 
ments. Sizes and capaci- 
ties to fit your needs. 










79,000 to 1,630,000 
BTU per hour. Certified 
Ratings. 
















AMERICAN BLOWER CORPORATION, DETROIT 32, MICHIGAN 
CANADIAN SIROCCO COMPANY, LTD., WINDSOR, ONTARIO 


Division of Amenican - Standard 


a®® yERS, 


* 








“orsemaaacnce | AMERICAN i: BLOWER 
support QZ 
Junior Achievement 
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News - « « continued 








Shown inspecting Carrier Corp.’s new 
air distribution unit for commercial 
buildings are Herbert Peacock (right), 
N. Y. district manager, and C. V. Fenn, 
v.p., Machinery and Systems Division. 


| McDonald Celebrates 


| Centennial Anniversary 


centennial anniversary this year. 





1955 were announced here last 
month at the 40th annual meeting 


Manufacturers Assn. 

W. Homer Reeve, president, re- 
ported the industry had just com- 
pleted its greatest year on record 
with sales totaling approximately 
$114 billion. Reeve said close to 
5,700,000 units were sold during 


Report Shows Record Building Activity 


New York City—Contract 
awards during 1955 for future con- 
struction set a new high of $23,745,- 
277,000 according to a recent report 
by F. W. Dodge Corp. covering 37 
states east of the Rockies. The 
year’s total was 20 percent higher 
than the record 1954 total and was 


Warm Air School... 


(Continued from center of page 54) 
humidity in residential and com- 
mercial heating, school heating, 
friction loss in ducts and how to 
improve selling techniques. 

Classes are scheduled to begin 
Feb. 20-23 at Oklahoma A & M. The 
course will also be offered at Pur- 
due University, Feb. 29-Mar. 3; 
Penn State University State Col- 
lege, Mar. 28-30; Michigan State 
University, April 2-5; Syracuse 
University, April 4-6; North Da- 
kota State College, April 9-12; 
Iowa State College, April 16-19; 


the tenth successive year of new 


dential construction 
billion for the first time in the his- 
tory of the report. Dollar volume 
for all types of construction during 


754,000—up five percent from the 
same month in 1954. 











and Long Island T & A, April 23-26. | 
Further information may be ob- | 


record volumes. Contracts for resi- | 


topped $10 | 


| As a 


DusuaqueE, IA—The A. Y. Mc- 
Donald Mfg. Co. is celebrating its | 


of the American Home Laundry | 





December was a record $1,920,- | 


i HOWLER of KOHLER 
=e | ‘ae Sl 





manufacturer of electric 
pumps and domestic water sys- 
tems the firm has grown from a 
machine shop turning out hand 
pumps to a plant which covers 54% 
acres and employs 510 people. The 


| company, which also produces a 


line of plumbing brass goods, oper- 
ates a wholesale organization cov- 
ering the Middle West. 


Laundry Mfrs. Elect Hank President at 


Convention; Sales at $1% Billion Mark 


Cuicaco—Record-breaking sales , 
of home laundry appliances during | 


1955, nearly tripling unit sales of 
10 years ago. Further, he noted, in- 
dustry forecasters predict a 22 per- 
cent increase in sales by 1960. 
Although 1955 fell short of being 
a record year for washer sales, Jack 
D. Lee, of Westinghouse Electric 
Corp., predicted the industry will 





Hank 


Gray 


increase its sales from about 4,- 
200,000 units in 1955 to over 5.5 
million by 1960. 
In a report entitled, “Dryer’s 
Magic Million,” Charles Rippe of 
(Please turn to top of page 58) 





hs 


tained from the association’s head- | Among industry products on permanent exhibit at the National Housing Center 
is this bathroom fixture display by Kohler Co. Other plumbing and heating dis- 


quarters, 640 Engineers Bidg., 


Cleveland. 





plays at the Center were illustrated in the December issue, p. 172. 
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POWERS. 


N EW Hydroguard “ 


Best Insurance for SAFE, Comfortable Showers! 































































More Convenient for Bathers 
HyproGuarp installations are unclut- 
tered with various valves. Because it 
has a built-in shut-off valve none is re- 
quired between it and the shower head. 
Hyprocuarp is often used with shower 
heads having built-in volume control. 
For shower and tub control it is used 
with diverter spout as shown above. 


HYDROGUARD introduces an advanced style trend in shower control. 
It provides greater convenience for bathers and neater appearance. 
It is available for concealed piping (above) and for exposed piping. | 








Dynamic New Design Simplifies Shower Installation 


New Triple Duty STRAINER-CHECK-STOPS 
concealed behind the HyproGcuarRD 


cover, simplify piping and tile Powers HYDROGUARD Is Thermostatic. It is the finest shower control money can buy. 


work. Walls are unmarred by pro- It always maintains the shower temperature wherever the bather sets it... 

truding knobs or valve handles. regardless of temperature or pressure changes in water supply. 
With only one dial to turn in- - | 
Stead of the usual 2 to 4 valves, Thermostatic SAFETY LIMIT Protects Bather from Scalding. It prevents flow of water 
there is no confusion on the part to shower above 110°F. Should cold water supply fail HyproGuarp 


of the bather. 


instantly and completely shuts off hot water. 


Conserves Water formerly wasted while adjusting various valves before bathing 
and jumping in and out of shower because of temperature changes. 


Consult Powers on Shower Planning. Call our nearest office for data 
on POWERS SAFE SHOWER SYSTEMS. An experienced Powers engineer 
will gladly help you select the best shower controls for your requirements. 


For further information write for Bulletin 366 


Pp Safety in Showers 


Get POWERS SAFE SHOWER SYSTEMS data. 
Call your nearest Powers office. 


THE POWERS REGULATOR COMPANY 





SKOKIE, ILLINOIS | Offices in chief cities in U.S.A., Canada and Mexico 





65 Years of Leadership in Water Temperature Control 





(c58a) @ Reg. U. 8. Pat. Of. 














News . » » continued 








Dave Garroway and Arlene Francis discuss plans for American-Standard par- 
ticipation in their daily coast-to-coast TV shows with W. A. Bauer (right), 


president, Plumbing and Heating Div., 


and D. J. Quinn, vice president, sales. 


American-Standard to Use Television 
to Spearhead Modernization Promotion 


P1TTsBURGH—A new coast to coast 
television merchandising program 


to tie-in with local sales campaigns | 


being | 


of contractor dealers is 
launched by American-Standard. 
The plan calls for a series of TV 
spectaculars and commercials over 
Dave Garroway’s “Today” program 
and Arlene Francis’ “Home” show. 

Announcement of the campaign 


J. R. Ortiz, manager of sales promotion 
and advertising for the Kelvinator Ex- 
port Div., examines a miniature of the | 
model kitchen being exhibited around 
the world by his firm and the U.S. 
Chamber of Commerce. 


| was made by W. A. Bauer, presi- 
dent of the Plumbing and Heating 
Division, at a special presentation 
of the firm’s 1956 sales and market- 
ing plans via closed circuit color 
telecasts to 11 major cities last 
month. 

Kickoff date for the new TV pro- 
gram is February 26 when the 
firm’s products will be advertised 
in color on a 90 minute telecast 
featuring Imogene Coca. Five addi- 
tional color spectaculars, the next 
April 22, will be timed to coincide 
with major product promotions in 
the field. 

At this same date, the company 
will initiate its plumbing “Profit 
Builder Promotion” sparked by 


| 
| 


| 
| 


material for contractor-dealers. 
Geared directly to the moderniza- 
tion market, the program will be 
maintained through March, April 
and May. 








Laundry Mfrs. Meet... 


(Continued from center of page 56) 
Hamilton Mfg. Co., declared 1955 


| dryer sales for the first time ex- 





the TV campaign and point of sale | 


ceeded the million mark and were 
30 percent greater than expecta- 
tions. Nearly as many dryers were 
sold during 1955 as the combined 
sales for the years 1946-1952, Rippe 
reported. 

Bernard J. Hank, president, Con- 
lon-Moore Corp., Chicago, was 
elected president at the meeting. 
Other new officers are Elisha Gray 
II, president, Whirlpool-Seeger 
Corp., St. Joseph, Mich., first vice 
president; Ray G. Halvorsen, ex- 
ecutive vice president, Hamilton 
Mfg. Corp., Two Rivers, Wis., sec- 
ond vice president; Hal B. Miller, 
general manager, home laundry de- 
partment, General Electric Co., 
Louisville, Ky., third vice president, 
and Parker H. Ericksen, executive 
vice president, Bendix Home Ap- 
pliances Div. of Avco Mfg. Corp., 
Cincinnatti, O., treasurer. 


W. A. Case Names 
Farrar to Head 
New Subsidiary 


Burrato, N. Y.— 
Formation of the 
Case Mfg. Corp. to 
take over the man- 
ufacturing division 
of W. A. Case & Son 
Mfg. Co. has been 
announced. Presi- 
dent of the new 
wholly-owned sub- 
sidiary is Cecil W. Farrar, also a 
vice president of general sales anda 
member of the board of directors 








Farrar 


| for the parent company. 


Other officers of the new subsidi- 
ary are: F. William Harder, chair- 
man of the board; Willard G. 


(Please turn to center of page 212) 


Other News Highlights in This Issue... 


Home Improvement Year Is Officially Launched. . . . p.86 
NAPC Releases Spring Public Relations Kit...... p.102 
Crane Puts 20-Year Guarantee on Boilers........ p.117 
Denver Piping Industry Develops P. R. Program. . . p.126 
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If you want to sell more water heaters, and make more profit 
on the water heaters you sell, Sentry is the line for you. Check 
these Sentry profit making highlights. 


1.A complete line of deluxe and standard gas and electric heaters. 
2. Choice of VITAGLAS-lined or galvanized tanks. 


3.10 and 5 year warranties on tanks; one year free service policy; 
2 year unconditional warranty on all elements; thermostats and 
parts; $10.00 replacement allowance on all heaters; complete 
free heater exchange on any defective tank. 


4.Magnesium rods and tank drains standard equipment on 5 as 
well as 10 year heaters. 
5.Co-op advertising allowance. 


6.Two new sales making gas models — a Table Top, and a 
Heavy Duty Storage model of up to 126 gallons per hour 
capacity. 


Sentry Diucston 
STATE STOVE & MANUFACTURING COMPANY 
Division D, 509 25th Avenue North, Nashville, Tennessee 

Please send the following: [_] Sentry Gas & Electric Water Heater 
Catalogue ["] Sentry Gas & Electric Range Catalogue [_] Distributor- 
ship Information [_] Dealership Information 


for Plus Sales 


SENTRY BUILT-IN AND 
STANDARD GAS AND 
ELECTRIC RANGES 


Cash in on the mushroom- 
ing built-in range market 





Name & Title 











with the complete Sentry Firm Name 
line. Stainless steel and Add 
coppertone enamel -finish., 

Write for catalogue. City & State 


SOSH HSH SEES SEES EEEOSOESSESESESES 
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9 MINUTES WITH BERGIE! 





By Hal Bergdahl, manager of dealer sales, Crane Co., Chicago 


That Mousetrap Story Again... 


THAT MOUSETRAP STORY keeps 
popping up every now and then 
even though it’s as old as the 
hills. Maybe there is a reason .. . 
let’s see. 

From what I can learn, the 
whole thing from the very begin- 
ning was, in a way, a hoax. El- 
bert Hubbard, famous in the 
early 1900’s as a business phil- 
osopher and lecturer, is gener- 
ally credited with its authorship. 
Let me quote it in part as origi- 
nally written: 

“If a man can make a better 
mousetrap than his neighbor, the 
world will beat a path to his 
door, though he build his house 
in the woods.” 

Bunk, says I. Hubbard him- 
self really didn’t believe it as a 
statement of business principle, 
but strangely enough, it caught 
on and being the astute promoter 
that he was, he let it live. Too 
bad, because a lot of people liked 
the idea and acted accordingly— 
frequently to their own sorrow. 
Maybe it acted as sort of a sooth- 
ing syrup to folks who lacked 
ambition and initiative. 


# Yes, the false doctrine this 
idea embodies has been perpe- 
trated for more than a half cen- 
tury and, during a good part of 
this time, people have been more 
or less willingly misled by it. 
And why it has lived at all 
seems strange when you realize 
that with each passing year this 
aphorism makes less and less 


60 





sense. The little mousetrap mak- 
er has long since been supplant- 
ed by the big producers who 
make mousetraps by the thou- 
sands. We can quickly agree that 
the fellows who make these traps 
nowadays would be in an awful 
mess if they waited for people to 
find them. Of course, actually, 
we know the maker takes his 
mousetraps to the buyer. 


s And that’s where we come in. 
I doubt if many of us actually 
believe that mousetrap story, but 
somehow we still have traces of 
what it stands for in our daily 
operations. 

And like a lot of other things 
that hamper mankind’s progress, 
it seems advisable to make a de- 
termined effort to blot out any 
such ideas as that the customers 
are going to come to us. This 
whole cockeyed idea is contrary 
to nature’s basic makeup, and 
brother, when you and I try to 
buck nature, well, it’s tough. 

Let me illustrate that: Sup- 
pose you and I are selling bath- 
tubs. Isn’t it true we must show 
people how really pretty and con- 
venient they are before we have 
any chance of selling them? And 
isn’t it also true these same peo- 





Carrier Scholarship 

A famous Cornell university 
alumnus has been honored by a 
scholarship in its school of mechan- 
ical engineering. 

A Willis H. Carrier scholarship 


ple will be more apt to buy our 
bathtub if they know all about 
the benefits that will accrue to 
them when they make the pur- 
chase we suggest? 

Simple, my dear Watson, sim- 
ple. Yes, the idea of making it 
easy for people to “see” products 
we have for sale is the real way 
to have people “beat a path to 
our door.” But it’s a cinch they 
won’t come if they don’t know 
who we are or where we are. 

You’ve heard it said that dia- 
monds are a girl’s best friend. 
Well, maybe, but to sales people 
like you and me, the “prospects’ 
eyes are our best friends.” And 
then there’s that fellow Leonardo 
da Vinci. He’s that real smart 
philosopher who lived many 
years ago and many of his teach- 
ings are still considered sound 
even today. 


= Here’s what he said: “The eye 
gives to man a more perfect 
knowledge than does the ear. 
That which is seen is more au- 
thentic than that which is 
heard.” 

So chillun, we might sum up 
this month’s lesson thusly: We'll 
be happier and make more 
money if we make certain that 
our prospects “see” as well as 
hear our sales presentations. END 





has been established on behalf of 
the late pioneer of air conditioning. 
The Carrier Corp. of Syracuse set 
up the award which is renewable 
for the full five-year undergrad- 
uate course. 
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The most, BPECTACULAR 
sales \poostg you have ever had! 





_ Standard 
MERICAN HK aol ship of 


announces coast-to-coast 
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Y@UR BEST SELLING PRODUCTS ARE WAV orca rte re: 
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This vear’s American-Standard 
plumbing promotion is a double- 
barreled drive. It is aimed not only 
at helping you sell American-Stand- 
ard fixtures and fittings in today’s 
booming modernization market, but 
also at selling more profitable Mon- 
ogram fittings and fixtures in color. 
Aggressive merchandising and _ at- 
tractive displays combine to help 
sell bathrooms like the one below. 





And to do it right, here’s an adver- 
tising and merchandising campaign 
that literally touches all bases. Take 
a look at the line-up on the opposite 
page. It's a complete promotion 
package including product display 
and attention-getting point of sale 
material. And it’s backed by the 
greatest consumer advertising sup- 
port you have ever received . . . 


NETWORK TELEVISION ... plus 


Thr 


Stecetrarece 
Seeececerese 


—_— 












p 
Be sure youre ready on February} 2 


THE EXCITING 
AMerican - Standard 


PLUMBING PROFIT BUILDER 


makes it easier than ever for you to sell 
American -Standard Fixtures and Fittings! 


full page, four-color magazine ads. 

You can’t miss with support like 
this! That is, if you stock, display and 
promote American-Standard fixtures 
and fittings like those featured here. 
So, call your distributor NOW, and 
ask about the Plumbing Profit 
Builder Promotion Kit. It’s the best 
vet! AMERICAN-STANDARD PLUMBING 
AND Heatinc Division, P. O. Box 
1226, Pittsburgh 30, Pennsylvania 











— 


Way} 26th for the BIG KICKOFF. 


The new American-Standard brass 
display is a unique demonstration- 
display which shows off the beau- 
tiful new line of Monogram fittings 
to best advantage, with emphasis on 


PLUS . 





ie TIE-IN AD SCHEDULE 


lagazine ads, 
support like 
, display and 
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BETTER HOMES & GARDENS 
HOME MODERNIZING 


\@ SATURDAY EVENING POST 
lL AMERICAN HOME 


AND ALL... 
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COLOR SPECTACULARS 6: 
DAVE elem on Of © 
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ARLENE FRANCIS ON 
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* DAVE AND ARLENE DIE-CUT DISPLAY 


Ye EXCLUSIVE SALES-BUILDING IDEA BOOK ... 
BACKED UP BY... 


FULL-COLOR NATIONAL MAGAZINE ADVERTISING... 


SUNSET 
y= SMALL HOMES GUIDE 


you CANT Mss wITH Att Tes! 


BIG SALES-BUILDING PROMOTION! 


Spear-headed by the distinctive brass fittings display. 


the satin chrome finish, handles in 
color, and the personalized mono- 
gram. Unit also shows the Quality 
line, and the exclusive American- 


Standard Nu-Re-Nu valve. 


Ye WINDOW STREAMER 


ye AD REPRINT EASEL 


Ye PUBLICITY RELEASES 


MANY OTHER EXTRAS 



























































FEATURED ON 


NBC-TV 
today 


HeME 


SUNDAY NIGHT 
SPECTACULARS 





FOR DETAILED INFORMATION on these profit-makers, 


contact your wholesale distributor, or write 






THE POPULAR TREND IS TO HOT WATER EAT 
with modern baseboard panels 
and dependable cast-iron boilers 


by American-Standard 


American-Standard Baseboard Heating appeals to your 
customers because it’s compact, efficient, clean, modern, 
And it has advantages for you, too. It comes in conyven- 
ient lengths for fast installation . . . the one-piece front 
and back are made of lightweight but sturdy 20-¢ vuge 
steel for easy handling, and it’s designed with a special 
hanger bracket for quiet operation. r 

The heart of an efficient heating sys- 
tem, of course, is a fast-acting, depend- 
able boiler. American-Standard is a de- 
pendable source of supply for quality 
boilers of every type and size .. . all 
expertly constructed and rigidly tested 
for perfect performance . . . all durably 
made of time-tested cast iron. 

Put this sales-building heating com- 
bination to work for you—American- 
Standard baseboard panels and cast- 


iron boilers. 


to help you sell more 
BASEBOARD HEATING! 


to help you land more 


KITCHEN JOBS 


the American-Standard CONVERTIBLE KITCHEN 


is easiest, most profitable to install! 


ONLY American-Standard has Snap-Lock—the unique 
interlocking assembly which aligns the cabinets, clamps 
them together, and also fastens them securely to the 
separate telescoping sub-base. Can be assembled with a 
pair of pliers. Any undersink cabinet can be easily as- 
sembled from the conveniently packaged components—a 
big time and money saver. And by assembling the parts 
on the spot, you can eliminate space-consuming storage 
and multiple handling. No labor crew is needed, since one 
man can do it all. 





American-Standard 


PLUMBING and HEATING DIVISION 
Pittsburgh 30, Pa. 
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PREVENT ° 
“ATHEROSCLEROSIS 
IN SUPPLY AND 
DRAINAGE SYSTEMS 


How Mueller Brass Co. —G¢2zeamLine: 


copper tube and solder-type fittings insure 
rust-proof, corrosion-proof, clog resistant systems 


That the clogging of the human blood lines called “atherosclerosis” 
has its counterpart in the clogging of caulked-and-threaded plumb- 
ing systems is evidenced by this excerpt from a recent Associated 


Press dispatch . . . 


In plumbing systems, you can avoid a condition similar to “athero- 
sclerosis” by installing Streamline copper tube and solder-type 
fittings for both supply and drainage. They won't clog, corrode, or 
leak, and their smooth-walled interiors insure a free-flowing in- 
stallation. Streamline tube and fittings are easy to handle and in- 
stall... make a modern, attractive installation and will ordinarily 
outlast the structure in which they are installed. Remember, too, the 
compact stack goes into a standard 2” x 4” partition, without need 
for furring. Joints are quicker and easier to make. No caulking is 
necessary, and when the job is done you'll have a leakproof system 
without the worry of call backs and the danger of “atherosclerosis”. 


MUELLER BRASS CO. 
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A typical Streamline installation. The bronze fittings shown include 
a sanitary tee with 45° side inlet, a 4 bend 90°, an adjustable 
closet flange, a long turn T-Y, and a P-trap with cleanout. 
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EXCLUSIVE 


An equal amount of detergent 
is poured into the two cups of 
Hotpoint's Automatic dual- 
detergent dispenser, located 
on the inside of the door. 


Then the tank-type cover is 
cocked to seal off one of the 
cups. During the first wash, the 
detergent in the first cup mixes 
with the swirling water. 








Meanwhile, water collects in 
both tanks of the cover. At the 
end of the first wash, it auto- 
matically drains out through a 
small hole in one of them. 





Weight of the water remaining 
in the other tank causes cover 
to flip down, exposing fresh de- 
tergent for second complete 
wash—a Hotpoint exclusive! 











NEW LOW-COST HOTPOINT DISPOSALL® Food Waste Disposer 
EASIEST TO INSTALL 


1 A screw driver and wrench are the only 
tools needed to mount the MW11 securely 


EASY TO SELL 


* Takes food waste continuously 
* Quick, quiet,efficient operation 
* Chrome-plated Cover and Sink-Stopper 
* Dependable % hp motor 


to the sink. 


Lower housing rotates through 360° to line 
up with existing draia opening. 


Upper housing also turns through 360° to 


line up its knock-out plug exactly with the 
Dishwasher drain line. Greatly speeds up 
installation with a pump-drain dishwasher. 
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Spot-Less Dishwashing 


outmodes all other methods 
..- Makes selling easier! 


ALL-NEW 1956 HOTPOINT DISHWASHERS GET EVERYTHING 
SPARKLING BRIGHT...AS NO OTHER DISHWASHER CAN! 





Plumbers who are already in the Automatic Dish- 1956 is the year to be in the dishwasher busi- 
washer business will tell you it’s a good business ness with Hotpoint because almost one-third of 
to be in. It provides double profits (sale plus America’s homemakers want Automatic Dish- 
installation) in a market that’s only 4% saturated. washers NOW ... and Hotpoint Automatic Dish- 
It’s a no trade-in, full list price business that has washers are easier to sell because they outwash 
more than doubled in the past four years. all other dishwashers. 


DISHES SPARKLE ...GLASSES GLEAM...SILVER 
GLISTENS...the result of the combination of 


Z Exchusive MOTPOINT FEATURES! 


TWO THOROUGH RINSES with super wetting agent in final Spot-Less rinse 











‘ing Everything is rinsed twice—and Compore the results! The glass Sparkling results of Hotpoint’s 
ver "'Rinse-Dry'', a super wetting atleft wasrinsedthe ordinary exclusive Spoteless dish- 
de- agent, is automatically injected way—the glass at right was washing—a combination of 
lete in the second rinse. Drops can't rinsed the Hotpoint SpoteLess SpoteLess Washing, Spoteless 
! form to dry as spots. way. Note the difference. Rinsing, and Spoteless Drying! 
senna 
° 

See the complete new line of Hotpoint Disposalls, atin-Chy, INE 

including the Deluxe Models MW9 and MWP9 featuring Me finis,, 

Automatically Reversing Flywheel that gives Double-Edged 

Shredders Twice the Life... Half the Wear! 
nly 
ely 

» 
+9 ; the put | 
ine 
ee % 

to 
the 
up RANGES © REFRIGERATORS + DISHWASHERS + DISPOSALLS® + WATER HEATERS + FOOD FREEZERS » AUTOMATIC WASHERS * CLOTHES DRYERS + AIR CONDITIONERS » CUSTOMLINE 
— HOTPOINT CO. (A Division of General Electric Company) 5600 West Taylor Street, Chicago 44, illinois 
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NEW PLUMBING » HEATING » COOLING + APPLIANCES 
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Water Closet Seat 

Standard Tank & Seat has an- 
nounced a new line of closet seats 
featuring a smooth and durable 





finish in both white and matching 
cclors on molded plastic cores. The 
units (#99 Dura-Gleam) are made 
of seamless construction and are 
equipped with chrome plated brass 
hinges. 

Manufacturer: Standard Tank & 
Seat Company, Camden 2, N. J. 


Sink Top Line 

Republic Steel Kitchens has an- 
nounced a new line of sink tops. 
For its 36-in. twin-bowl stainless 





steel sink, the firm has added 54, 
66 and 72-in. tops to its stainless 
steel line. Formica tops bonded to 
steel are also available in four 
colors with either stainless steel or 
porcelain on pressed steel flat-rim 
sinks. Thus the firm’s 54, 66 and 
72-in. sink cabinets are available 
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with sink tops of porcelain on 
pressed steel, stainless steel or For- 
mica. The 54-in. sink tops have one 
large bowl and double drainboards; 
the others are equipped with twin 
bowls and drainboards. 

Manufacturer: Republic Steel 
Corp., Canton, O. 


Hot Water Circulator 

A new hot water circulator for 
either horizontal or vertical appli- 
cations has been developed by 
Econo Products Co. It incorporates 





a motor with a built-in thrust 
bearing, which permits dual use of 


the pump. Over-sized waterways 
in the pump head accommodate %4, 
1, 1%, or 1% in. pipe flanges, thus 
broadening its adaptability to var- 
ious sized systems. 

Manufacturer: Econo Products 
Co., East Haddam, Conn. 


Portable Power Unit 

An improved power unit for pipe 
threaders has been announced by 
Muncie Gear. It features a 20 to 1 
gear ratio, reversibility, and can 
handle 1 to 2-in. pipe using adapt- 
ers, and 2% to 6-in. pipe with or 
without a vise. It can also pull 
cables (using adapters) or rotate 
boiler tubes. The tool is portable, 





weighs 14 lbs, and can function 
when power fails by using a car- 
penter’s brace. 

Manufacturer: Muncie Gear 
Works, Inc., Muncie, Ind. 


Winter Air Conditioner 

A new oil fired highboy winter 
air conditioner, rated at 84,000 Btu 
output, has been announced by the 
Heil Co. Pre-assembled and pre- 
wired, the unit is designed for 
small and medium size homes. Fea- 
tures include a pressure-atomizing 
oil burner and an octagonal heat 


Grinnell Extends, Restyles Pipe Support Line 


An extended line of pipe support 
hangers with load capacities from 
31 to 32,267 lbs has been announced 
by Grinnell. Two frame structures 
have been added, field adjusting 
bolts have been relocated; bearings 
have been relocated in the frames 
to permit the main pivot to rotate. 
Designed to permit expansion and 
contraction of pipe through heating 
and cooling cycles without devel- 
oping dangerous stresses, the hang- 
ers are now available in nine frame 
structures. Four of the new models 
require less head room and permit 
closer installation. For new piping 
erection, stops are provided to lock 
the hanger rigidly in position. 
Stops are also used in performing 
hydrostatic tests. 


~~ 
_ 


Manufacturer: Grinnell Co., Inc., 
260 W. Exchange St., Providence, 
Rhode Island. 
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exchanger. Return air may enter 
through the base or from either 
side. Die-formed knockouts are 





provided for the latter application. 
It requires slightly more than 4 sq 
ft floor space and is 62 in. high. The 
unit has a two-tone finish. 

Manufacturer: The Heil Co., 
Milwaukee 1, Wis. 


Clock-Thermostat 

A new thermostat for automati- 
cally lowering room temperature at 
night and raising it in the morning 





has been developed by General 
Controls. Hermetically sealed, the 
unit features a mercury switch 
contact, large black-on-white 
numerals on roll type dials for fin- 
ger-tip control and satin stainless 
steel case. 

Manufacturer: General Controls 
Co., Glendale, Calif. 


Gas Conversion Burners 

A new line of gas conversion 
burners announced by Barber Mfg. 
Co. are designed for coal to gas 
conversion. Three méddels are 
available offering a rangé of input 
ratings from 60,000 to 360,000 Btu. 
The burners may be furnished with 
solenoid, diaphragm or self-ener- 
gizing control systems. Outside 
pushbutton ignition is standard and 
electric ignition is optional. The 
burners will fit most coal furnaces 
and the overall size permits instal- 
lation through the ash-pit door. 
Four adjustable legs permit raising 
the flame to the correct burning 
level. A_ stainless steel flame 
spreader deflects heat to all parts 
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of the combustion chamber and all 
adjustments can be made with the 
burner installed. 

Manufacturer: Barber Manufac- 
turing Co., 1054 E. 134th St., Cleve- 
land 10. 


Vacuum Breakers 

A new line of vacuum breakers 
for inverted or submerged water 
supply applications has been intro- 
duced by Norman Boosey. The unit 
incorporates an adjustable flow de- 
vice in the form of a vane valve 
which prevents water from splat- 
tering and overflowing the vacuum 
breaker inlets. It operates without 
floats, checks or other moving parts, 
and is designed for use on supply 





lines where there is no appreciable 
back pressure. 

Manufacturer: Norman Boosey 
Mfg. Co., 5281 Avery, Detroit 8. 





Condensate Pump 

A new vertical type condensate 
pump with cast iron receiver has 
been introduced by Hoffman Spe- 
cialty. The pump is available in 
one size only with 12 gpm capacity 
and 20 psi discharge pressure. Re- 





ceiver capacity is 14 gal. and ca- 
pacity between float stops is 7 gal. 
The pump is bronze fitted with a 
stainless steel shaft and powered 
with a %-hp motor. Single and 
duplex models are available and 
two float switches are included on 
the duplex units. Shipping weight 
is 300 lbs. 

Manufacturer: Hoffman Special- 
ty Mfg. Corp., 1700 W. 10th St., 


Indianapolis 7. 


Tankless Water Heaters 
Portmar Boiler Co. has expanded 

its line of twin coil tankless water 

heaters to 14 sizes delivering from 
(Please turn to top of page 70) 





Develops New Water System Housed in Cabinet 


A new 3-way jet pump water 
system housed in a white enamel 
cabinet to match other appliances 
in the recreation room, utility room 
or kitchen has been introduced 
by Clayton Mark. The jet pump, 
mounted on rubber, is easily con- 
verted from shallow to deep well 
applications. The pump is designed 
to provide a water supply from 
depths of 25 to 80 ft, with capacities 


to 760 gph. A control panel on the 
cabinet has on-off dials and pres- 
sure gauge to show working pres- 
sure. A drip pan is located under 
the tank to catch any condensation. 
The cabinet is 32 in. high, 30 in. 
wide, 20% in. deep and provides 
3 sq ft of work space on the top. 

Manufacturer: Clayton Mark & 
Co., 1908 Dempster St., Evanston, 
Ill. 
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(Continued from page 69) 
300 to 6000 gph at 100 deg. rise. 
Equipped with either oil or gas 
burner, the heaters have two coils, 
one acting as a pre-heater. The 
copper coils are submerged hori- 
zontally across the top section of 
the heater. Both 140 and 180 deg. 
water can be supplied from the 
same heater. The larger line now 
provides a unit to meet all residen- 





tial, commercial and industrial re- 
quirements. 

Manufacturer: Portmar Boiler 
Co., Inc., 193 Seventh St., Brook- 
lyn 15, N. Y. 


Evaporative Condenser 

A new midget evaporative con- 
denser designed for residential and 
other low-tonnage applications has 
been introduced by Refrigeration 
Engineering. The condenser is 
available in 2, 3, 4 or 5-ton sizes and 
features low head pressure. 

Manufacturer: Refrigeration En- 
gineering, Inc., 7250 E. Slauson 
Ave., Los Angeles 22. 


Bathroom Accessories 

Grote has announced a new series 
of bathroom cabinets and fluores- 
cent lights which are available in 
matching combinations or as sepa- 
rate units in odd anmmaneael The 


new series includes a 275% by 1954 
in. cabinet featuring twin recesses 
and sliding door mirrors. Another 





model has the same features but 
measures 3014 by 21% overall. A 
single unit overhead fluorescent 
light is designed to fit all conven- 
tional cabinets or mirrors. It has 
a 20 watt tube in a fluted plastic 
shade with chrome end-caps hous- 
ing an outlet and switch. The light 
is made in sizes to match the cabi- 
nets. 

Manufacturer: The Grote Manu- 
facturing Co., Inc., Bellevue, Ky. 


Food Waste Disposers 

Three new food waste disposers 
have been added by National Rub- 
ber Machinery. All feature special 
elements which grind and shred 





food wastes into uniform particles. 
One model (illustrated) has a re- 
versing feature and cover control; 
it is finished in white with chrome 





Thrush Adds Check Feature to Valve Line 





A built-in automatic filling and 
relief valve has been added as a 
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new feature of the H. A. Thrush 
line. The new feature is designed 
to prevent loss of water in the cold 
water supply of a hot water heating 
system if supply pressure fails, and 
to maintain water supply in a 
closed system. This feature is now 
included on all % and %4-in. pres- 
sure regulating models. 

Manufacturer: H. A. Thrush & 
Co., Peru, Ind. 


trim. The second model is the con- 
tinuous feed type with a stainless 
steel one-piece top, and finished in 
white enamel. The third unit fea- 
tures the locking cover and metallic 
green finish. 

Manufacturer: National Rubber 
Machinery Co., National Disposer 
Div., Akron 8, O. 


Air Distribution Registers 

A new line of registers and 
grilles for homes featuring double 
deflection action has been an- 
nounced by Air Control Products. 
Registers have adjustable four way 
air control and volume may be ad- 
justed at the register face without 





changing the air pattern. The 
volume control damper opens 90 
deg. Both registers and grilles are 
finished in two-tone beige and are 
available for sidewall or baseboard 
use in standard sizes. 
Manufacturer: Air Control Prod- 
ucts, Inc., Coopersville, Mich. 


Absorption Machine 

A new line of large capacity ab- 
sorption machines producing 
chilled water from steam has been 
developed by Carrier. In sizes from 
100 to 700 tons, the units are for use 
in air conditioning and process 
cooling systems. Control is by time 
clock, thermostat, or push button, 
and units can be installed on roofs 
or upper floor locations of commer- 
cial and institutional structures. 





Units are also suitable for outdoor 
installation. Steam or any hot fluid 
may be used in the machine to 
generate cooling. 
Manufacturer: Carrier Corp., 
Syracuse 1, N. Y. 
(Please turn to top of page 72) 
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What to 
look for in I 
a circulator cen. 


In Canada 


342 Madison Avenue 
New York 17, New York 





Taco Heaters of Canada, Ltd. 
4 Gilead Place, Toronto 2 








EXTRA LARGE AND QUIET OPERATING MOTOR 





POROUS BRONZE BEARING TWO-PIECE, EASILY REPLACED SEALS 





SPECIALLY DESIGNED, SAFE DRIVE COUPLING YOU’LL FIND ALL IN TACO... THE POWER-PACKED 
CIRCULATOR YOU CAN DEPEND ON! 


Domestic ENGINEERING, FesruARY 1956 71 























Shopping with D. E. 





(Continued from page 70) 

Boiler-Burner Unit 

A new line of packaged boiler- 
burner units in four sizes of 87,000, 
108,000, 149,009 and 189,000 Btu ca- 
pacities has been developed by 
Quiet Automatic. Units are com- 
plete with jackets installed, con- 





trols mounted, and with wiring 
controls and hot water circulator 
attached. 

Manufacturer: Quiet Automatic 
Burner Corp., 33 Bloomfield Ave., 
Newark 4, N. J. 


Ratchet Wrench 

A new open end ratchet wrench 
with a short ratcheting arc swing 
for use in awkward areas has been 
developed by TKF Company. The 
wrench is designed with spring ex- 


Barnes Develops New Jet 





A new packaged shallow-well jet 
water system designed by Barnes 
combines a centrifugal and an ejec- 
tor pump in a single unit. The jet 
tube and nozzle are positioned be- 
tween the impeller and motor so 
that water travels a minimum dis- 
tance in the pump with minimum 
hydraulic loss. The unit features 
an all brass ejector assembly and 
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pansion to fit over burred or 
painted fittings of soft aluminum, 





brass, chrome, or plastic nuts and 
bolts. 

Manufacturer: TKF Co., Fisher 
Bldg., Detroit. 


Water Regulating Valve 

A pressure actuated regulating 
valve for condensing water appli- 
cation has been announced by Jas. 
P. Marsh. Featuring a continuous 
adjustment range of 60 to 260 lbs 
psi, the valve can be used for all 


“” 
% 





refrigerants except ammonia. Hand 
adjustable with diaphragm con- 


Water System Design 


a bronze impeller in reverse posi- 
tion with the suction end facing the 
motor. Suction and discharge tap- 
pings are aligned, horizontal and 
located at the top of the body. The 
seal is located in the low pressure 
area and has a ceramic stationary 
seat. The rotating element consists 
of an anti-friction graphitic com- 
pound and stainless steel spring, all 
water lubricated. A one piece cov- 
er-volute simplifies servicing with- 
out disturbing suction or discharge 
piping. The unit is less than 12-in. 
long; it is available in 4% and % hp 
sizes with 2, 10, 15, 30 and 42 gallon 
tank sizes. Performance of the 4% 
hp model is 500 gph at 10 ft suction 
lift; the 4% hp model produces 790 
gph at 10 ft suction lift. 

Manufacturer: Barnes Manufac- 
turing Co., Mansfield, O. 


struction, the valve may be 
mounted in any position without 
mounting brackets. It may be 
manually flushed and_ serviced 
without breaking connections. 
Manufacturer: Jas. P. Marsh 
Corp., 3501 W. Howard St., Skokie, 
Ill. 


Drinking Fountain 

A new deck-type drinking foun- 
tain that supplies sanitary drinking 
and general purpose water at the 
same point of use has been devel- 
oped by Sunroc. The fountain can 
be equipped with any combination 





of bubblers, glass fillers and faucets 
for use in institutional, commercial 
and industrial buildings. Offered in 
four sizes ranging from 24 by 14 
in. to 30 by 18 in., each model is 
supplied with two fixture openings. 

Manufacturer: Sunroc Corp., 
Glen Riddle, Pa. 


Bantam-size Cooling Unit 

A %-hp air conditioning unit de- 
signed for mobile homes, cottages, 
motels, etc. is included in Carrier’s 
1956 line. The unit occupies ap- 
proximately 2 sq ft of floor space 
and stands 28 in. high, doubling for 
an end table or night stand. The 
unit is equipped with a thermostat 
for automatic operation and a per- 
manent aluminum air filter that 
may be rinsed clean when neces- 





sary. Air is drawn in at the bottom 
through a hole cut in the floor. 
Louvers are adjustable. 
Manufacturer: Carrier Corp., 
Syracuse 1, N. Y. 
(Please turn to top of page 80) 
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It's as simple as ABC. Because Wolverine designed its new Roll of 
Tube That Rolls to fit your needs you can lighten your load—ac- 
complish more each day. 

In the first place, because the carton is round—it can be rolled — 
just like a hoop. Right off the bat this feature makes handling easier — 
is a “reel” time saver. You'll find the thin, compact roll of tube easy 
to carry—just slip your arm or shoulder through the convenient 
center hole. 

Want to know the type and size of tube the carton contains? We 
took care of that, too. Large easy-to-read print and approved 
color coding make content identification easy from any angle. 

How do you open it? Just pull the gummed tape around the outer 
edge and there's the tube ready to use. The carton remains unharmed, 
protects unused tube right to the very end. 

And here’s a feature to ‘‘reely’’ lighten your load. Use the carton 
as a reel. Connect your tube at one end, reel the carton back. It's 
fast, easy—gives you a straight, kink-free line of tube. 

Inside, you'll find the same top-quality Wolverine copper water 
tube—complete dependability through Tubemanship. It's clean, bright, 
consistent in temper, always easy to bend. 

So, remember, to lighten your load always ask for Wolverine's 
Roll of Tube That Rolls. Write today for your copy of our handy 
booklet, "Plumber's Pocket Pal.” 








WOLVERINE TUBE, 1403 Central Avenue, Detroit 9, Michigan 





® WOLVERINE TUBE 


Gi Division of Calumet 4&4 Hecila, inc. 


MANUFACTURER 





IN PRINCIPAL CITIES 


MICH., AND- DECATUR, ALA. «¢ SALES OFFICES 


EXPORT DOEPT.. 13 E€. 40TH ST., NEW YORK 16 ~. VY. 


PLANTS IN DETROIT, 
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Here’s why the & Heatmaster 
System generates enthusiasm 


The luxury and economy of hot water heat can now be 
combined with individual room control of heating and 
summer air-conditioning. Here, in this new pre-engi- 
neered, packaged system, builders and plumbers have 
features that simplify installation, cut costs, save time, 
and also appeal strongly to home buyers. 


The complete “package” is ready to install for both 
winter heating and air-conditioning. It uses conven- 
tional piping and wiring. No special equipment or 
materials. Only normal plumbing skills. Room convec- 
tors fit between standard wall studs. The unit requires 


only four square feet of floor space, 


Here's the complete, compact C-E Heatmaster Home Heating and Air Condition- 
ing System: efficient, gas-fired boiler unit, completely assembled with burners, 
circulator, controls, relays and all operating parts in place; a matching, 
hermetically sealed water chiller, completely assembled with compressor, 
evaporator, condenser and refrigeration controls in place (unit factory- 
charged with refrigerant) ; space-saving individual room convectors for heat- 
ing and air conditioning through one compact convector in each room. 










Pre-engineered . . . new C-E Heatmaster is a ready-to-install year ‘round 
comfort system. 


Packaged . . . standard piping and wiring materials and practices used 
for installation. No special equipment required. 


Easy to sell to builders . . . gives benefits no other system offers. 


Unit installs in 4-square feet of floor space . . . economical air 
conditioning with luxury of hot water heat; individual room control; 


priced to compete with any other system. 


Your opportunity: unlimited. 
















Interi 
Ducke 
durin 
C-E 

























Simple to layout — easy to install. 
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PERFORMANCE 
m PROOF: 


Here’s what the builder, 
plumber, homeowner say 
about a typical 
C-E Heatmaster installation: 
























Exterior view of the Duckett home in Tyler, Texas. George Carter, who 


THE BUILDER, GEORGE CARTER, built this C-E Heatmaster-equipped residence, is well known for qual- 
SAYS, “| RECOMMEND IT” ity construction. 


“This new ‘wet’ system costs less to 


install. This house would require THE PLUMBER. VIRGIL MURRAY 
a five-ton forced air system, but SAYS, “SIMPLEST SYSTEM” F 


with C-E HEATMASTER only a 
three-ton unit was needed. That “C-E Heatmaster is the best and 
simplest system of home heating 


means lower operating costs, which ; 
sed the buyer likes. There were no complications in con- and cooling I know of. I recommend 
it. It’s easier to install than a bath- 


struction. Floor is slab, and we installed piping ead 
before slabs were laid. I recommend it.” room. Simply connect the piping to 
the package unit and the convectors 


in ‘each room. About 50 manhours were required 
here. The whole summer-winter package is installed 


in a three-by-five closet.” 
Master Plumber Virgil Murray, who installed the 


plumbing in the Duckett home in Tyler, Texas, 





ound 








ndition- always keeps abreast of modern developments in 
ww his field. 

atching, 

pressor, 

actory- THE OWNER, W. B. DUCKETT, 

or heat- SAYS, “BIG ADVANTAGES” 

n. 


“This C-E Heatmaster system has 
proven more convenient, cleaner, 
more comfortable and efficient than 
the forced air systems I am familiar 
with. I consider it the most modern §}f 
system I could install, based upon 


; pri _— z sounder engineering than the typical forced air sys- 
Interior view of the comfortable living room. Note convector unit, Mr. tem, which subjects a person to gusts and surges of 


















Duckett and family moved into their C-E Heatmaster-equipped home : Ul 
during a 100° heat wave and quickly developed appreciation for their hot yer. cold ee Individual room control makes for 
C-E Heatmaster system. big advantage. 






Take advantage of the many benefits C-E Heatmaster Home Heating and Air Conditioning 
offers by sending for more information now. Ask about the ABC Plan for builders. 


[} HEATMASTER 


HOME HEATING AND AIR CONDITIONING 


the simplest way to heat and cool a home nT 













COMBUSTION ENGINEERING INC., Home Equipment Division 
971 West Main Street, Chattanooga, Tennessee 
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WHITE-RODGERS BUILDS 7,000,000th 
HYDRAULIC-ACTION® CONTROL 


a 
WHITE-RODGERS “BRASS” GET GOLD CONTROL. Company President, 


James A. Rodgers and Sales Manager, Russ Sherer, accept a 24K gold-plated control 
from Production V-P, Carl Havermans, representing the 7,000,000th Hydraulic- 
Action Control to come off the assembly lines of White-Rodgers Electric Co. The 
liquid-filled principle of temperature control was introduced by White-Rodgers in 
1937 and has since been widely accepted by the heating and cooling industries. 


ST. LOUIS, MO.—Officers and 
employees of the White-Rodgers 
Electric Co. joined in celebrating 
the completion of the company’s 
7,000,000th Hydraulic-Action Con- 
trol. The “milestone” control was 
24-karat gold-plated in honor of the 
occasion, which marked more than 
18 years of successful Hydraulic- 
Action Control production. 


Introduced in 1937 

In attempting to develop controls 
of greater accuracy and depend- 
ability for heating and cooling, 
White-Rodgers engineers as early 
as 1937 realized the limitations of 
bi-metal and other methods of 
temperature control then in ex- 
istence. In their efforts to cut down 
on “time-lag”’ and eliminate “‘drift,”’ 
several new principles of control 
were tried; and out of these ex- 
plorations, came the liquid-filled 
system which White-Rodgers trade- 
marked as ‘‘Hydraulic-Action.” 


76 


This system used a new type tem- 
perature sensing element that was 
completely filled with a liquid. With 
changes in temperature, this liquid 
expanded and contracted against a 
diaphragm. The movement of the 
diaphragm actuated by this power- 
ful force was transmitted to the 
switching mechanism which could 
be set to operate at any desired 
temperature. 


Hydraulic-Action provided un- 
heard-of accuracy, speed of re- 
sponse, and many other operational 
and installation features that 
opened completely new horizons for 
the heating and cooling industries. 


First with Warm-Air Heating 

Warm-Air heating equipment man- 
ufacturers were first to capitalize 
on the great possibilities offered by 
these new controls, and much of 
the rapid strides made in forced 
warm-air heating can be traced to 
the advent of the White-Rodgers 


Hydraulic-Action Fan and Limit 
Controls. This was particularly true 
in the development of systems 
providing Continuous Air Circu- 
lation where accurate “drift-free” 
settings are a definite requirement 


for satisfactory operation. 


Required by Modern Wet Heat 


The “‘trigger-quick” response of 
Hydraulic-Action controls became 
increasingly important as today’s 
compact hot-water heating plants 
were designed. The new thin tube 
radiation and low-gallonage flash- 
type boilers require the rapid 
response that only these controls 
can give for efficient and comfort- 
able operation, particularly where 
domestic hot water is furnished 
from the system. In recent years, 
White-Rodgers has developed sev- 
eral new outstanding controls for 
this industry, using specially de- 
signed immersion elements which 
provide practically instantaneous 
response. 


Famous Hydraulic-Action Controls 


Fastest-Acting Hot-Water 
Controls...an industry 


depends upon them. 


Amazing White-Rodgers 
Fan and Limit Control... 
the acknowledged stand- 


ard of the Warm-Air 
Industry. 


Heavy Duty Line Voltage 
Thermostat... without equal 
in features and performance. 


Proven for 18 Years 
Symbolizing White-Rodgers’ many 


years of successful experience in 
building and perfecting Hydraulic- 
Action, a limited number of gold- 
plated replicas of the 7,000,000th 
control are being sent to leading 
wholesalers throughout the United 
States and Canada. These displays 
will highlight a sales drive featuring 
White-Rodgers Hydraulic-Action 
hot-water controls, warm-air con- 
trols, heavy duty thermostats, and 
refrigeration controls. 
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Made only by White-Rodgers ... and the only liquid- 
filled controls that have been perfected for over 18 











years, Hydraulic-Action Controls are your best guar- 

































or air conditioning system. 












<< IT CHANGED AN INDUSTRY... this Hydraulic-Action 
Control with its trigger-quick response to water tem- ity] 
perature changes was greatly responsible for the 
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development and satisfactory operation of today’s 





modern hot water heating systems with their small 

















capacity, fast-fired boilers. 
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FOR MODERN COMFORT - HEATING + REFRIGERATION + AIR CONDITIONING 


itd] | | a 
i] | Pret aT edad 













1 $1. Louis 6, Mo. 
||| TORONTO! 8, ONTARIO 






Fibrocel alone offers 
oH Mm iat-St-MeolebAclaliete [-t4 


@ No shrinkage —eliminates gaping joints 

@ Resists compression—firm in structure 

@ Uniform dimensions—precision formed for 
exact fit 


Economical application—lightweight, easy 
to cut with a knife 


Thermal effectiveness 

ikl aailel alae seen alelii(- Mange) Mele lel m@lelale MAZ-Tanilia aaa ’ : F 

proof Can be easily installed—Fibrocel is 
light, easily cut with a knife. Uniform 
dimensions assure tight, smooth joints 
and neat appearance. 


Johns-Manville fee 
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PIPE INSULATION 
For plumbing, heating and air conditioning systems 


@ Johns-Manville Fibrocel is an entirely new concept 
in pipe insulation for the 35F to 300F temperature 
range. In the manufacturing process tiny particles of 
silica are exploded and expanded to form a cellular 
structure of “dead” air spaces. It incorporates in one 
material a combination of properties not found in 
any existing insulation for heating and plumbing 
service. 


Fibrocel completely eliminates objectionable 
shrinkage caused by atmospheric changes. It permits 
no gaping, unsightly joints with accompanying heat 
leakage. Strong and firm in texture, Fibrocel resists 
deformation. Dimensionally uniform, it provides 
exact fit and neat appearance. Ligh: in weight, it is 





readily handled. Fibrocel speeds application, keeps 
costs at a minimum. 

This new insulation has been developed and tested 
in the world’s largest insulation laboratory, located 
at the Johns-Manville Research Center. It has been 
proved in actual field installations. And it is backed 
by more than 96 years of Johns-Manville experience 
in insulation engineering. 

Available now—Fibrocel is in commercial produc- 
tion. Architects, contractors, and engineers can 
secure full information from J-M District Offices. Or 
write for Brochure IN-155A, address Johns-Manville, 
Box 60, New York 16; in Canada, 565 Lakeshore 
Road East, Port Credit, Ont. 
















Fibrocel Organic Insulation 
| “ Soft 
Fibrocel : 
; Insulation 
\ ih . 
Hy 
| 
{| } 
rocel is a 
J — Joints stay tight—tests prove Fibrocel does not shrink, Withstands compression —tests prove Fibrocel 
— even after severe moisture exposure and service under con- suffers no deformation or compression even under 
tinuous steam flow. Ordinary organic insulation shows 200-lb. weight. Softer type insulation shows marked 


substantial joint shrinkage after same test. deformation after being subjected to 50-lb. weight. 





JOHNS -MANVILLP 


Ml INSULATION e222 ecessemnen ONY) 
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Shopping with D. E. 





(Continued from page 72) 

Registers and Grilles 

A new line of commercial type 
registers and grilles has been an- 
nounced by Air Control Products. 
Face bars are built with air foil 
contours to reduce resistance and 
noise, and are individually adjust- 
able. Opposed action louvers are 
designed to reduce valve depth and 
permit use of double deflection re- 
gisters in standard ducts and stack- 
heads. The valve is adjusted with 
a key. It is available in single or 





| Seats 


ae 


double deflection models of regis- 
ters with valves, and grilles without 
valves. 

Manufacturer: Air Control Prod- 
ucts, Inc., Coopersville, Mich. 


Built-In Gas Range 

The Stiglitz Corp. has announced 
a new line of built-in gas cooking 
equipment in both insert and stack- 
on oven models. Separate safety 
pilots for broil and bake; a nickel 
and chrome wire broiler guard; a 
clock; a signal timer; an automatic 
temperature control; and selector 
valves for bake or broil are among 


the features. The oven interior is 
17 in. high, 18 in. wide, 19 in. deep. 





Units are available with solid or 
window doors. 

Manufacturer: The Stiglitz Corp., 
2007 Portland Ave., Louisville 3, 
Ky. 


Low Pressure Regulator 

A new low pressure regulator of 
the angle-body type has been an- 
nounced by General Controls. De- 


re ‘tu 
I J. ay 





signed to maintain uniform pres- 
sure to gas-fired appliances and 
utilizing all commercial gases, the 
unit is made of corrosion-resistant 





Hoffman Introduces New 





Hoffman Specialty has announced 
a new series of venting valves for 
various applications. A convector 
vent (upper left) is a single port, 


80 





Venting Valve Series 


non-vacuum type designed for 
venting modern convector elements 
with small waterways. The special 
float and float needle construction 
guards against water spitting caused 
by turbulence. A steam unit heater 
vent (upper right) is designed to 
operate with rising, dropping or 
steady pressure and will vent 300 
cfm at 1 lb. A steam main vent 
(lower left) features large venting 
capacity and allows steam to reach 
heating units quickly. The water 
main vent (lower right) has a spe- 
cial float mechanism for venting air 
from mains on hot water heating 
systems, domestic water systems, 
summer-winter systems and other 
applications. 

Manufacturer: Hoffman Special- 
ty Mfg. Corp., 1700 W. 10th St., 
Indianapolis 7. 





tiaterials. It can be mounted in 
any position and is, recommended 
for small appliances. 

Manufacturer: General Controls 
Co., Glendale, Calif. 


Propane Firepot 


A portable propane firepot has 
been announced by Otto Bernz. 
Using a disposable propane gas 
cylinder, the firepot is engineered 
to melt and maintain a 6-in. pot of 
lead for four hours. One control 
regulates the flame. Pumping, prim- 
ing or preheating is not required. 





The ccmplete unit, including cyl- 
inder, weighs 8% lbs. 

Manufacturer: Otto Bernz Co., 
Inc., 280 Lyell Ave., Rochester 6, 
N.Y. 


Water Control Unit 


A self-contained water temper- 
ature control unit for institutional 
shower installations has been added 
by Leonard Valve. It includes 
unions, checks, strainers, volume 
control shut-offs, dial thermometer 
and mixing valve. The unit is pre- 





assembled and is enclosed in a van- 
dal-proof cabinet with a removable 
panel board. The cabinet is offered 
in a range of colors. The unit is 
available in six standard sizes for 
group or gang control. The controls 
are also offered in series of three or 
four for progressive or zone sys- 
tems. 

Manufacturer: Leonard Valve 
Co., 1360 Elmwood Ave., Cranston 
a. Oe 

(Please turn to top of page 142) 
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Selling “packaged” shower | 
‘value at no added cost! 


s volume selling shower now has more | 
‘Sales appeal than ever! A genuine FIAT ter- | 
; floor is included with each shower. | 
; nO ey eg obiga Now you can offer 
t quality a priced shower. Those 




























and remodeling sales are 
ade easier than ever. The Fiat Skipper, 

| by noted industrial designer Reino 
, $.L.D., has always offered many fea- 
d only in higher priced showers. 

the top feature of the highest 
«+. @ genuine terrazzo floor in 































is FIAT Terrazzo? 
9 is thoroughly ground and pol- 
it the lustre and sheen of finest 
that's exactly what it is . . . spar- 
le chips cast into a single, rein- 
init. And, there’s never any worry 
ge with FIAT terrazzo floors be- 
age and drain have been cast 
‘terrazzo floors look good, feel 
‘This new floor is a wonderful 
ible shower sales. FIAT floors 
four plants located to effect 
freight. 



































real savings in 





ta 





Onby the Skipper offers all ese Featunee 


EXILED srertiins, toor-sripping terrazzo 

Steel, Bekodon enamel 
KXCIOZILn Superior finish and streamlined design 
EXCALIRSICID Velves con be placed on right or left 


POPULAR "PILOT" IN TWO MODELS 


















When price 1s paramount, 
no shower cabinet fills the ~— > Fi | 
bill like this volume-wise |) image | | 
model. Today the Pilot is | 
better than ever because it 
comes with a PRECAST 





STONETEX floor. Write or | 
Better Brass Long life assured by top specifications wire for quantity prices. 
Ps When freight is a big factor, 
Special Colors White is standard, but other colors available you hold the advantage a 
with the lowest priced, " 
Ty 4Comparison proves more for the money eueeny Sewer. . . the Pitot 


equipped with a heavy 
gauge vitreous receptor. 
Thousands now in use with 
this economical floor, 







FIAT METAL MANUFACTURING CO. 


F | A T Since 1922... First in Showers / Packaged Showers * Doors * Floors 
Toilet Room Partitions 


___ FOUR COMPLETE PLANTS: Long Island City 1, W. Y.; Franklin Park, Il.; Les Angeles 63, Calif.; Orillia, Ontario, Canada 











ALL THIS ee; y¢ 


a ‘ 
® the water heater with solid alumi- lo 


® the water heater that can never | F 

E 
give red, rusty water. CO 
@ the water heater that has no tank 4 
lining to chip or flake. f | 


® the water heater that needs no | pe 


anode rod. 
'€O 


- an 


num alloy tank. 


® the water heater that heats water 


to 180-degrees —and heats it faster. : 
saving: 


losses . 
of the 





® the water heater warranted by 
We : 
water 


memmromrenrenmerte 


Clayton & Lambert, serving the plumb- 


ing trade since 1888. 
No ' 
year W 
hot wa 
cost. T 





Clayton & Lambert, ¢.. 5, 


CLAYTON & LAMBERT ) 1701 DIXIE HIGHWAY © LOUISVILLE 10, KY. questic 



























lowest 





d alumi- 
per-gallon 
in never U 
cost (repeat) 
*™ | the lowest 
| -gallo 
seds no | per “y n 
: 
is water 
iia ... and we are not talking about fuel 
savings alone... or lower stand-by 
losses . . . or the much, much longer life 
ted by of the Alumilux. 
_ plumb- We are talking about the price of the 
water heater itself. 
No other line of water heaters (10- 
year warranties) will provide an equal 
: hot water service at the same low initial 
cost. This you should know more about. 
7 Write for cost-comparison chart and 
zmbert 


JISVILLE 10, KY. 


& 
= 







for free booklet that answers your 
questions about the Alumilux. 





it depends. Many threadbare plumbing and 


heating systems are existing under much the 
same conditions as illustrated above. Ade- 
quate to a certain extent, yet hazardous. 

“56 is the year to fix” home plumbing and 
heating systems that need modernization. Fix 
them with Watts protective control devices. 


many SPACE HEATING SYSTEMS need— 


Watts No. 45A 


' Hot water heating dual A.S.M.E. rated water pressure 
control to provide auto- relief valy> to prevent 
mdtic protection and control. a 
sing, VaWE 2. Watts No. 89A 
4 P. WwW ' gcoldin Low pressure low water 
selt- qos t “a ; cut-off to prevent low ‘ 
ive 10 P onserve water damage to boilers. - 


relief VOVe  egture 
recessive oe 
and press 


Send for Condensed Catalog No. 56 


— > 


PESULATOR COMPA NY 








Lawrence, Massachusetts 
LARGEST AND MOST COMPLETE LINE OF ITS KIND IN THE WORLD 
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/\S THE EDITORS SEE IT! 
oo 


Things Are Humming 

The launching of “Home Improve- 
ment Year” in Washington, D. C., last 
month (see following pages) has already 
started things humming. 

For example, recommendations by 
government and industry leaders have 
indicated a renewed effort to have FHA 
Title I home improvement loans liber- 
alized. 

Cyrus B. Sweet, director of the home 
improvement and loan section of the 
Federal Housing Administration, told 
the National Assn. of Home Builders, 
which met in Chicago last month, that 
Congress will be asked to increase the 
loan amounts and extend the repayment 
period. 

Specifically, Sweet said the adminis- 
tration will recommend: 

—A boost in the maximum amount of 

Title I loans from $2,500 to $3,500. 
—Extension of the repayment period 

from three to five years. 
—Elimination of the present termina- 

tion dates for Title I loans to enable 
lenders to undertake long-range plan- 


ning programs. 


« In the past there has been enough 
opposition to the proposal to prevent 
its enactment by Congress. DomESTIC 
ENGINEERING, however, has long felt 
that a more liberal home improvement 
program would stimulate an essential 
national industry and, at the same time, 
help millions of Americans enjoy bet- 
ter living. 

‘For this reason, we have urged con- 
tractors and others in the industry to 
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give this proposed legislation their all- 
out support. 

While it is true that FHA was started 
on taxpayers’ money, it is also true that 
it has repaid the Treasury for every 
cent of the original loan and built up 
a substantial reserve and surplus besides. 
In our opinion, therefore, broadening of 
Title I modernization loans is the kind 
of legislation Washington should see 


more often. 


®" When the full impact of Operation 
Home Improvement and other nation- 
wide consumer-incentive programs is felt 
in the months ahead, it is likely that 
FHA Title I liberalization will become 
a major issue in the 84th session of 
Congress. 

In his talk to the home builders, 
Sweet also disclosed that his agency al- 
ready has authority to quadruple its 
present field force. This means, of 
course, that more personnel will be 
available for counseling plumbing and 
heating contractors, their customers and 
lending agencies in obtaining FHA loans 
for remodeling. It means, too, a boost 
for Operation Home Improvement and 
other programs even if loan provisions 
are not broadened. 

However, there will be at least an 
opportunity for enactment of this im- 
portant legislation this year and 
Domestic ENGINEERING once again urges 
its contractor readers to give it their 
full support. A letter to your Congress- 
man and Senators would be a vote for 
a program that will benefit our industry 
and the entire country. END 
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Now It’s Official: 


1956 Is Home Improvement 














A PROGRAM to change the 
face of America is the way 
some industry spokesmen 
have described the Home 
Improvement Year Procla- 
mation shown at right. It 
was delivered by HHFA 
Administrator Albert M. 
Cole (below) at January 16 
meeting in Washington, D.C. 


A NATION-WIDE campaign by 
government and industry to im- 
prove the “middle-aged” homes 
of 20 million American families 
was launched January 16, as U. 
S. Housing and Home Finance 
Administrator Albert M. Cole of- 
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ficially designated 1956 as “Home 
Improvement Year.” 

Numerous plumbing and heat- 
ing industry leaders were on 
hand and expressed the belief 
that the emphasis on Home Im- 
provement Year would spark 
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A modern home for every American is the 


Year 


consumer demand for many 
thousands of modern bathrooms, 
kitchens and heating systems 
(see following pages). 
Addressing the large luncheon 
gathering which also included 
high-ranking government offi- 
cials and leaders in other indus- 
tries, banking, labor and the 
press, Cole expressed the belief 
that close to 15 billion dollars— 
three billions more than in 1955 
—would be expended on home 
repairs and modernization in 56. 


# The luncheon was part of an 
all-day meeting at the Mayflower 
Hotel sponsored by Operation 
Home Improvement, a coopera- 
tive venture of the Chamber of 
Commerce of the United States 
and some 60 trade associations 
and firms in the building, home 
equipment and finance fields. 
The year-long campaign, identi- 
fied by a spread-eagle emblem 
bearing the slogan “’56—the 
year to fix,” is aimed at interest- 
ing more people in improving 
their homes and making it easier 
for homeowners to buy materials 
and services. Supporting the 
campaign through their presence 
at the luncheon session were 
Cabinet members, congression- 
al leaders and key members of 
the White House staff. 

The housing administrator 
said that more than half the peo- 
ple in the U. S. now live in “old- 
er areas” representing a total 
property investment of over 200 
billion dollars. This vast national 
asset, he said, is depreciating at 
a rate no factory or mercantile 
establishment would tolerate. 
According to Cole, “countless 
thousands” of U. S. dwellings 
not only lack the utility and liv- 
ability made possible by postwar 
technical developments, but are 
limited to facilities popular be- 
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tween 1900 and 1935. 

The HHFA head said that 
home improvement represented 
an opportunity of spectacular di- 
mensions for lenders, realtors, 
architects, producers and _ all 
trades and professions. As a 
practical move to assist the home 
improvement effort he said the 
Housing and Home Finance 
Agency would recommend legis- 
lative and regulatory liberaliza- 
tion of its procedures in order to 
bring mortgage facilities “into 
phase with today’s standards.” 

Cole said that no peacetime en- 
deavor of the American people 
has ever had such assurance of 
universal support as the home 
improvement enterprise. Citing 
President Eisenhower’s express 
desire to provide a “modern 
home for every American fam- 
ily,” he called upon citizens to 
join with the President and the 
great forces of private enterprise 
in concerted effort to attain na- 
tion-wide improvement of our 
country’s homes and neighbor- 
hoods. (For the complete text 
of Mr. Cole’s address, see p.132). 


s Other luncheon speakers were 
Clem D. Johnston, chairman of 
the board of the Chamber of 
Commerce of the U. S., Fritz B. 
Burns, prominent West Coast 
builder, and John R. Doscher, 
executive director of Operation 
Home Improvement. Doscher es- 
timated that 600 million dollars 
worth of national and local ad- 
vertising would be tied in with 
the home improvement cam- 
paign by the country’s manu- 
facturers, builders, contractors, 
dealers, retailers, and lenders. 
He said that already a number of 
cities across the country have ap- 
pointed local Operation Home 
Improvement committees and 
that the movement is spreading. 





goal of a new year-long program backed 
by the President of the United States 


HE ASKED FOR IT: President Eisen- 
hower requested a program to help 
modernize 20 millicn American homes. 





HE DID IT: HHFA Administrator 
Albert M. Cole launched Home Im- 
provement Year at a special luncheon 
meeting attended by 500 key people. 


What Home 
Improvement 
Year Means 

to You 






































continued ... 


Big Role Seen for P-H Industry 
In Home Improvement Year... 


THE MAN WHO LAUNCHED 1956 
as Home Improvement Year 
called upon the plumbing and 
heating industry last month to 
help achieve the program’s goal 
of “a modern home for every 
American.” 

In an exclusive statement to 
Domestic ENGINEERING subscrib- 
ers, Albert M. Cole, administra- 
tor of the U. S. Housing and 
Home Finance Agency, said: 

“The plumbing and heating in- 
dustry has one of the most im- 
portant contributions to make to 
the modernization of family liv- 
ing of any industry group. We 
have come a long way in recent 
years in the development of 
more efficient heating and sani- 
tary facilities within the means 
of the average American family. 

“Millions of homes, however— 
good homes—built in an earlier 
day have not as yet benefited 


from this progress, and have be- 
come less desirable as places to 
live. 

“The realization that main- 
taining and improving the homes 
we have is as important as build- 
ing new ones—that the only al- 
ternative to taking care of our 
housing supply is a continuing 
and costly spread of blight and 
slums—is not new. But this year 
a new determination has sprung 
up, almost spontaneously, to do 
something about the millions of 
substantial middle-aged homes 
that we have already built, and 
in which most American families 
are living today. 

Industry leaders on hand for 
the launching of Home Improve- 
ment Year were quick to see a 
big opportunity for the plumb- 
ing and heating industry in the 
year-long promotion. 

Robert Morrill, president of 


the National Assn. of Plumbing 
Contractors, spelled out the vital 
role the plumbing and heating 
contractor is destined to play in 
the total program. 

“Since 75 percent of all home 
remodeling involves plumbing 
and heating, the logical person to 
coordinate a package deal for the 
consumer is the plumbing and 
heating contractor,” Morrill de- 
clared. “He would be the prime 
contractor, the one responsible 
for the entire job, guaranteeing 
the work, hiring all sub-contrac- 
tors and arranging financing 
where necessary. 

“New homes from old can 
prevent existing dwellings from 
becoming tomorrow’s slums,” 
Morrill added. “Thus, not only 
the public, as individuals, will 
benefit from such a program, but 
also the nation as a whole.” 

Also aware of the opportuni- 


These were among the industry leaders attending home improvement 





George Underwood 
executive secretary 
American Institute of 
Whl. P & H Assns. 


Robert Morrill 


National Assn. of 
Plumbing Contractors 





president 


Lloyd Gruman, Jr. 
secretary 
Mechanical 

Contractors Assn. 





Franklin Greene 
public relations 
Institute of Boiler 
and Radiator Mfrs. 
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NAPC OFFICERS on hand for launching of Oklahoma City, Okla., vice president; Wilbur 
Home Improvement Year included (1) James Hokum, Beverly Hills, Calif., second vice presi- 
Binder, Little Rock, Ark., chairman of the Pub- dent; Erwin Knauer, Milwaukee, Wis., secre- 
lic Relations Committee; (2) Robert Morrill, tary, and Robert Murphy, Chicago, past presi- 
Beloit, Wis., president; (3) William Landers, dent. The poster is from the D.E. Sales Kit 
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ties for the plumbing and heat- 
ing industry was George T. 
Underwood, executive secretary 
of the American Institute of 
Wholesale Plumbing and Heat- 
ing Supply Assns. Underwood 
said: 

“With the entire construction 
industry spending millions of 
dollars on ACTION and Opera- 
tion Home Improvement pro- 
grams in the greatest home im- 
provement promotion ever con- 
ceived, our industry is being 

(Please turn to center of next page) 


year launching .. . 





William Kramer 
secretary 
Plumbing Fixture 
Manufacturers Assn. 


National Plumbing and Heating 
Month Set for August 


THE PLUMBING AND HEATING industry will have an 
opportunity to tie in its merchandising activities 
with National Plumbing and Heating Month next 
August. The month was designated by the All-In- 
dustry Modernization Committee at a meeting Jan. 
17 in Washington, D.C. Wilbur Hokum, second vice 
president of the National Assn. of Plumbing Con- 
tractors, is chairman of the subcommittee selected 
to coordinate the all-industry effort. 

Other members of the coordinating committee in- 
clude Victor Killian, a past president of the NAPC; 
Douglas Bell, Mechanical Contractors Assn.; Hal 
Bergdahl, Crane Co.; Dan Quinn, American-Stand- 
ard; Charles Thompson, Central Supply Assn., and 
Claude Owen, American Institute of Wholesale 
Plumbing and Heating Supply Assns. 


e The resolution naming Plumbing-Heating Month 
was adopted by the parent committee on the day 
following the launching of Home Improvement Year 
The text of the resolution reads as follows: 

“That the All-Industry Modernization Committee 
declare August as National Plumbing and Heating 
Month and that all segments of the industry be en- 
couraged to promote maximum consumer interest 
in better plumbing and heating.” 

William J. Landers, vice president of the NAPC, 
is chairman of the All-Industry Modernization Com- 
mittee. END 



























They Sparked Home 
Improvement Year 


ONE OF THE PRIME MOVERS behind the official launch- 
ing of Home Improvement Year is Operation Home 
Improvement. As described in previous issues, Oper- 
ation Home Improvement is a year-long campaign 
designed to coordinate the sales promotion efforts of 
all segments of the home improvement business at the 
national and local level. Executive director of the 
program is Jack Doscher (right), formerly an assis- 
tant to the publisher of Life magazine. Don Moore 
(left) is assistant director. An executive committee 
is headed by F. Stuart Fitzpatrick of the U. S. Chamber 
of Commerce. 





(Continued from preceding pages) soon explain to the nation’s consumer interest in home re- 
handed a golden sales opport- plumbing and heating corifrac- modeling were suggested by 
unity on a silver platter. The tors how they can take ad¥ant- various industry leaders present. 
Chamber of Commerce of the age of the ready-made deniand Lloyd Gruman, Jr., secretary of 
U. S. says, ‘Frankly, these pro- for the products and services our the Mechanical Contractors As- 
| grams are commercial. There are industry has for sale. If they sn., pointed out that the great 
profits in them for everyone who capitalize on this tremendous American urge to “keep up with 
\ takes the idea and makes the free enterprise effort, they and the Joneses” can be put to work 
most of it.’ their communities will reap com- in the interest of the program. 
“The All-Industry Plumbing pensatory rewards all out of pro- He suggested issuing a national 
and Heating Modernization portion to any sales effort.” sticker for homeowners who 
Committee (see next issue) will Additional ideas for sparking make improvements to place in 
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their window to show their par- 
ticipation in the program to im- 
prove their community. 

“The fellow next door will see 
the sticker and wonder what his 
neighbor has done to improve his 
home,” Gruman concluded. 
“He'll inquire about it and that 
will start him thinking about 
making improvements, too. It 
would be a chain reaction sort 
of thing.” 

Franklin Greene of the Insti- 
tute of Boiler and Radiator 
Manufacturers also saw in the 
program large benefits for the 
segments of the industry repre- 
sented by the IBR. 

“The program holds almost 
unlimited opportunities for the 
steam and hot water heating in- 
dustry,” he told Domestic ENn- 
GINEERING. “With many _ thou- 
sands of wet heating systems al- 
ready in residential use, the 
potential for increased sales, for 
both replacements and for new 
installations, is absolutely tre- 
mendous,” he said. 

William Kramer, secretary of 
the Plumbing Fixture Manufac- 
turers Assn., was equally en- 
thusiastic. “Whatever is good for 
home modernization is good for 
the plumbing fixture industry,” 
he said, “and the launching of 
Home Improvement Year prom- 
ises to spark a vast increase in 
home remodeling on a nation- 
wide scale. 

“Plumbing fixture manufac- 
turers were among the first to 
see the unprecedented opport- 
unity offered by the program, 
and have taken the lead in pro- 
moting it on both the contractor 
and the consumer levels. One 
manufacturer, for example, has 
just distributed 19,000 posters 
featuring its products along with 
the Operation Home Improve- 
ment seal. 

“We are encouraged by the 
formation of the All-Industry 
Modernization committee,’’ 
Kramer added. “As it develops 
it will add impetus to the pro- 
gram.” END 


A Guide for Contractors Who Want to Get 
the Most Out of Home Improvement Year. 


Right Now: 


For contractors who want to begin right now to capitalize on 
Home Improvement Year, Domestic ENGINEERING’s 240-piece 
Modernization Sales Kit provides a complete remodeling sales 
program for an entire year’s promotion of plumbing, heating, 
kitchens and cooling. For full information, write the Moderni- 
zation Editor, 1801 Prairie Avenue, Chicago 16. 

Also available is the Operation Home Improvement kit of 
12 general sales aids. Copies of the kit are available for $5.00 
from Ohi headquarters, 10 Rockefeller Plaza, New York City. 


And in June: 
... the Biggest Remodeling Issue Published! 


A BLUEPRINT for building modernization profits . . . how to 
set up a remodeling department . . . how to analyze home- 
owner remodeling needs and efficiently plan modern bath- 
rooms, kitchens, home laundries, heating systems, etc. . . . how 
to “general” the complete remodeling job .. . how to arrange 
financing and make it a major selling service . . . in short, the 
answers to all your questions on building or extending your 
remodeling department. 

This practical blueprint is only one of the many profit- 
pointing features that will make the June Remodeling Issue 
of Domestic ENGINEERING the most comprehensive coverage of 
the subject ever published anywhere. The big Remodeling 
Issue will precede National Plumbing and Heating Month 
(August, see page 89) by two months to enable contractors to 
study and apply this wealth of remodeling information to their 
own all-out promotion. END 

















GET THE FACTS 
FROM US TODAY! 








JUST ONE OF 240 PIECES of modernization promotion material in the 
D.E. Remodeling Sales Kit is this colorful poster for the showroom or 
truck. A copy of the poster will be sent to D.E. subscribers on request. 
















































































Weider and Sons Launch “Home 


Improvement Year’ with. . 


MWe yt 


Rochester, N. Y. contractor rolls out the red 


carpet for remodeling prospects by merchandising 


the complete job at one easy-to-buy price... 





AcKAGED 
NT AROOW 





STOPPER: Many prospects learn about Weider’s packaged remodeling 
service from on-the-job signs, such as this one displayed by Ralph 
Lucht, manager of the remodeling division. The sign features the slogan, 
“The complete job for complete satisfaction—no confusion, no delay.” 
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Packaged Remodeling 





























PACKAGED re- 
modeling is fea- 
tured by this dra- 
matic sign on Weid- 
er’s store. D.E.’s 
remodeling poster 
(right) helps spark 
consumer interest. 


































BUSINESS AND GOVERNMENT 
have joined to make it easier for 
the plumbing and heating con- 
tractor to sell remodeling (see 
preceding pages.) 

Now it’s up to the contractor 
to make it easier for the prospect 
to buy remodeling. 

It can be done. Just ask 
Lawrence A. Weider and Sons, 
Rochester, N. Y. They’ve al- 
ready rolled out the red re- 
modeling carpet by giving the 
public what it’s learned to expect 
when spending—attractive shop- 
ping areas, personal attention, a 
look at what they’re buying and, 
more important, “the package 
deal.” 

Louis Weider, president of the 
firm, says: “‘Home Improvement 





bk 













Domestic ENGINEERING, Fesruary 1956 Dom 





ary 1956 











Year’ will be the big pay-off for 
our entry into the remodeling 
field. But there wasn’t always 
such a rosy outlook. 

“When we started to enlarge 
our remodeling operation in 
1955, we faced the problems that 
are probably perplexing contrac- 
tors just beginning to stake a 
claim in this boom. 

“But we solved many of them 
by keeping the entire job under 
our control at all times. 

“Sure,” Weider says, “our 
prospects can buy individual 
fixtures cheaper somewhere else. 
But usually he doesn’t want to 
after we remind him that re- 
modeling isn’t just fixtures, 
but a mechanically perfect and 
pleasing arrangement of an en- 
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tire room. And for this he selects 
us because we can show that 
such a thorough renovation re- 
quires qualified contractors.” 

Is this selling difficult? In 
answer Weider notes that in the 
first 12 months of modernization 
emphasis, remodeling climbed to 
30 percent of the company’s large 
gross. 

“I'd say the package offer is 
the key in the upsurge,” Weider 
says. “It simplifies our selling 
by giving us an indisputable an- 
swer to price, and it simplifies 
the prospect’s buying by wrap- 
ping up everything he wants in 
one neat bundle.” 

But, Louis Weider adds quick- 
ly, many factors have con- 
tributed to the idea’s success. 








“Take young Ralph Lucht,” 
says Weider. “When we decided 
to pep up our profit picture with 
remodeling, we knew we'd have 
to have somebody who could ex- 
plain fully the importance of 
packaged remodeling by a quali- 
fied contractor. My brothers 
Richard and Larry, Jr., didn’t 
have the time to give prospects 
the attention they deserved be- 
fore making a $1,000 investment. 
So Ralph stepped in and did the 
job.” 

Lucht takes over the Weider 
remodeling story from here. 

“We had the market,” he says, 
“and we had the package idea to 
sell the market. The company 
hired me to bring the two to- 

(Please turn to top of next page) 




















continued ... 


How Weider Promotes and Sells Packaged Remodeling: 


gether without disrupting estab- 
lished business. 

“My first step was to tell 
people that we alone could 
supply something they needed, 
and, once they got interested, 
show them what we offered.” 

Advertising was the attention- 
getter. Rochester was first 
“teased” with simple ads showing 
a beribboned package and ask- 
ing, “What’s in the Package?” 
When curiosity had been 
aroused, Weider’s ran the same 
ad with a complete bathroom 
shown inside the package. This 


COMPLETE PRICE of packaged modernization and de- 


tailed specifications are marked on tags for each display 
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became the symbol of the com- 
pany’s modernization operation. 
(Many of the company’s adver- 
tising themes have been adapted 
from Domestic ENGINEERING’S 
240-piece Modernization Kit.) 
The heavy ad response has 
brought Lucht his second respon- 
sibility, converting curiosity into 
customers. “Today’s prospect,” 
he says, “buys only what he can 
see. He’s used to having people 
try to sell him something, and 
he’s used to being shown their 
products whether cars, or TV 
sets, or clothes. He expects the 





same attention from a plumbing 
and heating contractor. 

“That’s why we set up three 
complete bathrooms in our show- 
room. Each is in a different price 
range, and is basically what the 
prospect can expect in his home. 

“Tf you visit our showroom, 
youll see each model has a 
price tag. Generally, the price 
includes the whole job from de- 
sign to cleanup and lists all 
specifications. We’ve found that 
real prospects want to know 
price without any suspicious 
dodgings. They aren’t as in- 





in Weider’s showroom. By concentrating on full price, 
Lucht finds prospect less concerned with penny-pinching. 
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terested in arguing price either, 
as they are in having explained 
what’s included in it.” 

Lucht adds that prices are not 
itemized. The only figure men- 
tioned is for the entire remodel- 
ing package. This minimizes 
tedious haggling over an indi- 
vidual item which a prospect 
is more likely to “set his bar- 
gaining sights on,” than on the 
complete figure itself. 

“Price tags,” he continues, 
“have pinpointed our selling 
without losing any customers. 
Just the opposite. When they 
can see the full picture before 
their eyes, price becomes less 
important than getting every- 
thing ‘just right’ in color, ar- 
rangement and so forth. This 
means extras which up the sale; 
$100 one way or the other isn’t 
important when you've already 
been sold on a $900 to $1,000 
job.” 

Weider’s records bear out the 
modernization manager’s obser- 


vation. In 1954 the average bath- 


How Weider Uses 
the D.E. Sales Kit 


..+ You can use it, too 


Weider has adapted ideas and 
materials from the D.E. Modern- 
ization Sales Kit to promote the 
packaged remodeling idea. News- 
paper ads such as the ones shown 
at right present the company’s 
products and services from the 
customer’s point of view by sell- 
ing 1) better living, 2) what 
makes better living, 3) where to 
get it. 

The kit, a complete year- 
around remodeling promotion 
program, contains more than 240 
pieces of sales building material 
in ready-to-use form. For fur- 
ther information write the Edi- 
tor, 1801 S. Prairie, Chicago 16. 
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package emphasis. 


Lucht’s thorough follow up of 
Weider’s selling ideas brought in 
70 packaged modernization jobs 
in the first 10 months of 1955— 
twice the number in the previous 


12-month period. 


Public acceptance of Weider’s 
remodeling features outdistanced 
the firm at one point last year, 
but the “growing pains” have 
been adjusted and 1956 is eagerly 


anticipated. 
“Last year,’ Weider 


“was a sort of trial. Dad foresaw 
this big market on the basis of his 
50 years in the industry and, of 
course, DE’s Bay City Story was 
very convincing evidence 
where the big profit was. But 
we went slowly our first year, 
limiting advertising, for example, 
to $4,000. That was until we 
worked out the kinks in our op- 
eration. Now we’re on sure 
ground, and with the whole 
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room remodeling job figured at 
around $1,000; today it has been 
upped to $1,100 by display and 


notes, 
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LAWRENCE WEIDER (right) is 
founder of the firm and has 57 
years experience in the industry. 
He’s pictured with his son, Richard. 


country pushing remodeling, we 
know one of our best years is 
right here at hand.” END 
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How 3 Contractors Make 
New Work Pay Out... 







In Dallas: 


Williams Licked 
the Price Problem 
in New Work... 


PROBLEM: Competition forces prices down 
SOLUTION: Williams campaigned to sell his firm 
on a quality basis 


RESULTS: No marked change in gross, but net 
profit up 75 percent 











































AN ARDENT DISCIPLE of the be- Industrial Plumbing Co. in Dal- 
lief that quality is more impor- las, Texas. 
tant than price is Forrest Wil- Eighteen months ago Williams 
liams, owner and proprietor of took stock of the condition of his 


PERSONAL CHECK: Williams 





business. He had been an inde- 
pendent contractor specializing 
in new work for four and a half 
years. He had a good volume but 
not much profit and he wanted 
to find out why. 

The answer didn’t come over 
night. Williams studied the situ- 
ation for three months before he 
found out what was wrong. 

“TI found out,” he says, “that in 
building volume by trying to é 
meet competitive prices, I wasn’t : 
doing a thing but raising my 
overhead and thereby losing 
money faster than I could make 








it. I was using price instead of 

salesmanship to get jobs and it 
wasn’t working out.” i 
| 


Williams decided to sink or b 
row ae swim on quality and he mapped 7 
QUA STEAD OF PRICE is the key to a successful business operation ; i . These are 
for Industrial Plumbing Co., Dallas, Tex., and close cooperation between v0 prvews a pane $n a. 

Forrest Williams (right), owner, and his employees help make it work. Here, the things — w 
he’s shown discussing a job problem with his superintendent, Vernon Reed. 1. Instill in his employees the 
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idea that the company would do 
nothing but quality work. (He 
has 12 employees and seven 
trucks). 

2. Make salesmen out of his 
employees. 

3. Start a campaign to sell ar- 
chitects and general contractors 
on the idea that his company 
does nothing but quality work. 

4. Use public relations to keep 
customers already sold. 

5. Keep a daily progress record 
so he would know how he stood 
at any given time in relation to 
the financial setup of his com- 
pany. 

This was not a battle easily 
won. The first 14 jobs Williams 
bid on, after he put his policy in- 
to practice, he lost. But even- 
tually the “quality only” plan 
started to pay off. 

Williams began training his 
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employees by holding meetings 
for one hour every Friday morn- 
ing. The morning hour was se- 
lected because Friday is pay day 
and it was neither convenient or 
profitable to hold the session at 
the close of the day. The primary 
topic at these meetings was com- 
pany policy. 

He told his employees the story 
of the time he was doing a job for 
an artist who casually mentioned 
that the copper tubing he was in- 
stalling was twisted. When Wil- 
liams explained to the artist that 
it didn’t matter because it would 
work just as well and be covered 
by the wall, the artist said: 

“I know, but don’t you find 
some satisfaction in a neat job 
even though it is covered up?” 

“That made me realize,” says 
Williams, “that customers are im- 
pressed with neatness.” 


visits a job to make sure that his program of quality workmanship and quality material is being carried out. 


Week after week Williams kept 
impressing his workmen with the 
idea that the Industrial Plumb- 
ing Co. specializes in quality 
workmanship and quality mate- 
rial. 

Part of point 2 was accom- 
plished by teaching the basic 
principles of ‘salesmanship at 
these company meetings. But 
Williams went further than that. 
His journeymen attended the 
salesmanship. school conducted 
by the Associated Plumbing and 
Heating Contractors of Dallas. 
The employees were paid for the 
time spent at the company meet- 
ings. 

“You can never stress too 
much the importance of your 
journeymen having at least a 
basic knowledge of salesman- 
ship,” Williams says. “You can 

(Please turn to top of next page) 























continued ... 


work your heart out for two 
years convincing an architect or 
builder that you do quality work, 
and in two hours one journey- 
man can kill all you’ve done in 
those two years.” 

In regard to point 3, Williams 
says he has discovered that it is 
never good to sell a cheap job. 

“When you sell a cheap job 
you hurt nobody but yourself. 
You lose the respect of the archi- 
tect or the general contractor 
even if they themselves have 
specified sub-standard material. 
When the material wears out 
auickly or fails to operate it isn’t 
the architect or the general who 
hears about it but the plumbing 


and heating sub-contractor. 

“When you refuse to bid with 
cheap material it isn’t too long 
before the better architects and 
general contractors find out 
about it and you build up a re- 
spect that means more and more 
quality business. In this manner 
you automatically cull out the 
profitless customers.” 

Williams also believes that it 
isn’t enough to “sell” a customer 
the first time. He says that it is 
vitally necessary to carry on a 
campaign of personal public rela- 
tions and sell a customer every 
time you see him. 

The owner of Industrial 
Plumbing also says that his pub- 





Good Training for Politics? 

The plumbing industry apparent- 
ly is a good training ground for 
politics, judging from the number 
of former industry people in gov- 
ernment. Anybody who can calm a 
homeowner with a flooded base- 
ment or frigid heating plant can 
handle irate taxpayers. 

One of the country’s leading sen- 
ators, Patrick V. McNamara of 
Michigan, started his career as a 
plumber’s apprentice in 1913 at 


nine cents an hour. But he had a 
soft touch since he only worked 
eight hours, instead of the custom- 
ary 12 hours. Those “free hours” 
he spent learning in the classroom. 

He learned well, too, because 
when he finished his apprentice- 
ship, his employer gave him $100 
—minus the cost of his tools. From 
there McNamara went on to be 
foreman on many big construction 
jobs across the nation. His activity 
in the union led him into politics. 
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WATCHDOG: Williams (seated) has the bookkeeping 
department keep a running account of all jobs so he can 
determine immediately the status of any particular one 
and see whether it measures up to his profit standards. 





lic relations program works both 
ways. He works closely with his 
employees not only during the 
regular “school” sessions but in 
the course of every day work. 

“In a program like mine it is 
necessary not only to build 
morale but to keep it high. Em- 
ployees follow the boss.” 

In addition to his regular book- 
keeping system, Williams keeps 
an ever-handy daily working 
sheet which shows the status of 
every job. The report records the 
amount of money spent on a job, 
the amount collected and the cur- 
rent status. It is, therefore, easy 
to determine the overall financial 
status at any time. Financial dan- 
ger signals are thus flashed be- 
fore the situation can get out of 
hand. 

One of the greatest benefits of 
his plan, says Williams, is the 
peace of mind it has brought him. 
Previously he was in the thick of 
a cutthroat battle for business. 
Under the present system his to- 
tal volume has not increased ma- 
terially but his net profit is up 75 
percent, 

Williams says he is now a con- 
firmed disciple of quality over 
price and he wants everyone to 
know it. END 





KEEP SELLING your present customers on the quality 
story, says Williams, and the word soon gets around to 
others. He is shown here with Tom Adams (right), super- 
intendent of Avery Mays Co., a Dallas construction firm. 
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JOB-PROGRESS BOARD at Zien 
Plumbing Co., Milwaukee, shows 
exact status of work on new 
homes at any given time. Al Zien 
is shown placing a removable tag 
showing progress of one job. The 
board can accommodate records 
for as many as 50 homes, and 
saves many hours of paper work. 


In Milwaukee: 
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Zien Systematizes for Efficiency 


A SYSTEMATIC approach to bet- 
ter job control is helping Zien 
Plumbing and Heating Company 
of Milwaukee cut costs and build 
volume and profits in new work. 

The chief contribution to the 
successful effort is a Zien-de- 
signed “job-progress panel” (see 
illustration) which tells at a 
glance the exact status of every 
job at any given time. Remov- 
able tags provide a variety of in- 
tormation ranging all the way 
from roughing-in to the final 
clean up job. 

“With competition so tough, 
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you’ve got to have some stream- 
lined method of keeping track of 
every job, and our progress 
board fills the bill,” says presi- 
dent Ed Zien. 

“We used to shuffle through 
reams of paper every day and 
still couldn’t be certain of the 
exact progress on each job. 

“Now, with our job progress 
board, we merely ‘tag’ every 
home as fast as each phase is 
finished. There’s room for 50 
homes to be listed on the board 
at one time and in no time at all, 
we can schedule our crews right 


where they’re ‘needed when 
they’re needed.” 

The firm has trained some men 
to work only on _ roughing-in, 
while others spend full time on 
finishing. This has worked well 
from a _ production standpoint 
and simplifies the scheduling. 

Since the Zien Company works 
on 400 to 600 new homes a year, 
the job progress board has really 
paid off. 

The company is well known for 
its merchandising activities, hav- 
ing won several national con- 
tests in this field. END 
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New Work Pay Out... 


¥ 


John Fister, right, checks over a credit report on 
one of the builders needing time payment aid. 


In Bellmore, N. Y.: 


NEW WORK on homes like the one shown above is the 
specialty of John Fister, Bellmore, N. Y. contractor, 
who gets many jobs by helping finance the builder. 
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Fister Helps Finance the Builder 


Financial assistance to the small, independent builder who could not 
otherwise operate brings this contractor 40 percent of his business 


SOME OF HIS COMPETITORS say 
John Fister is “unconventional,” 
and sometimes he says he won- 
ders himself, but he maintains 40 
percent of his operation by help- 
ing builders finance the plumb- 
ing and heating portion of the 
new homes they construct. 

Fister operates in Bellmore, 
N. Y., with an estimated annual 
gross between $150,000 and $175,- 
000, ninety percent of which is 
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done in new work. He readily 
admits his prices are a little high- 
er than some others whom he 
refuses to fight on a price basis. 

“Price isn’t the only tool of 
competition,” Fister points out. 
“We stress top quality workman- 
ship and materials and make sure 
we have plenty of ‘breathing 
room’ where our profit is con- 
cerned.” 

Although the company has 


handled tract work up to 70 
homes in size, its specialty is in- 
dividual homes where much of 
the work is done by small, inde- 
pendent builders who can use 
some dollars and cents help—and 
that’s where Fister comes in. 
“By offering financial help to 
these builders, we’re getting a lot 
of jobs that we wouldn’t get oth- 
erwise,” Fister explains. 
“Actually, what we do is offer 
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to carry the builder on a sort of 
pay-as-you go basis if he can 
handle it that way, or we will 
even wait until he has sold the 
house. Sometimes we'll even help 
him sell it and frequently we of- 
fer suggestions as to the selling 
price. In this way we know he’s 
making a profit on the deal and 
that we in turn will get our 
price.” 

Fister operates on a 25 percent 
estimated margin on new work 
and figures in an additional 15 
percent for hidden expenses. 
Most of his jobs run about $1,650 
on an $11,500 dollar home. On 
the pay-as-he-goes plan, the 
builder is usually up to $900 or 
$1,000 by the time the home is 
finished and Fister then waits 
until the home is sold for the bal- 
ance. 

“It might sound risky,” Fister 
admits, “but we rarely get 
‘burned.’ Naturally, I know most 
of those I deal with personally. 
If I don’t know them, I check 
with their suppliers and in some 
cases ask the local bank for a full 
credit report. This costs $1.00 but 
we get the facts.” 
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MERCHANDISER, TOO: This attractive showroom, with plenty of space 
for displaying fixtures and heating equipment, helps Fister sell customers 
and builders on installing only top-quality products. 












Fister also makes his decision 
based on the way the prospect 
conducts himself. “If he was a 
crook, he wouldn’t ask for credit. 
He’d just try to bluff his way 
through saying ‘don’t worry, 
you'll get your money.’ But if he 
puts his cards on the table, he’s 
usually honest and will pay just 
as soon as possible,” is the way 
Fister feels. 

“From time to time I’ve ques- 


tioned the wisdom of helping the 
builder finance his jobs,” Fister 
states, “but when I figure that 
40 percent of my gross comes 
from those builders, I think may- 
be I’m doing all right.” 

Fister has been in the industry 
since the late ’20’s and in busi- 
ness for himself since 1932. At 
the present time, the firm em- 
ploys six full-time journeymen 
and operates five trucks. END 
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WELL-EQUIPPED machine shop plays a major role in 
making Fister’s operation an efficient one. Here, a me- 
chanic makes a special part needed for a rush job. 






QUALITY workmanship down to polished brass is guar- 
anteed on all Fister jobs. The firm employs six full-time 
journeymen and operates a fleet of five trucks. 





























News Notes: 


Life Saver 

An inside door release for re- 
frigerators has been perfected by 
Admiral Corporation to reduce the 
number of deaths caused by chil- 
dren being trapped inside aban- 
doned units. 

Vice president W. C. Johnson 
says 110 children suffocated inside 
old refrigerators in the past 10 
years, 18 of them in 1955. 

The Admiral inside release glows 
in the dark and should a child 
enter it for any reason, all he has 
to do is touch the circular button 
to escape. 


Russ Vote "Da" on A-C 

Those Russian housing experts 
who toured the U. S. last summer 
were pretty close mouthed until 
they saw the air conditioned village 
in Austin, Tex. 

Then they mixed their high 
praise for American engineering 
with some low comments on Texas 
that only a_ hospitality - minded 
Lone Star lover could ignore. 

Said sun-baked P. A. Spyshnov 
of Moscow, “It’s almost impossible 
to live here without it.” Then he 
added he’d like to have air condi- 
tioning but would “refuse to move 
to this climate in order to do so.” 

In the name of international good 
will, Texans quietly accepted the 
remarks and later cooled them- 
selves off under the refreshing 
breezes of their capitalistic air con- 
ditioning units. 


Color Popularity 

Colored appliances, after a long- 
range industry educational cam- 
paign, are meeting greater public 
reception than ever before, accord- 
ing to Walter Jeffrey, vice president 
of Kelvinator sales. 

Jeffrey says colored appliances 
have been largely attention getters 
up to now, but currently are an 
actual source of additional sales. 

“A survey of range shipments,” 
he adds, “shows that one out of 
ten have been colored units while 
refrigerator models show a similar 
ratio, a sharp step-up from the one- 
out-of-50 indicated by earlier in- 
dustry experience.” 

Jeffrey says pink is still the pub- 
lic’s favorite color. END 
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| Spring Promotion Kit launches ad phase 
of NAPC P. R. program (page 103) 


? You can help write future chapters in 
the Anti-Jacklegg story (page 104) 


Two of the major programs dedicated to industry devel- 
opment moved forward last month on a broad front. 

The National Assn. of Plumbing Contractors kicked off 
the advertising phase of its public relations program with 
full-page ads in national magazines and the distribution of 
its tie-in Spring Promotion Kit. Details are given on the 
facing page. 

Also with this issue Domestic ENGINEERING’S Qualified 
Contractor Program moved into a new phase with the 
launching of a spot survey aimed at further pinpointing 
the areas of Tinker Jacklegg’s greatest activity. For de- 
tails, see p. 104. END 
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Basking in the spotlight of 
their own national publicity, 
members of the National Assn. 
of Plumbing Contractors last 
month set about diverting part of 
its beam into the corners of their 
own local areas with the help of 
the NAPC Spring Promotion Kit. 

The advertising phase of the 
NAPC public relations program 
was launched in January with 
the appearance of full-page ads 
in Saturday Evening Post and 
Architectural Record. 

To help individual members at 
the local level reap the greatest 
possible benefit from the publi- 
cation of these ads, the Spring 
Promotion Kit was prepared by 
the association and mailed to the 
membership well in advance of 
the publication date of the ads. 
The purpose of the kit was ex- 
plained by James S. Binder, 
Little Rock, Ark. contractor and 
chairman of NAPC’s public rela- 
tions committee which super- 
vised preparation of the kit. 

“The kit is designed,” Binder 
said, “to spark sales and create 
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fuller public appreciation of mod- 
ern plumbing and the plumbing 
contractor. His role in the pro- 
tection and maintenance of pub- 
lic health and his contribution to 
our nation’s high standard of liv- 
ing has never been properly un- 
derstood by a large number of 
people.” 

The kit was developed to help 
correct this situation and to en- 
able NAPC members to identify 
themselves in the mind of the 
public as the men referred to in 
the magazine advertising, Binder 
pointed out. 

Timed to coordinate with the 
appearance of the full-page ads, 
the kit provides NAPC contrac- 
tors with tie-in promotional ma- 
terial for local mailings as well as 
radio and newspaper advertising, 
thus permitting NAPC members 
to capitalize on the impact of the 
association’s national advertising 
campaign. 

Contained in a handy two- 
pocket portfolio jacket, the kit 
includes self-mailer reprints of 
the Post ad, as well as poster-size 


reprints of the ad for display in 
members’ showroom windows. 
Also included is a multi-purpose 
mat which can be used in various 
ways for newspaper advertising, 
together with printed instruc- 
tions for its use. 

In addition, the kit contains 
spot radio commercials and a 20- 
page consumer booklet, “What 
Can Happen to Plumbing... and 
how to prevent it.” A form for 
ordering additional kit items 
completes the contents. 

The mailing was timed so that 
members received their kits six 
weeks before the appearance of 
Post ad. 

“This gave member contrac- 
tors enough time to order desired 
quantities of the kit items,” Bin- 
der said. He added that three 
supplemental kits will follow. 
These will be mailed a month 
apart and geared to tie in with 
NAPC Post ads in February, 
March and April. Architectural 
ads will alternate between Ar- 
chitectural Record and Progres- 
sive Architecture. END 






















































You can help write future chapters in... 


The Anti-Jacklegg Story... 


Merely tell us about Jacklegg and directory listing conditions in your area 


WHAT'S THE SITUATION in your 
town? 

Are you one of the happy few 
who almost never come across a 
potentially dangerous plumbing 
or heating installation made by 
some unqualified person? 

Do you have a completely ade- 
quate building code in your area 
that is energetically enforced by 
the civic authorities? 

Do all the names listed in the 
“Plumbers” section of your clas- 
sified telephone directory signify 
licensed contractors who are 
fully qualified to properly and 
safely install plumbing and heat- 
ing equipment? 





Perhaps you are one of the for- 
tunate group who can answer 
“yes” to all the above questions. 
Maybe, on the other hand, you 
find that one or more of them 
require a “no” answer. But in 
either case it is vitally important 
that you fill in the blanks below 
and mail them in at once. 

During recent months the D.E. 
Qualified Contractor Program 
has been steadily gathering mo- 
mentum on a broad basis. Each 
day’s mail continues to bring en- 
thusiastic response from contrac- 
tors, public officials and industry 
leaders. 

But this is no time for our in- 


dustry to rest on its laurels. The 
conditions that make it possible 
for Tinker Jacklegg to continue 
to fleece the public and endanger 
its health and welfare still exist 
in many areas. It is therefore 
necessary to identify these geo- 
graphical trouble spots so that 
the impact of the campaign can 
be more effectively directed to 
these areas. This, of course, is 
one of the major purposes of this 
survey. 

Secondly, there is a continuing 
need for more information about 
the death-dealing handyman in- 
stallations that persistently make 
the headlines of the nation’s 


Survey on Telephone Listings 


In the Classified telephone directory for your area are persons 
other than licensed plumbing contractors listed in the 


“Plumbers” section? 
No. Yes 





How many? 


Please explain any special conditions that exist in your area. 
(Attach a separate sheet if necessary.) 


Name:_ 





Firm: 





Address: 





City. 


State 





Please cut oul and return to the Editor, Domestic Engineering, 1801 


Prairie Avenue, Chicago 16, Illinois. 
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newspapers. To combat this situ- 
ation it is necessary to dramatize 
the case for more and better 
plumbing and heating codes and 
bring it forcefully to the atten- 
tion of the proper legislative 
bodies and the public at large. 
This aspect of the program can 
be made infinitely more effective 
by pointing specifically to in- 
stances of incompetence and ir- 
responsibility displayed by the 
handyman, resulting in the loss 
of life and property. Here the 
job can be greatly speeded up 
with the cooperation of forward- 
looking contractors everywhere 
who continue to send in a docu- 
mented report on each hazardous 
installation they find. 

And finally, despite the prog- 
ress already made toward elimi- 
nating unqualified listings from 
classified telephone directories, 
more spot information about the 
problem is needed to consolidate 
the gains that have been made. 
By pinpointing the trouble spots, 
the results of this survey will 
suggest new areas for concentra- 
(Please turn to top of next page) 

























































Use the Qualified Contractor Kit 
to Tell Your Quality Story 


The D.E. Qualified Contractor Kit contains post- 
ers, newspaper ads, press releases, speech outline, 
window decal, direct mail letter and other items all 
designed to identify the contractor as a responsible 
businessman and qualified installer of plumbing and 
heating equipment. Requests for the Kit should be 
mailed to the Editor, Domestic ENGINEERING, 1801 
Prairie Avenue, Chicago 16. 














Survey on Jacklegg Installations 


Did you in 1955 discover any potentially hazardous plumbing 
or heating installations presumably made by a handyman or 
other unqualified person? 





No. Yes How many? 


Describe briefly some of the dangerous installations you dis- 
covered. (Attach a separate sheet if necessary.) 





Name: 
Firm: 
Address: 
City State 











Please cut oul and return to the Editor, Domestic Engineering, 1801 
Prairie Avenue, Chicago 16, Illinois. 






























tion and new and better methods 
of negotiating with the telephone 
companies and directory publish- 
ers involved. Each new exam- 
ple, like the Akron story (Nov., 
p. 108) and the St. Louis article 
(Dec., p. 98), will further em- 
phasize the need to find a solu- 
tion for this problem that is sat- 
isfactory to both contractors and 
telephone officials. 

The coupons on pages 104 and 





The Anti-Jacklegg Story... (continued) 


105 provide an opportunity for 
D.E.’s contractor-readers every- 
where to describe the Jacklegg 
situation in their own areas, thus 
stepping up their active partici- 
pation in this important program 
to solve some of the most press- 
ing problems in the industry. By 
filling in and returning the sur- 
vey blanks right away, you can 
help to write future chapters in 
the Anti-Jacklegg Story. rnp 


Program Will Benefit Industry and Consumer 
Alike, Says Leading Wholesaler... 


Corpus Curist1, Tex.—I believe 
the Qualified Contractor Program 
will be a benefit to the industry as 
a whole, but primarily it will bene- 
fit the ultimate consumer of our 
products. The average consumer is 
unfamiliar with the products of this 
industry and their functions and, 
therefore, must rely on the ability 
and integrity of the installer. 

Under conditions that exist in our 
industry today it is often difficult 
for one outside our industry to dis- 
tinguish between the qualified bus- 
inessman-mechanic and the “Tinker 
Jacklegg” with a “buyer beware” 
attitude. The Qualified Contractor 
Program will help the consumer to 
select the qualified installer. 

It should also help to make the 
qualified contractors more con- 
scious of the need to distinguish 
themselves by appearance and 
manner from the fellow who is out 
to make a fast buck and doing his 
best to fool the public. 

This program will help, too, at the 


Plan Is Excellent 

DuqueEsnE, Pa.—I have just fin- 
ished reading your article, “Identi- 
fy Your Store as Headquarters for 
Trouble-Free Plumbing and Heat- 
ing,” and would like to say that 
your plan for a Qualified Contrac- 
tor Kit is really excellent. May I 
please receive a questionnaire by 
return mail so that I may be known 
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Wm. C. Milstead 


wholesale level, as a reminder to 
wholesalers and their salesmen of 
the obligation they have to the 
manufacturer and the ,consuming 
public to distribute the merchan- 
dise through people who know how 
to get the job done economically 
and safely. 
Wo. C. MILstTEeaAp 
president 
Wholesale Distributors Assn. 


to the public as a Qualified Con- 
tractor. 
JoHN M. ALLEN 


On the Bandwagon 

NortH Bercen, N. J.—Please send 
me your Qualified Contractor Kit 
as soon as possible. I would like to 
bring this campaign to the attention 
of the New Jersey State League of 








Master Plumbers at their next 
meeting. We have been fighting for 
modern plumbing codes in our lo- 
cality for some time and I think 
that bringing Jacklegg into the 
open and letting the public know 
of the dangers involved by his un- 
qualified installations is a step in 
the right direction. Keep up the 
good work and I am sure that every 
qualified contractor will want to get 
on the bandwagon. 
Haroip M. STUHRMANN 


In Full Accord 

NortH VERNON, Inp.—We would 
like to have one of your Qualified 
Contractor Kits. Please forward 
the questionnaire at your earliest 
convenience. We are in full ac- 
cord with your efforts to halt un- 
qualified and dangerous installa- 
tions in the plumbing and heating 
industry. 

Hoyt Perry 


Follows Jacklegg Articles 

LoweLL, Mass.—As a contractor- 
subscriber I wish to request the 
D.E. Qualified Contractor Kit. I 
have been following the “Jacklegg” 
articles from the start. Keep up the 
good work! 


R. J. Rey 


Knows Interesting Cases 

GUTTENBERG, Ia. — After reading 
in a recent issue of Domestic En- 
GINEERING of your program to dis- 
tinguish between qualified contrac- 
tors and so-called Jackleggs, we 
wish to commend you on a won- 
derful idea. We too have some in- 
teresting cases of such operations. 
We, here and now, wish to make 
application for your Qualified Con- 
tractor Kit. 

RoBert J. KUEMPEL 


it's A Shame 

PHILIPSBURG, Mont. — Count me 
in! You can rush anything to me 
that will get us started on this cam- 
paign. Though we do not have a 
very large population center around 
here, it’s a shame some of the 
things that are being done in this 
area under the name “sanitary 
plumbing.” 

Otto A. Davis 


(Part 8 in the Anti-Jacklegg Story 
will be presented next issue.) 
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“QUALITY FIRST” is a motto that 
lost Nelson Piping Company the 
contract on 12 consecutive jobs. 
But on the thirteenth, and on 
many since, this Rockford, IIli- 
nois firm has proven the wisdom 
of emphasizing quality when the 
price cutters are at work. 

A. T. Rugland, responsible for 
operations of the Nelson organi- 
zation, says, “It is management’s 
responsibility to show a profit for 
our company. We could not do 
this by competing for work at the 
knock-down, drag-out level so 
we chose alternate methods. 

“This doesn’t mean that our 
1955. gross business of approxi- 
mately $1,000,000 was on a non- 
competitive basis, but it does 
mean we used selective methods 
to obtain profitable work. This 
selectivity was the result of both 
timing and sales efforts in con- 
junction with our 25-year reputa- 


How Nelson Co. Beat the 
Price Squeeze in Heating 


tion for being able to expedite 
quality work without extracting 
a premium for the job. 

“In the first half of 1955 we 
encountered price competition 
that became almost hysterical as 
the pattern of low quotations be- 
came more clear. We carefully 
rechecked our estimates on jobs 
lost through competitive bidding 
and were convinced more than 
ever that if we were to earn a 
profit it would only happen on 
jobs where we figured it into the 
estimate. 

“We continued to adhere to 
our profit-motive policy even aft- 
er being out of the job awards 
for a dozen times. About this 
time the competing shops had all 
of the short-profit work they 
could handle and a more sober 
attitude developed among the 
bidders. Our watchful waiting 
paid off when our thirteenth con- 





NELSON CO. officials 
map strategy for 
beating the price 
squeeze on heating 
jobs. From left are 
Arthur Nelson, super- 
intendent, Maynard 
Wellnitz, engineer, 
and A. T. Rugland, 
secretary. 


It was the second lowest bidder on 12 consecutive jobs, but on 
the 13th, and most since, it has found that quality still pays 


secutive bid was accepted. Since 
then we have been picking up 
jobs that pay profits in propor- 
tion with the risk, skill and ef- 
forts we have to invest. 

“Right now our backlog of 
work provides a good schedule 
for at least another year. In the 
meantime, we can continue to be 
selective in the new jobs that we 
take on.” 

Rugland is quick to point out 
that “quality” cannot be an emp- 
ty phrase. In order to filter down 
to every level of the organiza- 
tion the theme of quality must 
start with top management. 
“Quality belongs in personnel as 
well as in products,” Rugland 
says. “To demonstrate our the- 
orum on ‘quality’, let me take 
you out to the Karl Bliese resi- 
dence. (See floor plan and 
photos, pages 108, 109). That is 


(Please turn to center of next page) 
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continued .. . 

(Continued from preceding page) 
the latest one of our deluxe in- 
stallations.” 

On the way out to the job, 
Rugland told the Domestic EncI- 
NEERING editor, “We need resi- 
dential work like the Bliese job 
to fill in our work schedule. 
While our business is funda- 
mentally industrial, power and 
process piping, as well as heating 
and cooling in all its phases, we 
like to have a moderate amount 
of domestic heating as a cushion 
between the bigger jobs. 

“We knew that the Bliese’s 
would not compromise for any- 
thing less than perfection in tem- 
perature control. We knew that 
we were selling comfort rather 
than the mere components of a 
heating system so we were un- 
hampered in our choice of heat- 
ing products. 

“This installation,” Rugland 
said, “demonstrates the ultimate 
development of our theories in 
combining the functional advan- 
tages of baseboard radiation with 
floor radiant heat derived from 
the hot water zone returns 
placed at the perimeter of walls 
for supplemental purposes. 

“The personal analysis of fam- 
ily needs for the Bliese dwelling 
(see plan) showed that often the 
heating problems of the small 
family are more complicated 
than might be expected. This 
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RIGHT: Nelson 
Co. designers 
came up with 
this double decker 
as one solution for 
the utility room 
space dilemma. 
Pumps and piping 
are located in a pit 
beneath the boiler, 
while the boiler 
itself is on an iron 
platform fitted 
with pipe supports. 































family consists of only two adults 
so the heating zone for bedrooms 
was simple. Likewise, the zone 
for the twin bath area had no 
complications. But to accomplish 
the proper comfort zone in this 
area sinuous coils were laid in 
the floor around water closets, 
beneath shower and bathtub as 
well as in the traffic areas. 

“The social activities of this 
adult family require flexibility in 
the heat output in living-dining 
areas to compensate for occup- 
ancy when large groups are en- 
tertained, so the third zone was 
established. A fourth zone was 
provided for the jalousy win- 
dowed porch and garage. Auto- 
matic controls regulate boiler 
water temperature in relation 
with indoor-outdoor variations. 

“This installation resulted in a 
fully satisfied owner who now 
knows from experience that Nel- 
son designers have anticipated 





LEFT: Wide glass window-walls posed 
a heating design problem in the Bliese 
residence. Nelson Co. used baseboard 
heating with supplemental radiant 
floor panel to provide adequate heat. 


















the proper heat application at 
every location in the house and 
it will sell other good jobs for 
us,” said Rugland. 

Rugland continued to explain 
that a Nelson job is not neces- 
sarily a luxury item because the 
home owner gets the benefit of 
big-shop purchasing. In fact the 
Bliese dwelling with its four-zone 
comfort control amounted to less 
than 5% percent of the building 
cost. 

While this firm has gone as far 
as a 1000 miles for big projects, 
most of its work is within a 
radius of 50 miles of Rockford. 
Currently at the head of its list 
of jobs is the heating, ventilating, 
air conditioning and automatic 
sprinkler work in a new $5,000,- 
000 plant plus a half dozen 
schools and other institutions 
such as hospitals, churches and 
considerable industrial remodel- 
ing work END 
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Convectors, baseboards, 
panels are combined 


for top-quality 
heating performance 








A NELSON SPECIALTY 
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RESEARCH LABORATORY built in the Santa Cruz 


mountains by uranium hunter Vernon Pick called for a 
heating system designed to provide comfortable working 
conditions and controlled temperatures for equipment. 





BEFORE VERNON PICK, who 
achieved worldwide fame and a 
$10,000,000 uranium fortune on 
the Colorado plateau, made his 
big strike, he suffered many 
kinds of ordeal and privation. He 
was stung by a scorpion, men- 
aced by rattlesnakes, poisoned 
by bad water and cut his feet to 
shreds on rocks. Mostly, though, 
he remembers the killing desert 
heat and the marrow-chilling 
nights. 

Currently Pick is building a 
modern research laboratory deep 
in the Santa Cruz mountains of 
northern California, near Sara- 
toga. There he and a corps of 
skilled technicians and engineers 


TWO OF FOUR furnaces used to heat the building by 










zones are shown being inspected by Pick and an assistant. 
Units are installed in pairs on either side of the lobby. 


are working on such projects as 
an aerial uranium-hunting elec- 
tronic device. 

Recalling vividly his own dis- 
comfort when he was at the 
mercy of the elements during his 
prospecting days, Pick specified 
a heating system that would al- 
low his laboratory workers to 
concentrate on their exacting 
jobs. Maximum comfort, in an 
area of chilling fog and damp- 
ness, was essential, Not only 
technicians, but highly-special- 
ized equipment had to operate 
under conditions of even tem- 
perature and humidity. 

The problem was multiplied 
by the design of the building, a 





one-story slab-on-ground struc- 
ture 32 feet wide and 212 feet 
long. Architect Ernest J. Kump 
had cut the building across its 
center with a full-width recep- 
tion lobby. And a corridor, open- 
ing into offices, traversed the 
building for some two-thirds of 
its length. Shops were located 
at either end of the building 
across the entire width. Thus the 
lab was divided into four ap- 
proximately equal sections. 
Working with the architect, 
Consulting Engineer Edwin L. 
Hill of San Francisco mapped 
out a highly satisfactory heating 
system, which also provides for 
the installation of an air condi- 
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tioning system using the same 
ducts. Hill selected to do the in- 
stallation a heating contractor 
with intimate knowledge of all 
phases of the industry, William 
R. Kastelic. Kastelic’s firm, Sun- 
set Heating and Air Condition- 
ing Co. of Menlo Park, Calif., 
proved by on-the-job solution of 
knotty problems to be a wise 
choice. 

Heart of the new installation 
consists of four furnaces with 
six-inch bypass and equipped 
with balancing dampers. The 
blower system moves 1,600 cfm 
of air against 34-inch static pres- 


sure, 


The decision was in favor of 





PERIMETER AIR DISTRIBUTION is supplied by base- 
board diffusers laid out in continuous rows. The diffusers 
are fed by 95 laterals off the duct at four ft intervals. 





perimeter heating but, rather 
than merely bringing the heat 
out at floor level and spraying it 
against a wall, Sunset made use 
of under-floor ducts to radiant- 
heat the floor. Then, instead of 
spacing perimeter heating units 
against the baseboard, they were 
laid out in continuous flow. 

The building was apportioned 
into four general zones: engi- 
neering, machine shop and elec- 
tronics laboratory, reception and 
office, and geology and mining. 
Each zone has its own furnace, 
housed in pairs on either side of 
the central lobby, with access 
doors outside. 


Ducts are laid down the length 


em Solved... 





false ceiling. Removable panels house the ducts in the 
shop areas to provide access and to conceal utility piping. 


of the building beneath the cor- 
ridor, running into 5-inch lateral 
feeders spaced every four feet 
under the slab. The main supply 
trunk is insulated with two 
inches of cellular glass. Insula- 
tion was applied with hot as- 
phalt, with which joints were 
sealed. The 95 laterals feed into 
continuous perimeter baseboard 
diffusers, each section damper- 
equipped. Diffusers are installed 
against the aluminum skin of the 
building, 

A problem arose when” Pick 
requested that the crack be- 
tween the outside wall and the 
diffusers be sealed so as not to 

(Please turn to top of next page) 

























































continued ... 


provide a repository for dust and 
dirt. Kastelic solved this one by 
drilling and tapping diffusers for 
a continuous aluminum flat bar 
coping, which was notched out 
to go around vertical structural 
members. 

All return ducts were installed 
overhead—above a false ceiling 
in the long corridor, and within 
a housing in the shops at both 
ends of the building. This pre- 
sented another field problem 
worked out by the installation of 
removable panels on return 
ducts in the shop areas. Remov- 
able panels provided access to 
registers and to utility piping 
concealed within the housing, 
which also supports a row of 
fluorescent lighting fixtures. 
Ductwork used was 24-gauge 
galvanized. 

A thermostatic control system 
was installed for each basic zone. 

The heating job also included 
the installation of devices to 
overcome the noise problem in 
part of each return duct line as 


they entered the two furnace 
rooms. Angle-iron brackets, 
made on the job to conform with 
the roof slope, were used to com- 
plete this part of the installation. 

Total cost of the heating job 









was $12,000, a considerable part 
of which can be pro-rated against 
the air conditioning system when 
that part of the installation is 
completed. Man-hours involved 
totaled 400. END 


Air Conditioning News Notes: 


Can't Tell It by the Smell 

Science has proved pigs can’t 
sweat and, while this has come as a 
blow to deodorant merchants, it’s 
good news to sellers of air condi- 
tioning. 

Professor F. N. Andrews of Pur- 
due University points out that dur- 
ing the warm months the lack of 
sweat glands in pigs causes a sharp 
decline in growth. If their farmer- 
owners, however, installed air con- 
ditioning in the pens, they would 
gain three-tenths a pound more per 
day than ordinary. 

The use of air conditioning on 
the farm, the experts say, has tre- 
mendous commercial potentials, 
both for the farmer and the air 
conditioning installer. 





A-C Selling Points 

Food retailers pay for air con- 
ditioning whether or not they in- 
stall it in their stores, says the of- 
ficial publication of the National 
Assn. of Retail Grocers. 

Nargus points out that a decrease 
in sales volumes and increased 
spoilage of perishable foods during 
the hot months are direct business 
losses resulting from the lack of air 
conditioning. 

“With a comfortable, cool store,” 
says Nargus, “customers will come 
in oftener, stay longer and purchase 
more items. Employees are more 
efficient and pleasant. Refrigerated 
cases are not overtaxed and meat 
produce stays fresher. Also shelves 
and stocks stay cleaner longer.” 





HEATING CONTRACTOR William Kastelic (left), Sunset 
Heating and Air Conditioning, and his estimator, George 
Klein, display a section of the aluminum flat-bar used to 
seal the space between the outside wall and the diffusers. 
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DUCTWORK is installed under the floor of the corridor 
almost the entire length of the building and runs into 
5-in. lateral feeders spaced every four feet under the slab. 
The main trunk is insulated with two in. of foamglass. 
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THE U.S. GOVERNMENT is just as 
anxious to help businessmen 
avoid overpaying their taxes, as 
it is to apprehend those who de- 
liberately underpay them. 

The importance of not over- 
paying an individual income tax 
is illustrated graphically by the 
table shown below. This table re- 
veals that volume, alone, is only 
one side of the profit coin. 

From this table it can be seen 
that a plumbing and heating con- 
tractor in the 20 percent tax 
bracket, and with net earnings 
of two percent on volume, must 
do an additional $1,000 volume 
to offset a tax overpayment of 
only $20 on a $100 overlooked 
deduction. Another contractor in 
the 26 percent tax bracket, for- 
getting $500 in deductions, must 
produce an additional $13,000 
in volume, if his net earnings 
are only 1 percent on volume. 
Difficult as it may seem, cutting 
the tax bill by eliminating over- 
sights in the tax return may be 
easier than increasing profitable 
volume to accomplish the same 
after-tax profit end. 

The notion may persist among 
some businessmen. that tax de- 
duction oversights are likely to 
be minor and will not materially 


change the income tax result. 
This may be true in the case of 
filing low-bracket state income 
tax returns. It is certainly not 
the case with Federal returns 
with the lowest tax bracket tak- 
ing 20 cents on every dollar 
above personal exemptions and 
deductions. 

Moreover, overpayment is not 
peculiar to smaller taxpayers. 
Larger taxpayers, too, make er- 
rors in the government’s favor, 
as indicated by the large number 
of amended income tax returns 
filed annually. These result in 
individual income tax refunds 
running into the thousands and 
tens of thousands of dollars. 

Here are some tips that will 
help you avoid overpayment: 


Tax-Saving Tips 


for 56 _ 


some help for contractors who may 
looking ways to save tax dollars 


Weigh options. Many contrac- 
tors, upon careful analysis, will 
find they are presented each 
year with certain options on 
which they may exercise as 
their judgment—and the facts— 
dictate. A dogmatic attitude 
may be fatal. What may have 
been wise, in making the 1954 
income tax return, may be dis- 
astrous in preparing the 1955 
return. Without respect to past 
elections, 1955 options should be 
exercised primarily, if not sole- 
ly, upon the basis of the 1955 in- 
come tax result. This is no less 
true of personal options than of 
those afforded in business. 

Accelerated depreciation. Af- 
ter year-end, most of the facts 

(Please turn to top of page 193) 


Additional Volume Necessary to Offset Tax Overpayment (*) 


Volume Needed, if Net 


Earnings on Volume is: 


2% 3% 4% 5% 





$1,000 $667 $500 =: $400 
2,750 1833-1375 ‘1,100 
6,500 4,333 3,250 = 2,600 
11,250 7,500 5.625 4,500 
17,000 11,333 «= 8,500 = 6,800 
38,000 = 25,333 Ss «(19,000 =: 15,200 
125,000 83,333 62,500 50,000 





A Tr 
ee eam 
Oversight 
1% 
$100 $20 $2,000 
20 «22 5,500 
500 26 130 13,000 
750 30 225 22,500 
1,000 34 340 34,000 
2,000 38 760 76,000 
5,000 50 2,500 250,000 
(*) This doe 


: 


against 


3 not take into account the additional income tax assessed 
on additional volume. 
































WHERE DOES THE 


HEAT PUMP 





STAND NOW? 





Are the days of the boiler and furnace numbered? Or is the heat pump a 
cumbersome, impractical oddity of doubtful import? Here are the answers 


ARE THE DAYs of the boiler and 
furnace numbered? Are these 
old-time components of the con- 
tractor’s comfort package about 
to become casualties of a new- 
fangled contraption called the 
“heat pump?” 

Or is the heat pump a cumber- 
some, impractical oddity, work- 
able only under certain limited 
conditions and of doubtful im- 
port even in the foreseeable fu- 
ture? 

These are the two extremes of 
opinion on a fast-growing young- 
ster in this relatively new age of 
year-around air conditioning. 
Neither extreme comes close to 
the truth. 


« Domestic ENGINEERING made 
a detailed study of the heat pump 
and, for the guidance of con- 
tractor readers, will present the 
plain facts in plain words in a 
series of articles, the first of 
which appears below. 

The articles will tell (1) what 
the heat pump is and how it 
works; (2) problems and appli- 
cations; (3) a heat pump geog- 
raphy—what type is best for 
what area; and (4) the future 
of the unit as it applies to the 
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plumbing-heating industry. 

What is a heat pump? 

In simplest terms, it is a re- 
frigeration machine that warms 
indoor spaces in the winter time 
and cools them in the summer. 
It performs this dual function by 
the simple method of turning it- 
self around. 


s To understand this, it is nec- 
essary first to realize that a re- 
frigeration machine, such as a 
household refrigerator, does not 
actually, directly “cdol” either a 
space or an object. Actually it 
pumps heat out of the space or 
object, which, in effect, leaves 
the space or object cooler than 
it was previously. 

To illustrate, a household re- 
frigerator is really a heat pump. 
It provides a refrigerated coil, 
and when warm foods are placed 
in the refrigerator they become 
cooler because heat flows from 
objects of higher temperature to 
objects of lower temperature, 
just as water runs down hill. If 
you will hold your hand behind 
a refrigerator, you will feel this 
heat coming out, where it is 
wasted in the air. Obviously, if 
you turned this refrigerator me- 


chanism around, it would pump 
heat out of the air in the room 
and store it inside the refrig- 
erator. The same thing is true of 
another simple, one-way heat 
pump, the common window air 
conditioner. 

The heat pump as we know 
it, and as it is used for heating 
and cooling rooms and buildings, 
differs in that the effect is re- 
versible. It is often called a re- 
versible cycle refrigeration ma- 
chine. This is not quite correct, 
for in both heating and cooling 
functions the cycle is a refrig- 
eration cycle. The direction, 
however, is reversible. 


=» The heat pump needs electric- 
ity to operate, but it burns no 
fuel. In the winter it pumps heat 
out of air, ground or water and 
transfers it indoors. In the sum- 
mer it pumps heat from indoors 
and transfers it to a “heat sink” 
which might be air, ground or 
water, outdoors. The switch-over 
can be made either with manual 
or automatic controls. 

But in winter, how can heat 
be pumped from the cold out- 
doors to warm a home? 

To understand this, one must 
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understand a little of the nature 
of heat. The important thing to 
realize is that heat itself is a 
quantity, and must not be con- 
fused with temperature which 
simply is a measure of the inten- 
sity of heat. 

To illustrate, if you have a 
teacup full of boiling water and 
a teapot full of boiling water, 
both would be the same tem- 
perature. But the teapot, since 
it contains a greater quantity of 
boiling water, also would contain 
a far greater quantity of heat. 

Since heat is a quantity, then, 
it becomes more understandable 
that a temperature rating of 32F 
does not necessarily mean a total 
absence of heat, nor does a tem- 
perature of OF, for that matter. 

Actually, as long ago as 1848 
a British physicist named Wil- 
liam Thomson, widely known as 





This 


> | |OU 





series will develop the following points: 


The heat pump is a practical means of year-around 
weather conditioning right now, but its practicability di- 
minishes in certain areas and it still is too costly in many 
cases for average housing. 


Commercial uses possibly are more important now than 
residential uses. 


The heat pump is not a threat to present systems of 
weather conditioning, probably never will be. It should 
be considered not as a replacement, but as a new supple- 
ment to the contractor’s comfort package. 


Lord Kelvin, found that heat was 
present, regardless of substance, 
down to a temperature of 459.6 
degrees F below zero. It was in 
that year, 1848, that he published 
his absolute scale of tempera- 
tures with absolute zero pegged 
at minus 459.6 degrees F because 


How the Air-to-Air Heat Pump Operates: 
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For winter heating, refrigerant passes through the 
outdoor coil first where it picks up heat from the air 
and carries it to the indoor coil. There, the heat is 
transferred to the air circulated through the house. 


In summer, this process is reversed. Refrigerant first 


flows to the indoor coil to pick up heat from the 















house, leaving it cool and dry. This heat is then dis- 
sipated into the atmosphere by the outdoor coil. The 
entire operation is automatic. (Diagram, courtesy of 
Westinghouse Electric Corporation.) 


Water-to-Water Heat Pump (a 












at this point there was a com- 
plete absence of heat. At all 
temperatures above that point, 
then, there is some heat. 

And it was at this time, more 
than 100 years ago, that Lord 
Kelvin first suggested such a de- 

(Please turn to top of next page) 
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continued ... 


vice as a heat pump for the 
warming of homes in the winter 
time. 

The heat pump, then, can ex- 
tract heat from cold outside air, 
ground or water. But the lower 
the temperature of that source, 
the more of the source is needed, 
because as it gets colder it con- 
tains less heat. 

In the heat pump, the cold out- 
side heat source contacts the re- 
frigerant coils, which are still 
colder. The refrigerant tempera- 
ture rises, it evaporates, then is 
compressed, raising the tempera- 
ture to the usable range. This 
heat is transferred to the inside 
of the building. According to the 
Encyclopedia Britannica, com- 
pression of a gas to half the vol- 
ume raises temperature 50 de- 
grees. According to General 
Electric, in its packaged heat 
pump heat is picked up from 
outside air at OF, and the re- 
frigerant then is compressed to 


em me ee ee ee ee 





100 lbs raising its temperature to 
190F. 

The heat pump emerges now 
as a comparatively simple ap- 
paratus. It consists of a com- 
pressor, two coils, and valves 
and controls, forming a refrig- 
eration circuit. In the winter, 
one coil acts as a condenser, 
bringing heat into the building. 





In the summer, heat is removed 
from the building via a coil act- 
ing as an evaporator. These now 
come in packaged units of, rough- 
ly, from 2 to 30 hp capacities. 
In commercial installations the 
capacity is practically unlimited. 
(Next installment: The problems 
and applications of the various 
types of heat pumps.) 








Four Basic Types of Heat Pickup: 


1. Water to water — widely 
used, an outside water circuit is 
used as the heat source, and the 
heat is transferred to a separate 
inside water circuit. The heat- 
ing cycle is reversed to produce 
the cooling cycle. 

2. Water to air—heat gained 
from the outside water circuit is 
piped through a heat exchanger 
to warm or to cool air for an in- 
side air duct system. This could 
be the other way around, with 
air as the heat source, to provide 


How the Water-to-Water Heat Pump Operates: 


an air-to-water system. 

3. Air to water — essentially 
the same as the water-to-air sys- 
tem, except that air is used as the 
heat source and then is trans- 
ferred to water inside. 

4. Air to air—here the outside 
air is the source and the heat is 
transferred to the inside air. 
This is used almost universally 
in packaged units. 

Each of these has its advan- 
tages and limitations, which will 
be outlined in another article. 
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In the heating cycle of the water-to-water heat 
pump, the water from the outside source system 
passes through the chiller of the heat pump where 
the heat is removed from the water. The outside 
water is then pumped to the disposal system. The 
refrigerant cycle is the bridge between the outside 
and inside fluid circuits of the heat pump since the 
refrigerant picks up the heat in the chiller and moves 
it to the condenser, after it has has been further in- 
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creased in temperature as a result of mechanical com- 
pression. The indoor circuit fluid which passes through 
the condenser then picks up this same heat and carries 
it to the indoor distributing equipment. 

For summer cooling, the system is merely reversed 
by the introduction of simplified change-over fluid 
valves which effect the change in direction of the 
fluid circuits. (Diagrams, courtesy of Acme Indus- 
tries, Inc., Jackson, Mich.) END 
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Crane Co. 
Announces 
20-Year 
Guarantee 
on Cast 
lron Boilers 


A UNIQUE 20-YEAR GUARANTEE has been an- 
nounced by Crane Co. for its line of residential 
cast iron boilers. The guarantee, to be backed up 
with a $50 labor allowance to the owner of the 
boiler, applies to the firm’s Sunnyday 15, 16 and 
20 series. 

Announcement of the new guarantee policy 
came from George L. Erwin, Jr., vice president 
of the company’s heating sales division, who 
pointed out that improvements in manufacturing 
techniques now make such an offer possible. 
Among engineering developments noted by Er- 
win as instrumental in the new policy were im- 
provements in the combustion system to provide 
even heat distribution, specially designed com- 
pounds for sealing boiler sections and methods of 
producing sections of uniform thickness. 


s The guarantee is in effect if the boiler meets 
the following requirements: 

1. The boiler must be properly installed as part 
of a hot water heating system in a single or two- 
family residential dwelling. The guarantee does 
not apply to any boilers used in apartment build- 
ings, commercial or industrial installations. 

2. The boiler must be operated under normal 
conditions. The guarantee does not cover damage 
due to insufficient water, freeze-up or flood. 
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TALKING OVER Crane Co.’s new 20-year guarantee 
policy are George L. Erwin, Jr., vice president of the 
heating sales division and Contractor Paul Conrad, 
Berwyn Western Plumbing & Heating Co., Berwyn, IIl. 


3. The boiler must be assembled with the seal- 
ing compound supplied with the boiler, between 
the finished surfaces of the boiler sections. The 
compound must also be used as a nipple lubricant, 


« 4. The boiler must be equipped with the proper 
size A.S.ML.E. code relief valve which is furnished 
with the boiler as standard equipment. This valve 
must be installed directly on the boiler, using full 
pipe size, in accordance with the recommenda- 
tions of the Institute of Boiler and Radiator Man- 
ufacturers. 

5. The hot water system must be equipped with 
a compression tank sized and installed according 
to the recommendations of the I-B-R. 

6. The hot water system must be equipped with 
a manually operated valve for replenishing the 
water in the system. A pressure reducing valve 
may be used in conjunction with a manual valve. 

7. The boiler sections must not be damaged by 
mis-application or by shipping or handling im- 
pact. The judgment of the company as to such 
damage will be final. 

8. The guarantee does not apply to any acces- 
sories or other components of the boiler or heating 
system. 

9. It does not apply to boilers installed outside 
the continental limits of the United States. END 
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e For Better Results... 





Put Showmanship in Your 


IF ANY SINGLE PHRASE can char- 
acterize a business firm, or its 
owner, it’s not hard to find one 
for the owner of the Village 
Plumbing Co. of Houston, Tex. 

It’s: “Dig that Crazy Wark!” 

Because R. K. Wark, Jr. is 
really hep. 

But the ,‘crazy” is strictly jive 
jargon. There’s nothing very 
crazy about a contractor who 
went into business for himself 
in 1946 on something borrowed, 


something due, and built the 
business up to a $175,000 annual 
gross on home repairs. That’s 
nearly 50 percent over his vol- 
ume of two years ago. 

Wark’s formula is showman- 
ship .. . and plenty of it, but not 
so much in himself as in his busi- 
ness. Showmanship is evident in 
his displays, his advertising, the 
store building itself and in the 
way Wark and his office person- 
nel dig into a sales job. 





SHOWMANSHIP at Village Plumbing Co., Houston, Tex., includes a wide 
variety of “live” displays. Here, R. K. Wark, Jr., owner of the company, 
demonstrates the operation of a food waste disposer for a prospect. 
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Showmanship features at Vil- 
lage Plumbing Co. are endless, 
but several are obvious to any- 
one making his first contact with 
the firm. 

Perhaps the most obvious, and 
certainly the most striking, is a 
huge sign (facing page) featur- 
ing a “movie-type” marquee 
panel in which the message can 
be quickly changed at any time. 
During a Domestic ENGINEERING 
reporter’s visit, the sign, which 
rises high above the store, read: 
“Drive carefully, the life you 
save may be our customer’s.” 

The sign and the thoroughly 
modern showroom and building 
evolved from a decision by Wark 
to have a “selling store.” To 
Wark, this meant four things: 
an attractive sign that would get 
plenty of attention; an equally 
attractive air conditioned show- 
room, large display windows and 
plenty of parking space for cus- 
tomers. 

Some months ago, therefore, 
Wark launched a remodeling job 
that would meet the require- 
ments he had established. He 
added drive-in parking facilities; 
he completely air conditioned 
the showroom and glassed the 
entire front and side to afford 
full vision from all angles. 


a “We don’t have a lot of walk-in 
traffic,’ Wark says. “But we’re 
on a busy thoroughfare and 
there’s a lot of auto traffic. So we 
really needed big windows and 
lots of light to stop the traffic. 
“Combine that with a sign that 
attracts notice while the motor- 
ist is still some distance away (so 
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he has time to react and slow 
down), and then add the comfort 
of air conditioning, and it makes 
a combination that not only stops 
traffic the first time, but keeps 
people coming back,” Wark says. 

Thus, the exterior, or the pros- 
pects’ point of view, packs plenty 
of showmanship at Wark’s. 

As might be expected, the in- 
terior, too, has Wark’s special 
brand of showmanship. Here, the 
emphasis is on “live displays” 
with a capital “L.” 

One of the most startling and 
effective live displays is a bank 
of four water closets. All are 
fully plumbed for operation. 

“One of my competitors told 
me it was wasted money,” says 
Wark, “because people don’t buy 





Selling... 


... says Wark 


EYECATCHING: This striking sign is a good example of 
Wark’s special brand of showmanship. The “marquee- 





things like that on a whim. He’s 
partly right ... people buy them 
only when they need them, But 
it still does a world of good. What 
is there to say, for instance, when 
a customer says he can get a 
water closet at half the price 
from a discounter or mail-order 
house? 

“I have an answer. One of 
these closets is a price model I 
don’t stock. The others are quali- 
ty models I sell. I just go over 
and flush the cheap one ond ask 
the customer if that’s what he 
wants. Then I flush the good 
ones. The difference in sound and 
operation is the best answer I 
can give him. 

“T don’t have to fight discount- 
ing now,” Wark says. “All I have 


type” lettering can be used to carry various messages, 
like the traffic stopper shown above. 









to do is push four levers. Besides, 
it upgrades my own sales. I’ve 
had this display for six months 
and I haven’t sold one of my 
lowest priced models since I put 
it in.” 

The question might arise, how 
“live” can a live display get? It 
couldn’t very well beat the sink 
display at Village Plumbing 
which includes wall-type and 
deck-type faucets plumbed for 
hot and cold water. It also in- 
cludes a dish-washing spray and 
two different types of shower 
heads. 

“This live display not only sells 
more of these items,” Wark 
points out, “but it permits more 
satisfactory sales, because cus- 

(Please turn to center of next page) 
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“TRY ’EM ALL,” invites Wark, 
as he lets prospects test a wide p 
variety of faucets and shower- 
heads hooked up in this live sink 
display. Selling is made easier 
since customers can easily select 
just the item they want. 


(Continued from page 119) 
tomers can actually test the items 
before they decide what they 
want. The two shower heads are 
not for comparison on price. 
They permit the customer to 
compare operating features so 
they can choose exactly what 
they want. 

“It serves another purpose, 
too,” Wark says, “People who 
come in to order repair work can 
explain better just what is wrong. 

“But the main thing is, people 
won't have to shop around to find 
out for sure what they want. If I 
have all types hooked up so they 
can operate them, they can make 
their decisions right here and the 


chance of losing a sale is less.” 
But that’s not all the show- 

















AUTOMATIC DISHWASHER is 
4 also fully operative, permitting 
customer to see how it works. 
Displays like this have made Vil- 
lage Plumbing one of Houston’s 
leading independent outlets for 
this appliance. 





























manship connected with Wark’s 
sink display .. . and we do mean 
connected, One is a big-ticket 
appliance item, an automatic 
dishwasher. The other is a food 
waste disposer. Both are ready to 
demonstrate at a moment’s no- 
tice. The housewife can start the 
dishwasher and see just how it 
works. Some bones and crusts of 
bread are kept handy for a work- 
ing demonstration of the food 
waste disposer. 

As a direct result of such show- 
manship in displays, Wark’s store 
is currently one of the leading 
independent outlets for auto- 
matic dishwashers and food waste 
disposers in the Houston area. 

Another outstanding example 
of Wark’s showmanship is one 





that might raise a few eyebrows. 
He hires a press agent! That’s 
right, for Wark has always be- 
lieved that success in business is 
largely predicated on the firm 
household 


name becoming a 
word, 
He has always’ advertised 


heavily. But some time ago he 
noticed that an architect friend 
of his always seemed to be get- 
ting his name mentioned in the 
newspapers. Wark asked how he 
managed it and the architect re- 
ferred him to a free-lance press 
agent who did the job for $30 a 
month, 

“Tf I don’t call him, he calls me 
every day,” says Wark, “The 
result is I get in the newspaper 


(Please turn to top of page 122) 
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9 maintain constant temperature 
s. 
Le 
“ Water temperature is like weather to fish and sudden variations 
yr P 
of only a few degrees can be fatal. The problem at Marineland, 
world’s largest oceanarium, Los Angeles County, California, is 
to meticulously maintain temperatures so its priceless deep sea 
specimens are not endangered. That’s where Kewanee Boilers 
came in. Cold water from the sea is brought in at the rate of 
2,000 gallons per minute. It is vital that boilers offer unfailing 
How Kewa nee service so the inside water temperatures remain constant despite 
the ceaseless flow of water from the outside. Architects Pereira 
creates “safe weather” & Luckman specified Kewanee Reserve Plus Rated Boilers with 
50% extra power built-in to take care of fluctuating demands. 
a Only with reserve power could Marineland be sure its rare 
for fish gee collection would be protected. And only boilers rated on nominal 
capacity with built-in reserve could meet the changing demands, 
So, if your problem is one of maintaining heat against as sharply 
a defined need as a few degrees change in temperature, or the 
broad problem of assuring sufficient power when expansion 
comes, choose Kewanee. You can be sure of unfaltering service. 
‘ 
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.- Marineland Oceanarium, los Angeles County, California, where Two oil-fired Kewanee Boilers, housed with a 260 
rore fish are protected by Kewanee Boilers which assure uniform gallon hot water storage tank, 
S water temperature. Architects & Engineers: Pereira & Luckman/ 
a Heating Contractor: Mehring & Hanson Company 
KEWANEE BOILER DIVISION 
of Amumcan-Stondard 
m pot SpANULIN shakay UeWARGGCUNSKs 
e jus 
$ 
: KEWANEE (2 BOILERS 
Rasy 
You can depend on Kewanee Engineering 
RY 1956 Domestic ENGINEERING, FesruARY 1956 121 




















































WATER CLOSETS, too, are fully 
plumbed. Wark has four hooked 
up: one price model and three 


quality models so prospects can 
immediately tell the difference. 


(Continued from page 120) 
columns at least twice a week. If 
we go on a trip, or if my daughter 
gets the mumps, it’s always in 
one of the columns and it always 
mentions Village Plumbing. 
There’s no way to measure the 
tangible results of this publicity, 
but the fact remains that Village 
Plumbing is getting to be a 
household word. 

“I know that the names I re- 
member are the ones I see often 
in the papers and I figure other 
people are the same way. I firmly 
believe the publicity is valuable 
and is helping build my busi- 
ness,” Wark said. 

The showmanship in another 
feature of Wark’s operation is 
not so obvious, but nevertheless 
plays its part. That’s his two-way 
radio set-up. 

Frequently it means that a 
harried homeowner with an em- 
ergency repair job finds a Wark 
truck at the door almost as soon 
as the phone call is completed. 
The journeyman is able to point 
to the two-way radio equipped 
trucks as the reason for the 
speedy service. 

But the two-way radio is more 
than a method for speeding ser- 
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vice and providing a measure of 
showmanship for Village Plumb- 
ing—it’s also a major cost-cutter. 

A year ago Wark had seven 
trucks on home repairs. Now he 
has five. In one typical month, 
the seven trucks made a total of 
405 calls. Now, with five trucks 
equipped with radio, they make 
an average of 508 calls a month. 

“It cut out a truck and a half,” 
Wark told D.E., “and that’s a 
minimum saving of at least $50 
per day. And it gives me a fuller 
production day out of the men 
who are on the trucks, as the 
figures show. Without radio, I 
still needed all seven trucks be- 
cause there was no way in the 
world of controlling that human 
inclination to loaf back after a 
job. 

“Even in calling-in over the 
telephone, they would often drive 


Service Feature Has ‘Showmanship’ Too 





a couple of miles to find a free 
phone for the call. Now, with 
only five trucks working, they 
know there is always another 
rush job waiting and there’s no 
loafing. 

Two instances of the value of 
the radio system showed up while 
the Domestic ENGINEERING re- 
porter was talking with Wark. 

Car 3 called in from a distant 
neighborhood and Wark told him 
to come on back, that there were 
no more jobs in that neighbor- 
hood. Two minutes later he got 
an emergency call from a house 
only a mile from the spot Car 3 
called from—a mile toward the 
shop. Wark called Car 3 on the 
radio, caught him only a couple 
of blocks from the new job site 
and the truck was at the house 
five minutes after the emergency 

(Please turn to top of page 181) 





RAWU VISPYATCHED trucks mean speedy service for Wark customers and 
cost-cutters for the company. Five radio equipped trucks now handle 508 
calls a month compared with 405 calls averaged by seven trucks before two- 


way radio system was installed. 
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1—REVERE DWV TUBE IS EASY TO HANDLE. A 
copper tube and fittings installation weighs 
only about 4% as much as ferrous materials. In 


3” diameter, for example, a 20’ length of 


Revere Copper Drainage Tube weighs only 
33.8 lbs. 


2—IT COMES IN LONG LENGTHS FOR LONG RUNS. 
New Revere Copper Drainage Tube is avail- 
able in standard 20’ lengths. When long runs 
are required, fewer joints are needed, Saves 
time, saves effort, saves money. No special 
tools needed. 


3—IT Is EASY TO JOIN. Revere Copper Drainage 
Tube and fittings can be installed by a simple 
soldering operation making joints certain. Job 
is practically finished before you can get 
started on a caulked or threaded joint. And 
with Revere Copper Drainage Tube joints 
almost never have to be redone. 

4—CAN BE PREFABRICATED IN SECTIONS IN YOUR 
suop. Subassembly in the shop (or on the job) 
of easy-to-join Revere Copper Drainage Tube 


New Revere Coppor 
Drainage Tube 


makes possible 4 








Why Settle for Less? 


Now you can go “all the way” with copper. And here are 
7 sound reasons why it will pay you to do just that. 


cuts time and costs to a minimum. Joints are 
rigid and permanent. 


S—IT REQUIRES LESS CARPENTRY AND SPACE. With 
compact Revere Copper Drainage Tube and 
fittings there is no need to plan for wide 
plumbing walls or build-outs. Where 3” vent 
stacks are permitted, they will fit inside a 
standard 4” stud partition. 


6—THERE IS NO CLOGGING. Drainage systems of 
Revere DWV Tube and copper drainage fit- 
tings are gun-barrel smooth inside, as well as 
outside. Frictional resistance to flow is low. 
Clogging of copper lines is virtually unknown. 


7—IT IS NEAT IN APPEARANCE. New Revere 
Copper Drainage Tube adds to the salabiliry 
of new homes... . the re-sale value of old ones. 
All-copper plumbing is the “badge” of a 
quality home. 


AND OF CouRSE Revere Copper Drainage Tube 
cannot rust...will last as long as the building 
in which ic is installed. 


SEE YOUR REVERE DISTRIBUTOR FOR SIZES AND COMPLETE DETAILS OR SEND FOR FREE DATA FOLDER 


REVERE COPPER AND BRASS INCORPORATED, 230 PARK AVE., NEW YORK 17, N.Y. 


Mills: Baltimore, Md.; Brooklyn, N. Y.; Chicago, Clinton and Joliet, Ill; Detroit, Mich; Los Angeles and 
_ Riverside, Calif.; New Bedford, Mass.; Newport, Ark.; Rome, N.Y. 


Sales Offices in Principal Cities, Distributors Everywhere 







































“Make 1956 A BETTER YEAR by 
investing in all the inventory 
your working capital will per- 
mit,” was the advice given 
plumbing, heating and air con- 
ditioning contractors by a Worth- 
ington Corporation executive re- 
cently. 

Andrew F. Ward, packaged 
products sales manager of 
Worthington’s Air Conditioning 
and Refrigeration Division, Har- 
rison, N. J., addressed a group 
from central and midwestern 
states at a regional meeting held 
at the Sheraton Hotel in Chi- 
cago recently. 


# With rising costs of materials, 
Ward pointed out that inventory 
investment now would increase 
in value preportionate to the de- 
mand increase. “It’s surprising,” 
he said, “just how much in- 
creased business develops from 
the memory of last summer’s un- 
bearable heat. Talk it over with 
your banker. You'll find him in- 
terested in making loans to buy 
inventory that will increase in 
value.” 

Ward offered eight helpful 
checkpoints to help air condi- 
tioning contractors and whole- 
salers show a profit for the com- 
ing year. He referred to these 
checkpoints as sound business 
fundamentals underlying most 
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Bigger Inventories 
Advised for 56 
Cooling Season... 


Rising costs justify increase now, industry leader 
says. Eight other ways to build profits suggested 


contractors’ operations: 

1. Do you know accurately 
what it costs to open your front 
door every morning whether 
you sell anything or not? What 
“nut” do you have to crack each 
month before you start making a 
profit? 

2. Have you made up a 1956 
budget yet to determine the min- 
imum organization you require 
to handle volume you expect to 
get? 

3. Are you using an accurate 
job record system? Do you know 
exactly what materials have 
been charged out on each job 
and how much labor was re- 
quired against your estimate? 
Do you know at the end of each 
installation how much money 
you made? 

4. Do you maintain a running 
inventory of all equipment and 
material? Do you physically spot 
check the inventory record of all 
equipment and material? Every 
single sheet of metal, a bucket of 
paint, a thermostat that can’t be 
accounted for reduces the most 
sensitive part of your operation, 
your net profit. 


« 5. Do you keep service parts 
and expensive small items such 
as controls, under lock? Some 
contractors have seen inventory 
shrink $10,000 in one year by not 





of sensitive items. That’s $10,000 
less net profit for the year. 

6. Do you have any new 
equipment that has been “canni- 
balized” to get repair parts? Any 
such equipment represents com- 
pletely frozen working capital 
until you get it back in saleable 
condition. 

7. Have you gone through 
your shop lately and accumulat- 
ed all your scrap metal, old units 
you’ve taken out, etc.? Scrap 
metal brings pretty good prices. 


= 8. Do you have any old model 
equipment in inventory? If you 
have, you’ve got working capi- 
tal tied up that reduces in value 
every day. The principle of mer- 
chandising used in department 
stores applies equally well to 
your business: “Sell it—mark it 
down—or give the stuff away— 
but move it.” 

“These points,” Ward said, 
“are just a few of the things that 
can have an important effect on 
net profit—the kind of important 
details that are necessary to run- 
ning a profitable business in a 
real competitive market. 

“And by all means take all the 
advantage you can of the coming 
price increases by protecting 
yourself with inventory,” he 
concluded. END 
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NEW FEATURE FOR A FAST SELLER... 


NEW STEEL 
CON-X-ALL 
Available only in 
plastic-to-I.P. adapt- 
ers, 2” to 1%”. Illus- 
trated is No. 4810. 
No. 4811 includes 
clamp; No. 4811S in- 
cludes all stainless 

steel clamp. 


Distributors say, “Con-X-All sales couldn’t be 
better!” But they can be—and will be! The 

PRECISION-MACHINED highly-popular brass Con-X-All plastic pipe fittings 
BRASS CON-X-ALL have now been supplemented with a new 
Available in the following three steel Con-X-All—another volume-building 
basic pieces, plus elbows, tees product introduced by American Sanitary. 
artic =a aeaecaaateaiaas See this new plastic-to-I.P. adapter— 
" , and stock it. It’s priced for 

the toughest competition! 


im Wo. 4600 
rr Plastic to Copper 


' No. 4620 
Plastic to Plastic 
No. 4610 \ 
= Plastic to Male \ 


Iron Pipe 


\ 
\ 


Su 
a 


i 


WE DISTRIBUTE THROUGH WHOLESALERS ONLY 


Central location in mid-Illinois 
means faster American Sanitary a meERI ca n s re n iTR a ay 
delivery. For EXTRA-fast serv- MFG. CO., ABINGDON, ILLINOIS 


“ee phone Abingdon, Ill. 162 or OVER FORTY YEARS LEADERSHIP IN THE PLUMBING INDUSTRY 
(Le 
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BETTER PUBLIC UNDERSTANDING 
of the plumbing industry is the object 
of this advertisement sponsored by the 
Pipe Industry Development Fund in 
Denver, Col. The ad is part of a local 
public relations program supported 
jointly by unions and management. 
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Management, Labor Team-Up 
to Launch Denver P. R. Program 


MANAGEMENT AND LABOR in 
Denver, Colorado’s plumbing 
and pipefitting industry have 
joined hands in an aggressive 
program to build better public 
relations. Administered through 
a joint Pipe Industry Develop- 
ment Fund, the program is sup- 
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ported by members of the local 
association of plumbing contrac- 
tors, the local Heating, Piping 
and Air Conditioning Contrac- 
tors Assn. and locals #3 and 
#208 of the plumbers and pipe- 
fitters unions. Both employers 
and unions contribute five cents 


for each man-hour worked to 
support the plan. 

These funds are being used to 
sponsor newspaper display ad- 
vertising and radio and televi- 
sion announcements to better ac- 
quaint the public with the vital 

(Please turn to top of page 136) 
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Here’s where you 


set the answers 
to pipe problems 


@Look under “The Youngstown 
Sheet and Tube Company” in one of 
these alphabetical or classified phone 
books. 

They represent the 28 conveniently 
located district sales offices Youngs- 
town maintains across the country. 
Offices staffed by men who are spe- 
cialists in steel and who know pipe. 
They understand your problems and 
are qualified to help you get the pipe 
you need. 

If you aren’t in touch now with a 
Youngstown pipe distributor, just 
call the Youngstown district office 
nearest you and we will help you 
solve your pipe problems. 





THE YOUNGSTOWN SHEET AND TUBE COMPANY cericn ity tnd Yoloy Steet 
District Sales Offices in Principal Cities. 


SHEETS - STRIP - PLATES - STANDARD PIPE - LINE PIPE - OIL COUNTRY TUBULAR GOODS - CONDUIT AND EMT - 
MECHANICAL TUBING - COLD FINISHED BARS - HOT ROLLED BARS - WIRE - HOT ROLLED RODS - COKE 
TIN PLATE - ELECTROLYTIC TIN PLATE - BLACK PLATE - RAILROAD TRACK SPIKES - MINE ROOF BOLTS 


General Offices Youngstown, Ohio 
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Now! The first and 


A 20-YEAR 


NO OTHER BOILER CARRIES A GUARANTEE LIKE IT 


Now, Crane’s famous line of Sunnyday 
Boilers is backed by an ironclad guaran- 
tee that covers the boiler sections for 20 


years. The guarantee even provides that , 


Crane will pay $50 for labor in case of 
section failure. 

As a Crane Dealer, you can now offer 
this assurance of lasting satisfaction. This 
is proof positive of the quality that is 
built into Crane heating. No other man- 
ufacturer offers this guarantee. 





CRANE CO. 836 South Michigan Avenue, Chicago 5 
VALVES © FITTINGS © PIPE ® KITCHENS * PLUMBING ® HEATING 


Now, you not only sell a boiler with 
one of the best known names in America, 
but you gain the extra selling power of a 
20-year guarantee. 

It’s the biggest news in the heating 
business in years. 

Call your Crane Branch or Crane 
Wholesaler today for a copy of this un- 
precedented 20-year boiler guarantee. 
Learn all about it. Use it to sell more 
Sunnyday heating. 


HERE ARE THE CRANE SUNNYDAY BOILERS ...GUARANTEED 20 YEARS > 
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only boiler with 


GUARANTEE 


SUNNYDAY 15 


The newest and most efficient resi- 
dential boiler. Easy to install, comes 
factory assembled and wired. Gas 
or oil fired. Flush or extended jacket. 
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SUNNYDAY SENIOR 16 


Famous down-draft design gives the 
greatest output of heat—with un- 
believable fuel savings. Will out- 
perform any boiler in its class. 


SUNNYDAY 20 
‘*ALL-PURPOSE”’ 


For oil, gas or coal. New tailored 
combustion system has improved ef- 
ficiency. Necessary chimney height 
greatly reduced. 





Use it 
as a 
Ground 
Joint! 


ites 


your choice of either connection 
with the NEW Keeney Tu-Way Trap 


As a ground joint... 
longer extension of the 
insert end seats firmly, 
positively into deep recess 
. ++ Metal-to-metal joint 
gives tight, leakproof 
connection. 


As a washer joint... 
washer (provided with 
each trap) slips over exten- 
sion end...a superior 
washer connection with 
long life assured. 


This TU-WAY feature is now standard on all types and sizes of Keeney Tubular Traps. 


(&) tHe KEENEY MANUFACTURING CO. 


Newington, Connecticut 
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e STANDARD SERIES 
e EXPLOSION PROOF 
e TOTALLY ENCLOSED 























) e FOR UNDERWATER OPERATION e PORTABLE 
on OR STATIONARY 


Trap 





e WATER OR STEAM OPERATED 


r joint... 

vided with 

5 Over exten- 

. a FOR EVERY TYPE OPERATION % Don't Get Caught With Your Pumps 

sction wil j Down This Spring. Check your 
®@ Home, farm. commercial and industrial @ : , peng 

od. inventories. Order adequate stocks. 


Unmatched quality © Range of models 
and sizes @ Copper and bronze ® 
Proved design @ Dependable service 
® Simple installation @ No service headaches 


PENBERTHY INJECTOR COMPANY 
Division of the Buffalo-Eclipse Corp. 


1242 HOLDEN AVENUE, DETROIT 2, MICHIGAN 
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See, also, 
page 86 





(Following is the full text of Housing and Home 
Finance Administrator Albert M, Cole’s address 
January 16 in Washington, D.C., launching Home 


Improvement Year.) 


THE MOMENT AT HAND, January 16, 1956, was 
chosen many months ago as the time to start a 
great national crusade to raise the level of living 
in all parts of our country. The means by which 
we will achieve that end is improvement of the 
fundamental element of living, the homes of 
America. 

This is a joint enterprise. Millions of individ- 
uals will take part in it. Thousands of communi- 
ties will participate. Civic organizations and 
many special groups, such as the ones sponsoring 
this meeting, will contribute their energies. Ma- 
jor areas of private industry, including all media 
of communications, will marshal their powerful 
forces. The federal- government will aid in every 
possible way. 

In a moment I will outline this tremendous 
project. But first I want to tell you from the gov- 
ernment point of view how it developed to the 
eminence at which it stands today. That will give 
our program more meaning, more logic, even 
more presumption of success. 


« When the present administration took office not 
quite three years ago, President Eisenhower and 
his team were keenly aware of the need for more 
and better housing. Our cities now contain more 
than two-thirds of the nation’s inhabitants. And 
here I emphasize that the urban segment of our 
population has been growing faster than the total 
population. Increasing efficiency of agricultural 
production in recent years has brought about a 
continuous exodus of farm workers in successful 
search of work in our rapidly expanding manu- 
facturing and related industries. 

Those of us directly responsible for setting up 
a more effective program to raise the national 
level of living did not at the outset know—nor did 
we pretend to know—all the answers to the prob- 
lem. We did know that encouraging a continu- 
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Home Improvement 
Year Proclamation 


Full text of HHFA Administrator Cole’s speech 


ation of the postwar single- and multi-family 
housing boom was a very important part. We 
knew that a realistic amount of public housing 
for low-income families and aged persons was 
another part. We knew that slum clearance was 
still another part. And we recognized that the 
Housing Act of 1949, although not broad enough, 
was a valuable point of departure. But the total 
added up to a good deal less than 100 percent of 
the answer. 

Our first job was to make the answer more 
specific. The one thing I felt sure about was that 
I couldn’t find everything we needed to know in 
Washington, and shortly after I became adminis- 
trator I took to the road. 


=» In the following weeks I visited well over a 
dozen key cities. With the full cooperation of mu- 
nicipal officials and the support of national organ- 
izations and countless individuals, I held public 
hearings wherever I went and had innumerable 
conversations and discussions at all levels. Those 
were real “shirt-sleeve” conferences, 

The net result of my travels was a recommen- 

dation to the President that he appoint a working 
committee to hammer out a program. 
Early in September, 1953, President Eisenhower 
named twenty-three men to his Advisory Com- 
mittee on Government Housing Policies and Pro- 
grams. Real estate men, architects, builders, 
suppliers, bankers, savings-and-loan people, offi- 
cers of life insurance companies, labor leaders, 
trade association representatives, spokesmen for 
the interests of veterans and the needs of our vari- 
ous minority citizens—these formed the commit- 
tee. Essentially, it was your own committee for it 
was recognized that without the full forces of 
private industry working enthusiastically with the 
new administration and with civic leaders no pro- 
gram could be brought to successful accomplish- 
ment. 

On December 14, 1953, as chairman of the ad- 
visory cormmittee, I forwarded to President Eisen- 
hower this committee’s report. Its recommenda- 

(Please turn to top of page 135) 
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Remember, 
you can 
count 
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as shown in illustration 


a completely NEW 
ysales appeal i 


‘ A ae 
It’s a Curtis exclusive: 
For the first time Curtis packaged 
air conditioning units in a rainbow of 
cool restful colors baked on at the factory. 
Dealers everywhere will welcome 
this sales plus because: 
1. The modern trend is to colors in 
appliances of all kinds. Now you have it in 
Curtis packaged air-conditioning 
2. Combinations of colors are available 
to complement any decorative pattern your 


customer may desire! 


3. A whole new field is opened to you with these 
new colorful Curtis units that cool and add beauty 


to any interior. 


and ONLY Curtis has it! 


AVAILABLE IN SIZES FROM 
3 THRU 20 TONS 


MANUFACTURING COMPANY 
Refrigeration Division 


1951 KIENLEN AVE. + ST. LOUIS 20, MO. 


te 











covers the field... 
("> means more 
profits for 
you! 






Packaged Air Cooled Air Condi- 
tioning Units — 2 through 7‘ tons. 
Residential and Commercial appli- 
cations. 























There’s additional profit when you sell the com- 
plete Curtis line. Curtis equipment sells easily 
because it is backed by one of the oldest and most 
reliable names in the business and it’s 


Packaged Liquid Chillers—7'2 to competitively priced. 
100 tons—F-12 or F-22. With room 
console units to provide controlled 
cooling and heating without duct 
work. 








Curtis-built compressors have an enviable record 
of trouble-free performance, long life and 
high efficiency. 








Curtis Air Conditioning and Refrigeration 
equipment is nationally advertised to make your 
selling job easier. 


You can count on Curtis for Sales Plus every time. 





Condensing Units up to 100 tons— Air Handling Units... Cooling Towers and Evaporative 
F-12 or F-22. Condensers to match. 


“Remember 
bole mot- ta! 
COUNT on 











MANUFACTURING COMPANY 


Refrigeration Division 
1951 KIENLEN AVE., ST. LOUIS 20, MO. 
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(Continued from bottom of page 132) 
tions, with certain modifications, formed the basis 
for legislation enacted by Congress: The Housing 
Act of 1954 and its subsequent amendments. A 
new philosophy came into being and began to be 
translated into action. 

The Act itself introduced entirely new concepts 
of housing and home financing. It extended and 
expanded others. And it took brand-new recog- 
nition of a long-hidden but shockingly true ele- 
ment in broad-scale urban renewal: clearing 
slums was literally a hopeless job—it could not 
be accomplished—municipal bankruptcy was fac- 
ing the nation—the richest nation on earth would 
inevitably become the richest slum on earth— 
unless the flood of new slums could be brought 
under control by rehabilitating middle-aged homes 
and other buildings of sound construction. 

But on this occasion I want to discuss, not 
slums, not blighted areas in danger of becoming 
slums, not even those urban sections that touch 
on such areas. I want to talk about all older areas 
—those in which houses twenty years and older 
predominate—in all the towns and cities of the 
United States. 

It is in the older areas, many of very high qual- 
ity, that more than half of the nation’s people 
live today. The total property investment— 
though not precisely measurable—is considerably 
in excess of 200 billion dollars. 

And we have not been protecting that invest- 
ment. We have been letting a vast national asset 
—dwelling place of half the American people— 
depreciate at a rate no factory or mercantile es- 
tablishment would tolerate. And business leaders 
have been partly at fault. They thought only in 
terms of “somebody else’s property.” Along with 
others, they failed to see that this was the nation’s 
property, the nation’s economy—and thus the de- 
preciation directly affected us all. 


s The capital value of our properties has not been 
keeping pace with other capital values. More im- 
portant, the dividends have been falling off—and 
I mean not only municipal tax revenues but divi- 
dends in efficiency, comfort, and satisfaction. The 
dividends in livability have not kept up with the 
dividends from other sources. Nor have they 
begun to keep up with the American standard of 
livability which the restless genius of American 
home builders is constantly elevating to new 
heights. Countless thousands of our dwellings not 
only lack the utility and livability made possible 
by postwar technical developments, but are 
limited to facilities popular between 1900 and 1935. 
The program recommended by the President’s 








advisory committee was substantially written into 
law during this administration for private indus- 
try to carry out. Today private industry is no 
longer obliged to subsist on promises of govern- 
ment cooperation. From the Eisenhower adminis- 
tration, private industry and the American people 
themselves have actually had that cooperation. 

Today the building and allied industries—with 
the continued cooperation of government—are 
about to undertake an enterprise of tremendous 
scope and of a social import that cannot yet be 
measured. These industries are not only going to 
construct probably 1,300,000 new homes in 1956, 
but they are going to improve very substantially 
10 million or more existing dwellings at a cost of 
over 9 billion dollars. An additional 10 million 
or more homes will receive maintenance and re- 
pairs in excess of another 5 billion dollars. The 
total will be about 3 billion dollars, or 25 percent, 
more than was spent in 1955—and I believe it is 
a conservative estimate. The Chamber of Com- 
merce of the U. S., for example, recently pub- 
lished a statement which I will quote: 


« “These figures certainly indicate that, despite 
the discovery that the residential modernization 
market may be about twice as large as we thought, 
the limit may be far from reached. A possible ad- 
ditional expansion of 25 to 50 percent of the pres- 
ent activity is within probability. This is a chal- 
lenge to the construction industry that should not 
be passed at a time when other sectors of the con- 
struction market may be temporarily close to the 
limits of increased expansion.” 

This is indeed a challenge to home builders. It 
is also an opportunity of spectacular dimensions 
for lenders, realtors, architects, producers, and all 
allied trades and professions. It will mean a whole 
new area of employment for labor. And neither 
the challenge nor the opportunities will be ig- 
nored by any of these. 

I do not use the term “challenge” lightly, nor 
as a matter of rhetoric. : 

For years a nearly hopeless burden has been 
placed on the individual home owner who wished 
to improve his home in an older neighborhood. 
He was usually unable to borrow the funds for a 
real job of improvement—a new wing, a new 
bathroom or kitchen—because few wished to lend 
substantial sums to a home owner in an aging 
area that showed signs of blight. 

Now we have a really fresh approach. We urge 
broad-scale, neighborhood-wide home improve- 
ment, not just pockets of endeavor. And instead 
of relying solely on the part-time efforts of well 
meaning citizen groups—without whom there 
would be no real progress—we now rely also on 


(Please turn to top of page 181) 






























No. 14 No. 15 No. 16 
Install in copper Install in cast Install in cast 
or bronze tee to iron tee to brass tee to 
complete a complete a complete an angle 


balancing valve balancing valve balancing valve 


With MAID-O’-MIST balancing valve adapter units, you 
can avoid carrying heavy stocks of balancing fittings. 
That’s because the MAID-O’-MIST units can be installed 
without advance planning. They’re simple as A-B-C to 
install, and they cost a mere trifle. They are sweat-fitted 
into copper, bronze or brass tees, and threaded into cast 


iron tees. 


And what a remarkable job they do in letting water flow 
freely thru the tee! Since the pipe diameter isn’t reduced, 
there’s no water restriction 
except for the balancing re- 
quired. Contractors and Engi- 
neers agree: MAID-O’-MIST 
Adapter Units, teamed with 
MAID-O’-MIST’S famed Auto- 
Vents make a hard-to-beat 
team for efficient water circu- 
lation. 





NO. 14... Phantom view of one- 
inch Adapter Unit in a tee ready for 







Get full information from your 
jobber or write for catalogue today! 


3217 NORTH PULASKI ROAD - CHICAGO 41, ILL. 














Denver P. R. Program... 
(Continued from bottom of page 126) 


role of the master plumber and 
pipefitter in safeguarding its 
health and providing modern 
comfort. 

The program was launched 
weeks ago under the title, “What 
Does a Plumber Know?” The ad 
points out that “the modern 
plumber must have 10,000 hours 
of schoolroom and on the job in- 
struction under his hat before he 
has the knowledge, skill and 
judgment necessary to practice 
his trade.” It then explains in 
detail what knowledge and ex- 
perience is required. 

As a closing message, the ad 
says, “Of course, knowledge by 
itself has little value. There must 
be a purpose. Ours is simply 
this: To guarantee that your 
calls for plumbing assistance will 
be answered by craftsmen thor- 
oughly trained by an industry 
always striving to do a good job 

. . even better.” 

In addition to this ad, news 
stories on the establishment of 
the Pipe Industry Development 
Fund appeared in daily and 
weekly papers in the Denver 
area, and radio announcements 
were presented ahead of spot 
commercials to call the public’s 
attention to the program. 


» Future projects include news 
and feature stories emphasizing 
the plumber’s training and ex- 
perience, and new developments 
in the plumbing business; bro- 
chures explaining the “why” of 
plumbing costs; and a movie pre- 
senting the many products and 
services provided by the plumb- 
ing contractor for showing at 
service and luncheon clubs. 
Myron McGinley, administra- 
tor of the program, states that 
ads of this type are designed to 
help bring about a better under- 
standing by the public of in- 
creasing costs and wage rates. 
“We hope our program here 
can serve as a model for other 
groups throughout the nation,” 
he says. END 
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OTE TO PUMP DEALERS: 


there have been big design advances in elec- 
tic motors for products you sell. Since these 
advances can affect your profits, we ask... 





© GENERAL @DELEC 
Ao MOTOR WITH TERIAL 





GE SALES-AID TAG calls customer attention 
to quality motor, helps close sales. G-E 
design superiority keeps customers happy 
Means repeat business. 


PROMPT, LOCAL SERVICE he G-E Small 
Motor Service Station in your area mini- 
mizes customer inconvenience and your 
&xpense. See “yellow pages.” 





FOR FREE ILLUSTRATED BROCHURE on G-E pump 
motors $end your name, on your company letterhead, to: 





® 


SMALLER, LIGHTER MOTOR (left) is built by G.E. for nearly all leading brands of sump 
pumps. G.E. also builds a complete line of motors for domestic water systems, heating 


and air conditioning equipment. 


If you were to select the motors for the 
pumps you sell, which design would you 
choose? The right choice is important 
because recent design improvements are 
the most important made in many years. 


This big difference in motors is the 
result of design advances pioneered by 
General Electric. On sump pumps, for 
example, such G-E features as Mylar* 
insulation with 35 times greater moisture 
resistance, permanent lubrication, and 
25% lighter weight for easier handling 


are important to you and your customers. 


There’s more to the G-E story, too! 
G.E. gives you the sales help of a 
“name” motor that study after study 
shows most people recognize and prefer. 
And G-E motors are backed by an ex- 
tensive network of local G-E Small-motor 
Service Stations which can help you pro- 


vide prompt motor service. 


To take advantage of today’s big dif- 
ference in motors, specify ‘‘equipped with 
G-E motors” on your next pump order. 
Order G-E replacement motors, too—for 


the same profitable reasons. 102-36 


*DuPont trademark for polyester film 


Progress /s Our Most Important Product 


GENERAL @@ ELECTRIC 





GENERAL ELECTRIC CO., SECT. 702-36, SCHENECTADY, N. Y. 
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These customers will drive in... 
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when you have snow melting! a 
“Not just a convenience but a distinct com- — - , 
petitive advantage!’ . . . that’s what merchants 
are saying about snow and ice removal systems E. 
for super markets, shopping centers, service AE 
stations, department stores and other commer- 
cial establishments selling to the public. nee 
Clean, bare driveways, parking areas and Anders 
sidewalks (contrasted with snowy, slushy street w ~ 
approaches and uncleared competitors’ places) ELB 
become a strong invitation for shoppers to “‘turn Cabin | 
in’. . . to do business where they are so obvi- ne 
ously wanted. That’s not just theory, but fact, Cribbe 
proved statistically by progressive businesses a 
where steel pipe snow melting systemsare at work. Edwar 
Yes, steel pipe is the first choice for these in- 4 
stallations. The known economy of steel pipe i The Fo 
makes investment in a snow melting system se PAN oe 
economically practical. And in service, steel pipe ny, WAa Ser: Georgi 
has a performance record proved in more than AS i ou o*.°" he 
60 years in hot water and steam heating appli- es oe 
cations. Add to this the advantages of form- ae — 
ability and weldability for coil fabrication and Joba € 
you know why steel pipe is the most widely The Ri 
used pipe in the world . . . for snow melting, _ 
heating, plumbing, fire sprinkler systems, power, Committee on The T: 
steam and air transmission. STEEL PIPE RESEARCH Weel Pape — 
Send for the free 32 page booklet “Steel Pipe AMERICAN IRON AND STEEL INSTITUTE is First Chaiee U.S. 
Snow Melting and Ice Removal Systems.” 350 FIFTH AVENUE, NEW YORK 1, N.Y. = 
Do: 
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Retailers! PLUG IN NOW to 1956’s 


hottest source of 


SALESPOWE 


(more than 4,250,000 families strong!) 








Better Homes 
& Gardens 


1956 home 


IMPROVEMENT 
CONTEST 





EARLY TIE-IN 


ADVERTISERS 
The Aluminum Cooking Utensil Co., Inc. 
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a 


i 
il 


li 
Fi 
: 


ff 
: 
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Electrical 
Universal-Rundie Corporation 
U. S. Plywood Corporation 

(and many more!) 


Py 


eee eeeeeeeeaetseeeeeenee 


Domestic ENGINEERING, Fepruary 1956 


-25,000 


in cash prizes 
for homeowners! 


Through January 5, 1956, more than 2,000 
dealers had written, wired or phoned us 
for promotional kits tying in with this 
great BH&G event—the biggest single 
source of sales excitement in the building 
and allied trades. 

You can benefit from “‘plugging in”’ to this 


FREE PROMOTION KIT! 


| 





Get your 
entry forms here 
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vital source of salespower. BH&G offers 
you help in two specific ways: (1) By 
generating tremendous interest and en- 
thusiasm for home-improvement among 
its more than 4,250,000 families; (2) By 
enabling you to set up your store as offi- 
cial Contest Headquarters with FREE 
BH&G promotion materials including 
entry forms. Many leading advertisers 
have already plugged in, too—see list on 
this page. Get your bid in early for this 
new business. Order your BH&G tie-in 
kit today, so your store can become Con- 
test Headquarters right away! 





HURRY! SEND COUPON TODAY! 


BH&G 1956 HOME IMPROVEMENT CONTEST, Dept. DE-! 
1716 Locust Street, Des Moines 3, lowa 


Please rush me your free Contest Brochure and dealer's kit, so | can 
make my store Headquarters for your 1956 Home Improvement Contest. 





Store Name 





Store Address 





City Ione State 


(ADVERTISERS: Write on your letterhead for Contest 
details, or tie-in assistance, to the above address.) 











anitrol 
| ‘ AS TO SELL, ea AND SERVICE 


Why limit your sales and profits with Blower Units, 6 sizes, 


“short-line” equipment? The Janitrol line 85,000 to 450,000 
Btu/hr inputs 


gives you more opportunities in the big 
commercial-industrial field. Just check 
these advantages that are exclusively 





Janitrol ... 
31 GAS-FIRED MODELS 


} 70 MODELS to Choose From in gas-fired 
. : Heavy Duty Floor 
unit heaters and boilers in capacities from Models, 250,000 


50,000 to 5 million B.t.u.! to 1,500,000 
Btu/hr inputs 


> SPECIFIED by More Engineers. Janitrol leads 
all others in name-specification. It’s easier a 


to sell with professional acceptance. 85,000 to 450,000 
Btu/hr inputs 


> EXCEPTIONAL Service and Performance 
is a matter of record with every Janitrol 
user. Gas utilities report that Janitrol serv- 


Blower Units, 4 sizes, 

65,000 to 150,000 
‘ Btu/hr inputs 
ice costs among the very lowest! (con be equipped os 


winter air conditioner 





for homes) 


» JANITROL Sales Engineers Help You with 


any unusual layout problems. Let these 


specialists save you time, help you sell. 


fan Type, 9 sizes, 


ee ae 50,000 to 225,000 
OLESALERS Btu/hr inputs 


WH 
AND 


DEALER S$ 
AY for the complete 


D 
write TO y and sales oppor 


Janitrol stor 
tunities in your area. 


= 


39 HOT WATER AND STEAM MODELS 





With sturdy cast iron, baffle-design 


if 4 boiler sections that give longer life... ...., 
ari Tro 0 better heat extraction. Fully enclosed in smart, 
streamlined cabinets. Capacities for 
the smallest home and up to 5 million B.t.u. 





DIVISION OF SURFACE COMBUSTION CORPORATION 
400 DUBLIN AVENUE, COLUMBUS 16, OHIO + IN CANADA: ALVAR SIMPSON LTD., TORONTO 13 
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sizes, 


LOOK FOR PHELPS DODGE TUBES 
PACKAGED IN THIS 
"EASY-TO-HANDLE CARTON 


EASIER TO HANDLE — 


due to lightness and convenient 
‘‘grip-hole.”’ 


EASIER TO STOCK— 


can be flat-stacked, rack-stacked 
or suspended on hooks. 


EASIER TO IDENTIFY= 


size and type imprinted on 
all carton edges. 


COMPLETE PROTECTION — 


each carton contains a 
single coil—no shifting, distortion 
or coil-to-coil contact. 


PHELPS DODGE COPPER PRODUCTS... 


CORPORATION copper water tube and refrigeration 


tubing is now available in 
our newly designed single cartons. 


New York, New York ¢ Los Angeles, California 
OFFICES IN PRINCIPAL CITIES OF THE U. S. 
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(Continued from page 80) 


Flexible Connections 

A line of flexible water supply 
connections in standard models, 
siz2s and lengths has been an- 





nounced by Harcraft Brass. Stand- 
ard %-in. o.d. chrome plated copper 
tubing is used. Features include 
silver brazed stops and nose pieces 
for strength. Units are offered in 
boxed sets or as separate parts. 
Manufacturer: Harvey Machine 
Co., Inc., Harcraft Brass Div., 19200 
S. Western Ave., Torrance, Calif. 


Pipe Insulation Wrapper 

A new flexible pipe insulation 
wrapper designed to cover heat in- 
sulation for protection against 
weather, sunlight, moisture and 
chemical action has been an- 


nounced by Fabric. The wrapper 
is fabricated of heavy cotton cloth 
heat-fused with a chemically re- 
sistant resin. It can be sewn or 
wrapped around all pip2 surfaces 
and is available in red, gray, yel- 
low, green and pigmented alumi- 
num colors, and in 75 yard lengths 


by 54 in. wide. 


Manufacturer: Industrial Lami- 
nates Div., Fabric Distributing Co., 


54 Franklin St., New York 13. 


Water Closet Seat 


Century Products has introduced 
a new closet seat in ebony. black 
plastic with a gold fleck design. The 
seat is of the all-enclosed, solid 
type construction and _ features 
polyethylene lid bumpers, an ex- 


tended back hinge and chrome- 
plated solid brass fittings. It be- 





lod 


comes the deluxe model in the 
firm’s line. 

Manufacturer: Century Products, 
Inc., 8219 Almira Ave., Cleveland 2. 








Template Offered to Simplify Diagramming Work 


A template which contains cut- 
out symbols of all approved ASA-Z 
Standard heating and air condi- 
tioning diagrams has been devel- 
oped to simplify diagramming work 
on plans and blueprints. By run- 
ning a pencil or pen through the 
proper engraved symbols designa- 
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tions for convectors, condensers, 
heat exchangers, cooling towers, 
evaporators, valves, vents, receiv- 
ers, traps, etc. can be made on the 
diagrams. The template measures 
5 by 7 in. 

Manufacturer: A. Lawrence Karp, 
16 Putnam Park, Greenwich, Conn. 





Washer-Dryer Ensemble 


Westinghouse has announced a 
new automatic washer and match- 
ing dryer that fit into a floor space 
25 in. wide. The appliances are 
designed to permit the dryer to be 
installed above the washer, making 
the two into a single compact unit. 
The front opening and front 





mounted control dial on each model 
make the vertical installation pos- 
sible as either free standing or 
built-in units. Both appliances are 
available in a choice of four colors 
and white, and may be installed 
side-by-side if desired. Doors may 
be hinged to open either right or 


left. 
Manufacturer: 


Div., Mansfield, O. 


Pressure Gauge 


A new maximum pressure gauge 
designed to minimize gauge watch- 
ing and to record pressure reached 
over any period of time has been 
developed by Jas. P. Marsh. It has 
a standard 0-400 psi range. A check 
valve traps pressure applied inside 
a bourdon tube and an indicating 
hand is stopped on the dial at the 
point of maximum pressure. A 
push button at the side of gauge 
socket returns the pointer to zero, 
releasing the pressure. The gauge 


is recommended for checking and 
balancing refrigeration systems. 





Manufacturer: Jas. P. Marsh 
Corp., 3501 W. Howard, Skokie, III. 
(Please turn to top of page 146) 


Domestic ENGINEERING, FEBRUARY 1956 








Westinghouse 
Electric Corp., Major Appliance 
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~ What is 
a plumber ? 





To the American people a plumber is a 
plumber, and that’s it. They couldn’t tell 
you the difference between an apprentice 
and a plumbing contractor if they had to. 
And, just as important, they have little idea 
of the dangers of improper plumbing or of 
the benefits of dealing with an NAPC 
contractor. 

On July 1, last year, the National Associa- 
tion of Plumbing Contractors started work 
on a public-relations program to correct 
this situation. You have undoubtedly seen 
some of the magazine and newspaper stories 
which have been inspired by the program. 


N.A.P.C. Picks the Post 


To get their story before the entire nation 
in the quickest and most efficient way, the 
NAPC knew it needed national advertising. 
And they naturally picked the magazine 
that is known for its ability to get to the 
heart—and the mind—of America: The 
Saturday Evening Post. 

Over the years the Post has been the 
first choice as the place to sell ideas as well 
as the first place to sell products. In the 
very field of business associations it has a 
unique history of success stories. 


Last month the NAPC’s big, full-page 
“kickoff” advertisement appeared in the 
January 21 issue of The Saturday Evening 
Post—on sale January 17. It was the spear- 
head of a completely integrated public-re- 
lations and sales-promotion program. It 
will be followed by three half-page adver- 
tisements in the Post on February 18, 
March 17, and April 14. And it will be co- 


The Saturday Evening 


ordinated with six full-page advertisements 
in architectural magazines. 

Before the appearance of the first NAPC 
advertisement, every contractor member 
was mailed a basic merchandising kit. This 
kit formed, in effect, a complete do-it-your- 
self advertising agency for the local con- 
tractor. It included tie-in advertising mats, 
mailers, display material, radio and TV 
commercials, speeches, and easy-to-follow 
instructions. 


This Campaign Is Vital 


The importance of telling this story cannot 
be overemphasized. On a national scale it 
can make the difference between a “good 
press” and a bad one, between a growing 
share of the consumer’s dollar ora declining 
one. Locally, it can mean more customers 
and more satisfied customers. It can mean 
a better understanding and appreciation of 
costs and charges. It can mean a more 
pleasant and more profitable business life 
for association members. 


Local Cooperation Needed 


These kinds of results depend on more than 
just a hard-hitting, carefully planned, and 
skillfully executed campaign. They occur 
only when everybody works together. In 
public relations, as in sales, nothing can 
replace the individual who meets, serves 
and sells to the public. It is up to the local 
contractors to use the material supplied by 
the NAPC, to tie in with the advertising in 
The Saturday Evening Post, and to insure 
the success of the program. 






-gets to the heart of America 


















dependable service 
on the Copper Tube 
you can recommend 
with confidence! 

















— W's Gobel business to know that wherever.your 
Wechous, you're within easy reach of a Reading Tube 
- "You can always'be sure of the right amount of tub- 
, ing at the right'time to meet even the most urgent orders. 


ad And_you'tan be sure that you're building good 

will, aswell as pt business, with every order . . . because 

(you treat sou custémers to a bonus of extra quality every 
fiver R 


time you « Reading Copper Tube. We make tubing 
“and only tubing; “in one of America’s most modern, com- 


pletely integrated mills. By specializing, we can deliver a 
better product to you . . . a product you will be proud to 
Wholesalers 
Bigs. 


deliver, too. 
Onl ye, ape P,P 
ia READING TUBE CORPORATION 
EMPIRE STATE BUILDING, NEW YORK 1, N. Y. ~ 
WORKS: READING, PA. 





Sold Through 
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NO OFF” SEASON 
WHEN YOU SELL 


WINKLER 


Complete heating—cooling line 


keeps sales up the year 'round 


For heating only...for heating and cooling...or for 
cooling only, there is no home comfort requirement 
which can’t be satisfied with Winkler equipment. In sell- 
ing either new home builders or modernizers, you need 
never miss a sale because of a ‘“‘short”’ line. The illustra- 
tions here show a few of the many combinations possible 
with Winkler Heating and Cooling Products. 

Winkler backs up quality of product with thorough 
instruction in productive salesmanship! At the Winkler 
Training Institute, ingenious ‘‘visualizers’’ and expert 
instructors take all the mystery out of air conditioning— 
show dealers how to sell Winkler Products and install 
them for maximum customer satisfaction. 

That’s why the Winkler Direct Factory Franchise is a 
growing and enduring asset for dealers who take advan- 
tage of its many profit-making features. Why not write 
today for details. 





<—— 


| Winkler Evaporator in 
counterflow furnace 


for perimeter heating 
and cooling. 


Winkler Evaporator in 
vertical furnace for 


upflow circulation. & ‘4 


Basement furnace 
with Winkler Evapo- 
il rator on top. 


J 





Horizontal furnace with 


Winkler Evaporator can be 
suspended in basement, 
crawl space or overhead. 


Winkler Evaporator in duct 
work of forced circulation 
worm oir system, 





Basement or craw! space installation 
of Winkler Evaporotor ond Blower in 
steam or hot woter heated home. 


in homes with steam or hot water heat, 
a Winkler Evaporator and Blower moy 
be installed in attic or upstairs hall. 





Makers of Oil and Gas-fired Boilers and Furnaces...Gas Conversion 


Burners ... Oil Burners . . . Stokers . . 


. Air Conditioning Equipment 


WINKLER 


WRITE TODAY FOR DIRECT FACTORY FRANCHISE DETAILS 


STEWART-WARNER CORPORATION 


U. S. MACHINE DIVISION «+ Dept. F-26 + LEBANON, INDIANA 
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(Continued from page 142) 


Furnace Line 

A new line of gas or oil-fired fur- 
naces which permit simple adapta- 
tion to year-’round air conditioning 
has been announced by Carrier. 
Vertical models are available with 
matching plenum on top which 
serves as a section of the duct. To 
adapt for year-’round air condition- 
ing it is only necessary to lift the 
removable front cover on the plen- 
um, slip in the cooling coil and 


connect it to a remote air cooled 
condensing unit (shown through 
window in illustration). The verti- 
cal model is 414 ft high, 28 in. deep, 
and varies in width from 14 in. to 
2% ft. The cabinet is finished in 
two-tone blue and grey. Upflow, 
counterflow and horizontal models 
provide capacities ranging from 
75,000 to 231,000 Btu/hr with all 
types of gases. 
Manufacturer: 

Syracuse 1, N. Y. 


Carrier Corp., 


Pipe Strainers 

Armstrong Machine Works has 
added a line of carbon moly steel 
strainers of the Y type for high 


pressure and high temperature 
pipe. For oil, gas, air, water and 
steam lines, the strainers are suit- 


Stainless Asbestos 
Gasket 


Straight Threaded Bushing 


able for pressures to 900 lbs and 
temperatures to 900 F. Offered in 
six sizes, % through 2 in., 14%, 1% 
and 2 in. sizes have bolted retainer 
plates; smaller sizes have straight 
screwed bushings. Stainless steel 
screens are standard but other 
screening materials are available. 
Blow-out protection is provided by 
a stainless-asbestos gasket locked 
between the body and _ bushing 
base. 

Manufacturer: Armstrong Ma- 
chine Works, Three Rivers, Mich. 


Air Diffuser 

A re-styled ceiling air diffuser 
for residences has been announced 
by Connor Engineering Corp. Re- 


styling includes reduced dimen- 
sions and sharpened contours, and 


Valve Combines Diaphragm, Solenoid Features 


A new gas valve with moving 
parts cushioned in oil has been an- 
nounced by Minneapolis-Honey- 
well. The unit has a sealed, oil- 
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filled powerhead containing a mag- 
netic operator for motivating force. 
Combining features of diaphragm 
and solenoid type valves, bleed 
lines or burners are not required 
nor is a terminal strip. Mechanical 
and electrical parts have been re- 
moved from the gas stream to keep 
them free of dirt or corrosion. A 
floating disc permits mounting the 
valve in any position. The seat is 
at a 45 deg. angle. 

Manufacturer: Minneapolis- 
Honeywell Regulator Co., Minnea- 
polis, Minn. 


the capacity range has been in- 
creased to more than 750 cfm with 
the addition of 10 and 12 in. units. 
The collar now fits inside of the 
round duct and has a sponge rub- 
ber gasket. 

Manufacturer: Connor Engi- 
neering Corp., Danbury, Conn. 


Plastic Sewer Pipe 

A new line of plastic pipe for 
sewer-to-house and house-to-sep- 
tic tank connections has been an- 
nounced by Carlon Products. The 
pipe is resistant to moisture and 
corrosion; 10 ft of 4-in. pipe weighs 
141% lbs. Two lengths are joined 
together by brushing cement on the 
outside ends of the pipe and inside 
the coupling. The ends are then 


“a 


pushed together and the cement 
sets quickly to provide a permanent 
seal. The pipe comes in 10-ft lengths 
in 2 to 6-in. sizes with reducers, 
adaptors and couplings for special 
sizes and angles and for coupling 
to other types of pipe. 


Manufacturer: Carlon Products 
Corp., 10225 Meech, Cleveland. 


Process Packing 

A self-forming and self-lubricat- 
ing process packing has been an- 
nounced by Flexrock. Available in 
one size, the packing is capable of 
conforming to the size and shape of 
any pump stuffing box or fitting to 
meet most average requirements. 
The packing is available in coil or 


spiral form, or shredded or bulk 
form. 
Manufacturer: 
Philadelphia 1. 
(Please turn to top of page 150) 


Flexrock Co., 


Domestic ENGINEERING, Fesruary 1956 








You leave o lifetime salesman on the job ! 


.. -EVERY TIME 
YOU INSTALL A 
at 4eii-)-le), \- ay a fe) 














The 770 Series Oil Fired Boiler-Burner 
Unit performs so well, gives so much 
foakela-mial-t-\ilale Mr- fale Melelaal-t-iilomialen: 

water satisfaction, and costs so much 
i-3-S-Se foMee}] ol-ia-\i-man dat-t@ialelssl mek sal-ia_) 

Fis -me tal ialee-ti-t-Siceme-lolel ei @ia-locelaslaal—saleliale mai 
item ial -salel-mr- Vale Mal-itelaleolela-mmm lal-3¢- 11) 

aie cetiolololal-meltr-liis mh Aim Allesl-me- lalell ol aol ii: 
igeles Mi ialt- me oldlet-il-)-t-mr- leh Zia ii-ilale me 

ihe Se liolovolal-Mi-lelll-1 am Ololaal ol: lak sum lal ome 


101 Park Avenue, New York 17, N.Y. 


Beene Mebebeatitt tty! 








Fitzgibbons 770 Series come completely pre- 
assembled and wired—all ready to 

hook up to any forced hot water system. 
Fiush jacket (as shown) or Enclosing Jacket. 


CE lg 
tha, 
cna, 


The Fitzgibbons Boiler 
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Valentine in the Basement 


... by One of Your Customers 









On the Eve of St. Valentine’s, all through the house, 
There are people a-stirring, from baby to spouse. 
Mamma’s in her towel, just out of her bath, 

And Pappa from his chin has just shaved off the chaff; 
The eldest has bathed and has gone off to bed, 

While the baby’s now having mud washed off his head. 


The maid’s singing songs while she’s washing the dishes; 
There’s hot water enough to meet all of her wishes. 
The laundry’s all washed and is ready to dry: 


It'll be neat in drawers, in the wink of an eye. 


And down in the basement, and all unattended, 

Is the reason for all this activity splendid: 
TOASTMASTER provided our Valentine beauty, 
And heating up water's its primary duty. 

It’s so doggoned efficient, and really much faster, 
We'd never give up our low-cost TOASTMASTER! 














Insulated with Fiberglas: keeps the costs low, 
lonodoglas inside—prevents rust, you know. 


Then, we had our choice—either gas or electric; 
And both had more features than we dared expectric! 


We're glad that our dealer (who's also our plumber) 
Recommended this TOASTMASTER* model number! 


So we honestly say, without more ado, 
Mr. TOASTMASTER dealer, WE DEARLY LOVE YOU! 


Looking for a Toastmaster 


nna at Water Heater dealership in 
your trading crea? A letter 

to the address below will bring T 
you all details and advan- 

i tages... in o hurry! Vv 


TOASTMASTER | 


Aitomatic Water Heatou 








wn 
—_— 


McGRAW ELECTRIC CO. ¢ Clark Division + 5201 W. 64th St., Chicage 38, Ill. a ti 

“Toastmaster” is @ registered trademark of McGraw Electric Co., Chicago, makers of “Toastmaster” set ti 

Water Hecters, “Tocstmaster” toasters and other “Toastmaster” and “Tropic-Aire” products. ; tk 
Copyright, 1956, by McGraw Electric Co. 

ce 

al 

Ci 
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“THIS IS PROGRESS .. .” 





COMPLETING a Copper Tube Sanitary Drainage System in a Wilson home. Note the cast 
bronze solder-joint house trap—a recent addition to the Anaconda line of Drainage Fittings. 


Anaconda Copper Tube Drainage Systems Save ¥ in 
Installation Time... Speed Completions . . . Add Appeal 


The first time plumbing contractor 
W. H. Dressel used Anaconda Copper 
Tubes for sanitary drainage piping he 
proved to his satisfaction, and the 
builder’s, that with copper there are 
real advantages for all concerned — 
builder, contractor and homeowner. 

In Builder Wilson’s Sherwood Park 
Development of 150 low-priced homes 
at Torrington, Conn., Mr. Dressel is 
using copper tubes and solder-joint cast 
bronze drainage fittings for the com- 
plete drainage system—from roof vent 
to house sewer. Job time records are 
showing a saving of % in installation 
FH time as compared to similar installa- 
: tions using ferrous piping. But it isn’t 
the time-saving feature alone which ac- 
counts for the swing in Torrington 
and hundreds of other cities to ALL- 
CopPER plumbing. 
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Advantages of Anaconda Copper Tubes 
and Fittings. Standard 20’ lengths (all 
sizes) mean fewer joints. Shop-fabri- 
cated assemblies are easily handled and 
installed. Trim, compact fittings save 
space and carpentry—a 3” stack with 
fittings will fit within a 4” partition— 
no costly build-outs or wide plumbing 
walls. 

“This is progress and we’re all for it,’’ 
say Builder Wilson and Contractor 
Dressel. “The installation advantages 
are important to both the plumbing 
contractor and builder—but there are 
other advantages too. Home buyers 
recognize ALL-COPPER plumbing as a 
sign of quality and up-to-date con- 
struction. Copper has selling appeal 
and that’s an advantage worth many 
dollars to the builder and his plumb- 
ing contractor.” 


Anaconda Copper Tubes are avail- 
able in all standard wall thicknesses— 
Types K, L, M and the new lighter 
weight Type DWV, which offers addi- 
tional savings in job costs. Types M 
and DWV are for all lines of the sani- 
tary drainage system above ground, 
and Types K and L for that part of the 
system buried underground, 

Write for “Copper Tube Drainage 
Systems,” publication No. C-33. Ad- 
dress: The American Brass Company, 
Waterbury 20, Conn. In Canada: 
Anaconda American Brass Ltd., New 
Toronto, Ontario. 5518 


® 


COPPER TUBES 
Available through plumbing wholesalers 
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Shopping with D. E. 


(Continued from page 146) 
Swing Check Valves 
A new line of Y-type swing 
check valves in both solder and 
threaded end styles has been an- 





Northern 


nounced by Indiana 
Brass. In 125 and 150 lb SWP pres- 
sure ratings, the valves are avail- 
able in sizes from % through 2 in. 
The 125 lb valves have brass discs; 
the 150 lb have composition steam 
discs. The Y pattern design per- 
mits access to the flapper and disc 
assembly and assures positive clos- 
ing when flow is interrupted in 
either horizontal or vertical posi- 
tions. The valves are individually 
boxed. 

Manufacturer: Northern Indiana 
Brass Co., Elkhart, Ind. 


Window Air Conditioner 
Remington has announced a new 
2-hp unit as the leader in its 1956 
window air conditioner line. This 
flush-mounted model features a 
2-speed fan, thermostat, face- 
mounted discharge grilles and ad- 
justable mount. Other window 
units in the line are available in 
two series. One includes % and 
%4-hp models designed to fit a 
24-in. double hung window with- 


out structural changes. The other 
series includes a %4-hp model with 
thermostat, 2-speed fan and 10- 
way discharge grilles; and a com- 
panion 1-hp model. For installa- 
tion completely within the room, 
the firm’s “Consolaire” models are 
available in 3%4 and 1-hp capacities 
for installation in front of either 
double-hung or casement windows. 
No extra ducts are required. A 
l-hp water cooled console model 
for conditioning interior spaces is 
also included in the line, as well 
as a 14-hp unit in either air or 
water-cooled models. 

Manufacturer: Remington Air 
Conditioning Div. of Remington 
Corp., Auburn, N. Y. 


Low-Water Cut-Off 


Econo Products has announced 
an electric action low-water cut-off 
with all mechanical action elimi- 
nated and no moving parts. The 
device operates electrically using a 
porcelain electric probe recorder 
mounted through a tapping in the 





boiler. A red signal light and an 
audibl> a'arm in th alarm box 
s gnal a fall in water level. The 
unit is designed with a built-in 


Boosey Develops Air Gap for Drain Line Protection 


INLET 


TAD 





+ 
ra" 


OUTLET 


A fixed air gap for guarding wa- 
ter supply drain lines from sewage 


150 


contamination has been developed 
by Norman Boosey. One style is 
available in lengths of 8, 1142, 1542, 
and 194 in. with tapped inlet and 
tapped or spigot outlet. Another 
style is of standard 54 in. length, 
with % in. inlet and 14 in. outlet, 
adjustable to fit smaller inlet and 
outlet lines. Height of the fixed air 
gap in both styles complies with 
standards for the inlet diameter. 
The gap is specifically designed to 
prevent cross connections between 
supply drains and sewers. 
Manufacturer: Norman Boosey 
Mfg. Co., 5281 Avery Ave., Detroit. 


timing device which prevents any 
signal being sounded by boiler 
surge or other temporary water 
level variation. The unit is resist- 
ant to the effects of steam, temper- 
ature, boiler conditions, com- 
pounds, oil or scum. One size will 
accommodate any boiler. 

Manufacturer: Econo Products 
Co., East Haddam, Conn. 


Axial Fan Series 

American Blower has announced 
a new line of axial fans featuring 
straight-line air flow for industrial 
ventilation, process air supply, etc. 
The fans have cylindrical casings 
for installation in ducts and can he 





mounted for vertical or horizontal 
air flow. The fans are available in 
either vaneaxial or tubeaxial de- 
signs. The tubeaxial direct drive 
units are available in 12 sizes pro- 
viding free air deliveries up to 
68,000 cfm. Vaneaxial models are 
available as direct drive units in 12 
sizes with free deliveries up to 
58,500 cfm, or as V-belt drive units 
(illustrated) also in 12 sizes with 
free deliveries to 51,000 cfm. 

Manufacturer: American Blower 
Corp., Detroit 32. 


Furnace Vacuum Cleaner 

A furnace vacuum cleaner with 
a specially designed secondary fil- 
ter to avoid clogging has been an- 


a T my 










nounced by Pullman. The cleaner 
is resistant to soot, acids, fire, rot 
and mildew. Attachments are in- 
cluded. 
Manufacturer: Pullman Vacuum 
Cleaner Corp., 25 Buick St., Boston. 
(Please turn to top of page 156) 
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WATER SOFTENERS & FILTERS 
ced 
ing * Bruner Corporation has made and sold more FULLY AUTO- 
rial MATIC water softeners than any other manufacturer in the 
etc. world. Bruner quality products are sold only through the plumb- 
ngs | ing trade. 
he : 
ya “— NO BUTTONS e@ NO LEVERS fe NO ES TO TURN... I 
a GER NOT 50%—NOT75% =| 
we * 4 | 
—but 100% fully automatic 
—regenerates while you 
sleep! 
ital 
» in 
de- 
‘ive 3 
— =| DIAL-O-MATIC 
to ® (J- 
— MODEL ] 
1 12 | Actematte timer con- | 
to trolled for effortless op- 
nits eration. 
rith | 
. l 
" All Bruner Softeners 
it 
= ony 10 _ SINGLE LEVER 
endl franty. MODEL 
Manual type; simple, 
easy to operate. 
Anyone can do it. 
Water softener sales 
and profits are boom- pas ys 
ing everywhere. Be a BRUNER 41 
BONUS dealer. Send for de- | THE CHAMPION 
tails today or see your plumbing Budget priced 
ner » jobber. model. An amazing 
rot value at such a low 
; price. $85.00 up, re- 
in- tail, 
= a 
on. 
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Its usable horsepower that counts! 



























Many possenger cor type truck engines have to rev up to high 
speeds to pull their loads. They strain at the job—cost big money 


Internationals give you power in wear and repair. INTERNATIONAL all-truck engines turn at rela- 
- . - tively low rpm—deliver high usable horsepower at normal road 
without strain at safe, economical rpm speeds, for peak performance, long life, BIG money savings. 


to save you the BIG money! 


Rated horsepower figures don’t tell the whole story 

of truck performance. : 
Wise truck buyers want to know more than rated horsepower. 
They want to know what actual usable horsepower they 

are going to get to pull capacity loads at normal, legal speeds — 
without undue engine strain. 


Usable horsepower — that’s the point to keep in 

mind when buying trucks. 

INTERNATIONAL engines deliver high usable horsepower at 
economical, wear-reducing speeds. Because they are built for 
use in trucks, with no compromise with passenger car design. 









You get the usable power you need, plus longest truck life, in the world’s most complete truck line, there ore oll-truck 

every driver comfort and convenience. See your models for every plumbing job. Eight light-duty models with pickup 

INTERNATIONAL Dealer or Branch for trucks exactly right for or tn tate eee oe a models and 10 
: . ium-dut is t / : 

your job—all-truck built to save you the BIG money. Ee ee sii 

INTERNATIONAL HARVESTER COMPANY ¢ CHICAGO ae 






All-Truck Built to 


wk 
save you the BIG money: 





INTERNATIONAL 
TRUCKS 







Motor Trucks * Crawler Tractors * Industrial Power 
» McCormick® Farm Equipment and Farmall® Tractors 
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FIG. 2131 
12" to 2” 
125 Ib. $.P. 

200 Ib. W.0.G. 
Rising Stem 

Double Wedge Disc 
FIG. 2132 i 
Solid Wedge Disc 


FIG. 2133 
Non-Rising Stem 
Single Wedge Disc 


















SOLDER-END 
VALVES 


for COPPER TUBING 
















SWING CHECK 


FIG. 2145 

2" to 2” 

125 Ib. $.P. 200 Ib. W.0.G. 
Renewable 

Bronze Disc and Side Plugs 
















Now you can take advantage of the superior quality, 
advanced design, and outstanding performance of 
famous Lunkenheimer Bronze Valves for your 
copper tubing installations! 








rev up to high 
-cost big money 
ines turn at relo- The complete line of five patterns, with precision 
ot normal rose machined bores and ends, is designed for use with 
ley savings. ° 

types K, L, and M copper tubing. 













In operating features, materials, and workmanship, 
these valves are identical with the corresponding 





| iN -M.—”’ 









Lunkenheimer figures in the Screwed-End Bronze FIG. 126 
, sen: Ya" to 2” 
Valve series: rt 
@ Non-Slip Handwheel assures tight closing 300 Ib. W.0.G. 






Renewable 
Non-Metallic Dise 





@ Famous Stemalloy Stem—wmillions in use, without a 
single failure 





@ Hexagon Head Gland for easier repacking 
@ Extra-deep Stuffing Box reduces servicing 
@ Repacking Seats above stem threads 


@ Body and Bonnet of dense, close- 
LUNKENHEIMER grained, corrosion-resistant bronze 







FOR COMPLETE DETAILS ON THE NEWEST 
AND BEST SOLDER-END VALVES see your 
Lunkenheimer Distributor or request litera- 
ture from The Lunkenheimer Company, Box 
360, Cincinnati 14, Ohio. 





ere are all-truck 
odels with pickup 
models and 10 








L-855-18 


% QuaLiTy BRONZE @ IRON ¢ STEEL ° PVC 
| LUN NHEIMER 
4 


none: 
net OW? VUCQH NAME IN VALVES 















ol Power 
IS Tractors 
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The Kay Company; Herb Kay, owner. Leading 
heating and air conditioning dealer in Waco, Tex. 


Air Conditioning is More Profitable to Handle” 


.-.- Says Herb Kay of Waco, Texas 


“T checked all the leading lines before I made the switch to Lennox. 
So I knew I was getting just what I wanted in top-quality heating 
and air conditioning equipment, with greater profit opportunities. 
’ But I got even more than I dared hope for! Service is always same-day 
or next-day at the latest. The Lennox air conditioners are completely 
packaged; my men install them faster and never have to run back 
to the shop for missing parts. Better yet—a Lennox installation 
seldom needs warranty service calls. That actually puts net profits 
in the bank—dquick! Since half of my $450,000 annual sales are in 
air conditioning, it’s vitally important to me to have a full line that’s 
easiest to install and requires the least amount of service. Believe 


me—that means Lennox!”’ 


LENNOX Industries Inc. 


ae 1895 


Marshalltown, lowa—Columbus, Ohio—Syracuse, N. Y. 
Salt Lake City, Utah—Los Angeles, Calif.—Fort Worth, 
Texas—Decatur, Georgia—Des Moines, lowa 
In Canada: Toronto, Montreal and Calgary 


Domestic ENGINEERING, Fesruary 1956 


nn 


CLIP AND MAIL 

Lennox Industries Inc. 

(Address nearest branch. See locations at left.) 

All right!—show me proof that Lennox is the most profitable 


line that I can handle. No obligation on my part. 
Company 
Address 


City 


Pa ides erent 











Shopping with D. E. 


(Continued from page 150) 

Hot Water Generator 

A new electric hot water gener- 
ator to provide hot water for a 
variety of heating applications has 
been introduced by Precision Parts 
Corp. The unit is designed for use 
with radiant panel, convector, base- 
board or radiator-type heating 
systems. It requires no flue or vent 
and its compact size facilitates in- 
stallation in attic, basement, utility 
room or kitchen. Components of the 
factory-assembled unit include 


generating tubes, thermostats, wa- 
ter circulator and safety valve in 
one compact enclosure. 

Manufacturer: Precision Parts 
Corp., 400 N. First St., Nashville 7, 
Tenn. 


Non-Freezing Outside Faucet 
A non-freezing outside faucet 
has been developed by American 
Sanitary. Installed outside the 
building, the faucet has a tube ex- 
tending to the inside with the shut 
off threads and valve seat located 
inside. The faucet is of brass and 
the extension tube of copper. It is 


available in 6, 8, 10, 12, 14, 18 and 
24-in. lengths. Installation can be 


made through a 1%¢-in. hole with- 
out taking the faucet apart. Guide 
marks on the inside portions sim- 
plify line-up. The inside connec- 
tion may be coupled with iron pipe 
or copper tube, according to the re- 
quirements of the installation. 

Manufacturer: American Sani- 
tary Mfg. Co., Abingdon, III. 


Ceiling Diffuser 

An adjustable ceiling diffuser 
designed for varying air pattern 
applications, such as combination 


heating and cooling installations 
has been announced by Air Control 


Products. Performarice ranges from 


Adds Counterflow A-C Unit for Perimeter Systems 


Janitro] has announced a new 
counter-flow year round air condi- 


156 


tioning unit with a matching com- 
partment for a summer cooling 
evaporation coil. The gas-fired unit 
is available in 80,000, 100,000 and 
120,000 Btu/hr input sizes. The 
cooling assembly may be included 
in original installation or added 
later. The cooling section acts as a 
base for the unit and is 16 in. high. 
The air-cooled, compressor-con- 
denser unit is the remote type. All 
components and operating controls 
are accessible from the front. 
Manufacturer: Janitrol Heating 
and Air Conditioning Division, 
Surface Combustion Corp., Colum- 


bus 16, O. 


flat horizontal air movement to a 
concentrated vertical pattern. The 
center ring assembly is moved up 
or down to adjust the pattern by 
turning the center cap. The diffuser 
is available in 8 to 22 in. 
Manufacturer: Air Control Prod- 
ucts, Inc., Coopersville, Mich. 


Pressure Reducing Valves 

A newly designed series of water 
pressure reducing valves has been 
announced by Leslie Co. The valves 
are available in %, %4, 1, 1%, 1% 
and 2-in. sizes with treated cast 
iron bodies. The inlet pressure 
range is 10-250 psi, 180F with re- 
duced pressure ranges of 5-30 psi 
or 25-80 psi. Minimum pressure 
drop is 5 psi. The valves feature a 
large bowl, a long travel diaphragm, 


and renewable trim with inter- 
changeable fit. 
Manufacturer: Leslie Co., Dela- 


field Ave., Lyndhurst, N. J. 


Refrigerator-Freezer Line 
Crosley has announced a new 
electric automatic defrosting sys- 
tem and two “freezerless” models 
matched by upright freezers as fea- 
tures of its 1956 refrigerator line. 
The defrosting system applies elec- 
tric current to all areas where frost 
accumulates. The two freezeless 
models with matching freezers offer 








22 and 28 cu ft of fresh and frozen 
storage respectively. Another model 
has a 130-lb freezer at the bottom 
of the unit. 

Manufacturer: Crosley and Ben- 
dix Home Appliances Div., Avco 
Mfg. Corp., Cincinnati 25, O. 

(Please turn to top of page 162) 
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THE ALL-NEW 


U.S.-CARLIN 
“150 SERIES” 


Designed exclusively for flange mounting on 
any furnace, boiler or water heater with 
minimum tube opening of 4%” diameter. 


MOTOR—'2 H.P. long-hour duty with safety overload 
control. Complies with NEMA mounting specifications. 
TRANSFORMER— 10,000 volt. Shielded to elimi- 
nate radio and TV interference. 

AIR TUBE—Steel. 4%” O.D. 

AIR DEFLECTOR BAFFLE—Adjustable: For posi- 
tioning of fire. (Model 150F only) 

FAN—Precision balanced. Mounted directly on motor 
shaft. 

NOZZLE—Stainless steel alloy. Hollow cone spray 


to conform to burner air pattern. 

FUEL UNIT—Single-stage with built-in strainers and 
pressure regulating valve. Two-stage fuel unit avail- 
able on special order. 

ELECTRODE ASSEMBLY —Lifetime phosphor bronze 
bus bars. Nichrome steel electrodes with full-glazed 
porcelain insulators. (Model 150SF-2 has counter- 
bored insulators.) 

HOUSING—One-piece cast iron. Designed for effi- 
cient air delivery and smooth, quiet operation. 
Machined to rigid standards. 

AIR SHUTTER—Assures uniform 4-way air intake. 
COUPLING—Universal type with rubber center 
piece. 

GRADE OF OIL—No. 2 U. S. Government Commer- 
cial Standard CS12-48. 

CONTROLS—Thermostat, Limit Control and Stack 
Relay. 

ELECTRICAL CHARACTERISTICS— 1 1 5V, 60 cycle, 
1725 R.P.M, 


Plus these important 
features offered in 
Model 150 SF-2 


CARLIN 
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WONT 


LEAK 


Joints of Chase’ Copper Water Tube and Chase” Solder-Joint 


Fittings mean a radiant heating job that lasts longer! 


Because they’re strong solder joints, 
the connections you make with Chase 
Copper Solder-Joint Fittings stay 
leak-proof for good! 

And because Chase Copper Water 
Tube comes in long lengths of 60 to 
100 feet, fewer fittings are required, 


Chase 4 


BRASS & COPPER CO. 


WATERBURY 20, CONNECTICUT * SUBSIDIARY OF KENNECOTT COPPER CORPORATION 
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installation is faster and easier! 


Together, Chase Copper Water 
Tube and Chase Solder-Joint Fit- 
tings mean a qguclity radiant heating 
installation that will protect yourrep- 
utation for good work ! Bothare avail- 
able from your Chase Wholesaler. 


The Nation’s Headquarters for Brass & Copper 


Atlanta Chicage Denver Indianapolis Minneapols Philadelphis 

Baltimore Cincinnati Detroit Kansas City, Mo. Newark Pittsburgh 

Beston Cleveland Grand Rapids Los Angeles New Orleans Providence 

Charlotte Dallas Houston Mitwaukes New York Rochester 
St. Lous San Francisce Seattle Waterbury 
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THE VOICE SAYS... 


Send the plumber” 


«+. and you’re all set! 


—— 











Do you make the most of your opportunity when that phone call comes from a customer in hot 
water trouble? What’s your reaction—book another repair job, or use the opportunity to deliver 
a straight sales talk on the kind of new water heater that supplies hot 
water automatically, adequately and economically—the automatic 
Electric Water Heater? Just tell the story, and you're all set: 





Tell them why the Electric is a really automatie water heater, 
offering years of trouble-free service. You never need go near it, 
you can’t hear it, it doesn’t even feel hot on the outside— but when 


you turn the tap, out comes hot water. (Remember—customers 
like anything that saves them concern or work!) 


Tell them about its complete insulation, top, bottom and 
sides. Holds heat like a giant vacuum bottle. (This helps to 
cut operating cost, too!) 














Tell them about other efficiency and economy features of an 
Electric Water Heater installation—short pipe runs—much 
less heat loss. (Efficiency and economy are easily sold.) 


Tell them how you can place it anywhere that’s most 
convenient— because there’s no flue or vent connection 


to be provided for. A table-top or upright model can be 
installed right in the kitchen or laundry—close to where 


the hot water is needed. (A good sales clincher!) 














Tell yourself how it pays you as well as the customer. Simple 
installation with less labor for you. Less chance for service @alls. 
Satisfied customers who'll come back to you for other appliances and 
service. And, finally—a profit for yourself 
on the sale and installation of new 
equipment, instead of just a repair job. 








| ELECTRIC | WATER HEATERS 


Send for FREE Booklet! 
ELECTRIC WATER HEATER SECTION 
National Electrical Manufacturers Association 





Good for the plumber and the customer! 


ELECTRIC WATER HEATER SECTION 
National Electrical Manufacturers Association 


155 East 44th Street, New York 17, N. Y. 


ALLCRAFT + BAUER + C-E HEATMASTER + CRANE SELECTRIC - CROSLEY 
FAIRBANKS-MORSE «+ FRIGIDAIRE » GENERAL ELECTRIC » HOTPOINT + HOTSTREAM 
JOHN WOOD - KELVINATOR + LAWSON + MONARCH ~- NORGE - PEMCO - REX 

RHEEM + SEPCO + A. O. SMITH « THERMOGRAY + WESTINGHOUSE 
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155 East 44th Street, Dept. DE-2-56 

ew York 17, N. 
Planes send me “FREE copy of 12-page booklet, 
OF YOUR SILENT PARTNER.” 


“THE STORY 


Name 
Company Name 
Street & No. 


City, Zone & State 








The Swing is to Water... because only 


















To builders in every income bracket, the B&G Hydro-Flo _ indoor temperature constantly at the comfort level—prevents 
System offers the comfort, convenience and economy bene- wasteful overheating. A limitless supply of /ow cost hot 
fits obtainable only with mechanically circulated water. faucet water is always ready, heated by the same boiler that 
Money can’t buy finer... yet even the small home builder heats the house...no space-wasting, separately fired water 
can afford it, because the B&G Hydro-Flo System is amaz- heater needed. 


ingly flexible in application. The builder can start with better 


Summer cooling—with water as the cooling medium—can be 
heating and add other Hydro-Flo features as his budget permits. 


added at any time in a choice of several ways. Snow melting 
The basic Hydro-Flo Forced Hot Water System provides | equipment, too, for relief from back-breaking labor. And 
radiant, sunny warmth—assures warm floors—draftless don’t forget that the B&G Hydro-Flo System is virtually a 
rooms. Automatic modulation of the heat supply keeps lifetime installation—no frequent repairs and replacements. 








A typical B&G Hydro-Flo System. Heat is provided by base- 
/ board panels and cooling achieved by circulating water from 
a B&G Package Liquid Cooler to a fan-coil unit over a dropped 
ceiling in the hallway. No sheet metal ducts needed. Snow 
melting panels are circulated with an anti-freeze solution heated 
in an exchanger connected to the boiler. 
eer | 
Ens 
tior 
pur 
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and 
wit! 
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THE B&G BOOSTER 
--. key unit of the B&G Hydro-Flo System 


Engineered for compactness, si/ent opera- 
tion and years of service, this electric 
pump circulates water for heating the 
house in winter, cooling it in summer 
and for snow melting panels. It is built 
with precision manufacturing methods 
which translate good design into superior 
product...permit mass production with 
custom-built quality. 


The B&G Booster has a solid reputation 


for quiet, dependable and long-lived -\ — &E L L & 3 OSs § ETT 


operation. That's why over two million units 


have been sold to date! : Cc Oo mM P A N 


Dept. EF-1, Morton Grove, Illinois 
*Reg US. Pat. Off, Canadian Licensee: S. A. Armstrong, Lid., 1400 O'Connor Drive, W. Toronto, Canada 
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Shopping with D. E. 


(Continued from page 156) 


Shutoff Valve 

An improved model of its B-60 
automatic shut-off valve has been 
announced by General Controls. 





Features include increased capac- 
ity, a new main-line filter screen; 
separate terminals for wiring the 
thermostat, limit control and pilot 
generator; increased relay power 
for pilot valve operation; and an 
approved valve filter. The valve 
requires no outside source of elec- 
tricity. 

Manufacturer: General Controls 


Co., Glendale, Calif. 


Washer-Dryer Combination 

A new automatic washer with 
special features for handling syn- 
thetic fabrics and a compleinentary 
electric dryer have been announced 
by Maytag. The washer has a push- 
button temperature regulator for 
cold, hot and warm water and a 
regular washing cycle for cottons 
and linens in addition to a cycle for 
synthetic fabrics. For such fabrics, 


Carrier Develops Remote 





Carrier has announced a new de- 
velopment in its air conditioning 
equipment for use with the firm’s 
central system for multi-story 
buildings. The new air induction 
units (remote type) are designed to 
meet the needs of glass-wall archi- 
tecture and to simplify installation 
in older buildings. Polyethylene 





162 





agitation and spin speeds have been 
reduced and a cold water wash in- 
cluded. Automatic controls fill, 
wash, rinse, spin, and shut off the 
washer. The dryer operates on a 
water condensation principle re- 
quiring no venting. Low, medium 
and high temperature controls are 
mounted on a colored panel. Flush 
to wall installation; safety door 
shut-off of heat and action; and a 





lint trap are additional features of 
the dryer. 

Manufacturer: The Maytag Co.., 
Newton, Ia. 


Dead End Service Valve 

A new tight closing valve with 
modulating characteristics for use 
on medium and high pressure lines 
for dead end or complete shut-off 
service has been developed by 
Robertshaw-Fulton. The valve op- 
erates on pressures up to 250 lbs. 
psi and is available in %4 to 2 in. 


Units for Big Buildings 


discharge nozzles within the units 
are redesigned to provide greater 
air circulation with less fan power 
and lower operating cost. Adjust- 
able discharge grille sections pro- 
vide flexibility of air distribution. 
The units are individually con- 
trolled by either pneumatic, self- 
contained or manual means. Units 
require no window opening as out- 
side air, already heated or cooled, 
humidified or dehumidified and fil- 
tered, is sent at high velocity 
through pipes to the individual 
room units. Release of the air in 
the unit induces room air over a 
coil which is connected to a supply 
of chilled or heated water from the 
central system. 

Manufacturer: Carrier Corp., 
Syracuse 1, New York. 





sizes, with a flanged end on the 2 
in. size and union ends on other 
sizes. Piston balanced, the valve 
contains a poppet operated by the 
valve stem. Factory assembled re- 





placements of parts are available. 

Manufacturer: Robertshaw-Ful- 
ton Controls Co., Box 400, Knox- 
ville, Tenn. 


Mobile Air Conditioner 

Unarco has re-engineered and 
restyled its new mobile room air 
conditioner. Air discharge has been 
moved from top to front and air 
delivery increased, and push-but- 
ton controls are concealed. The 
unit can be used for cooling or cir- 
culation. Mounted on wheels, it 
may be moved from room to room 
and stored at the end of the cooling 
season. The unit is water cooled 
and does not require permanent 
fittings. Additional wiring or heavy 
duty fuses are not required. The 
unit has a %4 ton capacity with a 
maximum air flow of 370 cfm. The 
cabinet is lined with glass fiber as 
an insulation. 

Manufacturer: Union Asbestos & 
Rubber Co., 332 S. Michigan Ave., 
Chicago. 


Flushing Gun 

A new all-purpose flushing gun 
for cleaning clogged drain and 
sewer lines has been announced by 
Miller Sewer Rod. The tool is de- 


signed to clean out clogged toilets, 
lavatories, urinals and floor drains 
up to 100 ft. Pulling the trigger 
releases a hammer blow against the 
water in the pipeline. 
Manufacturer: Miller Sewer Rod 
Co., 4642 N. Central, Chicago 30. 
(Please turn to top of page 168) 
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foRDOMATIC! 


Saves 16 | 
! 
| 
hand-and-foot | 
e | 
operations 1 
at every | 
Four Eight Two Six 

MANUAL Gearshift Clutch Brake Accelerator ke 
SHIFT Motions Motions Motions Motions | 
Shown above are the 20 hand-and-foot motions a driver makes at ra IC S Oop q 


traffic stops with a manual-shift, 3-speed transmission. Traffic 
stops with Fordomatic Drive require only 4 simple foot motions. | 
The resultant savings in driver time and energy permit him to 


cover more territory—make more calls with a Fordomatic. i 


































FORDOMATIC in your new 56 Ford Truck will help you | 


make more money and save more money in 3 important ways! 


Fordomatic saves time! By eliminating 16 hand-and-foot 
operations at every stop, you save countless time and work. 
The more stop-and-go driving, the more saving. Faster 
getaway with full loads! Greater handling ease in traffic! 
It’s all yourswith FORDOMATIC, (at worthwhile extra cost). 


: Fordomatic cuts mainte- 2 Fordomatic boosts trade-in 








nance costs! No clutch re- value! The trend is to 
pairs! No drive line shock FORDOMATIC. Used- eek. a =: 
(sloppy clutching jerks truck buyers will pay “Fordomatic sure makes my 
drive line)! More tire mile- extra for its advantages. os easier,’ says Peter Gal- 
ette. “Shifting and clutching 
age — on and off the road So when you buy your new are a big part of the work of 
(better traction, too). Ford Truck, make sure driving. With Fordomatic 
That’s FORDOMATIC. it’s got FORDOMATIC. ce 








Fordomatic cuts delivery costs! 
Save with FORDOMATIC 


Panels. Initial cost is low and 
they carry up to 1,535 Ibs. of 
payload. A fully-lined insu- 
lated interior is only one of 
the 15 features included in the 
F-100 Custom Panel shown 


§ (slight extra cost). Trip time 


is cut by Fordomatic combined 
with either the 133-h.p. Six Ask your Ford Dealer 


or 167-h.p. V-8 engine. for a Test Drive today! 
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THRUSH 
WATER 
CIRCULATOR 


THRUSH FLOW 
CONTROL VALVE 


WITH AIR TUBE FOR BETTER HOT WATER HEAT AT LOWER COST 


YEs, THIS IS the combination that means better hot water 
heating at lower cost. The Thrush Water Circulator used with 
the Thrush Flow Control Valve with Air Tube provide positive 
circulation, positive control of heat in the system, PLUS positive 
Air Elimination. Just two units do all three jobs . . . with less 
material cost and easier installation. 

















Make sure your customer will enjoy really uniform, economi- 
cal heating with the complete Thrush System. It makes any job, 
old or new, heat better, with reduced fuel cost. There is no notice- 
able variation in room temperature in any weather. Plenty of hot 
water for kitchen, laundry and bath is provided by the same heat- 
ing boiler, winter or summer. Learn more about the advantages 
of Thrush Radiant Hot Water Heat now. 


See your wholesaler today or write 
Department A-2 for more information 
























na. FHRU SH « company 


PERU, INDIANA 





N 


COMPLETE THRUSH SYSTEM 
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GO Oy. 


rate the MII 


PARKWAY LINE 
to profits! 


For those who want valuable “brand-name” 
efficiency and dependability with a 
limited heating budget, HEIL offers its 
Parkway Line of handsome winter air 














conditioners and boiler-burner units. 


All the HEIL superlatives apply to this 
ee new line — top performance, maximum 
COST i= i dependability, minimum service requirements — 





and now you can add one more: _ 
lowest cost consistent with top quality! 





oO ) new! new! 
pt water a Model JF-O Highboy Model DF-0 Counterflow 
ed with ~~ | al Oil-Fired Winter Air Conditioner Oil-Fired Winter Air Conditioner 
positive 84,000 BTU Output 84,000 BTU Output 
positive new! new! 
° Model JFG-0 Highboy Model DFG-0 Counterflow 
‘ith less Gas-Fired Winter Air Conditioner Gas-Fired Winter Air Conditioner 
95,000 BTU Input 95,000 BTU Input 
A Model BFG-0 Lowboy Model BF-0 Lowboy 
Ponomi: , Gas-Fired Winter. Air Conditioner Gas-Fired Winter Air Conditioner 
ny job, 90,000 BTU Input 84,000 BTU Qutput 
° Model WB-1 Pre-Assembled 
) notice- Oil-Fired Boiler-Burner Unit 
y of hot 93,000 BTU Output 


ne heat- STOP! when it comes to BRAND NAME 
antages heating, competitively priced... 








3086 W. Montana Sgeet, Milwaukee, Wis. © Hillside, N.J. 





SALES OFFICES: New York, N.Y.; Union, N.J.; 

Atlanta, Ga.; Cleveland, Ohio; Chicago, Ill.; Milwaukee, 
T Wis.; Kansas City, Mo.; Denver, Colo.; Dallas, Texas; 
he Heil Co. is a member of OHI, GAMA and an associate member of NHAW. Los Angeles, Calif.; Seattle, Wash. 
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O* December 10th, thirteen men attended their 
O U. A R T FE R first meeting of the Kohler Quarter Century 
Club founded in 1924. They composed the smallest 


ee | eee 
in a depression year. 


They were presented with gold watches and the 


Go U. B A T Kohler medallion, emblematic of 25 years of serv- 


ice. The father of one of them received an engraved 
Ki O A - E R CoO. gold plate recognizing 50 years of service. 

Of the hundreds of men and women in the Kohler 
Quarter Century Club (pictured above), a large 
majority continue active in the business, including 
four who have received the 50-year gold plate. 
Nearly 200 more are in retirement, recipients of 
company pensions. 

Kohler Co. is proud of the relationship which 
results in a continuity of employment scarcely 
equaled in industry. 

Likewise Kohler Co. is proud of the loyal men 
and women in the Quarter Century Club. 








Kohler Co., Kohler, Wisconsin. Established 1873 
General Cor 


KOHLER or KOHLER . 


PLUMBING FIXTURES + HEATING EQUIPMENT ~- ELECTRIC PLANTS + AIR-COOLED ENGINES + PRECISION CONTROLS St. Louis. | 
Plumbing % 

Shields Pi 

St. Louis, 

" Bridgeport ¥ 
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General Contractor: 





of BRIDGEPORT Copper 
Water Tube for mammoth 


housing project 


Bissell Hills Subdivision near St. Louis, Mo., uses 
some 300 feet of copper water tube for each of 
its 2200 homes. Over 100 miles of Bridgeport 
Copper Water Tube provide heating and water 
lines for this mammoth project. Installation was 
made quickly and economically using Bridgeport 
hard-temper tube in straight lengths and soft- 
temper tube in coils — with solder-type fittings. 


Each Bissell Hills home contains 60 feet of 4” 
soft-temper tube; 180 feet of 4%” hard-temper 
tube; 60 feet of 34” hard-temper tube — all easily 
installed using solder-type fittings. 


Here’s why Bridgeport Copper Water Tube is 
better for any plumbing or heating installation. 

.. fast, easy installing 

.. long service life 

.. minimum resistance to flow 

..neat appearance of finished work 

... proved sales appeal 

Supplied in soft coils up to 100 feet and con- 
veniently packed in easy-to-handle cartons of 60 
and 100 foot lengths... hard temper in 12 and 
20 foot straight lengths. You will find Bridgeport 
Copper Water Tube in all standard types and 
sizes at quality wholesalers everywhere. 


Sain Building & Construction Co., Bridgeport Plumbing & Heating Products 


Plumbing & Heating Contractor: 

as Plumbing & Heating Co., Bridgeport Brass Company, Bridgeport 2, Connecticut 
video MO. i incipal Cities » Conveniently Located Warehouses 
Bridgeport Wholesaler: Offices in Principal Citie e y ated Warehouses 


Ojaca, Inc., St. Louis, Mo. COPPER WATER TUBE - c¢ 















Shopping with D. E. 


(Continued from page 162) 

Add-on Air Conditioner 

A new remote-type central cool- 
ing system designed to be added 
to existing heating systems has 
been announced by Rheem. Em- 
ploying a principle which increases 
the capacity of the cooling con- 
denser to dissipate heat that has 
been pumped out of the home, the 
system features copper tubing and 
fins on the condenser to increase 
heat conduction. The condenser 
surface is covered by a thin water 
film which further increases the 


Liquid Chiller 
A new direct expansion liquid 
chiller has been developed by 


Acme which employs a new prin- 





ciple of heat conductivity. A star 
shaped aluminum insert is im- 


bedded in the walls of the tubes 
by a cold drawing process resulting 
in molecular contact that improves 
conduction and provides a durable 
bond. This insert permits clear 


passages for refrigerant flow so 
that the pressure drop is mini- 


7600 Kedzie, Chicago 29. 


rate of heat removal. All mechan- 
ical moving parts are located out- 
side the home to minimize noise, 
and the condenser is connected to 
the inside cooling section with 
specially designed lines to simpli- 
fy installation. The inside cooling 
section can be installed in the ducts 
of most warm air furnaces, requir- 
ing no floor space. The system is 
designed to operate on minimum 
water requirements. 
Manufacturer: Rheem Manufac- 
turing Co., Air Conditioning Div., 


mized; it extends straight through 


to multipass heads at each end of 
the chiller. The chiller is offered 
in 9 standard sizes with capacities 
ranging from 5 to 400 tons. 


Manufacturer: Acme Industries, 
Inc., Jackson, Mich. 


Basket Strainer 
A basket strainer designed to 


fit all sinks has been announced 


by Ideal. The strainer body is 





formed in one piece of heavy gauge 


brass and the stopper is keyed to 


Dayton Pump Designs New Submersible Unit 





A newly designed submersible 
pump introduced by Dayton is de- 
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signed for 4-in. wells as deep as 
500 ft. Producing up to 1,000 ghp 
and 80 lbs. pressure, it is available 
in 4%, %, 1, 1% and 2 hp. models. 
The pump features stainless steel 
and nylon construction of its stages. 
It has a nylon impeller in a stain- 
less steel case, a stainless steel 
shaft, a perforated brass strainer, 
and is enclosed in a brass case. It 
features a diffuser designed to 
minimize water travel from the im- 
peller. The shaft is double keyed 
to prevent “play.” The pump uses 
a dielectric, fluid-filled motor. The 
number of stages varies from 7 to 
21. The unit is designed to prevent 
motor thrust. 

Manufacturer: Dayton Pump & 
Mfg. Co., 500 No. Webster St., Day- 
ton, O. 











simplify selection and maintenance 
of open or closed position with 
positive seating. A _ strip-proof 
locknut permits assembly without 
special tools. The stopper is pre- 
cision made for metal-to-metal fit. 

Manufacturer: Ideal Tubular 
Corporation, 197 Ninth St., Brook- 
lyn 15, N. Y. 


Bathroom Wall Plate 


A new wall plate for installing 


bathroom accessories has been an- 
nounced by Donner. It may be ad- 





justed either horizontally or verti- 


cally and features a special headed 
set screw to speed installation, an 
angle hole to ease work, and two 
point contact set screws. 

Manufacturer: Donner Mfg. Co., 
12959 Sherman Way, North Holly- 
wood, Calif. 


Heating-Cooling Package 

A gas-fired boiler with matching 
water chiller has been announced 
by Hydrotherm as a “wet package” 
for year-round air conditioning. 
The units are designed to be used 
in conjunction with forced convec- 
tors and baseboard systems, and 
require a floor space of 21 by 42 in. 
The boiler is complete in its cabi- 
net with circulator and fill and 
relief valves. Heating capacities 
range from 45,000 Btu/hr to 150,000 
Btu/hr input. The water chiller, 





complete with jacket, can be 2 or 3 
tons. A three-way valve is provid- 
ed for change-over from heating to 
cooling. 
Manufacturer: Hydrotherm, Inc., 
Northvale, N. J. 
(Please turn to top of page 174) 
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THE G-E “VEEP” IN ACTION 


How new G-E "Magic Sales-Maker" popularly called "The Veep" 
helps increase sales for G-E Home Heating and Cooling Dealers 











How the VEEP and I 


sold 7 G-E Home Cooling 


units and 
4 furnaces in 


24 hours! 











SOLD! Seven G-E home cooling 
units and four G-E furnaces be- 
tween the hours of 5 PM Friday 
and 5 PM Saturday! Looks pretty 
much like an all-time record! 


Well, that’s the score made by 
Johnnie Aimonette of L & L 
Sales, Inc., Springfield, Ill. Or 
rather, as Johnnie puts it, “The 


JOHNNIE AIMONETTE, < , +3 34.999 
[akan t., Veep’ and I did it! 


General Electric Dealer This was the highlight of an 
ee amazing 5-month record that 
Johnnie achieved with the aid of the “Veep.” A record 
of 58 sales of cooling units and 47 heating units between 
March 1 and July 31, 1955! His leads came from 3 
sources — direct mail — advertising (newspaper and 
radio spots) and assistance from Mrs. “A.” But when 
it came to clinching sales, Johnnie needed only one 
source of assistance, the “Veep.” 















“The new ‘Veep’ definitely helped close these sales,” 
reports Johnnie. “Fact that the story is told mostly in 
pictures makes it easy to elaborate on my own sales 
pitch, and still cover all the important, sales-making 
features.”’ 

Watch for more true sales stories like this one—in 
future G-E advertisements in this publication. They 
all teach the same lesson:—the profit-wise home heat- 
ing and cooling dealer is the one who has climbed on 
the G-E Bandwagon. Want to join up? 


FREE! Sales Secrets That You Can Use. 
Exciting success stories by G-E sales- 
men tell how they broke sales records 
with the aid of the “‘Veep.”’ For your 
Copy write GENERAL ELECTRIC, HOME 
HEATING AND COOLING DEPT. DE-26, 
BLOOMFIELD, N. J. 





Progress /s Our Most Important Product 


GENERAL @@ ELECTRIC 


Home Heating and Cooling Dept., Bloomfield, N. J. 
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DRAINETTE 


iwi 


DEPENDABLE GUARDIAN 4 j 
OF YOUR CELLAR 


Compare these features... 













@ Nothing in sump except suction pipe and 
float 


@ Strainer easy to clean 
@ Pump and motor always accessible 


@ Self-priming—vunloaded motor starts 
mean longer life 


@ Bronze-fitted construction 
@ Capacities up to 2000 GPH 
@ Adaptable for small diameter pits 


MAKE YOURSELF 


You get MORE with... 


A RAFT OF 24 
PROFITS. 


Wide 7 


Comes Spring — comes flooded cellars — comes a flood tide of 

cellar drainer sales. And every ‘‘cloudburst” will have a silver lining 

, for you if you stock and display the new GOULDS DRAINETTE. 
It's the foolproof cellar drainer — greatly improved, completely 
dependable — packed with important GOULDS exclusives for sell- 
out success. 


4 THIS POWERFUL DRAINETTE has the capacity to handle any cellar 
: water problem from a dribble to a deluge — up to 2009 GPH! 
New self-priming design permits unloaded motor starts — means 
longer motor life. It’s easier to install, too — pump and motor are 
out of the sump — away from silt and dirt! 





SEE YOUR GOULDS DISTRIBUTOR — order your stock of DRAIN- 
ETTES now — be ready for the heavy Spring demand for celiar 
drainers. Call him now — or write us for details. 


GOULDS PUMPS, INC., Dept. DE-26, SENECA FALLS, NEW YO!K 








WATER SYSTEMS 


FOR EVERY FARM AND HOME NEED 
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Now make more money with Youngstown Kitchens’ 








"\9' 










? DELUXE SINKS 
(2 models) 
























































z. | 
a : 
PROMOTIONAL \ 
' SINKS (5 models) JF 
| 
: é | 
DIANA SINKS FOOD WASTE DISPOSER 
(5 models) (Installs easily * 5-year parts 
warranty © Only $79.95, retail) 
CUSTOM QUALITY SINKS AT MASS-PRODUCTION PRICES! 
ee DIANA Cabinet Sinks . . . the ultimate DELUXE Cabinet Sinks . . . loaded PROMOTIONAL Cabinet Sinks .. . 
hives Hetan in kitchen luxury! From 24 to 66 inches with timesaving, worksaving features famous Youngstown Kitchens quality 
DRAINETTE. wide. Stainless-steel trim! Models with at a moneysaving price! 54 or 66 inches in Standard models at rock-bottom 
completely single-handle faucet, built-in cutting wide . . . with Deluxe faucet, rinse prices! From 42 to 66 inches wide... 


ives for sell- 


e any cellar 
2009 GPH! 
‘ts —— means 
4 motor are 
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d for celiar 
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board, lined cutlery drawer. All in 
color at no extra cost . . . Star White, 
Dawn Yellow, or Meridian Blue. 


spray, removable cutting board! All 
in gleaming Star White! 


with single or double drainboards and 
bowls, swinging mixing-faucet, up to 
19.3 cu. ft. storage space! All in gleam- 
ing Star White! 


ALL HEAVY-GAUGE STEEL CONSTRUCTION THROUGHOUT! 


FOR FULL DETAILS on how this marvelous sink line can mean business for you, call your Youngstown 
Kitchens Distributor; or write: Director of Marketing, Youngstown Kitchens, Dept. DE-256, Warren, Ohio. 
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SOLD IN THE UNITED STATES, CANADA, AND MOST PARTS OF THE WORLD + 


bungsleuisNalehens 


FOR THAT NEW HOME LOOK 





MULLINS MANUFACTURING CORPORATION + WARREN, OHIO 
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Over and over and over it’s proving true. 
Just offer the famous CASE Non-Overflow 






Oke Piece* water closet, and you can watch It’s. 
yOur-pfofits and your good reputation grow. But 
_~ _Phe fitlest name in quality plumbing fixtures 
“~~ stands behind the CASE One-Piece. And Witl 
_“the industry already knows it’s the water own 
S closet with the whispering flush. hig] 
YOwBet customer winning features like non-overflow bow); loos 
safeguarding antisyphon ballcock; pressurized cleansing rim flush; job: 
large water area; healthful seat height; streamlined, up-to-date Witl 
design, time tested, and, of course, the whispering flush. It’s 


You can really cash in on cofors too. And the CASE Non- 
Overflow One-Piece water closet is in 32 pastel colors and spark- 
ling black and white. The widest vitreous china color selection on the 
market! Your Case distributor is in the ‘Yellow Pages.”’ Phone 


him or write 
*PATENTED 





W. A. CASE & SON MFG. CO. 


33 MAIN STREET 
BUFFALO 3, NEW YORK 









CASE QUALITY VITREOUS CHINA PLUMBING FIXTURES 
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is your business 








TRENCHING or PLUMBING ? 


It's true that you've got to bury all types of sewer pipe. 


But there’s a big difference in how you bury it. 


With nonmetallic pipes—according to manufacturer's 
own instructions —you ve got to use a template to detect 
high spots or holes . . . sift and tamp backfill . . . remove 
loose rocks . . . worry about types of soil... baby the 
job all the way. All of which costs money. 


With Cast Iron Soil Pipe — you just bury it and forget it. 
It's that simple! That’s because cast iron is strong. 








Bricks, supports or rocks can’t cause cast iron to buckle 
or bend, or interfere with normal flow. What's more, 
cast iron is crush-proof, fully root-proof, and permanent. 
It usually outlasts the structure it’s installed to serve. 

On your next job, remember, it’s the installed cost 
that really counts. And cast iron means a better job at 
a closely competitive price. 

Use the coupon for your free copy of “Best in the 
Long Run.” It contains evidence that will open your 
eyes. Remember: Cast IRON Is FOR KEEPS. 











PERMANENT a Er oe moe Ta | 

E INSTITUTE 
CAST IRON SOIL PIPE | Dept. DE-2, 1627 K Street, N. W., Washington 6, D.C. | 
has ALL these | Send me copies of your , 

; latest booklet about Cast Iron Soil 
advantages | Pipe, ‘Best in the Long Run.” | 

. THE ARK 
* Rugged metallic strength | Ks i po een Sapa otal 
| QUALITY AND see your educational movie, “Per | 
* Zero moisture absorption : manent Investment.” Tell me haw | 
PERMANENCE to arrange for free use of film 
* Permanent tightness of joints, with | ® | 
. ge 4 N 
ome | we = = 
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Shopping with D. E. 


(Continued from page 168) 


Ground Hydrant 

A new non-freezing ground hy- 
drant featuring a detachable “flow- 
lock” wheel mounted in the head 
has been announced by Ken-Ray. 
The wheel locks the hydrant in 
any open position to provide posi- 
tive water flow control for filling 
tanks and other applications where 
a small but continuous water sup- 
ply is desired. Full flow is achieved 
by opening the handle fully. The 


unit has a nylon seat, brass stem 


and nozzle inside parts are remov- 
able. 

Manufacturer: Ken-Ray Brass 
Corporation, Vermont, II]. 


Pipe Vise 

A new hinged pipe vise featuring 
reversible lower jaws has been an- 
nounced by Columbian. The jaws 
are milled on both sides and can 
be reversed or replaced without 
removing the vise from the work- 
bench, Cast parts are made of 
malleable iron. The screw and han- 
dle are of cold-rolled steel with 
ball ends. The vise is equipped 


with a bender for small pipes. Pipe 
capacity ranges from % to 2-in. 





through %& to 4%-in. in four 
models. 


Manufacturer: The Columbian 
Vise & Mfg. Co., Cleveland. 


Venting Valve 

A fast venting and cycling valve 
for use on vented tees in baseboard 
heating systems has been an- 


nounced by Flair Mfg. Designed to 
fit all baseboard units on the mar- 
ket, the valve features an oversize 
collection chamber. Each valve is 
individually tested and boxed. 





Manufacturer: Flair Mfg. Corp., 
1720 Atlantic Ave., Brooklyn 13, 
N. Y. 


Water Closet Designed for School Installations 





Universal-Rundle has added a 
water closet especially designed 





for children to its institutional 
equipment. The unit is a regular 
rim. siphon-jet vitreous china 
flushometer bowl with a 10-in. 
high rim. It is offered in models 
with a 1% in. top spud for use with 
a flushometer or with a 2-in. top 
spud for use with wall hung tanks. 
Both bowls have a 6-in. center of 
inlet to center of outlet. The bowl 
is available in eight colors: Jonquil 
Yellow, Azure Blue, Rose Pink, 
Verdant Green, Mist Gray, Desert 
Tan or Arctic White. 
Manufacturer: Universal-Rundle 
Corporation, New Castle, Pa. 





Room Air Conditioner 
A new line of window-type room 


air conditioners featuring restyling, 


adjustable mountings and push- 
button controls has been an- 
nounced by Servel. Each of the five 
models can be mounted in any 
window position and is adaptable 
to built-in or through the wall in- 
stallation. Standard units are of- 
fered in % and 1 hp sizes. Deluxe 
units are available in %4, 1 and 1% 
hp sizes. A thermostat controls 
temperature for regular cooling, 
night cooling, and ventilating. 

Manufacturer: Servel, Inc. 
Evansville, Ind. 


Flush Valve 


A new, automatic flush control 
mechanism incorporating a stand- 


ard tank ball without lift rods and 














guide arms has been announced by 
Radiator Specialty. The unit is ad- 
justable to all valves and over-flow 
tubes. 

Manufacturer: Radiator Specialty 
Co., 1700 Dowd Rd., Charlotte 1, 
N. C. END 





Cramping Their Style 

Builders are in hot water with 
water heater manufacturers be- 
cause of the inadequate space they 
have been allowing for units of 
proper size for the homes they are 
building. 

Blueprints for thousands of 
homes built during the past ten 
years called for the installation of 
water heaters in small kitchen 
closets, accommodating only a 2) 
gallon unit, a study conducted by 
the Gas Appliance Manufacturers 
Assn. shows. 

Frank Osborne, chairman of 
GAMA’s water heater division, 
points out that families have grown 
and their hot water needs have in- 
creased, but there is no space for a 
larger heater. 

Conferences with builders’ groups 
and federal housing officials are 
expected to result in a more realis- 
tic approach to this important fam- 
ily requirement. 
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UPRIGHT MODELS IN BRASS, 
ALUMINUM and GALVANIZED 
































Rapidayton cellar drainers sell best, and bring you maximum 
profits, because you have a full quality line, important 











“worth more” features, and competitive prices. Rapidayton BRASS ALUMINUM GALVANIZED 
E cellar drainers are built better to give longer and more 
dependable high-capacity service. The Rapidayton line in- 
cludes the new Nautilus submersible and three upright UPRIGHT MODELS are available in brass, aluminum, 
models. and galyanized—each with full 14 h.p. motor with thermal 
THE NAUTILUS SUBMERSIBLE is installed right in overload protector; bronze oilless bearings; new durable, 
the sump, out of sight, out of the way. Gives year-’round non-corrosive Tuf-N-Lite impeller, hydraulically balanced to 
protection against water damage in the basements of homes, eliminate radial loads on bearing and shaft; keyed impeller 
businesses or industrial installations. Hermetically sealed, shaft—no set screws. High capacities and rugged construc- 
| full 1/4, h.p. heavy-duty motor. Float-operated completely tion assure dependable protection year after year. 
automatic switch, enclosed with motor. Bronze impeller. Get complete catalog showing these drainers and other 
Since it is a handy, portable pump (weighing only 35 Ibs.) money-making Rapidayton products, including America’s 
it has many utility uses, such as getting rid of standing water fastest-selling line of jet, reciprocating, submersible pumps 
in excavations. Overall size 11” x 9-5/16”, and water systems, Mail coupon today. 







RUSH COUPON FOR COMPLETE CATALOG 


The Dayton Pump and Manufacturing Co., 
Dept. 100, Dayton 1, Ohio 











Rush complete Rapidayton catalog showing Rapidayton 
cellar drainers, pumps and water systems, and water softeners. 












Laundry Tray Pump 







: } NAME____ 
For use where there is no sewerage or 


where laundry trays and washing ma- 
chines are below sewer line. Other uses 
include circulating water for air con- 
ditioning and for circulating coolants in 











\\ COMPANY 





\ 
o \ ADDRESS _ 









city —__. STATE 




















Questions and Answers 


(Con‘inued from page 45) 
involved. The first element is to 
provide the best possible method of 
venting which would be in accord- 
ance with the recommendations of 
the unit heater manufacturer. The 
venting of gas appliances is accom- 
plished in numerous ways. Book- 
lets on the subject have been pre- 
pared by various manufacturers of 
vent pipe and fittings (names are 


available on request). 

A second point in checking the 
efficiency of the unit heater is in 
the adjustment of the burner in 
accordance with the manufactur- 
er’s recommendations. 

The third element is that of draft 
control. There are many baro- 
metric types of draft regulators. 
Selection and use would depend on 
the combined recommendations of 
the manufacturer of the unit heat- 
er and the draft control. 

Recommendations for venting of 
gas appliances are obtainable from 
American Gas Association, 420 
Lexington Ave., New York City as 
well as from the National Board of 
Fire Underwriters. 


Hospital Shower Needs Temperature Regulation 


To the Editor: 

We have been called by a local 
hospital to correct a hot water sup- 
ply problem. The water tempera- 
ture in a shower stall used for pa- 
tients is affected by demands on 
both hot and cold water at other 
points in the line so the shower is 
either too hot or too cold. However, 
there seems to be no appreciable 
drop in pressure. 

The shower stall is tiled and the 
piping is in a masonry wall so we 
want to avoid any major changes. 
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THERMOSTATIC 
WATER CONTROLLER 











Fig. 3-A shows a shower stall where 
fluxuating pressures cause scalding 
conditions. A thermostatic water con- 
trol placed in the hot water line will 
solve the problem. Fig. 3-B shows an 
exposed thermostatic mixing valve as 
an alternative solution. 
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Can this situation be remedied 
without too much trouble? 
Connecticut S. P. 


To the Reader: 

The simplest solution to the prob- 
lem would be to intercept the hot 
water line (See Fig. 3-A) as near 
the shower as possible and install 
a thermostatic water controller. 
This would reduce the hot water 
supply to a safe temperature of 
115F or any other predetermined 
temperature. This will not com- 
pensate for fluctuating pressure but 
it will eliminate the possibility of 
scalding a hospital patient. 

An alternative would be to cut 
into the wall just enough to re- 
move the old compression valve 
body. By adding elbows to present 
piping, it would be possible to in- 
stall an exposed type thermostatic 
shower mixing valve. (See Fig. 
3-B). This type of mixing valve de- 
livers water of a constant tempera- 
ture regardless of pressure or tem- 
perature changes in either of the 
water supply lines. 


Anti-Freeze in Boilers? 
To the Editor: 

Are there any objections to using 
a permanent type anti-freeze in a 
hot water heating boiler? One of 
our customers is concerned with 
the possibility of a freeze-up due 
to fuel failure when away from 
home on extended trips. 

Illinois R.F. 











To the Reader: 
A non-corrosive anti-freeze so- 
lution of the permanent type is 
perfectly satisfactory for use in a 
hot water space heating system. 

The use of an anti-freeze solu- 
tion in a heating system necessi- 
tates more frequent examination 
and tests than when the system is 
used with water. Most anti-freeze 
solutions have a “fugitive” nature 
and are more liable to leak 
through connections and porous 
metals than water. 

A careful examination should be 
made of the system before adding 
anti-freeze. Where it is necessary, 
a boiler and radiator mending 
compound can be added to the so- 
lution. 

If a leak occurs in the heating 
system some anti-freeze would be 
lost. If it is necessary to drain the 
boiler to work on it, there would 
be a problem of saving and storing 
the anti-freeze before returning it 
to the system. 

With an automatic boiler feeder, 
the addition of boiler water to the 
system would cause dilution of the 
anti-freeze solution. It would be 
necessary to periodically check the 
system with a hydrometer to make 
certain the protective value of 
the anti-freeze was maintained. 


= Most glycol type permanent 
anti-freeze compounds are fur- 
nished with a rust inhibitor. Some 
authorities claim that the inhibitor 
ultimately becomes _ ineffective, 
which necessitates adding addition- 
al rust inhibitor to the compound 
or replacing the anti-freeze with a 
fresh solution. Use of a sodium 
chloride (common table salt) in a 
heating system should be avoided 
as it is extremely corrosive. END 





Farmer in the (Cool) Dell 

Used to be only a big straw hat 
shielded the tractor-driving farmer 
from the scorching sun. Now it’s 
air conditioning. 

Farm Journal Magazine tells 
about Leslie Yager, Scott County, 
Kan., who had his tractor cab air 
conditioned. The cooling compres- 
sor runs off a V-belt pulley on the 
belt wheel shaft, and a car heater 
fan pulls air through a cooling filter 
just above the windshield. 
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full flow NIBCO check valves 
in 125 swp and 150 swp classes 


MADE OF 85-5-5-5% RED BRASS, these new Y-pat- 
tern check valves by NIBCO have been designed for top 
performance under heavy duty. Available in %” through 
2” sizes at two pressure ratings . . . 125SWP/200WOG 
and 150SWP/300WOG ... . for copper tube or standard 
pipe. Individually marked and tested for pressures 
designated. Next time try NIBCO...a better check valve 
—priced no higher than old-style designs. 
Write today for your free NIBCO valve catalog 
nvc-2. Illustrates full line of low pressure 
\ and pressure rated valves. 


NORTHERN 

INDIANA 

BRASS CO. 

204 PLUM STREET, ELKHART, IND. 
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GRAVITY ACTION of new 
Y-pattern check valve assures 
positive closing the instant 
pressure is slackened. 


FULL FLOW is not restricted 
when valve is open. Disc is en- 
tirely out of path of waterway 
when under pressure. 


POSITIVE SEATING assured 
for every use because valve discs 
can be brass, neoprene or fibre 


VERTICAL or HORIZONTAL, 
this Y-pattern check valve is 
equally effective. Positive clo- 
sure assured in either position. 
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Why there is Money in 
DUNKIRK BLUE CIRCLE 


BOILERS AND RADIATION 


The Dunkirk story is built on 
a quality story. All Dunkirk Boilers 
are made of cast iron, the lifetime 


metal. 


All Dunkirk Boilers have WET BASE 
construction for maximum heat trans- 
fer efficiency as recognized by the in- 


dustry. 


The compact size of Dunkirk Boilers 
speaks for their efficiency ! Their amaz- 
ing performance in hundreds of thou- 
sands of installations is making warm 


friends everywhere! 


They are designed for use with oil, gas 


or coal fired automatic steam and hot 


water systems. 


Dunkirk offers complete lines of slen- 
der cast iron column radiators, cast 
iron baseboard radiation and finned 
tube, non-ferrous baseboard radiation 
for modern heating comfort and fuel 


economy. 


Dunkirk makes every home owner 
your customer, whether building a 
new home or remodeling! 


Dunkirk Boilers and Radiators are 
built and priced right,—write for latest 


catalogs right now. 


Dunkirk Blue Circle — 
your single source of supply with single responsibility. 





























GAS-FIRED OIL-FIRED COAL-FIRED 
BOILERS BOILERS BOILERS 


D U ae Ki ce IK RADIATOR CORPORATION - DUNKIRK, N.Y. 


Sy cenaptnaeadenbecctncneiates 








ALUMINUM 
BASEBOARD RADIATORS ACCESSORIES 


CAST IRON 


BASEBOARD 


= 
cCcoLCL> 





SLENDER COLUMN 


Member of the Institute of Boiler and Radiator Manufacturers 
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“Cuts hand-threading time 
86% on 2° pipe!” 
COSTS ONLY *4252° 









NO. 552 
PIPE MASTER 
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“Best investment we've ever “This adjustable quick-open- “And this exclusive, patented 
made! No wonder it cut my ing die head, for example, ‘Auto Grip’ Chuck. A spin of 1] 
complete handling time on 2” takes me less than a minute the wheel and the pipe is cen- 
pipe from 7 minutes to less to adjust for any size pipe tered perfectly — gripped 
er than one minute. Look at some within the 4” to 2” standard tightly —without using bar or 
of these Oster features .. . range. chuck wrench. 
a 
e 
re eee everything 
St 
you could want 
e > 
in a Portable 
€ « 
2 Pipe Machine! 
“Just take a look at this pow- “Optional equipment, but 
erful heavy-duty motor — the well worth its cost, is this — 
big reason behind Oster ‘Pipe handy stand that makes it easy cena rene 
Master’ performance. Uni- to move the No. 552 anywhere (9 THeMT-17' wast cours Less | 
versal, geared-head type— I want to use it. Look at those — ” 
reversible, variable pots big rubber-tired wheels.” THE 
86% reduction in hand-threading time on 2” pipe is just one of the in- 
teresting money-saving facts contained in the Oster No. 552 Pipe 
Master Profit Prover! you know, for example, that if you cut only 
36 threads a day on the Oster Pipe Master, your machine probably 
will pay for itself in only 53 days? 
: : MANUFACTURING COMPANY 
Write today for your FREE copy of the Oster No. 552 Pipe Master Male Office & Fectery 
Profit Prover. See for yourself the tremendous difference in time and cone 
; : : ‘est 289th Street, Wickliffe (Cleveland), Ohio 
el money between hand threading and power threading the quick and New York Factory Branch Sales and Service 
- - easy Pipe Master way. 25-36 Jackson Ave., Long Island City 1, N. Y. 
BUILDERS OF LOW-COST THREADING EQUIPMENT SINCE 1893 
sarY 1956 
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fan give you such a water heater. 
F smith glass-lined tank — corrosion-free 

My ruggedness, efficiency and long life. The B-180 
ng hot water needs and provides economical operation. 








Burkay Model B-180—small booster water 
heater with a glass-lined tank for generat- 
ing sanitizing rinse water for the single tank 
door type dishwasher. 

Input: 50,000 BTU /hr. (45,000 LP & LP air). 
Recovery: 42 gal. /hr., 100° F. rise. 
Capacity of tank: 8 gal. 

Height: 30%’’, fits under a counter. 
Diameter: 19’. 

Controls: Robertshaw-Fulton Unitrol No. 400. 
Improved thermal barrier for high efficiency. 
A.G.A. approved. 

IDEAL FOR: Diners, Fountains, Lunch Coun- 
ters, Cafes, Grills, Tea Rooms, Taverns, 
and other medium to small eating places. 












The new Burkay B-180 was designed specifically for the sanitizing 
rinse needed in the small restaurant. Now you can easily have 
the sanitizing rinse water for your dishwashing machine to meet 
Sanitation Code Requirements. 








You can now have 180° F. sanitizing water at low cost. With pre-heated 
water, the Model B-180 will supply the 180° F. rinse water needed for the 
single tank intermittent operating dishwashing machine or the hand rinse. 
Furthermore, it fits easily under the counter ... takes up a minimum of 
valuable space. The B-180 costs less to operate—is inexpensive to install . . . 
easy to maintain . . . operates on all gases. Install it today. 









See your A. O. Smith distributor or your gas company. 
“Plenty of Hot Water Pays All Ways” 
TEAR OUT NOW and MAIL FOR FULL DETAILS 


| 
A. O. Smith Corporation &} sion ch 
Permaglas Division, Kankakee, Illinois, Dept. DE-256 Through research ) a@ better way “ 
I and tin 
i 
I 
i 


Gentlemen: Please send me immediately full details on the New Burkay B-180. 
challen 
r) J Man 


R P R 


Permaglas Division, Kankakee, Illinois indire 
ing-se 
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Home Improvement Year 
(Continued from bottom of page 135) 


the national and local businessman who can find 
in this crusade the fulfillment of a social and eco- 
nomic need without jeopardizing the interests of 
his stockholders. 

I must at the same time remark that it is the 
responsibility of businessmen and lenders to be 
vigilant in the interests of home owners. There is 
no place in this national movement for greed or 
careless practices. There can be no toleration of 
laxity in granting either conventional or govern- 
ment-insured loans. I urge lenders and builders 
alike to require identical standards in the granting 
of both these types of loan. 

Let me assure you that we do not expect short- 
ages of supply, of labor, or of management be- 
cause of the extension of this large effort in the 
housing field. You are all aware that during the 
half dozen years ahead there will be a fall-off in 
new family formations due to the coming of age 
of the smaller baby crop born during the depres- 
sion period of the 1930’s. An attendant moderate 
drop in demand for new homes during those 
few years can be very profitably balanced by sat- 
isfying the demand for home improvement—and 
thus, without risking pressures of an inflationary 
character, keep fully employed the producers and 
suppliers of building materials, the forces of labor, 
and management. At the same time the building 
industry will be tooling up in preparation for the 
clearly visible new home-building boom that will 
get under way in the early 1960's. 


s As one new and practical step to assist in the 
home-improvement effort, the Housing and Home 
Finance Agency will recommend liberalization of 
its procedures, through both legislation and regu- 
lations, to an extent that will bring our mortgage 
insurance facilities into phase with today’s stand- 
ards. We are also undertaking to send through 
the country highly qualified teams to aid in train- 
ing the personnel in all our field offices and thus 
expedite all qualifying applications for federal 
assistance. 

The challenge facing us all will be met. From 
coast to coast, from the Canadian border to the 
Rio Grande, all elements of the building industry 
are moving forward to accept the challenge and 
to seize the opportunity. 

Newspapers great and small, magazines of 
every kind, trade journals, the radio and televi- 
sion chains—all are giving lavishly of their space 
and time. They, too, have determined to meet the 
challenge. 

Many other industries—some of them not even 
indirectly associated with the building and build- 
ing-service industries—have recognized the chal- 
(Please turn to top of page 188) 
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Model C. Top quality 
modern laundry tub 
made of incomparable 
Fiberglas.* Handsome 
white enameled steel 
cabinet. Stainless steel 
rim. Large door to 
big storage space. De- 
signed for perform- 
ance. Harmonizes per- 
fectly with other 
kitchen and laundry 
equipment. 












Bie 


Model S. Has all de- 
sirable features of 
Model C. But mount- 
ing on stand results 
in an attractive low , 

price. Fetching ) 
YACHT GREY tub 
and artistic steel 
stand puts.this unit in 
a class by itself. 


*Trademark of 
Owens-Corning Fiberglas Corp. 1 














Fiberlin Tubs are designed to make 
more profits for you. Outstanding de- 
sign and quality construction of Fiber- 
lin Tubs give housewives more utility 
and pride of ownership. Better tubs for 
better profits! Write today for full 
details. 

































OWEN COMPANY 


1120 N. APPLETON STREET 
BALTIMORE 17, MD. 









































(OLD 


CROWN 


OIL FIRED 
HOT WATER 
Package includes: 


Boiler 

Combustion Chamber 
insulation 

Jacket 

Oil Burner 

Tankless Coil 
Circulator 
Theraltimeter 
Thermostat 

Relief Valve 

Drain Cock 

Stack Control 

Triple Acting Aquastat 
Flow Control Valve 









designed with you the 


Heating Contractor in mind 


FEATURING — 

® Quality Construction (A.S.M.E.) 
Light weight - easy handling 
Easy installation 
High output and efficiency 
All-copper tankless coil 
Compact design 
Neat appearance 


Components assembled and pre-wired 
The only residential steel boiler fea- 


turing extended surface heating areas 


The photograph shows the easy two man handling. for most efficient operation. 
This is made possible by the design of the unit itself and 
the method of packaging. All crates are equipped with 


two heavy steel safety carrying handles (see photograph Get on the at Z 


inset). They are bolted to the crate itself and also to two ae 
heavy duty steel straps, which pass under the full length — ask your supplier about the new 


of the crate. These handles make it possible for two men SPI- ROL-FIN Boiler-Burner which 
to pick-up, carry and place the complete unit where ever | 4 when combined with 


desired. No dollies, skids or block and tackle are needed. SP1-ROL- FIN‘s iB : fication 
will make your next installation — 
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Complete package 
only 380 LBS. 

























*Patents Pending 






"Easy-to-Carry" packaging. 








a po 








Canadian Distributor = 4 


COMPLETE 












PACKAGE T. L. Livingston & Sons, Lid. WER MCLG Todele) U7 a SOLU ele OS 1S 
ONLY 73 Main Street, East q : ; 
Hamilton, Ontario 
380 LB. 


‘The next time--use a ‘iinslaibe perger ny” 


182 







Domestic ENGINEERING, Fespruary 1956 









TER 
cludes: 


hamber 


Aquastat 
Valve 


ckage 


BS. 




















ary 1956 





Domestic ENGINEERING, Fepruary 1956 


SALES AIDS 


bh i a a a a a a ee a a a i a a a a ee a a a 


Mixing Faucet Display 


Moen Valve has developed a new 
counter display board holding three 
single handle mixing faucets. The 
board is printed in five colors and is 
designed to display a shower-tub 
valve, a kitchen deck faucet and 
a center set lavatory fixture. A 
window decal and assorted litera- 
ture is included. 

Manufacturer: Moen Valve Co., 






6518 Ravenna Ave., Seattle 15, 
Wash. 


Automatic Washer Display 

Kelvinator has developed a new 
animated display consisting of three 
Disneyland puppets attached to the 
agitator of an automatic washer for 
showroom demonstrations. Special 
offers included with the display 
material also help dealers to close 
sales and build store traffic. 


Manufacturer: Kelvinator Div., 
American Motors Corp., Detroit 32. 





Fixture Identification Sign 

A new fixture identification sign 
for stores is being offered to con- 
tractor-dealers by Kohler. The sign 


| PLUMBING FixTUREs 





is 72 in. long and 15 in. high with a 
white plastic front and green blue 
and yellow lettering baked on. It 
is available with fluorescent tubes 
operating on 110/120 volt a-c. The 
case is metal. 

Manufacturer: Kohler Co., Koh- 
ler, Wis. 


Steel Sink Display 

A new display rack to hold two 
stainless steel sinks is being offered 
by Carrollton Mfg. Co. The fixture 











holds a twin bowl 32 by 21 in. sink 
in the top section, and a 24 by 21 in. 
single bow] sink in the bottom sec- 
tion. Also included is a display sign 
and a supply of consumer folders. 
The rack occupies a floor space of 
32 by 26 in. and is 49 in. high. 
The display is available through 
wholesalers only as part of the 
firm’s new display agreement plan. 

Manufacturer: Carrollton Mfg. 
Co., Carrollton, O. 





Heating-Cooling Presentation Book Boosts Dealer 


The contractor-dealer gets “top 
billing” in a new sales presentation 
book developed by Rheem for its 
heating and air conditioning equip- 
ment. The book is especially de- 
signed for the use of the contractor 
and his salesmen in presenting the 
quality story of automatic heating 
and cooling to the consumer in 
easy-to-understand terms. A fea- 
ture of the book is that heating and 


air-conditioning is covered in sep- 
arate sections with components of 
the system illustrated on trans- 
parent pages so that a unit can be 
assembled before the prospect. Ac- 
companying descriptions of the 
component illustrated interpret the 
feature for the consumer and serve 
as a guide for discussion by the 
salesman. A miniature pot-bellied 
(Please turn to bottom of page 186) 




















the keynote of progress is 











The keynote of progress in any undertaking is quality. 
Change for change’s sake is not in itself progress. Domestic 
Engineering Publications is ever mindful of its service 
pledge to the industry in contemplating any progressive 
program. 


Domestic Engineering Catalog Directory is constantly 
moving forward, keeping pace with the times, conscious of 
its purpose in relation to the wholesaler, consulting and 
specifying engineer, and contractor in the plumbing, heat- 
ing, air conditioning and refrigeration industry. 


For the coming 1956 annual edition, we have a “new 
look” on the cover, but between these covers is the meat 
of Domestic Engineering Catalog Directory’s real progress; 
up-to-date buying and specifying information unequalled 
anywhere in the industry. 


order your 
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1956 edition immediately! 


The “market place of your industry” is published for 
the plumbing and heating wholesaler, consulting and spec- 
ifying engineer and contractor. Customer satisfaction 
means repeat business which is the substance and assur- 
ance of successful advancement in the highly competitive 
market of today. In order to help maintain high standards 
of service, top quality merchandise and simplify buying 
and specifying procedures, Domestic Engineering Catalog 

irectory maintains, each year, newly revised, up-to-date 
manufacturers’ catalog sections, trade names and product 
classifications. 







If you are using an outdated copy of Domestic Engineer- 
ing Catalog Directory, you owe it to yourself to progress 
with the market place of your industry and order your 
copy of the 1956 edition .. . now! Advance orders have 
reduced available supply. 

Orders accepted only on a “first-come . . . first-served” 
basis at $12.50 the copy (Special 3 year offer on request). 
Business classification of subscribers is required. Please 
enclose your business card or letterhead with each order. 
Address your order to Domestic Engineering Catalog Di- 
rectory, Dept. 2-56, 1801 Prairie Ave., Chicago 16, Ill. 














Good Reading 





(Continued from page 36) 
enamelware. Includes illustrations 
of packaged bathrooms and prices. 

Available from: Gerber Plumb- 
ing Fixtures Corp., 232 N. Clark 
St., Chicago 1. 


Valve circular. Five bronze sol- 
der-end valves for institutional, 
commercial and industrial applica- 
tions are described. Includes fea- 
tures and engineering data. 

Available from: Lunkenheimer 
Co., Box 360, Cincinnati 14, O. 


Heating guide booklet. Illustrates 
and describes the line of oil and gas 
heating units. Includes lo-boy 
basement models, counter-flows, 
hi-boy upflows, oil-fired suspended 
counterflows and floor furnaces. 
Sixteen pages. 

Available from: Thermo-Prod- 
ucts Inc., North Judson, Ind. 


Bronze valve catalog. Over 250 
sizes and styles of low pressure, 
pressure rated and flared tube 
valves are listed in this three-color, 
28-page catalog. Also covers the 











| 


line of solder and threaded-end 
swing check valves. Includes 
weights, dimensions and shipping 
data. 

Available from: Northern In- 
diana Brass Co., Elkhart, Ind. 


Packaged cooling and heating 
bulletin. Twelve-page bulletin pre- 
sents the line of packaged cooling 
and heating equipment for residen- 
tial, commercial and industrial ap- 
plications. Contains features, di- 
mensions and capacities of gas or 
oil-fired year-’round air condition- 
ers, gas-fired heaters and boilers, 
air-cooled condensing units, remote 
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duct cooling coils and air-cooled 
condensers. Illustrations and 
sketches depict flexibility of instal- 
lation. Specification sheets also are 
offered. 

Available from: Worthington 
Corp., Harrison, N. J. 


Swimming pool supply and 
equipment catalog. Illustrated, 44- 
page catalog lists supplies, chemi- 
cals and equipment for public or 
private pools. A supplement to the 
catalog instructs on pool care and 
maintenance. 

Available from: Modern Swim- 
ming Pool Co., Inc., One Helland 
Ave., White Plains, N. Y. 


Residential piping booklet. Eight- 
page illustrated booklet, “Piping 
Security for the Home,” provides 
data to help consumers select pipe 
for residential applications. Dis- 
cusses uses of piping in homes and 
describes properties of wrought 
iron pipe. 

Available from: A. M. Byers Co., 
Clark Bldg., Pittsburgh 22, Pa. 


Remote room air conditioning 
bulletin. A 16-page illustrated bul- 
letin on construction, operation and 
application of remote room air con- 
ditioning units for institutions, of- 
fice buildings and other multiple 
installations. Includes construction 
details, performance characteristics, 
photos and drawings of both free 
standing and recessed floor and 
ceiling models. 

Available from: Marlo Coil Co., 
6137 Manchester Ave., St. Louis 10. 


Water tube steam generator bul- 
letin. Two-drum boilers with steam 
capacities from 7,500 to 40,000 Ibs. 
per hr are described in this 14- 
page bulletin. Technical data in- 
cludes a dimensional drawing, 
tables of dimensions, a drawing 
showing tube arrangement and gas 
passes and illustrations of basic 
components. 

Available from: The Titusville 
Iron Works Co., Division of Stru- 
thers Wells Corp., Titusville, Pa. 


Furnace controls catalog. Gives 
specifications and illustrations of 
room thermostats, fan and limit 
controls, combination controls, 
sclenoid valves, damper packages 
and zone control systems. Weights, 








dimensions, operating limits and 

electrical ratings are included. 
Available from: Acro Mfg. Co., 

2040 E. Main St., Columbus 16, O. 


Air conditioning and refrigera- 
tion controls catalog. Presents the 
line of air conditioning and refrig- 
eration controls including newly 
introduced and re-designed mod- 
els. Gives locations of plants, ware- 
hcuses and branch offices. 

Available from: General Controls 


Co., 801 Allen St., Glendale 1, Calif. 


Flexible hose and duct bulletin. 
Sizes and prices of the firm’s flexi- 
ble hoses and ducts for air condi- 
tioning, dust collection and fume 
control are offered in this six-page 
bulletin. Uses and methods of in- 
stallation are illustrated. 

Available from: The Flexaust Co., 
100 Park Ave., New York City 17. 


Pipe cutter folder. Two models 
of lightweight pipe cutters for cut- 
ting asbestos cement pipe in sizes 
to six in. or to 20 in. are described. 
Presents photos and specifications. 

Available from: Pilot Mfg. Co., 
3970 Pacific Coast Hwy., Torrance, 
Calif. 


Air conditioning time controls 
bulletin. Two-section bulletin pre- 
sents time switches for both com- 
mercial and window-model air 
conditioning installations. Lists 
various dials available and provides 
pertinent data on operation. 

Available from: Tork Clock Co., 
Inc., Mount Vernon, N. Y. 


Bathroom accessories catalog. 
Two color, eight-page catalog lists 
complete line of chrome concealed- 
screw fixtures. Includes photos of 
recessed and surface units and pro- 
vides specifications. 

Available from: Donner Mfg. Co., 
12959 Sherman Way, North Holly- 
wood, Calif. END 


Sales Aids... 


(Continued from bottom of page 183) 
stove is also provided to help dra- 
matize certain heating principles. 
Each copy of the book bears a 
serial number so that the dealer 
automatically receives supplemen- 
tary material for insertion. The 
book is brief case size and comes 
complete with a built-in easel. 

Manufacturer: Rheem Manufac- 
turing Co., 7600 S. Kedzie, Chicago. 
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THERE'S A NEW TREND IN BATHROOMS 


=GOMO 


by UNIVERSAL-RUNDLE 


Here is truly the world’s finest one-piece water closet. Quiet as a whisper, 
it has these outstanding features your customers will appreciate: 


® Completely anti-siphon. No contact ® Automatic flow regulator. Flow con- 
between outside water supply and trol valve built in as part of ballcock. 
water in tank. 


® Non-overflow. Shut-off level of 
water in the tank is below the rim 
of the bowl. 


® Meets all existing codes. 


@ Nylon valve seat. Longer life 
than metal. 


@ Consult your wholesaler or write 
for a complete catalog of the 
Universal-Rundle line. 


THE WORLD'S FINEST 
BATHROOM FIXTURES BY 








Universal-Rundle 


Universal-Rundle Corp., 391 River Rd., New Castle, Pa. 


Plants in Camden, N. J.; Milwaukee, Wisc.; New Castle, Pa.; Redlands, Calif.; Hondo, Texas 
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New Features in 
Nationally Advertised 


FIXTURES 





mean More 
New Customers! 








National Advertising: Universal-Rundle’s na- 
tional advertising in these leading magazines 
means that home owners recognize U/R as 
the World’s Finest Bathroom Fixtures! 





—S 
New Uni-Lox Hanger: This new version of the 
famed Uni-Lox hanger makes lavatory mounting 
faster, more positive, more precise than ever, 
Adjusting slot in the face of the hanger 
allows for leveling without fuss or bother. 
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New Rose Pink: Newest of all the bright and 
gleaming U/R colors, Rose Pink now takes its 
proud place in the first family of bathroom 
fixture colors. There’s a U/R fixture color 
just right for any bathroom decor. 


Anti-Siphon Balicock: 
Standard equipment in 
every U/R water closet, 
this efficient balicock 
provides assurance of 
no back siphonage, and 
is the very last word in 
sanitary flushing actions. 


es 


SS 












New Round Legs 
for U/R lavatories are 
made of high quality 
brass, sheathed in heavy 
tri-plate chrome. A new 
mounting device will adapt 
to vitreous china or 
enameled cast iron. 
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WROT SOLDER 





vi 


Air Conditioning ¢ Re 


oF 


CAST SOLDER 





FLARED TUBE 





SOLDER DRAINAGE 


BS 


— 


Wits the addition of our new 
Wrot fittings, KEYSTONE now 
offers a complete selection for 
every copper tube installation. 
More and more contractors are 
turning to pressure- formed, pure 
copper Wrot fittings because they 
install faster and assure oa leak- 


proof streamlined job. 


But whether your application calls 
for Cast, Wrot or Drainage solder 
fittings, Flared Tube fittings or Valves, youcan be sure that 
Keystone Copperfiow will give you the maximum in... 


BALANCING 


VALVES 


« CORRECT DESIGN « PRECISION FINISH 
¢ ABOVE-STANDARD WEIGHT and WALL THICKNESS 
e FULL WATERWAYS « EASY INSTALLATION 


e COMPLETE SIZE RANGE 


At better Jobbers everywhere. Write for ovr new Wrot Fitting 
Catalog or for the Complete Line Catalog No. 51 


KEYSTONE BRASS WORKS 


ERIE, PENNA., U. S. 





A. 

















Home Improvement Year 


(Continued from bottom of page 181) 
lenge. They know that anything which makes for 
a better America must have their support. And 
they are warmly giving it. 

Municipal authorities in thousands of communi- 
ties feel the challenge deeply. They are very close 
to the need for improving the homes of America. 
They know the importance of good homes and 
sound neighborhoods in maintaining a sound capi- 
tal structure in their communities. And they 
know how great are both the financial and social 
dividends. Their support is being given to the 
limit. 

I believe I am safe in saying that no peacetime 
endeavor of the American people has ever had 
such assurance of universal support as this our 
nationwide home improvement enterprise—a true 
partnership of private industry and government. 
This partnership has no opposition. Everywhere 
it has support. 


= In this room here today there are close to five 
hundred strong supporters. In addition to the 
representatives of many industries, there are pres- 
ent distinguished members of both Houses of 
Congress. Many of the President’s cabinet and 
several of the White House staff are with us today, 
as are other government officials from a number 
of departments, state and municipal officers, and 
community leaders. There are labor leaders, edu- 
cation and health authorities, publishers, editors, 
news analysts. There are religious leaders and 
persons eminent in numerous other fields of ac- 
tivity. All of you have come here with a single 
purpose. 

You have come to demonstrate your faith in 
the enterprise that all of us are undertaking to- 
gether. 

You believe that our post-war technology, which 
has already greatly raised the level of living in 
America, will continue to advance. You believe 
that the soaring national standard of livability can 
be increasingly enjoyed by ever growing numbers 
of our people. And you believe that millions of 
them are eager to realize that standard in its most 
elemental reality—the homes in which they live 
and rear their children to become useful members 
of society. 

You believe, too, I have no doubt, that as mil- 
lions of Americans in the medium income group 
advance their present level of living closer to the 
new American standards, private industry as a 
whole will become more and more convinced of 
the real feasibility—as well as the desirability, 
which no one now disputes—of home improve- 
ment on an even broader scale. We should never 
permit ourselves to forget that the long-term ob- 
jective—the attainment of which will be most 
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“T hope that the Housing and Home Finance 


profitable in every way for all concerned—is to | 
raise the level of living for all the American | 
people. | 

I have here a letter written to me by the Presi- 
dent of the United States, in which he says in 


part: 



















ing and lending industries and private citizens in| 
a nation-wide effort toward this goal.” 

In response to the President’s directive I will | 
now read a statement, the substance of which I| 
hope will be given wide and continuous publicity 
throughout the United States: 

“The President of the United States has stated 
that the present Administration from the outset | 
recognized three major goals of equal importance | 
in the complex task of housing the American 
people. 

“One goal was to provide, by private enterprise 
and initiative, ‘a modern home for every Ameri- 


Agency can now join with communities, the bal 
} 





positive, balanced venting! 
no unnecessary service calls! 
real customer satisfaction! 


















The design of Vent-Rite Venting Valves 
is the result of years of continuous test and 












can family’ that seeks and can afford to buy such study. These valves assure automatic, 


a home. This is approaching achievement. 

“Another goal was to provide more and better 
housing, both by private enterprise and Govern- 
ment aid, for American families with low incomes. 
This is being increasingly accomplished. 

“A third goal was nation-wide renewal and res- 
toration of middle-aged dwellings in basically 
sound condition. 

“Aware of the magnitude and urgency of this 
need to rehabilitate our older homes, the Presi- 
dent has expressed his desire that the Housing 
and Home Finance Agency stimulate our com- 
munities, the building and lending industries, and 
private citizens everywhere to a full and system- 
atic achievement of ‘a modern home for every 
American.’ 







noiseless venting, quick, even heat distri- 
bution, long, trouble-free performance, and 







lower fuel costs. In the long run, these fea- 






tures mean genuine customer satisfaction 






and more profitable heating installations 






for you. 






Use Vent-Rite Venting Valves for all 
your requirements. They are available in 








a wide variety of types, sizes, outlets, and 







venting capacities . . . vacuum or non- 





vacuum, for radiators, convectors, and unit 
heaters. Order from your wholesaler. 












VENT-RITE 


No. 1 for non-vacuum 







No. 2 for vacuum 











Ye" side connection with 


Siphon. 3/32” diameter 
Vent Port. Overall 
Height 3”. 

























» “If this objective is attained with the energy 
at our command, and with the crusading spirit of 
our people, our entire population—owners, ten- 
ants, and laboring force alike—will be enormous- 
ly benefited. 

“Therefore, as administrator of the Housing 
and Home Finance Agency, I urge the American 
people to join with the President and the great 
forces of private enterprise in concerted effort to 
attain nation-wide improvement of our country’s 
homes and neighborhoods. 

“In pursuance of our common objective, I desig- 
nate 1956 Home Improvement Year.” END 





How One Contractor Beat the 
Price Squeeze in Heating... 
... see page 107 
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How to sell a replacement water heater 
Here’s how one alert plumber does it 


Attract the buyer with promotion. This plumber 
prefers to sell Heatmasters. He knows Heatmaster 
runs national consumer ads that help pre-sell cus- 
tomers. He uses Heatmaster co-op ads, displays, 
mailing pieces, and other aids to locate people in 
his town who are ready to buy a water heater. At 
his showroom he shows how attractive a water 
heater can be when it’s a Heatmaster table top. 





Emphasize features the customer wants. Most 
replacement customers are thinking “this time I'll 
make sure”. Then the Heatmaster dealer is in a 
perfect spot. He sells a whole family of features. 
He stresses the look of quality; rugged tank con- 
struction, available in glass-lined, galvanized or 
stone-lined; all the features that mean long life and 
abundant hot water service. 











Demonstrate feature by feature. Heatmaster is 
so deep in quality features the dealer’s main con- 
cern is how to remember all of them. He ticks off: 
dustproof base; controls tested three times are 
guaranteed accurate; thick insulation blankets over- 
lapped on top prevent slipping and “hot spots”; 
trouble-free burners in which each port is drilled by 
hand; baked-on white enamel. 
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Close the sale, provide immediate delivery. This 
dealer uses the Heatmaster warranty to close a 
sale, he can give 3 to 20 year Protection Plans to his 
customer. He’s ready to provide an easy payment 
plan, since about 50% of his appliance sales are on 
time. Most important, he keeps a basic inventory 
for immediate delivery. Why not call your plumb- 
ing wholesaler now. Sell Heatmaster! 





Heatmaster 


AUTOMATIC WATER HEATERS 
a full wre of water heaters with a full family of features 


STONE-LINED / 


C-E Heatmasters carry the AGA seal of approval for all gas models; the Underwriters’ Laboratories approval and listing for electric models. 
Gas models available for natural, manufactured, or Liquefied Petroleum (bottled) gas. Available in all models and sizes, both gas and electric. 


Manufactured by COMBUSTION ENGINEERING, INC. Home Equipment Division, Chattanooga 1, Tennessee 


GALVANIZED 
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ES Absorbo tube and in- 
HOM 


sert in normal position. 


SOLVES 


Absorbo tube and 
insert expanded 
to absorb shock. 





ABSORBER 


Noisy, destructive water hammer plays 
a no favorites — it will occur in the 
HOSPITALS ' finest buildings — it happens without 
warning on any supply line —in 
schools, theatres, hotels, hospitals, 


: institutions — and homes, too. It shakes 
pipe lines, loosens valves and fittings, 
causes leaks in fixtures. All these 


problems arising out of the destructive 
and annoying action of water hammer can 


ipeneesseeeneemeemeeeenstteeeee enn * 
be permanently solved with the installa- 
——— . tion of JOSAM Shock Absorbers. To absorb 
+ ee the shock . . . eliminate disturbing noise, 


prevent breakdowns, and assure “hospital 
quiet” on all piping systems specify 
JOSAM Shock Absorbers. Send coupon 
below for Manual “S” on Water Hammer. 








FACTORIES 


JOSAM MANUFACTURIN N 
JOSAM MANUFACTURING COMPANY Dept. DE, ina. ? 


Please send free copy of Manual "'S" on Water Hammer 
RE 2 Re ee Business 

Address ooo... 

NN a ivarcaxcissesctiivens 

City cd tiaehe Zone State 
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in 1956... 


get better performance... faster service with 


B&G Cooling Equipment 


on LIQUID COOLER 


mercial and indus- 


i nit for ho 
ti k. Design highlights !n ’ 
—integr 

i ump-down—!n 
sil for easy installation. Completely 
Send for Bulletin HB-7 55. 


com 
clude low pressure drop 
ted electrical 


mes, apartments, 
A complete 
i ; fol 
trial buildings, process W 
through evaporator—non-re y “8 
trol system—low center of gra 
con 


wired including chiller relate} tower p mp. 
'’ U 
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Specifying “B&G” throughout for your air ey EP and refrig- 
eration installations assures you of equipment known for quality— 
with a single manufacturer's responsibility for satisfactory operation. 


B&G 1522 and 1531 Pumps, for example, have a long record for 
dependable economical and quiet performance. Among their many 
features is the ‘‘Remite’’ leakproof mechanical Seal—harder than 
glass—weat-proof! 


B&G Evaporators, Condensers and other heat exchange equipment 
offer time-tested design—rugged construction—precision work- 
manship—all combined to provide top performance and long life. 
These units are built to ASME Code requirements. 


Write today for a complete file of B&G air conditioning and refrig- 
eration equipment literature. ° 


BELL & GOSSETT 


c oOo M P AN Y 


Dept. REF-1, Morton Grove, Illinols 
Canadian Licensee: S. A. Armstrong, Lid., 4400 O'Connor Drive, West Toronto 
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Tax-Saving Tips for ‘56... (continued) 


(Continued from bottom of page 113) 
surrounding a contracting business are fixed, and 
cannot be altered no matter how compelling the 
tax-saving need. There is one notable exception. 
If new depreciable assets were acquired in 1955, 
and have a useful life of three years or more, they 
may be depreciated on an accelerated basis (sum- 
of-the-digits or declining balance methods. 

This will increase sharply the annual write-off 
in the first years of asset lives. In turn, this will 
reduce business earnings subject to income tax. 
This option is available to a contractor who has 
acquired such new assets in 1955, even though 
assets acquired in earlier years are being depreci- 
ated by the straight-line method. 

However, exercising such an option should be 
done in the knowledge this depreciation method 
will result in higher earnings in the last years of 
asset lives because of smaller annual depreciation 
charges than by the straight-line method. If a con- 
tractor, year after year, is rising into higher and 
higher tax brackets, electing an accelerated de- 
preciation method in the period of lower earnings 
will result in a higher overall tax over the life of 
the assets. 

On the other hand, if 1955 earnings are high but 
a contractor foresees realistically a probable de- 
cline in subsequent years (and expects to be in 
lower tax brackets then) getting a maximum 
amount of depreciation in 1955—the year of 
known high earnings—may result in a tax gain. 
The same may be true if a contractor expects to 
sell his business within a year or two. Likewise, 
there may be an advantage in using an accelerated 
depreciation formula on 1955 acquisitions if the 
tax rates are cut in 1956, as now appears possible. 
It is wise to get the advice of a tax expert on best 
ways to figure depreciation. 


a Theft and embezzlement losses. Such losses 
must be deducted in the year losses are discov- 
ered, otherwise the deduction is lost. Therefore, 
a contractor should not fail to reflect 1955 losses 
from this cause in his 1955 tax return, subject of 
course to insurance recovery. 

Bad debts. There is an understandable tenden- 
cy for a contractor to carry uncollectible accounts 
receivable on his books long after they have 
proved to be worthless. However, this is a danger- 
ous practice, tax-wise. Failure to deduct such 
bad debts in the 1955 income tax return if, in fact, 
they become worthless in 1955, will result in their 
disallowance as a deduction in 1956 or a later 
year. Such deduction in the 1955 income tax re- 
turn does not preclude a contractor from effecting 


subsequent collection if the worthless debt again 
becomes collectible due to changing circumstances 
of the debtor. 

So, contractors should not fail to write off bad 
debts as worthless, if the facts so warrant. The 
tax saving may be the only recovery made. To 
prove worthlessness, it is not necessary to take 
court action if this would be futile. Note: con- 
tractors reporting on the cash-receipts-and-dis- 
bursements basis may not deduct bad debts result- 
ing from contracting activities. To be deductible, 
such bad debts must have been reported as in- 
come in current or past income tax returns. 

Standard deduction versus reporting deduc- 
tions. Often the standard deduction will result in 
a substantial tax saving for a contractor. It may 
save a few minutes time in calculating the tax. 
For others, however, the standard deduction may 
be an expensive time-saver. If itemized deduc- 
tions exceed the standard deduction by as little 
as $50, failure to itemize deductions results in a 
tax penalty of at least $10. 


« Even those who regularly employ the standard 
deduction should make a practice of roughing out 
and totaling outlays which are deductible, if 
itemized. Personal circumstances have a way of 
changing sharply from year to year in respect to 
personal deductions. A serious illness and result- 
ing heavy medical-hospital expenses may make 
itemizations of deductions wise. Acquisition of a 
home and resulting property taxes may prove 
sufficient to justify itemization when, in the past, 
the standard deduction was a tax saver. 

Medical expenses. The rule in respect to medi- 
cal-dental expenses has been liberalized. Until 
1954, the first 5 percent of adjusted gross income 
expended for medical-dental expenses was ex- 
cluded as a deduction. Now only 3 percent is ex- 
cluded. This additional 2 percent, as a deduction, 
may be sufficient, with other deductions, to war- 
rant itemizing. Moreover, a contractor or his 
spouse, if either is over 65, may ignore the 3 per- 
cent exclusion rule, so far as their medical ex- 
penses are involved. (Note the rule requires that 
the first 1 percent of adjusted gross income ex- 
pended on drugs must be excluded, with the bal- 
ance for drug outlays added to medical-dental ex- 
penses before applying the 3 percent exclusion 
rule). 

Civil Defense workers expenses. Contractors 
in Civil Defense work as volunteers should not 
overlook their out-of-pocket expenses in this ac- 
tivity. “Actual unreimbursed expenses incurred 
by Civil Defense volunteers,” says a recent IRS 
ruling, are income tax deductible “if connected 

(Please turn to top of page 196) 
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see the difference 
in PROFITS... 





when you SHOW 
the difference in Spring-Flo 


Every time you sell a faucet, you can make an extra-profit. Sell 
faucets equipped with Spring-Flo Aerators. Spring-Flo equip-, 
faucets make water taste better, look better, wash and rinse 


tter. Here’s why: 


1. Spring-Flo puts millions of tiny air bubbles in water. 
They replenish lost oxygen, trap and carry off for- 
eign tastes, odors and clouding gases. 

2. The Spring-Flo stream mixes soaps and detergents 
more thoroughly, so washing action is faster, better. 

3. Bubbles in the Spring-Flo stream act like a cushion, 
preventing splash. Water spreads, clings, rinses more 
effectively. 


Your customers really want a faucet that improves tap water. 
Tell them about Spring-Flo. It’s the way to make extra-profit 


faucet sales! 


ON LEADING MAKES OF FAUCETS 


SPRING-FLO 
> AERATORS 


I 


AGHNIDES U.S. PATS. 2,210,646—2,316.032 

















Tax Saving Tips 


(Continued from bottom of page 193) 
with and solely attributable to rendition of such 
volunteer services.” 

Other deductions. Every deduction available, 
no matter in what category, should be tallied. 
These include property taxes, car licenses, sales 
taxes, state income tax, state gasoline taxes, con- 
tributions to religious organizations, schools, hos- 
pitals and charities, interest and miscellaneous 
deductible items including non-business bad 
debts and casualty losses, such as damage to or 
destruction of a home or personal property to the 
extent not recovered by insurance. 

It is in zealously running down these numer- 
ous—sometimes small—deductible items that a 
contractor is often able to come up with enough 
deductible items to aggregate more than those 
available by taking the standard deduction. It is 
the last, all but forgotten, items that are likely 
to pay off. 

Dependent parents. Perhaps some contractors 
need to be reminded that their jointly supporting 
with others of a parent may result in an exemption 
being available for one or other of those contribu- 
ting to the support. As in the past, the dependent 
must have gross income of his own of less than 
$600, and the support contributed must exceed 
one-half. However, this “more than one-half” 
contribution may come jointly from two or more 
people, with any one of the contributors being en- 
titled to the exemption by mutual agreement. 
However, the one claiming the exemption must 
contribute more than 10 percent of the support, 
and the others so contributing must sign waivers 
to the exemption for the year in question. 


s Dependent children. Natural offspring, adopted 
children or step children now may earn more than 
$600 a year and still be taken as exemptions, pro- 
vided the taxpayer contributes more than one- 
half of the support. The only restriction is that 
the person taken as an exemption is either (a) 
under 19 or (b) is a student on a full-time basis 
in a school or college, with school attendance in- 
volving a period of five or more months during 
the year. The value of a scholarship may be ig- 
nored in determining whether the taxpayer con- 
tributes more than one-half of the support. 
Other dependents. Prior to 1954, only certain 
closely related individuals could be counted as 
dependents, regardless of the support contributed 
by a taxpayer. Now, the fact of dependency pre- 
vails, regardless of relationship, provided only 
that such dependent lives in the taxpayer’s home 
for the entire taxable year. Temporary absences, 
such as for vacation, attending school or sickness, 
will not cancel such exemption. 
Income-splitting extended by death. The new 
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tax law provides that a taxpayer may continue to 
have the benefit of income-splitting for two years 
after the death of his spouse, provided there are 
dependent children. This is a valuable tax assist 
for contractors with income subject to tax at a 
rate higher than the lowest tax bracket because 
it will divide income for tax computing purposes 
and, thereby, reduce the tax. 

Head of household. A good many taxpayers are 
still not taking advantage of the liberalized pro- 
visions in respect to head-of-household status. 
By so qualifying, a contractor may get about one- 
half of the tax-saving advantage afforded others 
by a split-income tax return. If, for example, a 
parent is supported at a place of residence other 
than the contractor’s, the latter still can qualify 
as the head of a household. The matter of support 
is the determining factor. 


« Child care. A contractor may deduct up to $600 
toward the care of a dependent child, provided he 
is a widower or is legally separated or divorced. 
However, the child being cared for must either 
(a) be under 12 years of age or (b) be physically 
or mentally unable to care for himself. This de- 
duction may be made only if it is actually in- 
curred for the purpose stated. The money used 
for child care cannot be paid to another dependent. 

The same child care deduction is available 
where both husband and wife work, provided 
combined adjusted gross income is not over $4,500. 
If the combined adjusted gross income exceeds 
this figure, the $600 maximum must be reduced— 
for deduction purposes—by the amount adjusted 
gross income exceeds $4,500. Thus, $5,100 or more 
adjusted gross income (exceeding $4,500 by $600 
or more) would completely wipe out this deduc- 
tion. 

Age and blind exemptions. A surprising num- 
ber of taxpayers fail the first year, upon reaching 
65, to take the additional $600 for exemption, or 
for their spouse reaching that age. This additional 
exemption is available even though age 65 is 
reached as late as December 31 of the tax year. 
Blindness at the end of the tax year rates another 
$600 exemption for each spouse so afflicted by 
medical definition. If a spouse dies during the 
year, either or both of these exemptions are avail- 
able, provided only that the spouse was age 65 or 
blind at the time of demise. 


s A good many declarations of estimated income 
tax made in April of the tax year fail to take into 
account an impending birthday for one or another 
spouse reaching 65, or the onset of blindness, 
either or both of which will materially reduce the 
tax obligation earlier estimated. Those becoming 
65 in 1956 should reflect this fact in their 1956 
declaration of estimated income tax. END 
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*Fictitious name used to typify over 400 Walworth Distributors 


Here’s why it pays to do business with 
distributors like Mr. Hansen* 


Andy Hansen is typical of Walworth Distributors 
throughout the nation. He has been a distributor 
of Walworth Valves and Fittings for years. Like 
Andy, the Walworth Distributor in your area 
provides these services and savings: 


He reduces your inventory costs. He’s aware 
of the valve and fitting needs peculiar to his area. 
He stocks the products that will best serve your 
needs. Deliveries are always prompt and eco- 
nomical — emergency orders can generally be 
delivered within hours. 


He offers you application and engineering 
assistance. His technical experience can be invalu- 
able in solving your particular problems. He has 


50,000 Walworth products at his disposal. You can 
be sure that the items he recommends are exactly 
right for the job. 


He is a double guarantee. His business depends 
upon providing you with the very finest products 
and unsurpassed service. Every valve and fitting 
is backed by his own reputation and that of 
Walworth — a complete line manufacturer. 


There’s a Walworth Distributor near you ready 
to help. Call on him today. 


WALWORTH 


valves... pipe fittings... pipe wrenches 
60 East 42nd Street, New York 17, N. Y. 
Walwerth Company of Canada, Ltd., Terento 
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Tenants swelter in sum- “ee 
mer heat or freeze in ==" — 
winter drafts. ’ 








istributors 
a a * o 
It’s as simple as this, wi 
7 
] Individual units replace radiators in each room to 
@ be air conditioned. Hot water from your present 
n boiler is piped to each unit for heating. Cold water from 
y a central chiller is supplied through the same piping for 
summer cooling. A small motor (1/30 to 1/12 hp) oper- 
ates two quiet fans in each AlRditioner to provide re- 
s freshingly cooled or heated air circulation. There are 
5 no expensive ducts to install. Here is low-cost, year- 
‘ round comfort for new or existing office and apartment 
, buildings, hotels or motels, hospitals or homes. 


Operating flexibility cuts costs. With Modine AIR- 
® ditioners, room occupants control their own tem- 
y peratures. Units are operated only when and where they 
are needed. No need to air condition an entire building 
to provide comfort only in occupied rooms. 


3 Types and sizes for every application. AIRdition- 
® ers are offered in console (illustrated), concealed, built- 
in overhead and exposed ceiling models . . . in sizes to 
meet your remodeling or new construction require- 
ments. All units are furnished with quiet, slow-speed 


*Trademark 
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Air conditioning existing buildings 
may be easier than you 


think... 


AFTER: 


Modine Airditioners 
are individually con- 
trolled by room oc- 
cupants to provide 
healthful comfort all 
year long. 





motors (1050 rpm top speed) having built-in thermal 
overload protection as a standard safety feature. 


Want to know more? 


Consult the classified section of the phone book for your 
Modine representative. Contact him or mail the handy 
coupon for illustrated booklet. 








MODINE MFG. CO. 


1502 DeKoven Avenue, Racine, Wisconsin 


Name 
a 


Address 


Gentlemen: Please send me a free copy of Bulletin 
745-D, describing Modine AIRditioners. 


SD sekchectnteistainicivacsiednns 


Zone SERSE .000000 





























A Short Course in... 








HIGH TEMPERATURE-HIGH 


PRESSURE HOT WATER HEATING 


(Last of three articles) 


THIS IS THE CONCLUDING ARTICLE in a series dis- 
cussing a comparatively new method of space 
heating known as the HTHP system. The letters 
identify high temperature, high pressure, hot 
water heating with forced circulation. 

Previous articles (see Dec. issue, p.108 and 
Jan., p.170) have discussed the fundamental simi- 
larity of the system to conventional low tempera- 
ture forced hot water heating, as well as its ad- 
vantages and limitations. The selection of system 
components, auxiliary heating equipment, pumps 
and the subject of friction losses have also been 
covered. 

The entire series is based on a new manual pub- 
lished by C. A. Dunham Company, Chicago heat- 
ing equipment manufacturers. 


= In this third and concluding article, the steps 
in sizing the piping are presented as outlined in 
the manual. In addition, the procedures for con- 
trolling temperatures at the boiler, testing the 
system, starting the system and methods for 
minimizing corrosion are covered in some detail. 

The first subject presented here is that of pipe 
sizing as described in the manual. 

With the heat loss known, the average water 
temperature established, the temperature drop 
determined, and the radiation selected and located 
on the plan, the piping system should be laid out 
on the plan in such a manner that all pipe lengths 
can be measured and the expansion loops and 
general number of fittings counted. Pipe size de- 
pends on the heat load, temperature drop and 
friction head. The steps in sizing the piping in 
sequence are as follows: 

Step 1. Compute the gpm at the water tempera- 
ture for the zone or job. 

Step 2. Calculate the total equivalent length of 
the longest run (i.e. the one with the greatest fric- 
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tional resistance) in each zone or building in hun- 
dreds of feet. 

The total of the drop in the longest run plus an 
allowance for valves and fittings, usually 60 per- 
cent for normal systems, will be the head required 
to operate the piping system. To this add the drop 
through equipment to get total head. (Obtain 
from a pipe sizing chart.) 

Step 2A. Select the trial pipe size, based on the 
average water temperature, using the trial equiv- 
alent length so obtained. Select a pipe size hav- 
ing a capacity to carry the load (gpm for the Mbh 
at the average temperature) in the longest main 
and the size to carry the Mbh load in the branch 
circuit from the main. 

Step 2B. Also, find the friction loss per unit 
(100 ft) length when carrying such capacity and, 
if necessary, correct for the temperature effect on 
the friction head. 

Step 2C. Select the pipe sizes. 

Step 2D. Select the trial circulating pump size 
for the zone or job using the manufacturer’s per- 
formance data. Multiply the friction loss of the 
main and that of the longest branch per unit 
length (per hundred ft by their respective equiv- 
alent length in hundreds). Add the values. Also 
add any dynamic losses that might be required by 
any equipment. The result is the friction head of 
the trial system against which the pumps must 
deliver the required gpm. 


s Step 3. Determine the final equivalent length 
and pump size. Using the trial pipe sizes, the 
equivalent length of run and sum of the allow- 
ances for frictional resistance of the heating 
equipment and the fittings in the runs of pipe, as 
shown on the plans, determine the system friction 
head. If this friction head is appreciably greater 
or less than that calculated by the allowance of 
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60 percent, calculate the corrected head. 

Using the manufacturer’s pump performance 
data, select a pump for the head and quantity of 
water to be handled by balancing the best possible 
operating characteristics, lowest first cost and op- 
erating costs. If the pump head available for the 
system is considerably different from the redeter- 
mined head, the piping system can be resized 
proportional to the selected change in the total 
friction drop to obtain greater economy or better 
operation for the available pump head. 


s If this change does not meet requirements con- 
sistant with good engineering practice, the system 
temperature drop can usually be readjusted. Final 
velocities should be considered in relation to as- 
sociated performance items such as noise and 
vibration. 

Step 4. Size the piping for the other runs. Total 
friction of each run should equal that in the re- 
maining increment of the longest run after the 
junction point—as near as practical. 

Conventional friction drop pipe sizing charts 
may be used for studying the effect of designing 
the piping head based on different friction heads. 
When conventional charts are used, the limita- 
tions previously mentioned must be observed or 
a special chart provided in the manual may be 
used without exceeding the allowances usually 
made in selecting and rating pumps. 


With the pump located in the supply line, a 


method usually favored for reducing the concen- 
tration of air in the boiler, the suction connection 
must be arranged so that pressure in either the 
suction line or in the pump will not fall below 
saturation. If the pressure falls below saturation, 
part of the water will “flash” into steam, setting 
up hammering. It is customary to provide a con- 
nection between the pump suction and return to 
feed lower temperature water into the suction 
line, reducing the temperature below the “flash 
point.” 

The pump located in the return line reduces the 
danger of steam cavitation. The flow line pump 
location is also used to reduce the probability of 
boiler corrosion. Where the make-up water is at 
a minimum, the probability of serious corrosion 
is remote. 


« The probability of “flashing” and cavitation is 
reduced by the following: 

(a) placing the pumps at a level well below the 
boiler outlet with a large connecting suction pipe 
dropping vertically to the pump and thus increas- 
ing the static head on the pump suction. 

(b) injecting cooler return water into the 
pump suction line between the boiler to the pump. 

(c) arranging the suction piping so that any 
sudden acceleration in flow is avoided. 

(d) avoiding long suction lines. 

The total circulating head equals the sum of the 

(Please turn to top of page 206) 
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Fig. 20 shows a boiler feed arrangement where exhaust 
steam is available for preheating the return water from 
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the heating system. The exhaust steam may heat the re- 
turn water in a counter current heater or in a converter. 
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High Temperature-High Pressure Hot Water Heating . . . (continued) 


(Continued from preceding pages) 
head due to pump pressure and head due to 
gravity. The head due to gravity is usually neg- 
lected when it is small in comparison with the 
pumping head. 

Where steam is used for power purposes, there 
will be greater economy if the exhaust is used for 
preheating the return water from the heating sys- 
tem. The exhaust steam may heat the return wa- 
ter in a counter current heater or converter. If 
the power requirements are great, a feed water 
heater may be used to heat the make-up water. 
Condensate should be drained through a trap into 
the condensate receiver (see Fig 20). The use 
of exhaust steam to heat the return water and 
reclaim the condensate reduces the system corro- 
sion by minimizing the quantity of raw make-up 
water required. 

The procedures cited in the manual for con- 
trolling the temperatures at the boiler plant are: 

(a) changing boiler pressure and correspond- 
ing temperature according to demand. 

(b) holding steady boiler pressure and chang- 
ing temperature of outgoing water by mixing 
supply and return water. 

Controlling the outgoing supply temperature 
may be done by hand or automatically, using 
nominal equipment. Utilizing a constant boiler 
pressure and changing the supply or outgoing 
water temperature by mixing the supply and the 
return water is preferable since the maintenance 
of the constant steam pressure reduces the rate of 
deterioration and cost of boiler plant maintenance. 
The constant pressure also affords better opera- 
tion of the controls. 


s Pressure gauges should be installed to indicate 
boiler pressure, pump discharge and suction pres- 
sure and at locations where pressure readings 
would assist operation and maintenance. Ther- 
mometers or thermometer wells should be in- 
stalled in the flow and return pipes, the pump 
suction and discharge and any other points of 
major temperature change or where temperatures 
are of importance in operating the system. The 
usual boiler fittings should be in accord with ac- 
cepted practice. 

Initial filling may be done by the boiler feed 
pump if large enough and operated from an out- 
side power source, otherwise a connection to city 
water supply through a temporary connection can 
be used. 

The boiler and piping system should be filled 
and tested separately. Many leaks, if present, will 
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become apparent as the system is filled and as the 
pressure increases any smaller ones will be de- 
tected. The detection of minute size leaks will be 
facilitated by the addition of a chemical which 
lowers the surface tension of the water. For test 
heating the boiler, bring the waterline to the nor- 
mal level contemplated for maintaining the steam 
cushion and bring the pressure up to the system 
design pressure before opening the valves to the 
system. 

On systems pressurized by steam, before start- 
ing up the boiler and system, the valves connect- 
ing the boiler to the system should be closed. The 
pump should be primed and the valves controlling 
the flow of cooling water to the stuffing boxes and 
bearings should be opened. The valves through 
which the pump is connected to the supply and 
return piping should be closed; the boiler pressure 
should be raised to approximately, but somewhat 
lower than, the normal operating pressure. The 
boiler pressure should then be exerted on the 
system by opening the mixing valve which is for 
regulating the temperature of the water leaving 
the boiler. 


« The valve used to regulate the temperature of 
the water entering the pump suction may then be 
opened after which the main flow valve of the 
boiler should be slowly opened. The shut-off 
valves at the pump should then be slowly opened. 
The steam supply valve and finally the return 
valve in the pipe to the boiler may be slowly 
opened. When the pressure gauges in the suction 
and discharge of the pump indicate the same pres- 
sure, the discharge valve should be closed. 

After making certain the air is vented from the 
pump and it is properly primed and the cooling 
water flow is being maintained, the pump may be 
started. This procedure is to place the pump un- 
der head when it starts. When the pump is run- 
ning at full speed, the valve in the pump dis- 
charge line may be slowly opened. 


= In initially starting the system, it is preferable 
that the water which is first circulated in the sys- 
tem be relatively cold and then warmed as circu- 
lation proceeds. After a suitable period of opera- 
tion the system should be flushed out at various 
drain points and blown off at the boiler sufficiently 
to remove sludge, etc. 

The manual also discusses methods for minimiz- 
ing corrosion in the system. 


Water treatment is seldom required where the 
(Please turn to top of page 206) 
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These illustrations show our 
NEW Nos. 50 and 51 Float Valves. 
They come equipped with Non-Cor- 
rosion Nylon Seat and Nylon 
Plunger. A semi-elevated valve— 
can be equipped with long shank 
as well as Douglas shank. The No. 
51 is equipped with Adjusting Top 
Screw so flow of water can be re- 
duced and silenced. 





Packed in individual box with rod and refill 


No. 51 Float Valve with Non- No. 50 Float Valve with Non- 
Corrosion Nylon Seat and Corrosion Nylon Seat and 
Nylon Plunger. A semi-ele- Nylon Plunger. A semi-ele- 
vated valve—can be — vated valve—can be equipped 
with long shank as well as with long shank as wn as 


Douglas shank. Flow of water Douglas shank. Furnished with 
can be reduced and silenced rod end refill. 


a Adjusting Top Screw. Fur- 
nished with rod and refill. 


The Tradition 


of Craftsmanship 
in QUALITY FITTINGS 243%. 


ame Product Policy 





Emblem of 


Individual security INSURES FREEDOM and LIBERTY. Social Security leads 
to Regimentation and LOSS OF LIBERTY. 

It’s a privilege to live in a Republic. Only God can help the people who live in 
Democracies. 


THE INDIANA BRASS CO., Inc. 


FRANKFORT INDIANA 
“MANUFACTURERS OF PLUMBERS BRASS GOODS” 
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a IS the phenomenal book 
of pre-tested, pre-proved business-build- 
ing ideas that is welcomed by every 
plumbing and heating contractor-dealer 
who has an eye to success. 


Take the word of other leaders in your 
industry . . . “2000 and 1 Prize-Winning 
Ideas” is for you. These men, including 
manufacturers, wholesalers, trade asso- 
ciation executives and many contractor- 
dealers like yourself, have voiced their 
enthusiastic approval of this great mer- 
chandising book. They all agree that here 
is the perfect answer to the long-felt need 
for a source book of sound sales promo- 
tion ideas that the contractor-dealer can 
put to use in building a profitable busi- 
ness. 


THE INDUSTRY’S LEADERS ALL AGREE... 


This Big Idea Book 









is for YOU! 


“2000 and 1 Prize-Winning Ideas” 
- an inspiring, practical guide 
to the successful merchandising 
methods of 181 award-winning 
contractor-dealers. 








Collectively these ideas represent the 
combined experience of 181 award win- 
ners in Domestic Engineering’s All-In- 
dustry Merchandising Contest. Many of 
its chapters are devoted to the methods 
used by these merchandisers to sell fif- 
teen types of products. Eight hundred 
illustrations show the facilities, displays, 
trucks, advertising, radio scripts, home 
show booths, show rooms, display win- 
dows, etc., employed by these contractor- 
dealers. Forty-four chapters are devoted 
to practices and policies they use in mer- 
chandising, business management, serv- 
ice work and remodeling. 

The many sound ideas packed into this 
book are working wonders for hundreds 
of other contractor-dealers . . . and they 
can do the same for you. 


Use the coupon below to order your copy of 
*2000 and 1 Prize-Winning Ideas”. 
The price, postpaid, is $5.00. 





RETURN COUPON TODAY! 





i’ 

+ DOMESTIC ENGINEERING (BOOK DEPT.) : 
, 1801 PRAIRIE AVENUE, CHICAGO 16, ILL, : 
e Send me my copy of the book “2.000 and 1 Prize-Winning Ideas.” It is understood that, if not satisfied, ' 
¥ I may return the book within ten days and full purchase price will be refunded. My remittance of $5.00 t 
. te cover cost of the book is enclosed. t 
Bo NAME...sesssseeeeessesesesesseececensnseessseeeressescsecsnsasesescenessesseereaeeeees H 
8 COMPANY... 20.6. e eee cece cece eter e eee eeeneeeneeneseeeeeeeneesnseneensenaeeeeneeneeeaeees | 
: ST MND: 0 0's cca RSANE DEVS NEAD SS CARRE TER SORE Sew REESE iA dRae es taehat ee weee ; 
. GRU UG S$ b08 6600045500000 b 44 bende sd edeenteeces ZONE...... STATH. ccccccccsccccccccscvscees : 
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Pre-Tested 
Ideas on... 
MERCHANDISING 
MARKETING 
MANAGEMENT 
AND SERVICE! 


Practical ideas you 
can put to profitable 
every day use in 
your own business. 
The big book of hig 
ideas, “2000 and 1 
Prize-Winning 
Ideas,” consists of 
200 pages and con- 
tains 800 illustra- 
tions. The following 
are typical subjects 
covered: 
Institutional 
Advertising 
Human Interest 
Advertising 
Anniversaries 
Grand Openings 
Radio Advertising 
Television 
Phone Book 
Advertising 
Cooking Schools 
Seasonal Appeals 
Signs 
Signs on Job 
Symbols 
Slogans 
Labels 
Gimmicks 
Calling Cards 
Photo Cards 
Literature and 
Blowups 
Show Displays 
Contests 
School Activities 
Sports 
Public Relations 
Stunts 
National Programs 
Civic Activities 
Welcome Wagon 
Brochures 
Annual Service 
Customer Incentives 
Employee Incentives 
Prospecting 
Job Proposals 
National Recognition 
Publicity 
Contest 
Trucks 
Reception 
Offices 
Shops 
Yards and Docks 
Uniforms 
Procedures 
Remodeling 
Service 
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HT has the “MUST-SEE” line of 
cE! ROUGH BRASS GOODS 
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Wise buy —here’s why: 
It's no accident that Sterling is 
2) the World's largest independent 
a producer of Plumbing Brass Goods 
. . those superior Sterling products 
ums would be the BIG reason! To maintain 
. uniform quality, Sterling controls 
and checks each manufacturing step 
; Coming Al ong Soon from raw materials to packaged product. 
tives : 
Nite will be new designs for many of So... for all the things you want 
Sterling's most popular items. in your Rough Brass Goods .. . correct 
7 Watch for the announcement engineering . . . long, dependable life, 
nition 


... it will be well worth seeing. correct price .. . specify STERLING. 






: STERLING FAUCET@Q7 ‘20's: 1907 


Company a MORGANTOWN, WEST VIRGINIA 
TAR OU Oe eine WHOLESALERS ONLY 
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LOW-PRICED...QUALITY 
MIDGET LEVELOMETERS 


GIVE DEPENDABLE INDICATION 
OF TANK CONTENTS 


Midget Levelometers provide home owners and plant engineers with 

reliable, easy-to-read, trouble-free indication of fuel supply. The 

dangers and inconvenience of old-fashioned dip sticking and taping 

methods are eliminated. In the plant, fire and labor hazards are cut 
. . costly shut-downs caused by lack of fuel are avoided. 


Levelometers operate on an adaptation of the hydrostatic principle. 
They establish a balance between the height of the liquid to be 
measured and an indicator. Dial type indication provides maximum 
readability. Levelometers are precision built, rugged, easy to install 
and constructed of the finest materials. Approved by UL, FM and 
BSA, New York, they are used for gaging fuel oil, diesel oil, gasoline 
and a variety of other liquids. 


Levelometers are available in several sizes for a 
wide variety of applications. For complete infor- 
mation write Dept. B. 


THE LIQUIDOMETER corp. 


SKILLMAN AVENUE AT 36TH STREET, LONG ISLAND CITY1, N.Y 












| 
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| 
| 
| 
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Hot Water Heating... 


(Continued from bottom of page 202) 
water is used over and over 
again. Where none of the water 
is lost, except such minor 
amounts as may be in conse- 
quence of venting and occasion- 
al leakage at stuffing boxes, it is 
usually sufficient to make the 
water slightly alkaline when the 
system is first filled. Once this is 
done, water should not be drawn 
from the system at any time un- 
less absolutely necessary. The 
only contact with the air in such 
systems is through the relatively 
small connection to the expan- 
sion tank. The actual amount of 
air absorbed is negligible if the 
water lies quiet in the expansion 
tank and the area exposed is 
small compared with the volume 
of water in the system. 

When the free oxygen initi- 
ally in the system and in the wa- 
ter is used up, further corrosion 
is usually negligible. Although 
iron continues to be dissolved in 
“oxygen free” water with the re- 
lease of a proportional amount 
of hydrogen gas, the rate of so- 
lution is very slow and practical- 
ly stops when the water becomes 
saturated with ferrous-hydrox- 
ide. 

On hot water systems used on 
a more extensive scale and par- 
ticularly where arranged to use 
steam for power or other pur- 
poses such as soot blowing, it is 
advisable to de-aerate the make- 
up water and to keep the circu- 
lating water free from contact 
with air. Using a make-up water 
receiver which is vented to at- 
mosphere through an outwardly 
opening check reduces the 
amount of action of the air on 
the water since the tendency of 
the vapor forming above the wa- 
ter surface, whenever heated wa- 
ter is released into the receiver, 
is to form, in effect a protecting 
blanket. Sometimes the condi- 
tion of the make-up water re- 
quires other treatment to pre- 
vent scale formation or corrosion 
when large amounts of fresh 
make-up water is used. END 
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22 INCH 
MODEL 
SHOWN 


CURES NATURAL 
DRAFT TROUBLES 


Increasing concentration of carbon and sulphur dioxides in 
the atmosphere, recently reported by scientists, handicaps 
ordinary chimneys by decreasing natural draft (CO, is 55% 
and SO, is 225% heavier than air) ... and by demanding 
more draft because additional air is required to provide suf- 
ficient oxygen. In addition, current trends constantly demand 
More draft... (1) new fuels that require more oxygen .. . 
(2) longer flue travel in furnaces and boilers. As a result, 
more and more heating plants operate at low efficiency be- 
cause of gravity draft troubles. 


WITH POWER DRAFT 
THAT ASSURES 
HEATING PLANT EFFICIENCY 


. « « No Fans or Motors in Smoke Line 


Quickdraft power draft stops sooting, eliminates chattering, 
drys wet chimneys and greatly increases combustion effi- 
ciency. It does not obstruct smoke line with fans or motors. 
Quickdraft assures top 
performance from old and 
new heating plants. All 
models are approved by 
Board of Standards and 
Appeals, New York City. 
Write today for details. 

















Residential models 
for smoke outlet di- 
ameters 6, 7, 8, ? 
and 10 inches. 


Ouickdraft 


Gc OO M PP A NY 
Canton 1, Ohio 


QUICKDRAFT COMPANY 
Dueber-Hampden Building 

P. 0. Box 87-G 

Canton 1, Ohio 
































ULTRA-MAGIC 


















QUICK RECOVERY 
Water heaters operated with American Control 
Snap Action Thermostat Model No. AC-100 give 
instant, automatic response. They help maintain 
floods of hot water all around the clock. They 
mean satisfied customers. 


SAFETY 
American Controls are 100% safe with all types 
of gas when used in conjunction with the proper 
equipment. 


DEPENDABILITY 
Backed by engineers and craftsmen with over a 
quarter-century of experience in the control field, 
American Control is the best possible thermostat 
that experts with special materials can produce. 


DURABILITY 
Design, material, and craftsmanship all combine 
to make the American Control thermostat a long- 
lasting, efficient, and never-failing unit that will 
give your product the reputation of making and 
keeping customers. 

IMPROVE YOUR SALES PICTURE WITH THIS NEW THERMOSTAT. 


Write for name of nearest manufacturer 
using American Control Ultra-Magic. 


AMERICAN 


CONTROL CORPORATION 
Manufacturers of Thermostats & Safety Pilot Controls 
COMPTON. CALIFORNIA 























“As bright as a Rainbow 






ALL 


PLASTIC PIPE IS 
ROUND, BLACK, AND HAS 
A HOLE IN IT. 


BUT THERE IS A 
DIFFERENCE! 


rotate, 


MODERN 






TOMORROW” 














GUARANTEED-QUALITY FLEXIBLE PLASTIC PIPE 


is made from 


8 8 8 
Loaded with beauty and built to last a lifetime, you'll 
find Selfridge fiber glass laundry trays sell on sight. Oo [ 
They’re new . . . different . . . and available in four 


attractive colors (mint, canary, coral and dawn) to add 
life and sparkle to any basement or utility room. Avail- 





Two nationally advertised big names in plastics add 
steam to your selling effort when you stock CRES- 


able in single, double and triple unit combinations, LINE. Both Du Pont and the Bakelite Division of 
Selfridge trays meet every requirement for both new Union Carbide & Carbon Company are basic sup- 
home construction and remodeling projects. Write for owes of the finest available 100% virgin polyethy- 

ene materials that go into the manufacture of 


full-color literat today. 
ee eee - CRESLINE Flexible Plastic Pipe. And they’re telling 








, your customers in national publications about the 
—| NON POROUS --- EASY TO CLEAN advantages of these superior materials. Add these big 
i SS Impervious to oye and detergents, the ' names to CRESLINE’s own quality story, effective 
| rounded-corner design presents an unbroken, dealer support, and “packaging for profit” and you 
smooth surface that stays bright and clean. have the basis for big-ticket, big-profit pipe sales. 
26 Mi ‘ol 
o ONE-MAN INSTALLATION mee + Bags esau pipe is guaranteed right 
5 The double unit model weighs only 47 Ibs. measured and marked NSF APPROVES CRESLINE 
including stand, is shipped partially every foot and every 10  crEsLINE NT, 75#, 
assembled, can be readied for connection feet. Every order is  100# and Double Jet 
in a few minutes. shipped within 24 hours. ae 
Write for literature and foundation for trans- 
LIFETIME CONSTRUCTION the name of your CRES- — of drinking 
Supported by a metal base to insure ample LINE representative. rea 
structural strength, the fibre-glass-reinforced 
Selfridge tray can’t chip or craze. Adjust- MADE TO SPECIFICATIONS OF THE THERMOPLASTIC PIPE 
able legs. DIVISION OF THE SOCIETY OF THE PLASTICS INDUSTRY 
@ 
FREE TO JOBBERS... 
SLIDE RULE DATA CHART. Quickly helps 
you find answers to such problems as 
friction loss, pressure drop, GPM flow, etc. 


DEPT. A + S606 EUCLID AVE. 
CLEVELAND 3, One 


Write for details on how to get your free 
plastic pipe ‘Data Chart." 





SOLD THROUGH PLUMBING SUPPLY WHOLESALERS ONLY CRESCENT PLASTICS, INC. 
Dept. E-6, 955 Diamond Ave. © Evansville 7, Ind. 
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Vibration Controls for Air 





Conditioning, Ventilating 


Here are some timely tips on vibration control to help con- 
tractors prepare for the busy cooling season ahead... 


THE PROBLEM of noise control 
for air conditioning and venti- 
lating systems was the subject of 
an interesting discussion at a re- 
cent meeting of the Illinois chap- 
ter of the American Society of 
Heating and Air-Conditioning 
Engineers. 

Defining the need for better 
methods of isolating vibration at 
its source, Norman J. Mason, 
chief engineer, Vibration Mount- 
ings, Inc., said. “During the past 
years there has been an increas- 
ing need for improved isolation 
methods in the air conditioning 
industry. This has been a natu- 
ral phenomenon as air condition- 
ing systems have become more 
extensive and building construc- 
tion lighter. 


a “The capacity of both fans and 
compressors has been increased 
in direct proportion to these 
larger systems. Because of rising 
costs, the units have been made 
smaller and so they must run at 
higher speeds. While it is true 
that balancing techniques have 
been improved, the vibratory 
forces vary as the square of the 
velocity for a given unbalance at 
a constant radius. Therefore, we 
have problems today that did not 
exist 20 years ago with slow 
speed compressors and _ large, 
heavy, slow speed fans. 

“There are three principal iso- 
lation materials used by the vi- 


bration control industry today 
and various combinations of 
these three basic materials. The 
materials are cork, rubber or 
synthetic rubber and _ steel 
springs. 


s “Cork is one of the earliest iso- 
lation materials used. Rubber 
pads are produced in various 
forms that allow the incompress- 
ible materials to shear, bulge, or 
do both to encourage deflection. 
Generally speaking, single pads 
are capable of 0.09 in. of static 
deflection. But better results can 
be obtained by stacking the pads 
and the total deflection used as 
a basis for an isolation efficiency 
calculation. 

“When spring mountings are 
used in the air conditioning in- 
dustry, it is important that the 
construction does not increase 
the horizontal noise frequencies 
by the introduction of stiff snub- 
bers,’ Mason said. 

Speaking on the advisability 
of selecting a control for noise 
for a specific application, James 
J. Hughes, general manager, In- 
dustrial Sound Control, Inc., ad- 
vised the group to select the size 
noise reducing device specified 


in a manufacturer’s catalog 
rather than to incorporate safety 
features on their own. 

Hughes pointed out that the 
type of noise developed, for ex- 
ample, by a blower for a venti- 
lation system is usually of two 
types: high and low frequency. 
The vibration control is designed 
to handle a certain volume of 
low frequency noise plus a speci- 
fied absorption of high frequency 
noise. 

If in the attempt to place a 
safety feature in the installation, 
the contractor specifies a larger 
vibration control, the ratio of 
high frequency to low frequency 
noise would be upset, often with 
the result that certain types of 
noises would be more noticeable 
than if the smaller—but correct 
—vibration control was used. 


a» The meeting concluded with a 
discussion of methods for reduc- 
ing noise created by air move- 
ment in duct systems. The meth- 
ods, which were outlined and 
explained for the group by 
Hughes, included lined duct, egg 
crate, splitters, lined plenum, 
lined turns and prefabricated 
noise traps. END 








Bigger Cooling Inventories Needed, 
Industry Leader Says... see p. 124 
























VOUS 


THREE WORDS THAT OFFER 
Sound Advice! 


“CONSULT YOUR WHOLESAL-. 
ER” is sound advice anytime for 
contractors and manufacturers in 
the plumbing and heating in- 
dustry. 

Today, it’s sounder than ever be- 
fore because tougher competition 
makes the services that wholesal- 
ers perform of vital importance 
to everyone in the industry. 
That’s why DOMESTIC ENGI. 
NEERING adopted “Consult Your 
Wholesaler” as a slogan to focus 
attention on these vital services 
and to show how the contractor 
and the manufacturer can utilize 
these services profitably. 

We now offer this slogan in the 


form of free correspondence stick- 


Use this slogan on your correspon 


| meemeemmemmenmemememememmemmnmmamene 


ers and logotypes, to both manu- 
facturers and wholesalers. 
There’s a wealth of meaning in 
these three words. 

To contractors, they constitute an 
offer of assistance in many ways; 
advice on products, design and 
specification; merchandising; ad- 
vertising and displaye—to men- 
tion only a few items. 

To manufacturers, the three words 
mean that wholesalers can and will 
give them helpful advice on the 
suitability of new products; on 
preferred packaging and ship- 
ping; on display devices; on re- 
gional trade preferences; on the 
merchandising of advertising; on 
select group selling and a hundred 


other questions which wholesalers 
can answer authentically because 
of their close and constant con- 
tact with contractor-dealers. 
DOMESTIC ENGINEERING advo- 
cates close and harmonious rela- 
tiong among al) three branches 
of our industry. Each branch must 
play its own essential part in this 
cooperation but the wholesaler— 
being in the center position—is 
the key to all. In a survey made 
by DOMESTIC ENGINEERING, 
wholesalers almost unanimously 
welcomed their dual obligation. 
Manufacturers are urged to utilize 
the logotype in their advertising 
and in their literature. Wholesal- 
ers will employ the logotypes on 
their various printed matter going 
to contractors and manufacturers. 
Both wholesalers and manufactur- 
ers should use the sticker on all 


correspondence with industry 
members. 





I 
SS Se 


j DOMESTIC ENGINEERING 
| 1801 Prairie Ave., Chicago 16, Ill. 


| () Please send me. without charge, a supply of “Con- 


| cult Your Wholesaler” stickers. 


| (J Please send me, without charge, two “Consult Your ] 
logotypes (one 2%” wide and one | 


Wholesaler” 
| 1%” wide). 


DEE T AME ower corseccvccsescvvers 


! og SP eee re ee ZONE.... STATE.. 


Stickers are available to 


manufacturers without charge. 


salers without charge. Addition- 
al logos available at cost. 


| 
ae ! ‘ 
| Pheu check: WHOLESALER Cj MANUFACTUER ! \ LORIE 


manufacturers and wholesalers 
heating and air conditioning products for use on their stationery. 43 


stickers to each pad. Quantities by A 5 pads supplied to wholesalers and 


dence and in your advertising! 


“of pl 


itional quantities at cost. Logos alse 


available in 2 sizes, 14%” and 2%” wide. One of each supplied to whole- 


er 
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wessels 


Presents the New 


OXFORD TWIN 
Fiberglas * 
Laundry Tubs 


Oxford Model 0-55-2 has two compartments 
joined with polished stainless strip, Can be used 
with top supply or bottom supply swing spout 
faucet—firmly attached to grey enameled steel 
stand with levelers on four legs—clips furnished 
for securing to floor. Size 21 x 48” overall, 3514” 


high. Polished chromed brass P, O, plug, rubber 


ylesaler— 
sition—is stoppers and faucet anchor furnished. 
vey made 
EERING, 
nimousl 

gpd WESCGLASIS TRULY MODERN 
gation. 
to utilize ie : . 
ivertising These Wesglas models are built of fabulous Fiber- 
W holesal- glas*, the wonder material that defies wear and 
ty pes on tear. They will not crack, chip or craze even with 
ter going boiling water. Impervious to soaps, detergents, 
facturers. mild acids and drain solvents, will retain their 
nufactur- 


pr on all 
industry 


plumbing, 
mery. 43 
salers and 
gos also 
to whole- 























beautiful blue-green color for life. 


Overflow tubes available for all models. 


wesales 


WONDER ITUBS 


Send for full descriptive folder. 


WESSELS CO., 1625 E. Euclid Avenue 
Detroit 11, Michigan 
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News - « « continued 





Neer Re-elected 
by Chicago Group 


Cuicaco — Clyde 
F. Neer was elected 
to a second term as 
president ofthe 
Plumbing Contrac- 
tors Assn. of Chi- 
cago at the group’s 
annual meeting. In 
his acceptance ad- 
dress, Neer ob- 


Neer 





served that, “The ratio of bathtubs 
to new housing starts proves that 


the two-bath home is gaining in 
popularity and with the nation at 


| large.” He then compared the ratio 


of 1.6 bathtubs per start in 1939 
with the 1.8 units per home in 1955 


| to show the trend. 


Re-elected with Neer were 
George F. Connelley, first vice 
president; John K. Dorsey, second 
vice president; John E. Higgins, 
treasurer. William Readey contin- 


| ues as secretary. 


Boiler, Furnace, Water Heater Sales 
Continue Upward Climb, GAMA Reports 


New York Citry—The Gas Ap- 
pliance Manufacturers Assn. has 
announced that shipments of cen- 
tral gas-fired heating units is con- 
tinuing to break all previous rec- 
ords. Gas-fired boiler sales topped 
the record set in 1954 as early as 
November, and December sales 
pushed the record to another all- 
time high. Gas-fired warm air units 
surpassed the record as early as 
October. 


Gas conversion burner sales, 


Remington Announces 
Changes in ’56 Policy 

Ausurn, N. Y.—The Remington 
Air Conditioning Div. of Remington 
Corp. has announced several new 
policies at its recent sales meeting. 
New models will no longer be in- 
troduced each year. Instead, im- 
provements will be incorporated 
into units as quickly as possible, a 
policy followed for ten years on 
console models. 

The same unit produced for for- 
eign markets will continue to be 
produced for the domestic market. 
Since units shipped overseas are 
built for much harder usage, the 
company states, domestic custom- 
ers receive the benefit of this extra 
quality. 


Reverse cycle units for off-season 


heating are being discontinued in 
favor of optional electric heat. 
This feature is now offered in 
(Please turn to top of page 216) 





during the first six months, were 
30 percent behind last year’s ship- 


ments, but moved ahead and closed | 
| here with manufacturing and sales 
| departments at the firm’s Robinson, 


the gap to only 6.6 percent during 
the last half. 


Gas water heater sales also | 


reached a new peak with 2,559,800 
units being shipped—a 21 percent 
increase. 





| Oil Burner Service 
School Starts Tour 


Racine, Wis—A mobile oil 
burner servicing school and sales 
demonstration unit is being sent on 
a tour of the country by Webster 
Electric. Four of the company’s oil 
burner experts are touring with the 
“Caravan of Service” to answer 
questions and help solve problems 
in the field. Several films and dis- 
plays are being used to present in- 
stallation and servicing methods 


and techniques. 








Case Forms Subsidiary... 
(Continued from bottom of page 58) 
Young, executive vice president 
and general manager; Kenneth D. 
Gould, vice president and sales 
manager; Frank W. Welling, vice 
sresident and treasurer, and How- 

ard M. Holtzmann, secretary. 





Headquarters will be located 


Ill., pottery plant. The 103-year old 
company produces a variety of 
plumbing, heating, refrigeration 


| and cooling equipment. 


Faherty Elected President of CISPI 


Wasuincton, D. C.—Phillip J. 
Faherty, vice president, Buffalo 
Pipe & Foundry Corp., Buffalo, 
N. Y., has been elected president of 
the Cast Iron Soil Pipe Institute. 
He succeeds Frank T. Hamilton, 
president of Alabama Pipe Co., 

Also elected were J. H. King, 
III, president, T. C. King Pipe & 
Foundry Co., Anniston, Ala., as 
vice president; Deems W. Hallman, 


Hajoca Corp., Quakerstown, Pa., as 
treasurer, and Homer E. Robertson, 
as executive vice president. 
Elected directors with two year 
terms are Charles A. Hamilton, 
president, Alabama Pipe Co., An- 
niston, Ala.; A. S. W. Love, vice 
president, American Brass & Iron 
Foundry, Oakland, Calif., and Carl 
McFarline, Jr., president, Sommer- 


ville Iron Works, Nashville, Tenn. 





as 


Newly elected officers of the Cast Iron Soil Pipe Institute are (left to right) 
Homer E. Robertson, executive vice president; Deems W. Hallman, treasurer; 
Frank T. Hamilton, immediate past president; Philip J. Faherty, new president, 


and J. H. King, III, vice president. 
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NATIONAL 


for durable 










"Just the right size 

sink for my kitchen, 
bath, powder room and 

laundry!” Naturally . . . they’re 


CROWN -NATIONAL 
Formed-Steel 


FLAT-RIM SINKS 


VITREOUS PORCELAIN ENAMEL on steel... 
acid, scratch and heat-resistant! Designed so that 
all the roomy space is in the bow] itself! 


STAINLESS STEEL, heavy gauge type 302, 18-8 
for carefree, gleaming, lifetime service and beauty! 


2 g SPACE-SAVING SIZ 


for every purpose... 
easy to install including 
new lavatories and 


bathtubs 


WRITE FOR 


Catalogue and 
Price Lists 





ES 


ine 









137 SOUTH WATER MARKET, CHICAGO 8, ILLINOIS 
Telephone TAylor 9-404] 


Also National Distributors for 
HUDEE frames for sinks 
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STANDARD SHOWERITE ENCLOSURE 


For 41/2’ or 5‘ Tub, 
Suegueted Retail Price $69°5 


For 51/2’ Tub, 
Suggested Retail Price $79.95 


Sand blast designs available for Tub 
Enclosures in handsome Swan, Fish 
or Sea Horse Designs. 





NEW FEATURES AT NO EXTRA COST 

% 2 Extruded Aluminum Towel Bars, One 
Inside... One Out 

% NEW Noise-Proof Door Slide CHANNEL 

% NYLON Rollers—Operate Easily & Quietly on 
Top Track , 

%& NEW Deeper Bottom Guide Track 


SHOWER DOORS... 


Completely assembled, ham- | 







mered frosted glass for easy in- 
stallation. Continuous piano 
hinge, drip moulding, with every 
unit. Easy-to-grip handle. For 
24” to 26” openings. Suggested | 


Retail Price $3995 


Model Illustrated with grill top 9 
Suggested Retail Price $49 ad 


Your Profits Are Greater With Showe R ite. 
Send for Complete Facts TODAY. 






THEODORE EFRON MFG. CO. P 
6434 S. Wentworth Ave. 
Chicago 21, Illinois Dept. DE-256 i 


Gentlemen: Please rush me information i 
about ShoweR ite products. 








SS ae ee 








City. 
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MUELLE 


9300 regulator Zz : 









5 to 125 p.s.i. 


250 p.s.i. 


Sizes '4" through 2'4” 
Delivery pressure ranges 


Maximum inlet pressure- 


el, 













m@ Your customers can be sure of smooth, steady 
flow at the faucet, regardless of volume. Volume 
pulsation, caused by many regulators, has been 
eliminated through the scientific proportioning of 
diaphragm to spring force and seat area. 


Small diameter seat permits higher valve lift at 
any rate of flow. This stops “chatter” at low flow. 
Even at high inlet pressures, valve opening is wide 
enough to eliminate turbulence and permits water 
flow to remain stable. Sensitive spring of correct 
diameter and length works with diaphragm to 
closely control valve opening, assuring a smooth, 
steady flow through the regulator. 
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Before you make your next regulator 
installation, check with your wholesaler 
for complete information on the 9300. 
Ask him for the new W-96-A Catalog 
with accurate, honest flow charts. 


MUELLER CO. 


Dependable Since 1857 


MAIN OFFICE & FACTORY DECATUR, ILLINOIS 
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WEIL- McLAIN 





“ Wodonination, 


..FHE KEY TO PROFITS 


IN 1956! 











-——— <a eo 














BOILERS RADIATORS 
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WEIL: McLAIN 


SNUG RADIANT BASEBOARD PANELS 


WEIL-McLAIN COMPANY . Dept. A-26, Michigan City, Indiana 





Lay your plans now to cash-in on the 
greatest promotional effort in the history 
of the building industry! ‘‘Operation Home 
Improvement” is supported by national 
magazines, newspapers, publicity, manu- 
facturers’ advertising...millions of fam- 
ilies reached in this drive to bring 
America’s homes up-to-date. 


What an opportunity to sell modernized 
heating...with Weil-McLain Cast Iron 
Baseboards! 

Cast iron baseboards offer a better deal to 
both you and your customers. Easier to 
sell...you can modernize one room at a 
time, without disturbing system balance. 
And only cast iron delivers all the com- 
forts of genuine radiant heating—draft- 
less—every corner warmed. Weil-McLain 
Baseboards are better looking...their 
simple styling blends into room surround- 
ings...and they can’t be marred or dented. 





Send for Modernizing Booklet 
Actual photos of rooms before 
and after modernizing with Weil- 
McLain Baseboards. A big selling 
help! 
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Ml eriting trust-\< 





P4 ae 
/\ Niu-Way oil burners 


Meriting trust. That’s how Webster defines “de 
pendability.” That’s how customers describe 
Nu-Way Burners. Dependable components are used 
throughout, production run after production run. 


Dependable motors. Dependable transformers. De- 
pendable pumps. Every purchased part is built by 
suppliers of known quality reputations. No sub- 
stitutes. Only the finest materials. In fact, some 
people think we carry this fanaticism about quality 
too far. Maybe we do. All we know is— our 
customers seem to like this “obsession” we have. 
They know they can trust Nu-Way to build burners 
that won't let them, or their customers, down. That 
is the basic fact to remember about Nu-Way 
Burners —they’re dependable, They merit your 
trust. Nu-Way Corporation, Dept. DE-26, Rock 
Island, Illinois. 
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nine or ten basic models. 

A new Distributor Protection Plan also has been in- 
troduced to free dealers from product obsolence, 
price fluctuations from year to year, and from tying 
up working capital. 


Sales Meetings— Programs 


Conco Engineering Works, Div. of H. D. Conkey & 
Co., Mendota, IIll., has announced plans for an ex- 
panded sales promotion program for its heating- 
cooling equipment to be developed under the direc- 
tion of H. C. Galleher, who recently joined the firm 
as sales promotion manager. The new program will 
feature such sales aids as direct mail materials, dis- 
plays, materials for local newspapers and radio and 
TV programs for use by dealers. 


Pleuger Submersible Pumps, Inc., Lancaster, Pa., 
recently held its midwinter sales conference here 
which featured a talk by Ralph W. Coho, Jr., presi- 
dent, who outlined the firm’s accomplishments and 
future plans. Among the other speakers who ap- 
peared at the three-day meeting was Hans Bannies, 
executive vice president and chief engineer, who dis- 
cussed development of the submersible pump and the 
history of the company’s pumps. 


eee | 
Fe, a, a eae 


- at ea a ao+ 


— 




















































“ *Johnson,’ he says, ‘204 River Street—a small 
simple repair job,’ he says.” 


Brunner Mfg. Co., Utica, N.Y., unveiled its new line 
of open-type refrigeration compressors at a 60-ft. 
exhibit at the recent Air Conditioning-Refrigeration 
Industry Exposition in Atlantic City, N.J., to kick off 
its fiftieth anniversary year. The exhibit promoted, in 
addition to open-type models, an augmented line of 
semi-hermetic condensing units, the firm’s national 
wholesale distribution organization, a new warranty 

(Please turn to top of page 219) 
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Vustst ou... 


FLOAT and THERMOSTATIC 





BETTER ¢ecause 
theres a BIG DIFFERENCE! 


For example, look at the bellows 
...it is precision formed under 
Pressures many times higher than 
ever encountered in service; it 

djusts itself instantly to varying 
Pressures or temperatures... 
always conserves steam. If bellows 
is damaged, spring action closes 
valve; equipment 
becomes cold and 
easy to locate. 





This is the popular 3/,” 
69B, only one in the 
complete line of Sterico 
Float and Thermostatic 
Traps. Other models 
range from 1” to 2” 
for low pressures, and 
from %4” to 1%” for 
high pressures. 





INSTALL MOST CONVENIENT WAY 


— 
=... =. 


—_ 





Ideal for UNIT heaters 


Sterico Float and Thermostatic Traps are ideally suited 
for original installation or modernization of existing 
unit heaters. Their dependability, compactness, large 
capacity, easy serviceability, and rugged construction 
make Sterico traps the outstanding performers on all 
tteam heating equipment. 


STEAM HEATING IS MODERN, | 
EFFICIENT, and DEPENDABLE FREE — ‘‘Whet You Should | 





Sterico Products Distributed through 
LEADING HEATING ond SS 
PLUMBING WHOLESALERS OSTAG . SONE Tor your copy. 


STERLING, INC. 


734 N Holton $t Milwaukee 12 


ISsCONsIN 









at, 
ae CONDE ISATION 
<i VACUUM PUMPS 


. 
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BEND PIPE 
FAST WITH 
A GREENLEE 
BENDER 






















Built for the tough jobs, the Greentee Hy- 
draulic Bender saves hours, cuts costs on your 
piping work ...smoothly bends all sizes of 
pipe up to 5”. With the GREENLEE, one man quickly 
makes accurate bends “‘right on the job’’ exactly 
where and when needed! Many owners report ff 
labor savings of 50% and more . . . and the cost ' 
of many manufactured bends and fittings is 
eliminated. Compact, portable, versatile... 
use the same power unit with radius attachments | 
for making radiant heating return bends. Two 
models. Portable power pump also available to 
wo your bending on a fast “‘production line”’ 
asis. Reduce costs, speed jobs with the Green- 
LEE Bender, which often pays for itself on the 
very first job. Get facts today. 

























—— 
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TUBING BENDERS Swiftly produce ac- 
curate small-radius bends in tubing and 
pipe. No flattening or kinks. Especially 
designed to form neat bends to fit sharp 
corners and nooks and other close 
quarters. Various sizes and models for 
Pipe, steel, copper, brass and aluminum 
tubing. 


OAC AAAI taal 












= 
GREENLEE 








Greenlee timesaving tools for plumbing and heating work: Hydraulic 
Pipe Pushers * Hydraulic Pipe Benders * Tubing Benders * Pipe Bits 
Auger Bits * Spiral Screw Drivers * Chisels * And many more 
Greenlee Tool Co., 2362 Twelfth Street, Rockford, Illinois 


OE CE PEM SLI SE EL BON sesinesitaasal : 
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AROUND THE CLOCK DELIVERIES * 
° ° ae prog 
Bring you prefabricated ducts and fittings ... tion 
when you want them at prices you want to pa e 
__ poco colo 
com 
Rapid, nation-wide delivery service by Char-Gale’s own 
Backed by 300,000 Sq. Ft. of Productive fleet of trucks means prompt movement of Char-Gale - 
Capacity. From the huge Char-Gale factory, products direct to you. It reduces your inventories to 7 
you can be sure of adequate supplies of the | Save you money and space. And you benefit from order- - y 
following items: ing mixed truckloads. sales 
rs \ 
Aluminum Fittings » Aluminum Pipe and Eee See Se: oe ot 
Elbows « Aluminum Sheets « Galvanized year 
Fittings « Galvanized Pipe and Elbows ae ~ ’ a ul 
¢ Galvanized Sheets « Complete Small $o%F5 ---Gf------------- Ford 
Pipe Systems; both Aluminum and Gal- = sy . F ners 
vanized » Seamed Heat Tubing ¢« Button dens 
Lock Heat Tubing »+ Humidifiers » Rain ton 
Goods « Registers—Complete Line, both are 1 
Perimeter and Conventional, including the t 
Floor Diffusers « Baseboard Diffusers in 
2, 4 and 8 foot lengths. Sh 
been 
for “ 
contr 
ing.” 
bins, 
Gas be MANUFACTURING COMPANY > 
ANOKA, MINNESOTA ae 
| PLUMBING AND Rh 
’ | ’ /HEATING of its 
Stock ’em! Sell’em! | WHOLESALERS Willi 
a hid Me oa OSes Wry NY. 
Py) ae eae Attention Aaa caste 
im aris 
Ll a - 
ners | 
ROYAL, sets, 
%4-hp 
WALL HEATERS will r 
GAS-FIRED—A.G.A. APPROVED 
’ The 
brand new for ‘56 ihisee 
complete line of | heati: 
CENTRAL HEATING ogous ee 
QUICK AND Two Editions Bn 
AIR CONDITIONING | the MASTER and ine 
| i in eac 
| EASY WAY! SUPPLEMENT Copy featur 
% Horizontal Units | ucts a 
Here are two beautifully bound, loose-leaf price data books gram. 
* Hiboy Units for the Plumbing and Heating Wholesaler. Fully illustrated. nd 
R 24 sections of vital information. The MASTER COPY keeps . 
ee Loboy Units you up-to-date on market changes, etc. Size 8%" x 11" x 1%". meeti: 
‘ The SUPPLEMENT COPY is designed for wholesalers or jobbers produ 
% Counter-Flo Units | whe find cece” -s — - a ge pe Ragan h oe adver 
i indivi asa servi 
% Air Conditioners | ae ceestemer: Size: Ys x 11 x 14 or 2M inches, Published sented 
by the publishers of the Bradford Price Book. 
For Full Details Mail this 
ad and your letterhead fo: The Write for Full Information Today J) “any 
\mMac EWAN MARKET MANUAL its dis 


CHATTANOOGA ROYAL COMPANY 
CHATTANOOGA 6, TENNESSEE QUINCY 69, MASSACHUSETTS 
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program and an expanded advertising-sales promo- 
tional campaign. One of the exhibit’s central features 
was a large map of the United States, displaying with 
colored lights the location of more than 165 of the 
company’s wholesalers. 


Armstrong Furnace Co. recently held a week-long 
annual sales meeting in Columbus, O., for its district 
managers where details of its 1956 advertising and 
sales promotional program for wholesalers and deal- 
ers were disclosed. Principal speaker was W. J. Olsen, 
president, who predicted 1956 would be a banner sales 
year for the company and industry. At the meeting, 
a unique merchandising tool installed in two new 
Ford station wagons was unveiled. Mounted on run- 
ners in the beds of the wagons are complete con- 
densing units and evaporator sections of the firm’s 2 
ton air-cooled residential air conditioners. The units 
are installed so they can be pulled into full view on 
the tail gates of the wagons for demonstrations. 


Shower Door Co. of America, Atlanta, Ga., has 
been awarded the Sunrise Magazine first place award 
for “progress in product engineering and design which 
contributes to improved standards of American liv- 
ing.” A bronze plaque was presented to Robert Rob- 
bins, president and general manager, by Louis J. 
Boeri, publisher of Sunrise. The award was presented 
for improvements in extended sections designed and 
developed by the company for use on its enclosures. 


Rheem Mfg. Co., Chicago, has announced winners 
of its Dream Vacation contest. William T. Hannan, of 
William T. Hannan Plumbing & Heating, Newburgh, 
N.Y., and Burnell L. Miller of Raub Supply Co., Lan- 
caster, Pa., will leave in March for free vacations in 
Paris. Four winners of second and third places will 
havea week’s all-expense vacation in Bermuda. Win- 
ners of fourth place will receive Motorola Color TV 
sets, and fifth place winners will receive a Rheem 
%-hp room air conditioner. Winners who qualified 
will receive 98 additional prizes. 


The Williams Div. of Eureka Williams Corp., 
Bloomington, Ill., has put its new line of automatic 
heating equipment on wheels for unveiling to dealers 
in 63 cities. Three separate caravans will transport 
the special “Dealerama” presentation on a seven- 
week tour that will include 21 shows. Principal hotels 
in each tour city will be used for meetings which will 
feature slide films of the company’s history, its prod- 
ucts and its 1956 consumer and trade advertising pro- 
gram. The company also announced its field sales and 
service staff recently attended a four-day factory 
meeting here where its new line of automatic heating 
products was previewed, Details of a stepped-up 1956 
advertising and promotion program also were pre- 
sented at the meeting. 


Peerless Pump Div., Food Machinery and Chemical 
Corp., Los Angeles, recently held a meeting here for 
its district sales managers, engineering, manufactur- 

(Please turn to top of page 220) 


Domestic ENGINEERING, Fesruary 1956 





Nowa KING SIZE 
Model Too! 





Fuel Oil Filters 


th 


om, 


“a 


lin 


F Vite, g ‘ 
"On re 


~~ PEL F400 


Best for the JOB! 
Best for YOU! 


More features . . . better heat for your cus- 
tomers ... more profits for you. Double filter 
action positively protects against clogged 
nozzles and lines, eliminates call-backs. 
Leakproof one-piece construction, reinforced 
bolt spud, guaranteed permanently rustproof. 
Hexagon extensions . . . easiest of all to 
install ... at either tank or burner. 

It’s sure to satisfy. Use Auto-flo Fuel Oil Filters 
on every installation, gravity or pressure type 


burners—the F-300 oe 4 — 

EEE King Size F-400 for over-standard an 
Ce 
A = 4 “ 
=a) | 






commercial applications. 

ASK YOUR WHOLESALER AUTOMATIC 

ABOUT THE... fyi (> WUMIDIFIER 
AUTO-FLO CORP., 14590 Schaefer, Detroit 27, Mich. 


Please send me full information on Auto-Flo: 
Fuel Oil Filters. "100" Automatic Humidifier. 


Nome 





Address 





City Zone State. 























Cast Iron Soil Pipe is known for its long-lasting proper- 
ties — even for centuries! You can set it and forget it! 
And APCO Cast Iron Soil Pipe is your guarantee of uni- 
form quality and a job that’s really LAID TO STAY! 
APCO is the word for permanence! The special flexible 
lead-caulked joints resist the strains of earth movements 
and flash floods. And it’s always out of bounds for treach- 
erous tree roots! The distinctive APCO hub is beaded, too, 
for added strength. Specify APCO once—for all time. 
There’s an APCO Waste and Revent Fitting and Stringer 
Fitting for every need—every job—every plumbing 
code. Send for catalogs: “E” (Soil Pipe, Fittings and Spe- 
cials) and “SU” (Stringer Fittings) today! 


Z , / 
APCO is easy to cut — only a hammer and 
cold chisel needed! 


APCO is economical — its long life saves 
money, gives lasting satisfaction! 


APCO is made by the world’s most re- 
spected producers of this type of pipe — 
its fine reputation must be sustained! 


ALABAMA PIPE COMPANY 
8 PLANTS TO PRODUCE — 8 DISTRICT OFFICES TO DISTRIBUTE 
ANNISTON, ALA 
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ing and administrative personnel. At the meeting 
the firm reviewed its 1955 accomplishments, presented 
sales targets for 1956 and introduced new pumps. 


B Expansions—Mergers 


Kennard Corp., St. Louis, has opened three new 
sales offices. The new representatives and their loca- 


| tions are: R. C. Black Co., Rochester, N.Y., with a 
| branch office in Buffalo, N.Y.; R. E. Burden & Son, 


Rockford, Ill., and A-T-M Gas Equipment Co., Jack- 


son, Miss. 


Walter Vallett Co., Detroit, has announced the pur- 
chase of Lochinvar Water Heater Co. The complete 
Lochinvar line of oil, gas and electric water heaters 
will be produced by the Vallett company. 


Coleman Co., Inc., Wichita, Kan., announced that 
ground has been broken for a $400,000 warehouse and 
office building in Los Angeles to permit expansion of 
its Los Angeles sales branch. The new building will 
provide 34,500 sq ft of floor area. 


Walworth Co., New York City, has purchased all 
outstanding common stock of the Conoflow Corp., 
Philadelphia, producer of pneumatic automatic valve 
control equipment, as its fourth major acquisition 
within six months. Fred W. Belz, Walworth president, 
said Conoflow will be operated as an independent 
subsidiary without change in management, employees 
or present policy. 


The Kenco Pump Div. of the American Crucible 
Products Co., Lorain, O., has announced construction 
of a new $100,000 building. The new structure will 


| provide more than 17,000 sq ft of space for assembly 
| and storage and has been designed to allow for future 


expansion. 


Baldwin-Hill Co., Huntington, Ind., has announced 
the expansion of manufacturing and warehouse facil- 
ities to include newly-designed equipment for mak- 
ing the firm’s mineral wool insulating materials. 
Formerly operated as the Western Rock Wool Corp., 
the expanded plant will further facilitate service and 
distribution in the Midwest. 


The Plumbing Equipment Div. of National Rubber 
Machinery Co., Akron O., recently purchased the 
electric sink-type food waste disposer assets of Eur- 


eka-Williams Co., Div. of the Henney Motor Co., as 


| another step in i's expansion and diversification pro- 


gram. The Division has been a producer of electric 


food waste disposers since 1946 under the trade name 
“National Disposer.” 


The United States Air Conditioning Corp., Min- 
neapolis, Minn. has contracted to purchase the out- 
standing stock of Jordon Refrigerator Co., Philadel- 
phia. Jordon will continue to manufacture commer- 

(Please turn to top of page 222) 
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Make more profit selling the Myers line because. . . 
















NEW PRESSURE SWITCH 
with HAS THE EXTRAS THAT MAKE GIVES YOU THE RICHT 


PROFITABLE SALES | CAPACITY FOR THE JOB! 
FULL LINE—You never miss a sale! Jet, ! , ie 


or shallow well... centrifugals...a 
full range of sizes and capacities. 





NATIONAL ADVERTISING—Pre-sells your 
prospects! Consistent, large-space ad- 
vertising in America’s leading home, 
farm and family magazines helps keep 
prospects in your own selling terri- 
tory sold on Myers. 













SALES PROMOTION—Sharpens your | 
selling tools! Coordinated selling | 
activities and sales aids help you tie | 
down the power of Myers’ national 
advertising to your own selling efforts. 
















Now you can match the motor with a 1, 3, or 5 
hp. pressure switch. The new Series “S” completes 
the horsepower and pressure range. 









Furnas Electric has combined long experience with 
sound design and engineering principles to offer 
you a pressure switch for every domestic require- 
ment up to 5 hp. All are UL listed, pressure ad- 
justable and available in a wide selection of case 
styles. 


aaa eeeeteeaedlimnentllinmmedientlanmateetiteenntiemenditemnditannatimaiaaniaataaaeee 







FIELD SERVICE—Helps you sell more 
Myers! Factory-trained representa- 
tives call regularly to help you keep 
inventories at peak working efficien- 
cy, acquaint you with new sales plans, 
merchandising programs and new 
product developments. 














As original or replacement equipment on water 
systems (or air compressors), specify Furnas Elec- 
tric Pressure Switches, used on over 3,000,000 
home water systems. 


Send In This. Coupon For 
Complete Information 








SALES AND SERVICE TRAINING—You 
and your men become qualified water 
service experts! Myers provides free, | 
comprehensive training at the factory | 
or in the field. When at the factory, 
Myers pays all expenses except trans- 
portation. 


















FURNAS ELECTRIC COMPANY 
1077 McKee St., Batavia, Ill. 


Please send me Catalog 5406 on the Complete 
Range of Pressure Switches. 














NAME____ 


| | ce ie ccciaaaadi 





TOP QUALITY AND GUARANTEE —Less 
service time leaves more sales time! 
Design, engineering and workman- 
ship of all Myers products are backed 
by a warranty unsurpassed in the in- 
dustry. 




















a 









2; 5 


















SEE YOUR NEARBY MYERS DISTRIBUTOR SOON! 
DOING BUSINESS WITH HIM IS GOOD BUSINESS. 


Myers: 


THE F. E. MYERS & BRO. CO. * ASHLAND, OHIO |_ _ Sales Representatives in all Principal Cilies 





FURNAS ELECTRIC 
COMPANY 


BATAVIA ILLINOIS 
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FOR MAXIMUM EFFICIENCY 
Ge a mala: 


STYLED FOR STREAMLINED GOOD LOOKS! 

You'll like the attractive baked enamel finish and smart 
custom styling of both new Radiant hot water heaters. They 
blend with the decor of modern kitchens and recreation rooms. 


LOWER COST HOT WATER! 

Both new Radiant hot water heaters are equipped with famous 
Radiant Oil Burners for efficient oil firing . . . for heating 
water at lower cost. 


Write for complete literature on all Radiant products. 


RADIANT UTILITIES CORP. 


8817 18th Ave., Brooklyn 14, N. Y. 














News... 


cial and home refrigerators and freezers in its newly 
completed 102,000 sq ft plant. No changes are 
planned in the present operations or personnel of 
Jordon, which will be operated as a subsidiary. 


continued from bottom of 220 


Trane Co., LaCrosse, Wis., will build a 65,000 sq ft 
engineering building. “The new building,” said D. C. 
Minard, president, “is urgently needed to provide 
space for product and design departments which have 
outgrown their present quarters.” 


The Formica Co., Cincinnati, O., and the American 
Cyanamid Co., New York City, have announced ne- 
gotiations whereby Cyanamid will acquire the busi- 
ness and assets of Formica subject to approval by 
stockholders and directors of both companies. For- 
mica will continue to operate under present manage- 
ment as a unit of Cyanamid. The merger will provide 
Cyanamid with national distribution channels, and 
will allow further expansion of the Formica line. 


Sands Mfg. Co., Cleveland, has opened a new Chi- 
cago warehouse at 347 N. Loomis St., which will carry 
the line of gas and electric storage water heaters for 
shipments to Illinois, Indiana, Wisconsin and Iowa. 
Basing points for deliveries are now Cleveland, Jack- 
son, Miss., and Chicago. 























“Something's wrong with the mixer, it’s mixing 
martinis.” 


General Air Conditioning Corp., Los Angeles, has 
opened a new office at 6215 Delmar Blvd., St. Louis, 
to service eastern Missouri, southern Illinois and 
western Kentucky. The office will be managed by 
Carlos J. Stolbrand. 


The Spartan Shower Stall Co. and Spartan Con- 
vector Co. has announced the relocation of its quar- 
ters to 52-55 74th St., Maspeth, Queens, N.Y. The new 

(Please turn to top of page 225) 
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The Modern Draft Control | 
that’s “QUICKER ON THE DRAW” | 


and 
“FASTER In The SADDLE”’ | 





"FOR MY MONEY, 
SHAWNEE'S 0.K.!' 


Earl Russell, Supt 
Water Department 
Blue Springs, Miss 





As superintendent of a Water Department, Mr. Russell has many digging 
jobs to do. He says, ‘‘! am inexperienced in the operation of this equip- 
ment, but it is simple to operate and really does a rugged job. We have 
been digging and breaking concrete with this equipment. For my money, 
it’s O.K."’ The Shawnee Scout owned by the Blue Springs, Missouri, Water 
Department is mounted on an International Harvester ‘‘300'’ Utility Tractor. 
It carries a Shawnee Special ‘‘heavy duty’’ Loader on the front. 





The Shawnee Scout backhoe digs 12 ft. deep, loads almost 9 ft. high. Fits 
over 30 models of tractors. 


It’s a cinch to get the Windmaster Draft Control 
“in dhe saddle” aa a te job faites 4g : silently SHAWNEE. SCRA PER dI6Ss DEEP! 
riding herd over your installation so the burner © % Yd. Copacity 


operates smoothly and efficiently even under the a © Unlimited Digging Depth 
most variable draft conditions. @ Hydraulically Controlled 






Just cut a full sized hole in the pipe... 
assemble all parts before putting the control on 


the pipe . . . tighten the two draw bands. . . 
then adjust the calibrated weight. No pipe flanges 
to hammer . . . the flange is already on the control. 


Once installed, Windmaster is ‘quicker on the 
draw’’. It's easy to see why. The 45° angle vane 
is. poised for faster action which assures prompt 
relief at the slightest increase in draft without 
nervous j-i-t-t-e-r-s. 

Because the 66-inch wide cutting blade ex- 
tends beyond the widest point of tractor and 
scraper, it can dig to unlimited depth. De- 


@ 45° Vane—no nervous- ™ Large Square Vane— 
ness—faster response. more effective area. 
®@ Sloping Pipe Installa- 






















3 Permanently Silent Non- tions, signed for International Harvester **300"’ 
Rusting Nylon Bearings. & £.z ‘Dapter—quick, easy Utility and Ford Tractors. 
installation. 
@ Calibrated Counter- ™ Permanent, Positive ” 
weight. Vane Stops eo me, NATIONWIDE SALES & SERVICE om 
pA) 4 SHAWNEE MANUFACTURING CO., INC. 
_ . a 
Cath in On These Windmaster ry); y 1947-J North Topeka Ave., Topeka Kansas 8 
Features On Your Next Job Aha. 2 4 
Wo: We y | / Please send me complete information on Shawnee §f 
4 oY: *  earth-moving tools. q 
= ® a | 
8 Name i 
Indmaster connie = | | 
a City State 4 
43 Vine St. Columbus 15, Ohio | Seweeeeeeee2 ee eee ee e2e2e222 aamad 
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This Completely NEW |BItS the Setting that Make} 


KOLLMANN K-50 : 


is the handiest tool made 


for cleaning lines from % to 3 


Exclusive Finger Tip Clutch assures : e ; And the settings that add 


instant starting or stopping of 


» eshle © eres * . 
items Wine u dca. : beauty and security to sink 
geensvaning of drum. é \ J ap Coe eee top installations are... 


| Electrically oper- t ti 1 sige 

im closes sectional °¢" » 
, ted forward-stop-_. : cable to end whipping 
reverse switch. or backlash. 


16 H. P. T10V repulsion-induction 
motor for years of hard service. 


ee Aah eee ORT 


Weighing only 30 easy-to-carry pounds, the Kollmann 
K-50 is the most versatile and efficient small-line cleaner 
ever designed. The K-50 basin snake adapter clamps to 
the guide hose mounting in a few seconds and spins up to 
25’ of Y%" snake right through the basin plug. Remove the 
adapter, attach the guide hose and you're ready to handle | 
as much as 100 feet of % f sectional cable for cellar drains, Asa quality setting complements a jewel 
downspouts, supply lines etc. The high speed (500 R.P.M.) —a Hudee Sink Frame enhances the 
does a fast and complete cleaning job through any combi- | beauty, and guarantees the permanence, 
nation of traps and bends. of a sink top installation. Sink bowl, sink 

; ; : : ne top and sink frame become a 
You can take a K-50 with sink BF a unit of unsurpassed quality. 
waste adapter into the cleanest mod- 
ern kitchen... open the dtain with- ; 
out tearing out the trap and leave 
the place spotiess ... all in a matter 
of minutes, And it's just as handy for 
drinking fountains, bath tub or basin 


eye - © 100% SANITARY-100% WATER 

EASY TO INSTALL 

USE WITH ALL TOP COVERINGS — 
FOR ALL SINK BOWLS 

STAINLESS STEEL OR ALUMINUM 








ready to moke short work of clear- 
ing cellar drains, downspouts or 
supply lines for as much as 100’ 
+ «+o matter how crowded or 
cluttered the work space is. 


Koliman cleaners have always been ro profit makers for 
master plumbers and drainage specialists, Ask your jobber 
for a demonstration or write for the complete line catalog. 


With ¥%” sectional cable you're } 
| 
| 


Oe Oe re, i oe Ce Ok Oe 
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News ... continued from bottom of page 222 


quarters will provide new and larger manufacturing 
and office facilities, President Albert Levine an- 
nounced. 


Whirlpool-Seeger Corp., St. Joseph, Mich., has an- 
nounced the opening of five regional sales offices. 
Managers and locations of the new offices are: Harper 
Dowell, eastern regional manager, New York City; 
Riley N. Stone, southeastern regional manager, At- 
lanta, Ga.; Walter A. Summers, midwestern regional 
manager, Chicago; James V. Baxter, southwestern re- 
gional manager, Dallas, Tex., and Peter N. Prussing, 
western regional manager, Hollywood, Calif. 


Western Foundry Co., Tyler, Tex., has announced 
its new brass manufacturing plant will begin full scale 
production and delivery this month of its plumbing 
brass goods and fixtures. The new plant provides 
30,000 sq ft for production of the brass goods line re- 
cently purchased from the Barnes Mfg. Co., Mansfield, 
O. The plant, an affiliate of Western Foundry, will be 
named the Western Brass Co. 


International Sales Co. has announced completion 
of a major addition to its San Francisco plant. The 
new building, comprising 12,672 sq ft provides en- 
larged machine shop and testing laboratory facilities 
to permit stepped-up production and assembly. 


Price-Pfister Brass Mfg. Co., Los Angeles, recently 
acquired certain assets and a major portion of equip- 
ment from the Detroit Brass and Malleable Works, 
Brass Valve Div. The purchase includes Goss & De- 
Leeuw 1-2-3 machines, gate valve seating machines, 
automatic screw machines, and ‘patterns for various 
valves and fittings. 


Lima Register Co., Lima, O., has announced con- 
struction of new plant as part of its expansion pro- 
gram to increase production of diffusers, registers and 
grilles, and to provide facilities for manufacture of 
new products and additional sizes. The plant will pro- 
vide 72,000 sq ft of production area and 6,000 sq ft of 
office space. 


Square D Co., and Electric Controller and Mfg. Co., 
Detroit, recently began operations as a merged cor- 
poration with Electric Controller operating as a sep- 
arate division. F. W. Magin, formerly chief operating 
officer of Square D, has become chairman of the board 
of directors, and A. G. Patterson, previously presi- 
dent of Electric Controller, has been named president. 
Dr. John D. Leitch and Alvin C. Dyer, vice presidents 
and directors of Electric Controller, have been named 
to similar posts in the merged company. 


Allcraft Mfg. Co., Inc., Cambridge, Mass., has pur- 
chased the inventory, equipment and name of the 
Dahlquist Co., Somerville, Mass. In making the an- 
houncement, George MacLean, president of Allcraft, 
said the purchase will increase manufacturing facil- 
ities for production of larger copper range boilers 
and storage tanks. 

(Please turn to top of page 226) 
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FOR INDUSTRIAL PIPING... 


the DRESSER way 


is Easier... Surer! 


Style 38 Dresser Couplings with 
resilient rubber gaskets built-in 
form nonrigid joints between 
lines and pumps (above). At 
building expansion joints 
(right) they absorb pipe move- 
ment, stay bottle-tight and 


maintenance-free for years. 


Whatever, wherever your pipe-joining jobs, Dresser Couplings 
mean time and money saved! 

No troublesome aligning and joining problems, no com- 
plicated or costly operations. All you have to do is bring 
plain pipe ends together, Dresser-couple them, tighten the 
bolts with a wrench . . . and the job is finished. Dresser 
Couplings’ resistance to impact, vilration and corrosion 
means highest dependability. Well suited to plant installations, 
they’re easy to take off and transfer. 

Style 65 Fittings come in sizes from 3” to 2”; Style 38 
Couplings are available to 12’’ OD and over. 


SEE YOUR LOCAL PIPING SUPPLIER TODAY 


for the complete Dresser line of 
couplings, ells, tees, adapters, etc. 


Ged yeaa 








f 


DRESSER. TS Bae 


Dresser Manufacturing Division, 79 Fisher Ave., Bradford, Pa. 


























automate 3c 
WATER HEATERS 


News... 


Dayton Pump and Mfg. Co., Dayton, O., has changed 
its name to The Tait Mfg. Co. in honor of Frank M. 
Tait, chairman of the board and founder of the firm. 
The change in name was announced by Louis Wozar, 
president, who pointed out there will be no change 
in management or policies. 


continued from bottom of page 225 





In-Sink-Erator Mfg. Co., Racine, Wis., has ap- 
pointed Fulton, Morrissey Co., as advertising agency. 
In making the announcement, R. M. Cox, vice presi- 
dent in charge of sales, said the agency will handle 
all of the firm’s advertising, merchandising and pub- 
lic relations. 


Carrier Corp., Syracuse, N. Y., has granted Charles 
M. Stuart, assistant to the executive vice president, 
a six month leave of absence to direct activities of the 
general industrial equipment division of the Business 
and Defense Services Administration. Stuart and his 
staff will serve as liaison between industrial firms and 


the government. 


The Gas Appliance Manufacturers Assn. has three 
new members. The new members are: Hook Mfg. Co., 
Inc., McDonald, Pa., manufacturer of cast iron gas 
boilers; Delta Heating Corp., Trenton, N. J., maker of 
forced warm air furnaces, unit heaters and floor fur- 
naces, and Anderson Brass Co., Detroit, maker of 
gas valves and fittings. 


Harald C. Mueller, president of Powers Regulator 
Co., Skokie, Ill., has been elected as alumni represent- 
ative on the Illinois Institute of Technology board of 
trustees. Mueller was graduated from IIT in 1926 
as a mechanical engineer. 


Tuscon, Ariz., journeymen are asking sole rights for 
installing plumbing in sprinkler systems. They have 
charged a local landscaping firm with contracting 
beyond the scope of its license by a recent installation 
of a sprinkling system. At a hearing before the State 
Registrar of Contractors, Local 741 of the Plumbers 
and Steam Fitters Union claimed the job required 
plumbing knowledge, and was not for landscapers. 
A spokesman for the union said since gardeners are 
not tested for qualifications to do piping and plumb- 
ing, there was a danger of back-siphonage. 


Earnshaw Sheet Metal Supply Co., Mansfield, O., 


has been purchased by the Tiffin Art Metal Co., Tif- 
fin, O. The Earnshaw company will be operated as 
the Mansfield branch of the parent firm. A. G. Earn- 
shaw, president, has been retained as adviser and 
consultant. 


The National Assn. of Plumbing Contractors has 


released an illustrated feature story on plumbing re- 
modeling to a major news syndicate as a step in the 


association’s public relations program. In addition, 
the NAPC disclosed it has prepared and distributed 
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special press kits for use by state and local associa- 
tions. Also announced was the appointment of Don- 
ald W. Pray, chairman of NAPC research committee, 
to the Building Research Advisory Board of the Na- 
tional Academy of Sciences. He will serve a five 
year term. 


George Jetter, president of Fort Recovery Indus- 
tries, Inc., Fort Recovery, O., manufacturers of slip 
and lock nuts, has been awarded the title “Man of 
the Year” for 1955 by the local community. The 
award was presented to Jetter “for his leadership in 
industrial development and community service.” 


American Sanitary Mfg. Co. has developed a new 
corrugated cardboard package for its line of plastic 
pipe fittings. The compact carton, opened by a finger- 
grip hole in the hinged lid top, has ends made of 
double-thickness. 






































“If you have kids that get into everything, it’s 


practically a must.” 


E. K. Webster, senior vice president of Warren 
Webster & Co., Camden, N. J., has retired from ac- 
tive management after completing 45 years of con- 
tinuous service with the firm. He will continue as a 
member of the board of directors. A. Richard Web- 
ster, grandson of the founder, has been named ex- 
ecutive vice president. 


Mark E. Mooney, vice president of Typhoon Air 
Conditioning Co., has been named chairman of the air 
conditioning industry’s $3 million campaign for the 
National Foundation for Infantile Paralysis. Simul- 
taneous with this appointment, the National Founda- 
tion named Hal A. Bergdahl, dealer sales manager for 
the Crane Co., as chairman of the speaker’s bureau 


for the 1956 March of Dimes. 


The Heating, Piping and Air Conditioning Contrac- 
tors New York City Assn. held its annual dinner and 
entertainment recently. The affair was attended by 
over 1200 members and guests. Officers of the group 

(Please turn to top of page 228) 
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QUALITY 
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SERVICE 


Glass-lined 
or 
(ialvanized 
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AUTOMATIC 
WATER HEATERS 
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STEEL SINKS and SINK BOWLS 


NOW at new popular prices! 
—— 


CABINETEER 
SINKS 


Single or Double Bow! 


The new JUST LINE Cabineteer Sink Tops offer such exclusive 
features as the Anti-splash rim and concave pitched drain- 
board on fifteen popular standard sizes. The Cabineteer line 
offers substantial savings in price without deviations in 
JUST’S quality standards. Fully welded, one piece construc- 
tion with beautifully polished surfaces make Cabineteer sinks 
an outstanding value, with the added advantage of immediate 
delivery from stock. 






SINK BOWLS 
Flange Bow! 


or 
Ledge Back Bow! 
























Supplied in either standard or 
special sizes and depths to meet 
your specific requirements. Top 
quality, seamless construction— 
sinks are formed and welded 
—interior corners rounded— 
highly polished for lasting 
beauty. 


BUILT-TO-ORDER 
EQUIPMENT 


Built to your exact require- 
ments, affording unlimited e 
freedom in planning. To in- § 
sure perfect installations, 
detailed drawings are sub- 
mitted for approval before & 
fabrication. JUST production 
schedules assure prompt de- 
livery. 
SEND FOR 
Factory trained BULLETIN 
Representatives in all 4-105 
principal cities. 


SUS Lc 


9233 KING AVENUE e¢ FRANKLIN PARK, ILLINOIS 





f s WL COLELE, 















News ... continued from bottom of page 227 


are: J. A. Courter, president; A. C. Contardi, vice 
president; P. A. Collins, treasurer, and R. B. Miller, 


secretary. 


The Kelvinator Div. of American Motors Corp. has 
announced an intensified service training program for 
1956. The program will feature a three-week train- 
ing period for factory service management personnel 
and two three-day meetings for zone and distributor 
service managers in Detroit. After these meetings, 
the firm will hold sample meetings for dealer service- 
men and agents in each distributor and zone area 
which will set a pattern to be followed by local deal- 
er service personnel. 


Janitrol Heating and Air Conditioning Div. of 
Surface Combustion Corp. recently held its annual 
sales meeting at the division’s factory in Columbus, O. 
It featured a six-week advanced course of training in 
design, application and operation of year-’round heat- 
ing-cooling systems for residential, commercial and 
industrial use. Also, it was announced the firm’s an- 
nual series of service schools has been extended to 12 
classes for 1956, and a new series of six one-week 
schools on summer air conditioning will be offered. 


The Long Island Agricultural and Technical Insti- 
tute of State University, N. Y., has announced a 
heating refresher course for wholesalers. John M. 
Sibarium is technical adviser and industries coordina- 
tor of the Heating and Cooling Industries Educational 
Commission at the University. The Commission, com- 
posed of all segments of the heating and cooling in- 
dustry, has developed a course to cover heat loss, 
controls, heating system layout and design, and oil 
heating techniques. The first 219 graduates recently 
were presented certificates of completion. 


Business Trends 


Gibson Refrigerator Co. has announced its net 
earnings for the year ended September 30 were up 
to $706,000 compared with $257,600 in the 1954 fiscal 
year. Sales were $32,853,599 compared with $32,635,- 
408 the previous year. 


Gas Appliance Manufacturers Assn. reports that 
domestic gas range shipments during the first 11 
months of 1955 totaled 2,099,6C0 units, an 11.8 per- 
cent increase over the same period in 1954. During 
November, 182,000 ranges were shipped ccmpared to 
174,000 shipped during the seme month the previous 
year, a 4.6 percent increase. The figures do not in- 
clude built-in ranges. 


Rheem Mfg. Co. has predicted an $8 million in- 
crease in sales of its residential products in 1956. 
A projected merger with Richmond Radiator Co. (see 
p. 52) will further increase these sales by about $33 
million, according to a forecast by Richard S. Rheem, 
president. Residential product sales for 1955 were 10 
(Please turn to top of page 231) 
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LSSeLL)] 


“FULL MEASURE” QUALITY 
ELIMINATES “RETURN-TRIP” 
MERCHANDISE 


A Specific Example Of How Manufacturer- 
Controlled Quality Gives You More For Your 
Plumbing Specialty Dollar 





< 





Russellline washers 
-are .020 NICKEL 
PLATED BRASS 


Russeliline nuts ar 
FULL 7/16 Hex 


Russellline gives 
you FULL LENGTH 
bolts htly 


Russeliline products 
are CLEANED AND 
TUMBLED te a POL- 
ISHED FINISH—pot 
left dirty and burred. 


This closet bolt combination is typical of Russell quality 
standards. In material, in dimensions and in finish you 
get the full measure of quality which assures satisfactory 
performance. 

Full quality is worth the full price. 
50% lower quality is no bargain at 
10% lower price. For your money’s- 
worth in plumbing specialties, buy 
RUSSELLLINE. 

Write For YOUR FREE COPY 


of this COMPLETE, 8-PAGE 
RUSELLLINE CATALOG 





THE RISDON MANUFACTURING CO. 
John M. Russell Division—Est. 1904 


Naugatuck, Conn 
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future reputation to 
LAWLER CONTROLS! 


You're ahead of the field with the NEW LAWLER “BCA” | * 
SHOWER MIXING VALVE! Dial plate is streamlined to j 
conceal valve, stops and checks with strainers, | 
yet provide ready accessibility. All exposed parts are of 

polished chrome. Sliding parts are stainless steel 

Actual tests show the ‘BCA’ gives highest 

degree of control. BE SURE ... WITH “BCA” Es 


YOUR 
, | 





LAWLER ‘‘BCA”’ SHOWER MIXING VALVE 













List the facts 
Check them off... 
Lawler comes out 
first every time! 
YOUR REPUTATION 
is protected! 


Valve, stops and checks 
with strainers concealed 
behind streamlined dial plate. 
























TE MOSM IC 
Lotus 


a J CS 
oer Seas 
on a one a 


STEAM TEMPERATURE MEGULATORS SHOWER MIXING VALVES WaTE® CONTROLLERS 






TEmPERING 
VALVES 








IT’S BRAND NEW! 


GENERAL “200” HUMIDIFIER 


Unit Type For Warm Air Furnaces 


Easiest of all humidifiers to install — just paste paper tem- 
plate to sheet metal, cut hole indicated on template, and 
slip the assembled unit into the hole. Two wing nuts allow 
leveling in a minute. Exclusive HYDRO-FLOW REGULATOR 
controls water flow. Will not lime, stick, or cause trouble 
in any way. Porosil evaporating plates provide better 
capillary action for greater evaporation. Built-in strainer 
filters out any dirt particles. 


filter and overflow fecture 
are one unit! 

VISUAL CHECK of evapo- 
ration! Rate of drip from 


inte standpipe in- 
dleies ute peel 


STANDPIPE acts as over- 
flow! No extra lines to 


SIMPLEST 
— fiddling ad- 


BUILT-IN diaphragm 
trolied nylon valve, water 





This new addition to the General line enables you to fit the 
humidifier to the job — gives your customer a choice of 
the Model 250 which humidifies without the use of evapo- 
rator plates or the one-piece Model 200. No other humidifier 
line gives you this choice. Use General Humidifiers every 
time for a “long time” satisfied customer. 


You Sell With Assurance 
When You Sell 


W rll ror tortner in- 
formation, prices, and the 
name ef your nearest 


teas ROS RR T 
ae eee Se. oe 


ANOTHER 
OUTSTANDING 
PRODUCT OF 





EASY T0 CONVERT 
SINGLE TO DUPLEX 


Simply remove flange of 
Condensate pump, add a 
pump-motor with alter- 
nator. Reduce your pump 
inventory! 


H# 650 Flexible 
A ee eel 


For Rapid Cleaning 
of Large 
Flat or Curved 


— Surfaces! 


Gets into 
SARCO PUMPS —. 
crevices, too! 


CONDENSATE AND VACUUM 
give you this big advantage... 


UNDIVIDED RESPONSIBILITY 
by Sarco for both pumps 
and heating specialties! 


Now Sarco expands its ex- 
tensive heating line...by 
adding condensate and vac- 
uum pumps...offering you 
in still larger measure the 
protection and convenience 
of undivided responsibility. 

Shown above is the stream- 
lined Sarco type S conden- 


sate pump. Its many advan- 
tages include: 

Easy conversion of Single 
to Duplex pump as described 
in photo — no need to carry 
full stock of both! Low 7%” 
inlet. Close coupling. 

Write for Sarco Condensate 
and Vacuum pump bulletins, 


to Sarco Company, Inc., Em- 
pire State Bidg., N.Y. 1, N.Y. 


SARCO 





Ask for it 
At Your 
Favorite 

Wholesaler 


Block, 6x" 
Wire Length, 3" 2 
Handle Length, 11" & 


WORCESTER BRUSH AND SCRAPER CO. 


MASON-WORCESTER BRUSH CO. 
38 AUSTIN ST. WORCESTER 1, MASS. 
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News . «+. continued from bottom of page 228 


percent above 1954, Rheem said, and orders for the 
first quarter of 1956 are 10 percent above the same 
1954 period. Rheem added that total sales for 1955 
will be “in excess of $160 million” when final figures 
are tabulated. 


Names in the News 


American Air Filter Co., Louisville, Ky.—W. G. 
Frank named president to replace W. M. Reed who 
is now chairman of the board. Also elected were Ben 
R. Shaver as vice president and treasurer, and E. G. 
Mason as secretary. 








Minomawin 

B® EXPANSION 
| 

po- The American Brass Co., Waterbury, Conn.— | 

‘in Elected as vice presidents are James F. Ackerman; | & F G u L A T 

ra. 
| 
| . 
| 





William C. Knoeppel in charge of the Torrington di- 





jer. vision; Frank H. Ballantyne in charge of the French 
= small tube division succeeding Leon H. French who 


has retired; Scott H. Patterson in charge of the Buf- 
falo division succeeding Frederick K. Swigert, re- 
tired, and Lawson van Riper in charge of the Ansonia | 
division replacing Arthur W. Wilkinson, retired. 





American Radiator & Standard Sanitary Corp., 
Pittsburgh, Pa.—Howard I. Detro appointed vice 
president—manufacturing, of the Plumbing and Heat- 
ing division to replace R. A. Stoesser who has been 
appointed director of technical and manufacturing 
services. Chester Arthur Brunner appointed district 
sales representative for the Air Conditioning division 
in Buffalo and New York. 


A. O. Smith Corp., Milwaukee, Wis.—F. S. Cornell 
elected executive vice president and member of the 
board of directors to replace Anthony von Wening. 


Armstrong Furnace Co., Columbus, O.—G. M. 
Mahnensmith appointed district manager in Indiana, 
Kentucky and Illinois to replace Ed Clifford who be- 
comes district manager in Michigan and part of Ohio. 






Bell & Gossett Co., Morton Grove, Ill_—Lee Wilson 
appointed manager of the air compressor division. 





YOU CAN: 


® Reduce Callbacks 
® Get rid of waterlogged tanks. 











Bruner Corp., Milwaukee, Wis.—Appointed as rep- 
resentatives are Warren Rademacher in Iowa, and 
Aetna Engineering Co., Hanover, Mass., in New Eng- 
land states. 
















© Operate noiseless systems. 














Burnham Corp., Irvington, N.Y.—Donald E. Hawk 
appointed sales manager of steel boiler department. 


® Stop using air gadgets. 
® Do it ALL CHEAPER! 





















— Carrier Corp., Syracuse, N.Y.—Howard N. Eggles- 
4 : " Z ton appointed national construction manager. | Write for Literature 


Chase Brass & Copper Co., Inc., Waterbury, Conn. 
—George B. Mosely appointed vice president in 
charge of sales to replace Bruce A. Dean, resigned. 







Chrysler Corp., Dayton, O.—Appointed as district 
Managers are Charles A. McGinnis, Cleveland, and 
Robert T. Welch, Jr., Louisville, Ky., in Dayton, O. 





Domestic ENGINEERING, Fesruary 1956 


PLASTIC- 








1. Manufacturers Corp. (MANCO) 


... Offers to the plumbing industry a complete line 
of plastic pipe. . . fittings and allied products. 
Both the ultimate in a fine product, plus—competi- 
tive prices. 
Standardize On The Line You Can Merchandise. . . 
Where You Can See the Difference. 
e COPPERLINE e STARLINE e GALVALINE e MINELINE 





\ 


——S 


MANUFACTURERS CORP., Box 434 RICHLAND COMPANY, sox 219 ) 


104 Ausdale Avenue, Mansfield, Ohio 





for year ‘round 
protection 


install VOGEL 


ea Frost-Proof 
CLOSETS 


The Vogel NUMBER 15 


OVER TOP FLUSH 





Frost-Proof closet with 
vitreous china bowl] il- 
lustrated here is a great 
convenience installed in 
an outbuilding or on the 
rear porch of a residence. 
The Number 15 is a neat 
durable outfit plus a real 
water saver. No mech- 
anism in tank to get out 
of order 


Over 1,000,000 Vogel frost- 
proof closets and hydrants have 
been installed. Not one has 
ever frozen! 














Joseph A. Vogel Company 
WILMINGTON 99, DELAWARE 











2 INDEPENDENT COMPANIES WITH A SINGLE PURPOSE 


(TO PROVIDE THE BEST IN MODERN PLUMBING) 


BITUMINOUS FIBRE 
PIPE RICHLAND 


“DRAIN-AGE” 


Bituminous Fiber Pi 


SEWER PIPE CS- 116-54 






2. Richland Company (RICHLAND) 


... Offers the plumbing industry Bituminous Fibre 
Pipe. A new source for this demand product that 
after two years in development now is available 
for many sewage and drainage purposes. Supple- 
menting other sources and dedicated to the high 
quality standards of the building industry. 


SOLD THROUGH LEADING WHOLESALERS EVERYWHERE 


Write today for full catalog information 
on these extra fine products. 




































SPEED-€)-MATIC 


ELECTRIC and GAS WATER HEATERS 


A Line You Can Sell With 
Confidence, Pride And Profit! 


MEETS ALL HOT WATER DEMANDS 
Engineered For Performance and Economy 


There are big profits to be made with the SPEED-O- 
. because there’s a size for every pur- 


.% 


MATIC Line. . 
pose and every purse .. 

from the small six gallon 
fast recovery—to the large 
82 gallon storage type 
heaters — that will give 
your customers many years 
of dependable and eco- 
nomical service. 





b Bottle Gas 














For a dependable source for high 
quality products, write 
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Names... 
region; Garnet Walter Lunsford, in Atlanta; Robe 


continued from bottom of page 231 


W. Lamb, in New York; Thomas B. Sexton, (room | 


air conditioners) west coast; and R. B. Hamilton and 
John E. Ballew in Dallas. Elmer F. Voss becomes 
field engineer, Atlanta. 


C. F. Church Mfg. Co., Holyoke, Mass.—Gordon S. 
Rideout named plant manager. 


Connor Engineering Corp., New York City—Ap- 
pointed as representatives are Richard H. Pentecost 
in Missouri, eastern Kansas, eastern Oklahoma, 
northern Arkansas and southern Illinois; J. A. Har- 
well for air diffusers in eastern Tennessee, and Nor- 
ris Blanchard Co., Inc., Omaha, Neb. in Iowa, Ne- 
braska and South Dakota. 


County Seat Supply Co., White Plains, N.Y.—Dom 
Pasquale, Jr. named manager of the White Plains 
division replacing Murray Menscher who becomes 


manager of the Peekskill, N.Y. division. 


Crosley & Bendix Home Appliance Div., Avco|. 


Mfg. Corp., Cincinnati, O.—James G. Koontz ap- 
pointed general manager of the Chicago factory dis- 
tribution branch. 


Delavan Mfg. Co., West Des Moines, Ia.—Kenneth 
B. Luskin appointed administrative assistant to vice 
president H. F. Rothwell. 


Delta Heating Corp., Trenton, N.J.—Norman M. 
Emslie named design engineer; William T. Goldsmith 
appointed marketing manager and product research 
director, and Thomas A. Temple becomes office 
manager, 


The Dole Valve Co., Chicago—Robert E. Burns ap- 
pointed representative in Worcester, Mass., Vermont 
and Connecticut. 


Eureka Williams Co., Bloomington, Ill.—Sterling 
Mitchell appointed advertising manager. 


The Fairbanks Co., New York: City—William B. 
Ross named representative in Alabama and Ten- 
nessee, 


Stanley G. Flagg & Co., Inc., Philadelphia, Pa.— 
Edwin H. Wilson, Jr., appointed representative to 
contact wholesalers in Philadelphia. 


Flexonics Corp., Maywood, [ll—Thermo Tech 





Products Co., Denver, Colo., named representative 
in Colorado and southeastern Wyoming. 


General Controls Co., Glendale, Calif.—Maurice | 
Eastin named manager of sales for the Perfex division. 
Appointed as branch managers are: R. C. Servat in 
Houston, Tex., and George A. Williams in Detroit. 
Byron R. Spinney becomes New York regional rep- 
resentative. 


General Electric Co., Bloomfield, N.J.—George K. | 
Marshall appointed manager, product planning of 
(Please turn to top of page 235) 
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VEGA INDUSTRIES, INC. 





@ Heavy all-welded, steel con- 
struction-engineered for maxi- 
mum strength. 


@ Hot-dipped in mineral as- 
phalt to provide a corrosion- 
resistant coating inside and out. 


@ Additional coating of bitumi- 
nous emulsion protects inside 
surfaces against the corrosive ac- 
tion of sewage acids. 


MASTER SEPTIC TANKS 


. GUARANTEED 
for 20 


Years! 


GIVE YOUR 
CUSTOMERS 
THIS PROTECTION 


San-Equip Master 
Tanks are guaran- 
teed against failure 
due to corrosion or 
structural failure for 
20 years after the 
date of installation. 


@ Horizontal design permits 
longer flow within the tank for 


| 


more complete settling out and | 


digestion of solids. 


@ Access opening can be ex- 
tended to surface of ground for 
pumping out of tank without 
costly digging. 


@ Master Septic Tanks are 
available in 300 to 1125 gallon 
capacities. 


*NOTE: Master Tanks, 500 gallons and larger, comply with all requirements of Commercial 
Standard 177-51 as accepted by FHA, Veterans Administration and U. S. Public Health Service. 


SAN-EQUIP DISTRIBUTION BOX 
Increases Disposal Field Efficiency 





@® A distribution box is an essential 
part of every septic tank system. The 
San-Equip Distribution Box is de- 
signed to discharge the effluent evenly 
into all tile lines to prevent overload- 
ing and clogging of any single line. Its 
use simplifies drainage field layout and 
cuts installation costs. 


Contact your plumbing 
wholesaler or write: 


————_— 


———y T 


SY 
/ x 


TLE FIELO 


4 Ba aa 
SEPTIC TANK i (—foct { 
i | | 


1 I 


—— —— i, 


a 


DISTRIBUTION 
BOX » 


Typical Installation of Four- 
Outlet Distribution Box 


Made of 14 gauge steel, the Distribu- 
tion Box is protected against corrosion 
with the sarne double coating as on 
Master Septic Tanks. Cover is re- 
movable for easy inspection or clean- 
ing. Available with either 4 or 6 outlet 


openings. 





| 
| 






















SAN-EQUIP DIVISION 
Syracuse, N.Y. 





San-Equip 


SE FTE 


TANKS 











For Positive Protection Against Fire Hazards... 


INSTALL THE COMPLETE SYSTEM OF oe 


WLLL MEd al Tonk Gauges 
LEE ‘ 


Ls 









r 


——— / 
/ 


ALLE PRODUCTS 





Firomatic 
Fusible Tonk 
Valves And 

Tank-Filter Valves 





Firomatic 
Vent Cops 






Every Firomatic product is 
designed to do a specific job, 
and when installed together in a 
fuel oil heating system, provide 
the best protection possible against 
fire hazards. 

To both the jobber and the installer, 
the famous Firomatic line offers a 
substantial profit on every product 
... trouble-free performance... 
and ease of installation. Sold 
nationally by jobbers only. 


165 Dexter Avenue « Watertown, Mass. 






Firomatic 
Thermal Switch Firomatic 
Fuel Oil 


Filters 









Firomatic 
Fusible Globe 
And Angle Valves 








HERE’S WHAT SELLS HEATERS... 


Expressly designed to provide greater warmth . . . more comfort. 4 ee” 
The easiest of all to clean... inside and out... Here’s why: ORIGINAL (& PHILLIPS sm 
wide service door, entire lower back area fully open, top louver = 
lifts out. Exclusive directional louvers direct the heat at an 
angle into the room and away from the walls ... affording better 

circulation . .. cleaner walls .,. Only Peerless has it. This ad- EXPANSION SHELL 
vanced design will be good for many years ...a feature the smart THAT 


buyers demand. There’s greater economy ... greater heating 
DRILLS IT’S OWN 


efficiency in a Peerless because it’s built by heating 4 
| ) 5 


















specialists with over 70 years of know-how. Top flight / 
quality is evident at a glance... and still more so to (7 
the most discriminating that look at every minute 
detail. These are only a few of the countless 
N features that make Peerless the greatest 

>, heating value in today’s market. Sold 
thru better Distributors everywhere 
++.» Of write us for literature. 













ORIGINAL 
PHILLIPS 
Self-Drilling EXPANSION SHELL 
REQUIRES NO SEPARATE DRILLS 


ALL STEEL — Fireproof — SAFE! 


Assures Fast, Economical An- 
choring in concrete, brick or 
stone. Install with your present 
power hammer or by hand. 


Send for FREE Bulletin 
PHILLIPS DRILL CO. 


DEPT. 23, MICHIGAN CITY, INDIANA 
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Names. . . continued from bottom of page 217 


the Weathertron department. Utter & Sutter Co., Lex- 
ington, Ky. named wholesaler of Weathertron units 
in Bourbon, Clark, Fayette, Jessamine, Madison, 
Scott and Woodford counties of Kentucky. 


The Heil Co., Milwaukee, Wis.—The Speakman Co., 
Wilmington, Del. appointed wholesaler in Wilming- 
ton and several Delaware counties. 


Humphryes Mfg. Co., Mansfield, O.—Dale H. Ren- 
nebohm named representative in North and South 
Dakota. 


International Harvester Co., Chicago—Duane F. 
Kuntz promoted to assistant manager of motor truck 
sales. Sal Colacuori becomes sales supervisor, motor 
truck product development division. 


























“There you are, Mrs. Williams, your shower’s as 
good as new.” 


International Sales Co., San Francisco—Frank 
Perez appointed representative in northern Califor- 
nia. 


Janitrol Heating & Air Conditioning Div., Surface 
Combustion Corp., Columbus, O.—Ray A. Reed ap- 
pointed district manager in Minneapolis, Minn. 
Richard H. John becomes representative in western 
Michigan. 


Liebman Bathroom Specialties Inc., Glissade Van- 
ity Div., Brooklyn, N.Y.—Charles Abrams named 
national sales manager. 


Line Material Co., Milwaukee, Wis.—Rodgers G. 
Wheaton succeeds William D. Kyle, Jr. as president. 
Kyle has resigned to develop a fiber pipe business. 
Earle W. Williams replaces Wheaton as vice presi- 

(Please turn to top of page 236) 
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PIPE FITTINGS 


Better Built to make up... 





* Every minute you save on the job means more 
profit in your pocket! FANNER Pipe Fittings save 
you those precious minutes on every connection 
because they're precision made to mpke up fast. 
You don't have to pamper these fittings because 
they're ruggedly built with a body that can ‘'take it’’. 


Fine FANNER Fittings give you the clean threads, 
the smooth chamfering, the extra strength that 
means quicker starts and faster finishes because 
FANNER has specialized in the manufacture of 
fine malleable iron products for over fifty years. 
FANNER malleable iron is tough, rugged, pressure- 
tight — the kind that makes ‘‘he-man’’ fittings. 
Turn your connecting time to profit by using fine 
FANNER Fittings on your jobs. Try them and see. 


Write For Free Catalog 


THE FANNER MANUFACTURING CO. 
BROOKSIDE PARK CLEVELAND 9, OHIO 














by Cleaning... Tinning... 
Sweating... in ONE 
Operation! 


BRUSH ON... 
HEAT... 
COMPLETE! 





You'll solder and tin with SWIF Solder in 14 to 
2% less time than the old way. When you use SWIF 
Solder—one operation replaces four. No pre-cleaning 
except with greasy or dirty tube or fittings. No sep- 
arate application of flux and solder. No pre-heating 
—just brush on SWIF Solder—heat—the job is done. 

One pound of SWIF Solder does the work of 3 
or 4 pounds of ordinary solder and most often elim- 
inates extra flux and cleaning tools. Makes up to 300 
14!" sweat joints at less than 1¢ a joint. 

SWIF soldered joints withstand pressures of 3600 
psi and more on ¥” tubing . . . makes strong, leak- 
proof joints you can depend on. Order from your 
wholesaler today. If he doesn’t have SWIF write to us 
for full information and test sample. 


je _ 









Try this introductory 4 oz. size 
Only 65¢. Mokes 65 Y2" joints. 
Money back if not completely 
satisfied. Also available in 2 Ib., 


1 (b., and 3 (6. sizes. 


Make perfect SWIF sweat joints 
at any angle. SWIF Solder pene- 
trates through all contact creas 


forming a perfect joint, 


| omnes 
/ > hg “ 
{ 4 = 


The Right Hand of the Plumbing Industry Since 1915 


HERCULES 





4 - ) CHEMICAL COMPANY, Inc. 
: —. CANAL ST., NE Y i) Y 
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Names - +. continued from bottom of page 235 


dent in charge of marketing and sales to be succeeded 
by Wilson M. Dusenberry as sales manager. 


McQuay, Inc., Minneapolis, Minn.—William P. 
Remmel appointed heating and air conditioning rep- 
resentative in Milwaukee. 


Maytag Co., Newton, Ia.—Appointed as regional 
managers are Mark E. Anthony in southern Iowa to 
replace Richard Wilkinson who has been advanced 
to Oshkosh, Wis., and Jcseph O. Grosz in southern 
Minnesota. 


Melard Mfg. Corp., New York City—George Wish- 
nek appointed midwest sales manager. 


Modine Mfg. Co., Racine, Wis.—Don F. Morse 
named general manufacturing manager. Arthur B. 
Arnold becomes consulting engineer—manufacturing 
division. 

Mueller Brass Co., Port Huron, Mich.—Appointed 
as representatives are: Henry G. Hendrix in Los 
Angeles and James D. MacFarland in Washington, 
a9; 


Mullins Mfg. Corp., Warren, O.—Lynn Gillespie 
promoted to manager of sales development for 
Youngstown Kitchens. Named distributors are: Mid- 
land Specialty Co., El Paso, Texas in western Texas 
and Frank Edwards Co. in San Francisco. 


O. A. Sutton Corp., Wichita, Kan.—O. A. Sutton 
elected to the board of directors of the National As- 
sociation of Manufacturers. 


Olin Mathieson Chemical Corp., New York City— 
Joseph F. Calvey named assistant New York district 
manager for the Ramset Fastening division. 


Republic Steel Corp., Canton, O0.—Amana Prod- 
ucts Corp., Long Island City, appointed kitchen dis- 
tributor in New York City to replace Charles Tisch, 
Inc. 


Robertshaw-Fulton Controls Co., Youngwood, Pa. 
—Woodford D. Miller elected executive vice presi- 
dent in charge of eastern operations to be succeeded 
by Frank H. Post as vice president and general 
manager of Thermostat division. George Mertz be- 
comes assistant to the general manager of the Ther- 
mostat division and will be in charge of manufactur- 
ing. Jean V. Giesler has retired to be succeeded by 
Freeman G. Cross as general manager of the Fulton 
Sylphon division. Giesler will continue to serve as 
consultant. Richard D. Hall appointed representative 
at the Grayson Controls Div., Long Beach, Calif. 


Walter E. Selck & Co., Chicago—James A. Butler 


promoted to dealer sales manager, succeeding Frank 
H. Williams, who has resigned. 


Servel, Inc., Evansville, Ind.—The Beaullieu Air 


Conditioning & Heating Co., Lafayette, La., The 
Mechanical Equipment Co., Mobile, Ala., appointed 


(Please turn to top of page 239) 
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ASBESTOS FURNACE CEMENT: 





the BUYER 
with the least worries is 


the one who supplies his 
trade with these 


rant | /ilson 
PRODUCTS 


ASBESTOS AIRCELL PIPE COVERING: 


For low pressure steam, hot water and vapor system pipe lines 
. « « low cost, fuel saving! Pre-shrunk: Complete with canvas 
jacket | -— —_— Three foot lengths fit all standard pipes. %” 
and 1” 


WOOLFELT PIPE COVERING: 


For cold water and return lines . . . no 

sweating, rusting. Pre-shrunk. With uni- 

versal liner, canvas jacket, bands. Standard 

— lehgths fit all pipes. 4%”, %” and 1” 
ick, 


ANTI-SGWEAT PIPE COVERINGS: 


A special moisture-resistant felt in tele- 
scopic construction . .. no sweating or 
dripping. Three foot lengths fit all ae 
pipes. %” and %” thick, single shell. 

thick and up, double shell. 





Also Frostproof Pipe Covering: 
36” sections split longitudinally. Easy to install. Combines 1%,” 
Hairfelt, %” Woolfelt—saturated tar liner. Complete with canvas 
jacket and bands. 


ASBESTOS INSULATING CEMENT: 


Insulation for all boilers, fittings L.% tanks. Increases boiler effi- 
anne” -_- « saves fuel. Easy - drys to smooth white 
finish. Comes in 10, 50 and 100 rib. , 


Makes an excellent smoke-tight, gas-tight 
and fireproof seal on all types of heating 
upits. A high temperature refractory in 1, 
2, 5, 10, 25, 50, 100 Ib, metal containers— 
also half Bbis. and Bblis. 





cele eae INSULATING FELT PAPER: 


Use in every basement . 


° - ideal for wrap- 
ping furnace pipes and casings, for fire- 
proofing combustible constructions, making 
gaskets, etc. 18” and 36” wide. 25, 50 and 
100 Ib. rolls in all standard paper weights. 


ASBESTOS ann D: 


Fireproof . . sawed, die-cut, 
punched, nailed “and sandied. Standard 
sheets 42x48” (other sizes to order). All 


thicknesses 1/16” and up. 





COMBUSTION CHAMBERS: 
Range of sizes (.75 to 12 G.P.HL) and shaper 


for every job. Thin- wall and tongue-and- 
groove constructio - efficient, =. 


lasting! Easy to handle and set up 


ee nda pelagnd with everything nace 


See Your Grant Wilson Wholesaler or Write Today for 
Bulletin 256-D 


seer ee ge ee 
406 


{Brant ilson ine 


ASBESTOS and INSULATING MATERIAGS 
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Make the right move... 
switch to new Spartan Convectors —and win! 


Examine any Spartan convector... Notice that its offset 
header allows plenty of working space, its “lift-up, lift-out” 
cover eliminates screws and tight clips. 

Spartan Convectors’ exact working dimensions permit 
accurate roughing-in and assembly line production. Their 
carefully designed fin protective plates iia handling of coil 
element in installation, yet are unusually quiet in operation. 
Spartan Convectors are built in a variety of styles to 

rigid specifications.* From their low-resistance, steam and 
hot water headers (an exclusive design), to their aluminum 
fins, Spartan units are made for trouble-free heating life. 

* All Spartan Convectors are ‘‘code-rated” under CS 140-47, a 


joint standard of the Convector Manufacturer's Association and 
the United States Department of Commerce 








SPARTAN 


CONVECTOR COMPANY, INC. 


Division of Spartan Shower Stall Co. 
19 CLAY STREET, BROOKLYN 22, N. Y. 















Chicago, II V 


Beverly Hills, Concord, W.¢. © 
Cott. 


FREE! Get your 
illustrated folder 
containing complete 
technical data on new 
Spartan Convectors. 


Write today! 


Fp z Pi 
Mow York, M.Y. f 


Re ge a ) Spartan Coast-to-Coast 
Kansas City, Me Warchouse Service 
Houston, Texas 
“~ Pare \\ 
(Pe eee ee ee ee ee es om ey 
? SPARTAN CONVECTOR CO., INC. D.E. 26 i 
| 19 Clay St., Brooklyn 22, N. Y. 

pe tlem Please d our free Hast trated 
& mntlemen: end me ye i atec i 
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i City Zone State 
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TPTTF 


All sprays with the on-off thumb lever 
(to divert water automatically from 
spout to spray) are made 
by Modern and are 
interchangeable. 


- 





Reservoir for 
liquid detergent 


Automatic on-off 
spray control 


instant suds Rugged 
all-nylon 
brush 
/ 





Tap lightly for 











That’s right! There are two ways to sell Dish-Quik...and every 
retailer, jobber, builder, contractor and architect can turn these 
two ways into profits! Here’s why and how: 


Forty leading manufacturers make 98% of all spray-equipped 
sink fittings. They a// use built-in diverter valves and automatic 
plain-water sprays, created and supplied by Modern Faucet 
Mfg. Co. Dish-Quik, Modern’s new automatic spray and dish- 
washer combined, attaches to the same hose on any of these 


fittings —new or old/ 












q SEuL NEW FITTINGS 
EQUIPPED WITH DISH-QUIK 





Dish-Quik is available as standard 
equipment on name-brands of sink 
fittings—for new homes, for re- 
modeling or to replace any old- 
style, non-spray sink fitting. All 
types for wall or deck mounts, in 
all price ranges. Dish-Quik is a 
standard industry product for 
standard sink fittings, backed by 
Modern's reputation for quality. 





2 SELL DISH-QUIK TO REPLACE 


7 74 T 7 THESE SPRAYS 









FAIR 
TRADE RETAIL $995 
Millions of these sprays can be 
replaced with Dish-Quik. Simply 
unscrew the old spray and attach 


Dish-Quik to same hose. This mar- 
ket is so big, even door-to-door 


canvassing pays big profits! And. 


remember: If you stock new fit- 
tings with plain-water sprays, you 
can offer your customers a choice 
of plain spray or Dish-Quik. 


ORDER DISH-QUIK FROM YOUR REGULAR SUPPLIERS OF PLUMBING GOODS 


Write direct for further information 
THE DISH-QUIK CO. (Div. of Modern Faucet Mfg. Co.) 


1700 E. 58th Place, Los Angeles 1 






















| 
| 220-400 DANA AVE. . WARREN, 0., U. S. A. 


NOW! A NEWER 
BEAVER MODEL-D 


POWER DRIVE 






















MORE POWERFUL! 
MORE ECONOMICALI 
MORE PROFITABLE! 
AND HERE'S WHY! 




















| %& Gears fully enclosed. Lubricated for life! 


| ye Amazing Power-Grip Wrenchless Chuck holds 
like a bulldog in forward or reverse! 


| %& Motor easily accessible without dismantling. 
Well ventilated for greater power, lower up- 
keep. Drives geared tools up to 12”! 
| 


% Four-legged stability makes Model-D STAY 
PUT . . . important when using with drive 
| shaft and geared tools! 
| %& Your choice of 110- or 220-volt universal motor! 
| % All parts accessible! Bronze bearings easy 
to replace in your shop if necessary! 


% Polished aluminum! Weighs only 98 pounds! 


Write, Wire or Phone for Information! Ask about 
the Beaver No. 78 Quick Opening Threader—spe- 
cially adapted for Power Drive use! 
















**55 Years of Highest Quality” 
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Names .-. continued from bottom of page 236 


distributors of air conditioning products in their 
respective areas. 


Soreng Products Corp., Shiller Park, Ul—Paul F. 


Neess appointed sales manager of heating and air 
conditioning controls. 


Standard Tank & Seat Co., Camden, N.J.—J. 


Martin Nevius elected executive vice president; 





Nevius Grob Long 


William Grob becomes vice president, production, 
and Walter L. Long is now vice president, sales. 


Union Asbestos & Rubber Co., Heating and Cooling 


Div., Chicago—A. L. Hospers named southern re- 
gional sales manager. 


Walworth Co., New York City—George R. Gal- 


braith appointed assistant vice president. 


Westinghouse Electric Corp., Mansfield, O.—John 
W. Craig elected vice president of the company and 
general manager of the Electric Appliance division. 
He succeeds John H. Ashbaugh who remains vice 
president and special consultant to Chris J. Witting, 
recently appointed vice president of the consumer 
products group. Robert J. Moore appointed sales 
manager, packaged products, for the air conditioning 
division. Named distributors for the Sturtevant di- 
vision are: Somers, Fitler and Todd Co., Pittsburgh, 
Pa., and the Industrial Supply Div., Forest Products 
Co., Kalispell, Mont., in Montana and Idaho. 


Whirlpool-Seeger Corp., St. Joseph, Mich—Ap- 
pointed as laundry distributors are: Commercial 
Distributors, Portland, Me., to replace Graybar Elec- 
tric Co. in 16 counties in Maine and three in New 
Hampshire; Fidelity Electric Co., Seattle, Wash., to 
replace Whirlpool Northwestern Co. in 17 Washington 
counties; Interstate Electric Co., Shreveport, La., to 
replace Frank Lyon Co., Inc. in 26 Louisiana coun- 
ties and 11 Texas counties, and Leo J. Meyberg Co., 
San Francisco, to replace H. R. Basford Co. in 39 
California counties and 11 Nevada counties. 

Other new distributors are: North Pacific Supply 
Co., Portland, Ore., to replace Electrical Distributing 
Inc. in 35 counties in Oregon and five in Washington; 
The Perry Shankle Co., San Antonio, Tex. replaces 
Central Distributing Co. in 69 Texas counties; Mc- 
Clung Appliances, Knoxville, Tenn., in 26 counties in 
Tennessee, seven counties in Kentucky, and five coun- 
ties in Virginia, and Radio and Appliance Distribu- 
tors, Inc., Chattanooga, Tenn., in 15 Tennessee coun- 
(Please turn to top of page 240) 
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yet Carlton Sinks cost 
not a penny more! 


When you put a Carlton Stainless Steel Sink into a new or 
remodeled kitchen, you add permanent extra eye-appeal. For 
stainless steel, when transformed by Carlton’s exclusive 
sparkle finish, becomes an object of sheer beauty that lasts 
forever. No chipping or cracking of enamel . . . Luster that 
blends perfectly with every color scheme . . . When you want 
something extra in design and finish at no extra cost— 
specify Carlton! 


Don’t overlook the special Carlton rubberized under- 
coating that cuts dishwashing clatter; changes garbage 
disposal noise from a growl to a purr! See for your- 
self how stainless steel’s extra resilience reduces dish 
chipping and breakage. Carlton’s narrower wall be- 
tween twin bowls almost eliminates the splash from a 
swinging faucet, while the deeper (74 ") bowl depth 
allows up to a full gallon more water capacity. 


Special Note to Buliders, Wholesalers, Architects: 

A Carlton Stainless Steel Double Sink Bowl] (32’x21”) weighs 
only 17 pounds, makes installation much easier. Stainless 
steel, lighter than cast iron or porcelain on steel, saves you 
money on shipping costs, too. Write for free Catalog 19, illus- 
trating our complete line, and send us the name of your dis- 
tributor. Sink Division, Carrollton Mfg. Co., Carrollton, Ohio. 


“The bright spot in. your kitchen, 
on ae | Ga 
























































THE PATE 


IMPERIAL 
’ 4 Completely pessembled—sincle 


PACKAGE UNIT GAS OR OIL FIRED 


Hou Wt Werke: 


The Pate “Imperial” Dua! Purpose Hot Water Heater operates on a unique 
principle. With the room thermostat calling for heat, hot water is circulated 
through the heating system. When domestic hot water is drawn in bath, 
kitchen or laundry, the Imperial INSTANTANEOUSLY stops circulating water 
through the heating system and starts the burner; thereby devoting its full 
capacity to the domestic hot water demand. When the demand for domestic 
hot water is satisfied, the Imperial automatically begins circulating hot water 
to the heating system. This system of control prevents the Imperial from 
ever having to carry the heating load and domestic hot water load at 
the same time. 


Check these Outstanding Features: 


@ COMPLETE UNIT—NOTHING TO BUY OR ADD. 

@ INSTALLED BY SIMPLY HOOKING UP WATER AND FUEL LINES, FLUE AND 
ELECTRICITY. 

TAKES UP SMALL SPACE—KITCHEN COUNTER HEIGHT, 36’’ X 2514"' X 30°’. 
FULLY GUARANTEED COMPONENTS. 

A.S.M.E. TESTED AND APPROVED. 

SHIPPED ASSEMBLED IN EASILY HANDLED CARTON. 

MOUNTED ON STURDY STEEL BASE. 

VERTICAL TUBE HEAT EXCHANGER. 

FULLY EQUIPPED WITH ALL CONTROLS. 

@ HOT WATER RATING OF 4 G.P.M., WITH 180° BOILER WATER. 


Territories open for WRITE NOW FOR 
serenade: DESCRIPTIVE LITERATURE 


THE PATE COMPANY, INC. 
Walnut and Moore Streets 
Dorby, Pennsylvania 


THE IMPERIAL 












































THE SELF-CONTAINED PACKAGED DUAL PURPOSE HOT WATER HEATER 
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ties, eight counties in Georgia, and three counties in 
Alabama, replace Moore Handley Hardware Co., Inc. 

Wyatt-Cornick, Inc., Richmond, Va., replaces Gold- 
burg Electric Products Co. in 64 counties in Virginia 
and seven in northeastern area of North Carolina; 
McDonald Bros. Co., Inc., Memphis, Tenn. replaces 
Shobe, Inc. in 34 counties in Mississippi, 21 counties 
in Tennessee, 12 counties in Arkansas, eight coun- 
ties in Kentucky, and two counties in Missouri. 


William Wallace Co., Belmont, Calif—George B. 
McClellan appointed sales manager replacing A. L. 
Hawley, Jr., resigned, who will continue as consult- 
ant to the firm. END 


Put Showmanship in Your Selling 


(Continued from page 122) was reported. 

The other instance involved the same call. It 
turned out that the emergency was a new water 
heater that was needed in a hurry. Car 3 had one 
on the truck, loaded earlier for another call sched- 
uled for later in the day. 

But the driver didn’t want to deliver without a 
credit OK from Wark. Without radio, the journey- 
man would have had to find a phone somewhere 
else, because he couldn’t call in front of the house- 
wife and ask Ward if she was a good credit risk. 
From his truck, he could ask such confidential 
information and get the OK cleared. 

Meanwhile, no time was lost from the later job 
because Wark has one truck on deliveries only, 
and the water heater was dispatched to the ori- 
ginal owner immediately. When Car 3 got there 
later, the water heater would be waiting on the 
back porch. 

Wark gets the radio service from a local com- 
pany. The transmitter is downtown and Wark 
leases the home station and six units for the five 
repair trucks and one delivery truck for an aver- 
age of $1.25 per day per unit. It costs him $31 for 
the home station, another $31 for the sub-stations 
—for one or 50. So the more units he adds, the 
lower the cost per unit. 

“These things all add up to one good result,” 
says Wark, “Taken alone, one or two of these fea- 
tures might be wasted. Air conditioning is no 
good if you can’t stop the traffic; live displays are 
no good if the people won’t come in. They'll 
seldom come in on the spur of the moment, so it’s 
important to precondition them with lots of ad- 
vertising and that’s where the press agent helps. 

“Once we stop them, live displays in the store 
do the selling job, and the fast service we can give 
because of our two-way radio, keeps them on our 
books,” Wark declares. 

Also, added together they mean plenty of show- 
manship which spells out plus business for Village 
Plumbing. END 
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Report on Heating, A-C Research 


A PROMINENT PLACE on the program of the 
recent annual convention of the National Warm 
Air Heating and Air Conditioning Assn. in New 
York was reserved for a number of research re- 
ports on various aspects of heating and air condi- 
tioning. Among these was a report on studies of 
water- and air-cooled condensing and night air 
cooling delivered by J. R. Wright, research as- 
sistant in mechanical engineering at the Univer- 
sity of Illinois. 

The text of Wright’s talk follows: 

The investigation of the small pipe cooling 
system in Research Residence No. 2 during the 
summer of 1955 was an extension of the study of a 
year-’round system begun in the summer of 1954 
and continued in the heating season of 1954-55. 
There were three objectives to this study: (1) 
to determine if a system balanced for satisfactory 
heating would provide satisfactory cooling bal- 
ance; (2) to compare the cost of operation of an 
air-cooled condensing unit with that of a water- 
cooled condensing unit; and (3) to determine 
the effect of night-air cooling on the cost of opera- 
tion and the comfort conditions. 

Research Residence No. 2, shown in Fig. 1, is a 
one-story frame structure. It has cedar shingles 
on the exterior, and the interior walls are finished 
with hardwood veneer plywood paneling. The 
walls and ceiling of the residence are fully in- 
sulated. The attic is open and vented and has 
louvers in the gable ends and continuous open- 
ings underneath the eaves on the north and south. 
The south exposure of the residence is shaded by a 
3-ft, 10-in. roof overhang, and canvas awnings 
shade the windows on the east and west. A floor 


Fig. 1 shows south view of Research Residence No. 2 
where studies of water- and air-cooled condensing and 
night-air cooling were made last year. 


plan of the structure, which has a floor area of 

approximately 1040 sq ft, is shown in Fig. 2. Ap- 

proximately one-quarter of the exposed wall area 

is glass. During the 1955 cooling season the resi- 

dence was occupied by a family of two adults. The 
(Please turn to top of page 243) 
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a Rochester Universal 


O1L TANK GAUGES 


DON’T. — 1. The pressure tight head is 


sealed and weather-proofed so 
it can be used indoors or out- 
of ruining a doors. Only one type gauge 
needed for any installation. 


Take the chance 


good installation... 
insist upon having 

the best . . . You'll be 
glad you used a 


» Head is hermetically sealed 
making it leakproof, dustproof, 
and absolutely shockproof. 


Rochester Universal 


Oil Tank Gauge There is no opening of any kind 


into the tank. The dial indicator 
works on a magnetic DRIVE, 
giving perfect reading at all 
times. 


SOLD AT LEADING 
WHOLESALERS 
EVERYWHERE 


Safety factor far exceeds the 
requirements of the Under- 
writers. The model 3175 Gauge 
withstands tank pressure of 
200 pounds per square inch. 
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NEPTU 


Pick Up Profits for 


to the new homes going up. 





per hour. WRITE FOR 
DETAILS! 


Top Quality Assured Throughout 





a A recent addition to 
the NEPTUNE line is 


Let the rains come! And praise be 


is here where many a plumber picks © NEPTUNE Laundry Tray Pumps! 
up those extra profits in NEPTUNE 
Sump Pump Sales. Yes sir, there’s — tandards as the NEPTUNE Sump Pump Line, 
nothing like NEPTUNES . . 
lasting, efficient and dependable 
operation. They’re rugged . . 
and bronze throughout. Engineered 
with great precision. Automatic 


response. Capacities over 4000 gal. or Westinghouse motor. WRITE FOR FUR. 








REMEMBER... 


ooom y DLP BBP IPP III III IPP PPP PPO Oe Oe 








Coates evectric 


MAKES | 





fF HOT WATER 
" STORAGE TANKS 


FOR ANY PURPOSE! 


If you need hot water in abundance 

for Industrial or Commercial pur- | 

poses, you just can’t beat the auto- 

matic, large capacity, electrically 

heated Hot Water Skerage Tanks 

made by Coates Electric. . . any ca- | 
| 
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pacity up to 2000 gallons. 


SIZES AND PRESSURES TO SUIT ALL USERS OF 
HOT WATER IN LARGE VOLUME 


Write for FREE folder... 














COATES ELECTRIC MFG. CO. 
Dept. DE-2, 3419 11th Ave. S.W., Seattle 4, Wash. 


IF IT'S DONE ELECTRICALLY IT'S RIGHT! 
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the Laundry Tray 
You! Pump. Excellent for 
rural market and year 
round sales, 





For it 
Engineered and manufactured to the same high 


- long the NEPTUNE Laundry Tray Pump meets the 
long-sought pumping requirements of thousands 
- brass of rural and small town homes where no sewage 
is available or where laundry trays and washing 


machines are below the sewer line. 14 hp G.E. 


FULL HER DETAILS! 





NEPTUNE 









PUMP MFG. CO. 


4912 North 6th Street 
PHILADELPHIA 20, PA. 














Patented spud 
attachment. Casket 
securely seamed 

between two halves. 
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floats for open tank applications. 
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(Continued from bottom of page 241) 
cooling load was 22,400 Btu for an indoor design 
temperature of 75F, and outdoor design conditions 
of 95F dry-bulb temperature and a medium daily 
temperature range. 

The duct system, shown in Fig. 2, consisted of 
two uniformly sized trunk ducts, or extended 
plenums, extending to the east and to the west 
from the year-’round air conditioning unit. Four- 
inch diameter branch ducts extended from the 
plenum to the register boots. Except in the kitch- 
en, 24% in. by 14 in. floor diffusers were located 
underneath the windows at the outside walls. 

The year-’round air conditioner consisted of a 
70,000 Btu/hr input gas-fired hi-boy furnace and 
a 2-hp mechanical cooling unit. The first cooling 





KITCHEN 






——y- 
poe 







“YEAR AROUND UNIT 
OINETTE 












NORTH 
BEDROOM 


CONDENSER INTAKE — 


in WINDOW WELL CONDENSER EXHAUST 


|__3FT asove crave 


Fig. 2: Basement plan and layout of small pipe perimeter 
system and condenser air ducts used during the study 
of year-’round air conditioning and heating system. 


unit used in these studies had a water-cooled con- 
denser, and no water conserving devices were 
used. The rated capacity was 24,100 Btu/hr with 
an air-flow rate of 560 cfm. The other cooling unit 
had air-cooled condensing, and the cooling air 
was ducted through insulated ducts from a win- 
dow well and exhausted outdoors. The rated capa- 
city was 22,500 Btu/hr with 800 cfm, and the 
average measured capacity ranged from 20,500 
Btu/hr at 72F mean daily temperature to 16,500 
Btu/hr at 85F mean daily temperature with an 
air-flow rate of 560 cfm. 

In these studies only the first story was condi- 
tioned. The thermostat was located in the hall and 
was set to maintain a temperature of 75F. No at- 
tempt was made to control or limit the activities 
of the occupants, but records of such activities as 
oven operation, door openings, and washing ma- 
chine operations were made. 

There were four series of studies conducted. 
The blower was operated continuously in all 
series except the night-air cooling in S 55-4. The 
first series, S 55 1, was conducted with the system 
(Please turn to top of page 244) 
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27” cut lengths are convenient to use... save labor 


Quick and “‘tite’’-sealing—packs down tight 


Non-spitting ... contains no tar 
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@ Specially treated to expand when wet... makes tighter joints 
% 
@ Made from selected jute fibers, split-yarn construction 
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Strands divide easily for use on small size pipe 


Look for the silver carton 
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H&A 8-strand 
Twisted Jute 
Packing—in rope 
form. Each strand is 
easily untwisted. 
Tarred, Untarred (oiled) 
or Dry Unoiled. 


Buy ‘‘E-Z Tite’’ 
in 27” Cut lengths in & 
5 Ib. silver boxes or 
in 50 Ib. bulk cartons. 


























H&A “E-Z Pack” 
single strand 
Twisted Jute 
Packing —made in 
double-yarn construc - 
tion . . . Tarred, Un- 
tarred, or Dry Unoiled. 














Sold by leading jobbers everywhere 


Ask your jobber about other H&A Oakum and Jute Packing 
too. There's a type for every need, in convenient put-ups to 
suit your requirements. Among them are Braided Jute Pack- 
ing, Marine Oakum, Plumbers’ Spun Oakum and Hemp 

. Packing. All are highest quality and easy 
to use.—See your jobber or write for com- 
plete information. 





THE HOOVEN & ALLISON COMPANY ® Xenia, Ohio 


Spinners of Fine Cordage Since 1869° 


Branches: Kansas City © Omaha ® Minneapolis 












(Continued from bottom of page 243) 
balanced for satisfactory heating with the kitchen 
register closed. For the remainder of the studies h 
the kitchen register was opened. The first two 
series, S 55-1 and S 55-2, were conducted with the 





water-cooled unit, and the latter two, S 55-3, and 
S 55-4, with the air-cooled unit. Ec 
In addition, during the last series the windows Be 
and doors were opened and the blower and com- Bu 
pressor turned off when the outdoor temperature 
ua 


dropped below 75F, provided this drop occurred 
before 9:00 p.m. CST. No mechanical ventilation 
was used in this study. 





The balance, as measured by the difference in No 
air temperatures between the warmest and cool- at 
° ers 
est rooms at the 30-in. level at 3:00 p.m. with the cia 
unit operating, was slightly improved by opening by 
the kitchen register valve. The average maximum 
room-to-room temperature difference was about 
4F in S 55-1. During the off cycle of the com- Ty 
pressor the room-to-room temperature difference 
approached zero. Th. 
As was found in previous investigations, the ena 
number of hours of compressor operation was a cost 
function of the mean daily temperature (MDT), ally 
which is the average of the maximum and mini- part 
mum outdoor temperature during the 24 hour insti 
period. saa 
W. 
s The electrical energy required by the water- Dept 


cooled unit ranged from 88 percent at 72F MDT 
to 80 percent at 84F MDT of the energy required 
by the air-cooled unit. The water required by the 
water-cooled unit was approximately 126 gph, 
and this water was discharged to the sewer. It 
was found that the cost of operation, based on an 
electric rate of 234¢ per kwh, was slightly less 
for air-cooled operation than for water-cooled 
at water rates above 10 or 15 cents per 1000 gal. 

Opening the windows and doors when the out- 
door temperature dropped below 75F was found 
to be an effective way of reducing operating costs. 
The reduction was as much as one-third of the 
operation cost of air-cooled operation without 
MEMBER CAST IRON night-air cooling at 80F MDT, and an even great- 
SOUL PIPE Institute er reduction resulted at lower mean daily tem- 
peratures. Above 80F MDT, night-air cooling was it 
not effective because the outdoor temperatures 


usually did not drop below 75F before bedtime. 
The room conditions were comfortable during the 
period when the windows were open, except for 
one notable exception. On nights when the out- 
door temperature dropped only barely below the 


control point, the high relative humidity accom- 
IRON WoRKS panied by a dry-bulb temperature of near 75F 

caused the occupants to feel uncomfortable. This 
condition could be corrected by not opening the 


: ILDING, ° . eatit 
GENERAL OFFICES: FIRST AMERICAN NATIONAL BANK BU windows and doors until the outdoor temper ature 
NASHVILLE, TENN. * FOUNDRY: CHATTANOOGA, TENN. 
dropped to 70F. rm 


SOIL PIPE » FITTINGS + SPECIALTIES (Please turn to top of page 247) i 
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ALL METAL SHOWER CABINETS 
Easiest to Sell 


Because they offer features advantageous to Home 
Builders * Home Owners + Motel Operators + Golf 
Club Managers + Park Board Superintendents * and 
wherever Public Shower Facilities are required. 


Be the Low Bidder at a Profit 


Norman Bathking Cabinets are priced to give you 
a big advantage in approaching the Home Build- 
ers’ Market . . . and builders are quick to appre- 
ciate the sales appeal of an item already accepted 


by the public. 


—F 


r 





Typical Built-In 
Installation 


The high-bake, white 
enamel finish permits low- 
cost installation in modern- 
ization jobs, Builders usu- 
ally install as an integral 
part of the bathroom. Such 
installation is low cost and 
most attractive. 





W. F. NORMAN SHEET METAL MFG. Co. 


Dept. DE 





LAUNDRY 
TRAY PUMPS 


HOT AIR 
BOOSTERS 


Complete Catalog on Request 


Standard Electric Mfg. Co. 


WEST BERLIN, N. J. 


NEVADA, MISSOURI 
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Manufacturers of Swimming Pool Supplies Since 1935 























Norman Bathking all-steel 
shower cabinets combine 
many unique features that 
make them easy to sell. For 
instance 
They are priced low enough 
that you can compete in the 
| quality market and still make 
| | a profit 
| | 
} 
| | le 
i | They are easily and quickly 
| installed in either new = or 
| existing structures. 
| 
Bathking cabinets have 
metal doors , a real sales 
point! 
A single model meets all in- 
stallation needs . helps you 
hold your inventory down 
All parts are jig-made; inter- 
changeable panels for right 


or left installation; two-piece 
drain may be either caulked 
or thread connected 


SOLD ONLY THROUGH 
RECOGNIZED PLUMBING JOBBERS 


Descriptive literature, roughing-in details, dealer helps, and 
name of nearest wholesaler are available upon request. 


Here’s Your Opportunity 


to get in the SWIM! 


Installation of new swimming pools 
and equipment will amount to 
300 million dollars, according to 
best estimates for 1956. 
Modern —leading 
manufacturer since 1935 — 
can help you profit by this wave of 
business. Our 100 pool products 
including filters, pool drains and 
fittings, designed by our own engineers, 
built by Modern craftsmen and 

backed by the 20-year reputation of one 
of the largest, most dependable 
manufacturers in the pool field—will 
Z-0-O-M sales far beyond expectations. 


Get the edge on competition with Modern’s 
huge stock and regional warehouses 
for fast shipment. 


Write today for full details and Catalog No. 23P. 


(MOdEerM cives vou so mucn Gnore...) 





















(modern) SWIMMING POOL CO., INC. 


One Holland Avenue, White Plains, N. Y. 















THE NEW Bxzeaedly TANK 


WITH AIR CONTROL nouns to 


6 gallon operation which gives .8 gallon draw 
between 20-40#. Price includes tank, air con- 
trol and prime plug. 


—and priced surprisingly low! 





Check these outstanding features: 


1 Guaranteed for 1 year & Inside galvanized sur- 
against defects. face coated with new 
plastic finish. 


2 Light weight permits 
mounting on dis- 7 Extra inside joint ring 
charge line. of zinc coated steel. fan 
3 Tanks tested at g Heavy bronze weld ontact 
ed pressure, around circumference. your SUPPLIER 
ydrostatic. Longer life and more 
& Save as much 9 efficient operation. or PUMP 
as 50%. FO Ndeal for installation MANUFACTURER 
5 Formed from ZincGriP where space is 
galvanized steel. limited. N O WwW! 


BRADY AIR CONTROLS, INC. 1000 East 18th St., © Muncie, Indiana 
BOCK WATER HEATER 


“GLASS LINED 


@ EXTRA heavy galvan- 
ized or glass lined tank, 
REMOVABLE. 

@ Sectional combustion 
chamber. Taken in and 
out of inspection door. 

@ Use No. 2 oil, same as 
in your furnace. 

@ Wide public acceptance, 
26 years making good 
oil water heaters. 

@ Also a complete line of 
large heavy-duty oi! or 
gas fired water heaters. 
For schools, apartments, 


and public buildings. 


BOCK a 


; COR P, Plumbing Supply Wholesalers 
110 S. DICKINSON ST. OSHKOSH FILTER and | SOFT ENER CO. 
SS 


MADISON 4, WIS. Sanne 


fast moving SALES LEADER 






retails for only $g8° . 


































A “show-window” water sof- 
tener with a price that will 
catch the eye of every passing 
prospect. 

Now, Diamond Jr., a full 
30,000 grain softener at the 
amazing retail price of only 
$88. 50,000 grain, only $132. 
It’s a unit that you can sell 
with confidence . . . at a 
price that will bring prospects 
in to look. (Many can be sold 
higher priced units.) All Dia- 
mond Softeners are backed by 
a written guarantee from one 
of America’s old, well known 
manufacturers of water treat- 
ing equipment, Write for cata- 
log and prices. 
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(Continued from bottom of page 244) 

The performance of a year-’round air condition- 
ing system when used for heating was also the 
subject of a report given at the recent annual 
convention of the National Warm Air Heating 
and Air Conditioning Assn. in New York. This 
report was given by D. R. Bahnfleth, research | 
associate in mechanical engineering at the Uni- 
versity of Illinois. 

The complete text follows: 

The 1954-55 heating investigation conducted in | 
Research Residence No. 2 was a continuation of | 
the studies of the performance of a small-pipe 
year-round air conditioning system which was 
begun during the summer of 1954. The perform- 
ance of this system during the 1954 cooling sea- 
son was discussed in a report to the convention 
last year. 

One objective of this study was to determine 
whether a duct system which had been balanced 
for satisfactory cooling would also provide satis- Tough Contra<«— 
factory heating temperature balance. This ob- 
jective was extended to determine to what extent 


the system had to be readjusted to obtain satis- | Completed — Thanks to a 


factory heating balance. Another objective of | 


these studies was to determine what effect using | Sher man Powe Digger! 


the cooling air-flow rate would have on the com- | 
fort conditions in the residence and also on the 
performance of the furnace and blower. 


In other words, when the cooling air-flow rate} Mr. K. M. Johns, earthmoving contractor from Westminster, 


was used for heating, the system was no longer | South Carolina, was in trouble. After contracting with a neigh- 
set for continuous air circulation, and the studies | 








boring city to lay an eight inch supplementary water line through 
| the center of town, he discovered that his excavating equipment 
| was too large and unwieldy to work between curb and sidewalk. 
To use such machinery would have meant re-routing traffic along 
the entire route at great extra expense to the city. 








Mr. Johns’ problem was solved by the purchase of a Sherman 
Power Digger. Mounted on a Ford Tractor, the unit maneuvered 
easily between curb and sidewalk and the job was completed on 





J 
KITCHEN 





time and at a profit. 

Sherman Power Diggers are earning an enviable reputation 
among contractors for versatility, compactness and maneuvera- 
bility. They dig faster .. . up to ten feet below grade in mud, 
hardpan, shale, blacktop, and stony ground. Sherman Diggers are 
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sold and serviced locally by your Ford Tractor Dealer. See him 
| today for a demonstration or write for free Bulletin No. 1331 








ALL OUTLETS 2 214" FLOOR DIFFUSERS 











Fig. 3 shows basement plan and layout of small pipe | 


perimeter system used during research on year-’round 
air conditioning system which was also used for heating. 
were made to determine what effect this would | speigned, Engineered ond | 
have on the variation in room air temperatures, Manufactured Jointly by 
; Sh Products, Inc., 
The heat loss of the first story is 31,000 Btu/hr| —joyet Ook, michigan, 
at an outdoor temperature of -10F. The heat loss, Wain-Roy Corporation, 





z ubbardston, Mass. PRODUCTS. INC. 
of the basement is 21,000 Btu/hr. siassons Herma aaah: Chu, mcenekie 
The system used during this heating investiga- Patent No, 2-303-852 





; Other Patents Pendin POWER DIGGERS** FRONT END LOADERS © FORK LIFTS 
tion was the same as that used during the 1954 ‘ py ® 
summer cooling studies. The duct system, shown 


(Please turn to top of page 248) 
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HEADER 
WATER COILS 


¢ Complete Drainability 
e Easily Cleaned 
¢ High Heat Transfer 


Completely drainable and easily cleaned, Aero- 
fin Type “R” coils are specially designed for 
installations where frequent mechanical clean- 
ing of the inside of the tubes is required. 

The use of 5%” O.D. tubes permits the coil to 
drain completely through the water and drain 
connections and, in installations where sediment 
is a problem, the coil can be pitched in either 
direction, The simple removal of a single gas- 
keted plate at each end of the coil exposes every 
tube, and makes thorough cleaning possible 
from either end. 

The finned tubes are staggered in the direc- 
tion of air flow, resulting in maximum heat 
transfer. Casings are standardized for easy in- 
Stallation. Write for Bulletin No. R-50, 


4 EROFIN 


CORPORATION | 





101 Greenway Ave., Syracuse 3, N.Y. 


Aerofin is sold only by manufacturers of fan system 
apparatus. List on request. 









REMOVABLE 








(Continued from bottom of page 247) 
in Fig. 3, was of the extended plenum type having 
uniformly sized trunk ducts and 4-in. dia. branch 
ducts. The nine 2%4-in. by 14-in. floor diffusers, 
which were used as supply outlets, were located 
under the windows at the outside wall except in 
the kitchen. The central return-air grille was 
located in the entrance hall. The furnace, which 
was part of the year-’round air conditioner, was 
gas-fired and had a rated input of 70,000 Btu/hr. 
During these studies, the fuel-input rate was set 
at 45,700 Btu/hr. 

To satisfy the objectives of the investigation, 
four series of studies were conducted. In the 
first series, the balance setting of the system was 
the same as it had been during the summer of 
1954 and the air flow was set at the same rate used 
during the cooling studies. In the second series, 
the balance was changed by closing the valve in 
the kitchen diffuser, and since the blower speed 
was not changed, the resulting air flow rate was 
reduced in the third series of studies to obtain 
100F temperature rise through the furnace, but 
the balance adjustment was the same as that used 
in the second test series. 


« In the fourth series, the duct volume dampers 
were adjusted to obtain a good heating balance 
with the kitchen diffuser valve closed and with 
the air-flow rate set for a 100F temperature rise. 
The thermostat was set to maintain a temperature 
of approximately 72F at the 30-in. level in the 
house. The fan switch settings were: cut-on, 
100F; cut-off, 80F, in all four series. The house 
was furnished and occupied during the investiga- 
tion. 

It was found that the temperature balance 
maintained during the first study with the sys- 
tem balanced for cooling was not satisfactory since 
on most of the days the difference in the temper- 
atures between the rooms having the highest and 
lowest room air temperatures was between 4.0 
and 5.0F. In severe weather the maximum tem- 
perature difference between rooms at the 30-in. 
level was as large as 6.0F. The coarse balance ad- 
justment obtained by closing the kitchen diffuser 
valve reduced the maximum temperature differ- 
ences between rooms by about 1.5F, and thus the 
temperature difference between rooms was then 
between 2.5 and 3.5F. 

Further improvement in the balance was ob- 
served when the air flow rate was adjusted for a 
100F rise through the furnace with the kitchen 
diffuser valve closed, and in this test series the 
maximum temperature difference between rooms 
was between 2.0 and 2.5F. When the system was 
rebalanced for heating, the difference in temper- 
ature between rooms was reduced to 1.5 to 2.0F, 
which was similar to that experienced with pre- 

(Please turn to top of page 251) 
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now...colorful 2-tone 


Bathe-bite SHOWER 


CABINETS 


... that cost no more than 
ordinary mass produced units 


The new, rich beauty of 2-tone Bathe-Rite Shower Cabinets 
helps to sell the bathrooms first . . . and close the home 
sale faster. 

Our complete line with interchangeable doors, receptors 
and cabinets eliminates that mass production look to your 
installation. We offer 6 models of cabinets, 4 door styles 
and 4 different receptors . . . You select the combination 
you want for the particular job. 


All cabinets are heavy gauge galvanized, bonderized steel, 


finished with 2 baked on coats of enamel. 


Remember, when you specif y—Bathe-Rite—your jobs go 


cabinets within 24 hours. 


bathe- Kite 


DIVISION OF THE 


MILWAUKEE STAMPING COMPANY, 


MILWAUKEE 14, WISCONSIN 





ROOF DRAINS « FLOOR DRAINS 


- GARAGE DRAINS « WALL HUNG CLC 


GREASE INTERCEPTORS 


SWIMMING POOL DRAINS 





TYPICAL PRODUCTS FROM BLAKE'S COMPLETE LINE 





| £1380 Roof Drain with high dome strainer. Suit- 
| able for any type roof construction. Large 


sump area. Combined gravel stop and flash- 
ing ring secured by heavy studs. Safety pan 
for seepage and better anchorage in con- 
crete poured roofs. 





| L557 Safety Waste Floor or Shower Drain. For 
shower or toilet rooms or areas where verti- 


| 
through on schedule. We ship over 95% of all Bathe-Rite | 


L 
| Adjustable top panels and 





cal adjustment of strainer is required. Cast 
iron body with bottom outlet. Wide double 
drainage. flange. Polished brass strainer. 





brackets. 
eet of heavy 
cast iron construction. sy furnished 
with adjustable adapter bolts. Designed to 
support lavatories independent of any wall 
support. For lavatories with or without backs. 


1825 Lavatory Cartier with ex 






L 1565 “TY” Closet Fitting. 
For Wall Hung Closets 
Single or double with 
12 positions. Regularly 
furnished for 4” iron or 
soil waste line 


Write for Blake Cat. No. B 154 on complete line, fully illustrated. 





L 155 Lightning Test Plug. Designed for instant 
insertion or removal. Double curved style 
There are two sets of handles for individual 
operation of each ~ The use of this test 
plug permits testing the system up to point 
where test plug is inserted. 


L865 Fleor Drain with cleanout at floor level. 
For areas where drain is seldom used— 
valve remains in closed position, preventing 
sewer gas discharge in event water seal is 
broken by evaporation. Cast iron body with 
integral trap, cleanout at floor level and 
spigot outlet. 





L 1520 Extra Heavy Garage Drain—Gas, Mud, and 
Oil Separator. For ground floor installations, 
where oil, gasoline, sediment and other 
waste materials must be separated from 
waste water. Extra heavy cast iron body 
with integral trap and cleanout plug. Two 
vent hubs for venting to atmosphere 


L 1800 Adjustable Close! 
Carries. For Syphon jet 
Closets. Cast iron body 
with low openin 

arranged to slip over 4 
iron pipe and secured 
with set screw. De- 
signed to support closet 
bowl independent of 
any wall support 


Blake Division of 


HOFFMAN SPECIALTY MFG. CORP. 


WEST 10th STREET 
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(Continued from bottom of page 248) 
vious small pipe heating systems. 

Thus, the results indicated that some rebalanc- 
ing of a year-’round system may be necessary 
when changing from heating to cooling and also, 
that the closing of diffuser valves in those outlets 
required for cooling but not for heating would be 
effective in improving the comfort provided by the 
heating system. 

A comparison of the floor-to-ceiling level tem- 
perature variations observed in each of the studies 
showed that using the cooling air-flow rate in- 
stead of that required for continuous air circula- 
tion did not appreciably change the temperature 
variations. For instance, the average floor-to-ceil- 
ing level temperature differential at an outdoor 
temperature of 0F was 3.2F when the system air- 
flow rate was 530 cfm, and 3.9F when the system 
air-flow rate was 300 cfm. When the outdoor tem- 
perature was about 40F, the average floor-to-ceil- 
ing temperature differences for the home were 1.5 
and 2.0F for air-flow rates of 530 and 300 cfm, 
respectively. 

Using the higher air-flow rate and consequently 
lower air temperature rises through the furnace 
in the first two studies did have an effect on the 
performance of the blower. In both cases, con- 
tinuous operation of the blower did not occur un- 
til the outdoor temperature was below about 15F, 
and a large number of blower operations occurred 









PLUMBING 

















during the daytime and early evening period on 
days when the outdoor temperature was about 
30F. 

On the other hand, when the system was ad- 
justed for continuous air circulation, the blower 
operated continuously when the outdoor temper- 
ature was 30F. The intermittent operation of the 
blower during the studies with the higher air-flow 
rates resulted in larger cyclic variations of room 
air temperature during the day. The cyclic varia- 
tion of room air temperature was not effected by 
air-flow rate when the blower operated con- 
tinuously. END 
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The COMPLETE Household 
Trash & Garbage DISPOSER 


aa 

| 

l 

| 

| 

| 

| 

| 

| 

| 

Selling Majestic Incinerators in the expanding | 

incineration market doesn’t merely add up to | 
greater profits—it multiplies! Majestic is a field 

tested, time proved, nationally recognized incin- | 

erator, winning more and more friends every | 

day. It's the nationally advertised unit built by | 

the company which produced the first A. G. A. | 

approved domestic incinerator back in the 1930's. | 

| 

| 

| 

| 

| 

| 

| 

| 


Here is an appliance that ends the mess and 
bother of two big household chores—gets rid of 
burnable trash and garbage at the same time. 
And it does this job indoors in utility room or 
basement, with clean, safe, quiet efficiency. 
Approved by A. G. A. Get the facts now on this 
modern appliance that meets a modern need! 
See your distributor or write today. 


The aanetne Co., Inc. 400-A Erie St. 


Huntington, Ind. 
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= FITTING 
Air-Tested Under Water! 


LEE fittings are checked frequently. And when the last 
operation is completed, they are sent to our Special 
Inspection Department where each fitting is carefully in- 
spected and tested with 100 pounds of air pressure, under 
water. This severe test assures you of first class quality 
ALWAYS! They're positively LEEk-proof! 


as 


Write for our large, illustrated catalog No.A-1-A-5 
today. Any questions about LEE Brass Products? 











LEE BROTHERS 


FOUNDRY CO., Inc. 


P. O. BOX 231 e ANNISTON, ALABAMA 


. Whe lEEders for Nearly FO Years 


PROVEN STRENGTH! 


Laboratory Tests show conclusively that Su- 
perior’s Cast Stone Base Receptor has thou- 
sands of pounds per square 








inch of compressive ee gee 
trength! 

on oN 
Our new STEEL RIM 7 ~ ‘| 


i! | 


enhances the beauty 
of the stone base... 
combined with our 
shower walls Superior 
offers a TOP 
QUALITY SHOWER 
STALL CABINET... 
assures quick sales 







WAREHOUSES: Philadelphia 
Boston e Los Angeles 


Write for catalog D2 
Thousands of pounds per square 


inch of compressive strength in 
Superior’s Cast Stone Base Receptor 


SUPERIOR SHOWER 


co. 


37-06 57th St., Woodside 77, N.Y. C. 





252 





How to Beat the Profit Squeeze 


THE NARROWING MARGIN OF PROFIT in certain 
types of new work and on some products is, of 
course, a matter of concern to contractors in the 
plumbing, heating, air conditioning and appliance 
industry, particularly in some areas. In a recent 
speech, Don Gabbert, new president of the Na- 
tional Appliance & Radio-TV Dealers Assn., of- 
fered some good advice on methods of coping with 
the problem and learning to live with it if neces- 
sary. Therefore, Domestic ENGINEERING is pre- 
senting excerpts from his talk as a help to con- 
tractors who may be confronted with similar 
problems in their own business. 

The text of Mr. Gabbert’s remarks follows: 

I shall not attempt, of course, to give you a 
single answer for overcoming the profit squeeze. 
It’s a relative problem. To reduce it to simplest 
terms, gross margin dollars are inadequate com- 
pared to expenses. You arrive at this too-few- 
gross-dollars situation when one, or both, of these 
factors are present: (1) Too small a gross margin 
on adequate sales; or (2) too small a total volume 
of sales. 


= If the profit squeeze is caused by inadequate 
gross dollars, let’s consider the first possibility: 
the taking of less margin on greater sales. Most 
contractors, basically, understand this as the dis- 
count philosophy. It may be good if you are sure 
you can increase your sales while discounting. 
Here are four stumbling blocks that you need to 
watch for: 

1. Too often contractors reduce prices and their 
margins with no increase in volume. 

2. Most of you have established the character 
of your store and would still have to provide the 
regular services. 

3. The public responds slowly to a change in 
pricing policy for any store, and 

4. In many cases you would be giving the re- 
duced price to customers who would be buying 
from you anyway. 

There are a few advantages of a greater-volume 
lower-margin method. 

1. Increased sales volume in your store may 
make possible lower buying prices, and this may 
reflect itself in other benefits from your suppliers. 

2. Carrying charges and cash discounts, which 
increase in direct proportion to increased sales, 
certainly are to be desired, and 

3. Any volume, while making the risk factor 
more obvious, definitely makes the potential for 
more and bigger dollars than any limited sales 
program. 

A second consideration for increasing gross dol- 
lars is through greater margins from the same 
sales. This is the easiest technique for most con- 

(Please turn to top of page 255) 
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The Only ONE INTERNAL 
PART Aerating Shower Head! 
Saves Water — Heat— Soap! 
Threaded connection fits StondardWa a | 4.4 m fa | lm?) 7. Se 


1/0 ek TNS Se ee Bublble- Stream 
Beautiful Chrome finish.BUY NOW! 
No.B-100, to sellat > 3.95 


Take Advantage of This Special 

6 for 5 DEAL. LIMITED TIME ONLY! . | od) 

ORDER THIS SPECIAL No. 645 PACKAGE RETAIL VALUE °23.70 
ws ie ears caged \ veater cost 13.18 





| PROFIT 10.52 


339-41 W. 112th Place, Chicago 28, Ill. 


WRIGHTWaY | 
ENGINEERING CO. 


















Mfr's. of "BUBBLE-STREAM” FAUCET AERATORS 











FREE BOOKLET ocscrists 26 Books! 


= 


DOMESTIC ENGINEERING 


LIBRARY of BOOKS 


P ractical books 
for 


P ractical answers 
To Your Everyday 
Business Problems 





NOW READY for YOU! 
OEE 20 2 9 


a brand new booklet is now 
x available to you ... free of 
BOOKS ON charge. It describes books de- 
voted to various plumbing, 

e heating and air conditioning 

um Ing subjects. Included are books 

9 on estimating, convector rat- 

e ings, oil burners, duct design, 

Heating radiation, ventilating, boiler 

§ ratings, hot water, heating, 

merchandising, business man- 


Air Conditioning sss siie..res, el 


to Book Department, 








DOMESTIC ENGINEERING © 1801 PRAIRIE AVE. © CHICAGO 16, ILL. 
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HANGER STRAPPING 





| Available for l-part and 2-part 
| cement or porcelain trays, with or 
| without self-leveling legs. 


TINICUM SAVE LABOR } 
LAUNDRY TRAY STANDS 
Sturdily built —— Easily set up. 
Priced Right Ss” 











85th ST. & TINICUM AVE., 


| SEWER & DRAIN |{ 










BUY TINICUM 


AND INCREASE 


E-Z Pull C YOUR 
in E-Z Pull Cartons 
Ez to Carry. E-Z to Use PROFITS 


PREVENT WASTE—Available in 4” by 20 
gauge bright, enameled, hot dipped gal- 
vanized, copper coated steel — also in 
solid copper—50 ft. & 100 ft. coils. 


TINICUM COPPER AND 
COPPERIZED TUBE STRAPS “ 


SAVE TIME 







TINICUM 






Beaded for Extra Strength 

Quickly Installed. Avail- 
able in 1”, 34”, V2", 3a" 
sizes, with or without cop- 
pered nails; packed 100 
straps per box 








STURDY SOIL 
PIPE HOOKS 


Constructed to hold 
align and support soil | 


pipe 
Sizes: 2’’, 3’ and 4” 


STOPCOCK KEYS 
HYDRANT RODS 





SPOON KEYS ¢ GRAPPLERS I 







METAL CO.,INC. 


PHILADELPHIA 42, PA. 


cian 
| 





NOW! A SAFE, 
POWERFUL 


CLEANER! 
EASY-TO-USE 


rie. - 





“SEWEROOTER” 


Electric Sewer & Drain Cleaners! 


The most stubborn jobs yield big _— to the 
rugged dependability of aSEWEROOTER! 
It’s quick and easy, and more important, 
SEWEROOTERS are economical to operate! 
Send coupon for FREE data on these profit- 
making masters! 

(LEFT) Actual size %'’ patented FLEXICORE WIROPECENTER 
Snake used on Senior Models . . . highest grade spring steel 
tightly wrapped over piano steel wire rope, adds strength and 
prevents breakage. GUARANTEED FULL YEAR against defects 
Also available in %4” size for Senior Models. 


WRITE TODAY FOR COMPLETE INFORMATION! 


GENERAL WIRE SPRING CO. 


BSSAWSSSsSssessessesssessessssssssssaay 
906 SARAH ST. MAIL : 
PITTSBURGH 3, PA. TODAY! + 

‘ 


YES! 


Send me your literature on these 6 

# 

. 

é 

7 

NAME: Fy 
s 

, 

‘ 

7 


and other profit-making sewer 
and drain cleaning tools! 


FIRM NAME; 
ADDRESS: - 
OT... STATE: —— 


S422 BEBEBEBEREREERERERERESEEEESE EE EEE EERE SES 
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GENUINE BARNES 
PIPECUTTERS 


..for this is going to be 
a Pipecutting Year! 









That’s right! Indications point to ex- 
tensive factory and public building 
construction. You'll 
old and obsolete installations. 


These all call for a heavy pipe cutting 
program and the GENUINE BARNES 
Pipe Cutter is your best bet to meet it. 
Noted for its 3 small, sharp, expertly 
tempered cutter wheels for cutting all 
wrought, steel and cast iron pipe. 


ORDER YOURS TODAY! 
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MANUFACTURERS OF 


BOILER TUBE 
SCRAPERS 
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TUBE BLOWERS 
PACKING TOOLS 


= — 


"ENGINEER'S FAVORITE 


FINE WIRE BRUSH __ 









Send for catalog 
and discount sheet 


ZED 2O:EVERETT 49, MASS. 


iteeh 


BINATION INGALLS 


also find many | 
plumbing replacement jobs correcting | 


TYPE “CF” 


Instantaneous 
Heaters 





~ ——_. 
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~ 
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. 


.... from a SMALLER HEATER 





The “CF” instantaneous heater will deliver a large 
volume of hot water from a small unit. Mechanical 
circulation of boiler water insures positive opera- 
tion and permits close control of service water tem- 
perature. 


The combined cost of the “CF” heater, circulator, 
pipe, fittings and labor is actually less than for a 
gravity circulated heater installation big enough to 
do the same job. 











For Full Information Write for Catalog 


C. R. BERNSTROM INC. 





183 HARTFORD AVE. 


PROVIDENCE 9, R. |. 








L give my customers 
the BEST/ 














Correct 
PULSATION 
and 
POOR CO: zp 

with a ‘ 


BOSTON COMBUSTION HEAD 


Adaptable to any pressure atomizing burner. 
75 to 3.0 G.P.H. This precision head is now 
available. Adjustable air shutters permit obtain- 
ing high efficiency sunflower flame or efficient 
non-pulsating flame. 
















Comes complete—easily installed. 


A PROFIT MAKER 













WRITE FOR COMPLETE INFORMATION 


BOSTON MACHINE WORKS COMPANY 


Oil Heating Supplies Division, 7-17 Willow St., Lynn, Mass 
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(Continued from bottom of page 252) 

tractors to apply, and it affords the smallest gam- 
ble, because fewer changes in the operation are 
necessary, less buying commitments are extended 
and few new expenses created. It is certainly 
the dealers best possibility if he has a limited 
market opportunity. If you have 4,000 families 
to serve and can reach no more, your only ob- 
jective would be to get greater margin on the 
same sales. On the other hand, it may be a hard 
program to carry out if there are many low-cost 
dealers in your market. 

Let’s review some merchandising ideas to help 
you get a greater margin from the same sales or 
sales prospects. 

1. Make your advertising and promotions pay 
off by creating a selling atmosphere on your retail 
floor. Consider these ideas to bring the new look 
to your showroom: (a) Feature action displays 
—365 days a year; (b) Have dramatic demon- 
strations for step-up sales; (c) Label unidentifi- 
able merchandise to help with that add-on sale. 

2. Develop an incentive program so that your 
salesmen will be paid for their efforts for stepping 
up to the higher priced units. Develop sales 
contests and be sure to identify such merchan- 
dise so salesmen are constantly aware of the 





























“I got in business the hard way; 
| married the boss’ daughter.” 


items they should concentrate on. Give this type 
of merchandise the most favorable display space, 
demonstrate it more dramatically. Put fresh food 
in an operating refrigerator that you want to 
concentrate on. Some contractors list the extra 
benefits on the back of the price tag of the items 
that bring the greater return. 

(Please turn to top of page 256) 
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SIGN OF TOP QUALITY ! 


Pe PEST 1 





PLUMBING & HEATING SPECIALTIES 











SPEEDS UP PIPE 
HANGING 


TUBING STRAPS 


Pure Copper. Copper Clad 4’, 38’, 1/2’’, 
¥4’’ and 1” Tube Size Packaged 100 per 








container. Copperized Nails Available 





\ WIRE HOOKS 
a Copper Clad Steel Hooks. Basic Bright Steel 
Hooks. Sizes for: 1/2’, 34, 114’, 11/2” 





and 1/2" tube or pipe Lengths eo ae 
8’, 10° and 12’. Humped for easier 








driving. Packaged 50 per box 


ARBEST Strapping 


Cold Rolled Steel. Copper Clad Steel. 10 
ft. coils — 10 ft. lengths. 20 to 12 
B & S gauge. 50 or 100 ft. coils in dis- 
pensing container 








Aluminum f Boxed in 10, 
Pure Copper Strapping 25 & 50 ft. 
Pure Brass | coils 











WRITE FOR FREE 
CATALOG TODAY! 


Manufacturers of Hanger Speciaities, 
Flexible Supplies and Heating Speciaities. 





eM s Me tolalticolaatialale me Gelial ololab 7 
3047-49 Amber St., Phila. 34, Pa. 








WARD HEATER COMPANY 






The NAMES THAT IDENTIFY 


the Ultimate in... 
COUNTER FLOW 
GAS FURNACES 


FOR PERIMETER OR FLOOR PANEL 
HEAT DISTRIBUTION SYSTEMS 


Here’s a compact, quality made fur- 
nace for the BIG, small-home market 

everything you've wanted to help 
keep your customers happy in efficient, 
economical warm air heat. New dou- 
ble-extra-heavy (16-g.) die-formed 
steel heating element design and sus- 
pension virtually eliminate expansion 
and contraction ‘cracking’ noises 
while increasing heat transfer and 
filtered-air circulation from over-size 
quieter blowers in all models, 75,000 
to 150,000 BTU input. 


Over-size blowers make Kresky air conditioning unit 
readily adaptable to all Counterflow and Upflow models 
A.G.A. approved for Natural, Mfgd., or L.P. Gases and 
Approved Base available for Combustible Floors. Ideal 
for easy quick installation in closet or utility room. For 
the quietest, most advanced Forced-Air Gas Furnaces, 
look to KRESKY. 
SEE YOUR WHOLESALER TODAY—OR WRITE 


KRESKY MANUFACTURING CO., Inc. 


Div. of Kresky 


PETALUMA CALIFORNIA 






































KEK spp pntongs he hacia 


ER 


hi 1@)an | ee @ se) aaa, 
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Kenite- 






















The No. 80A TUBE CUTTER will handle up to 1” 
O.D. Tubing. It is sturdy, light and compact. Is 
quickly and easily adjusted to cutting contact. Mini- 
mum time required for cutting tube. Replaceable 
cutting wheels. A very necessary implement for your 
kit. Order the No. 80A Today! 


ZOERMAN CLARK MFG. CO. 


JACKSON MICHIGAN 

















Your Best Bet for Cutting 


COPPER 
TUBING 


A Quick 
Keen 


Cutting Tool 


Price $2.95 
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SEE PAGES 
266-267 
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For Fast Lasting 
Boiler Repairs 


No other product on the mar- 
ket stops bo: ler leaks as fast, and as per- 
manently as ““X"’ Liquid. Preferred by 
professionals for forty years, ‘‘X"’ Liquid 
seals boiler leaks, quickly, economically 
dependably and permanently. 

Your wholesaler carries 
guaranteed to do any boiler leak repair 
job with maximum efficiency. Ask him 
“X" Rustoff, ““X”’ 
“X"” Pipejoint, too. 


“K" LABORATORIES, INC., 25 West 45th Street, New York 36 


“X” Liquid— 








(Continued from bottom of page 255) 

3. And here’s an old-fashioned way to reduce 
your costs and increase margins, yet it’s still the 
most effective: just buy better! 

4. Trade-ins represent the contractor’s biggest 
hidden enemy of good gross margins. In too many 
stores it is a substitute for discount, but not as 
easily acknowledged. Since loss on trade-ins is 
very difficult to control from the standpoint of 
keeping records, some contractors do not know 
to what extent their gross margin has been re- 
duced through trade-in losses. 


# In addition to a sound program for appraising 
merchandising trade-ins, the contractor must de- 
velop a low-cost reconditioning program and then 
proceed to merchandise all trades to bring maxi- 
mum dollar returns. Some keep one piece of used 
merchandise on the retail floor, priced very favor- 
ably to (1) excite interest in the used depart- 
ment’s exceptional values and (2) establish a 
lower market valuation when new customers are 
comparing their potential trade with what is dis- 
played on the floor. 

5. Teach yourself and your salesmen how to 
sell against “I can get it for less.” Tell the cus- 


tomer: “The discount is built right into the list 
price,” or “you are buying a protected invest- 
ment,” or “my hundreds of satisfied customers 


tell me it is the most they’ve ever got for their 
money.” 

Each contractor should analyze his store, mar- 
ket and customer potential to determine how he 
can best develop greater margins from his present 
sales. 

Let’s review the average contractor’s controlla- 
ble expenses: How about the electric light bill? 
In some stores, one would judge this to be a 
factor for real savings, yet we know it is difficult 


_ to affect a 10 percent change in the electric bill. 


Do you know where to look, or on what to con- 
centrate your attention when considering con- 
trollable and variable expenses? Every contractor 
should analyze his operating statement very 
carefully in regard to the following points: 


» 1. Your sales costs or commission represents 
your biggest variable and therefore presents one 
of the best opportunities for overcoming the 
profit squeeze. You could interpret whatever pay 
is contributed to a salesmen’s earnings as part 
of his overall income and a sound investment, but 
it is up to you to get maximum sales in return. 
Some contractors are using obsolete methods of 
sales remuneration while at the same time chang- 
ing other procedures as market conditions have 
varied. Each one has an individual problem to 
determine how he can create maximum incentive 
with a given number of sales commission dollars. 
(Please turn to top of page 259) 
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CEILING 


AIR DIFFUSERS 


- wy 


~* “4 
SS C44 


custom comfort for every room 


= B-24 PERIMETER 
BASEBOARD DIFFUSERS 


Adjustamatic finger-tip damper control; built-in damper. 


...With this complete line of 
Standard Stamping Registers! Zz 


NO. 551 PERIMETER 
WALL REGISTERS 


Fractionator volume control; complete 360° air diffusion. 


. PH SERIES PERIMETER 
FLOOR REGISTERS 


t screw for easy bd 





: STANDA RD Stamping & Perforating Company 
3135 W. 49th Place, Chicago 32, III. DE-2 


Gentiemen: Please send me your Registers and Grilles Catalog. 








These four Standard Stamping Registers enable you to select the air pattern best suited to the size, = company 
shape, and use of every room served by a combined heating- -cooling system. They're easier to install, : 
trouble free, and give every two-way system perfect air distribution without blasts, hot spots or cold : Address 


corners! Get the facts about them now! 





Canteen Zone______ State ___ 








MAIL THE COUPON NOW FOR FREE LITERATURE! : SAARI IRIE: SR 





NEW! water anne: 


GENERAL Perma-Cushion Water Ham- 
mer Silencer stops “hammer” instantly 

- noiselessly. Absorbs the wallop in 
tough neoprene cylinder expanding 
against cushion of trapped air. Can’t fill 
up. Installs in any position on pipe or 
copper tubing. Write for folder. 








GENERAL ee 


COMPANY 








Makes ‘Any Fite Door 
A “SAFETY VALVE"! 


INLAND Safety Door Closer 
For Gas and Oil Conversion 
BURNERS 


Used by Thousands of _ Companies 
and Contractors for Years 
Replace the regular boiler or furnace door 
hinge pins with the Inland Door Closer, file 
down the door catch and you have an extra 
“Safety Valve’ on the job. Gentle ss 
tension allows door to swing open on slow 
or Welty een of burner and then close. 
olds door open when necessary. It’s 
Hol to install with the NEW SPRING 
DER. 


MADE IN 3/16”—1/4”—5/16”—3/8 
DOOR PIN SIZES AND P ‘be AT 
$1.15—$1.20—$1.25—$1.3 
See your jobber or write us. 
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Pat. 22,605,097 


INLAND MFG. CO. 1120 w. cicero, CHICAGO 51, ILLINOIS 


A» 3 LLO vircs 





% inch 
| Eiboa ‘fendi Straight Female 
. i 


... Answers All Your 
Installation Problems! 


e Complete, but comparatively 
small inventory e Simple easy 
connections e Speedy assembly e 
Clean, non-damaging installations 
e Quality, long-lasting and de- 
pendable Supply Lines, Brass Fit- 
tings, Stops, Nipples and Escutch- 
eons. Buy APOLLO! 


WRITE FOR FULL DETAILS TODAY! 


APOLLO INDUSTRIES 


2831 JESSAMINE STREET 
CINCINNATI 23, OHIO 








Lavatory 











| 
| Affiliates { 


there's never a doubt 
when it's a 





DRAFT CONTROL 


FIELD CONTROL DIVISION 
of H. D. CONKEY & COMPANY, Mendota, Illinois 


Conco Building Products, Inc. © Brick, Tile, Stone 
Conco Materials Handling Division © Cranes, Hoists 














HERE’S aliine THAT SPELLS 


PGR GU) GF OW 


Why not get acquainted with the line of auto- 
matic gas water heaters so many of your 
customers have been asking about? These 
Lovekin heaters are well known for their high 
quality, durability and economical perform- 
ance. Literally thousands know that they can 
depend on a Lovekin, its fine reputation re- 
sulting from 114 years of making only gas 
water heaters—the finest possible. 

Lovekin Automatic Gas Water Heaters have 
all of the fine qualities of appearance, per- 
formance and durability your customers look 
for and expect. Long lasting galvanized tank 
or the new diamond hard Lusterglass lining 
available in all models. For you, this means 
easy selling and good profits. 


Ask your wholesaler for details or write 


LOVEKIN WATER HEATER CO. 
39 Laurel St., Phila. 23, Pa. 


(Manufacturer's Agents—a few desirable territories available) 














‘revelation’ 
close coupled 


reverse trap 
combination 


Finest white vitreous 
china 

Oversize trapway 
Peerless 4-bolt tank 
connection—strong, 
safe, simple, most 
durable 

Easy to install—no 
parts to misplace 
Quick, easy alignment 
Rubber gasket and 
resilient washers 
for leakproof 
cushion fit 


tank connection 


er _— "= — . 


a a 
et 4 


INC. 





No. 5100 — 10” roughing in 
No. 5200 — 12” roughing in 
No. 5300 — 14” roughing in | 


Send for the Peerless Catalog 


PEERLESS POTTERY, 


Evansville 12, Indiana 
High Quality Vitreous China since 1902 




















ARMSTRUNG BROS. 


> Thread (” and 2” pipe with power! 
Pipe light (26 lb.) compact Portable Power 
der, goes to the job—is operated 
re als’ portable Costete rill, 1 set of High 
Speed Steel Chasers do all sizes—just move 
indicator to 1", 14”, 144" or 2” marking. 
Clamp on pipe and apply drill todrive square. 
The rest is automatic. rs mater ny Bh on anti- 
friction bearings with automatic lead, it’s a 

fast,easy way togetsmooth, accurate threads 


Write for Catalog. 


ARMSTRONG BROS. TOOL CO. 


“The Tool Holder People” 
5223 W. Armstrong Avenue Chicago 30, Illinois 








i 

















RADIANT — BE § 
Steel and Wrought Iron 

A full range of 180°, 90°, and 45° bends from 
Ya" to 2" covers 100% of the installations. 


| Dt 


Ends threaded or beveled for welding = 





-sburgh NIPPLE WORKS, Inc. 


1455 SPRING GARDEN AVE., PITTSBURGH 12, PA 








Write — for This 
FREE CATALOG of 


SPAN 


COPPER TUBE 
FITTINGS 


i < i re. Tube tet ree 
facwured by Spies fer imap 
and price list. one 


SPAN BRASS MANUFACTURING COMPANY 
700 Wilson Street Otsego, Mich. 


mie 7? oso” iO 











TNT cl: UNITS 
The Plumbers Chotce 


A UNIT FOR EVERY PURPOSE IN 
E We ee el ae a 


¥. 


/ORDON SANITARY SYSTEMS CORP. 


Vi 206 W. DIVISION ST., CHICAGO 10, ILL 
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(Continued from bottom of page 256) 
Remember that your ability to motivate him to 
produce more sales costs you nothing more than 
your ability to inspire him. 

2. Study your advertising problem and plan in 
advance to get the greatest return from this ex- 
penditure. For most limited budgets, decide on 
one medium and stick with it. When you adver- 
tise an article on the radio or in the newspaper, 
make sure you are spending your money on the 
best offer that the public will see or hear, be- 
cause today’s consumers shrewdly seek out the 
best value offered. Unless you have a good 
proposition, save your money. Try and concen- 
trate your advertising program on promotions 
and products that are working successfully else- 
where. 


s Clipping services that are available today not 
only give you merchandising know-how but ad- 
vertising ideas as well. Develop a relationship 
with your wholesaler so that he brings you the 
“long” cooperative advertising deal. Your job is 
to tell prospects where to buy. And your ob- 
jective, therefore, becomes one of selling you and 
your company. 

3. Salaries of non-selling employees probably 
represents your third largest variable expense. 
Efficiency with this group of people is tremendous- 
ly important because there is a trend toward 
shorter hours, less effort and longer coffee-breaks. 
Some contractors develop duties in their company 
that represent half a job. This is usually covered 
by one person. Your responsibility here is to de- 
velop combinations of jobs or people so that no 
non-productive time exists. 

4. Although the carrying charge is a recovery, 
we will consider it an expense because its return 
is dependent upon your ability to negotiate. With 
some contractors today the carrying charge con- 
stitutes about one half of the net profit. Are you 
aware that the retail carrying charge today is 
eight, nine or ten percent and that you are en- 
titled to the difference between this figure and the 
five or six percent discount that you should be 
paying the bank? Always remember that when 
the contract runs for two or three years, this two 
or three percent of the discounted balance 
doubles for you. 


s Your business operation is entitled to the best 
thinking and critical analysis you can put forth if 
you're to overcome the profit squeeze. This crea- 
tive thinking should be based upon these funda- 
mental factors: 1. Plan your work and use a 
budget. 2. Develop efficiencies. Example: Use 
an invoice that incorporates three or four other 
forms. 3. Keep abreast of all that is happening in 
the market so you can shift with the changing 
times. END 
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OIL BURNER 


‘ paRISro0ls- 


ENGINEERED AND MANUFACTURED BY HYDROVALVE 


is every serviceman's guarantee to get the finest ... 
regardless of price. 


Our complete line of Time-Saving Servicing Tools 
are exclusive with HYDROVALVE and are a must 
for smart servicemen everywhere! 

Our new catalog shows our complete line of parts 
and tools ...available from Your Jobber. . 


Write for Your FREE Catalog Now! 
HYDROVALVE CO. 


1319 Utica Ave., Brooklyn 3, N. Y., BUckminster 4-1330 











TO WA CcOPP 


SIMPLIFIES RADIANT HEATING INSTALLATIONS! 


¢ Copper plated steel We Solicit 

¢ Drives easily and accurately Jobber 

. bt not split or damage joists Inquiries 

¢ Will not pinch or bend copper tubing 

¢ Avoids expansion friction ACTUAL SIZE 
* Quick, easy and accurate to drive 

e Available in %” and %” tube sizes now 


For a complete Line of Hangers for Copper Tubing contact 
WESCO MANUFACTURING CO. 
P.O. BOX 175 WELLSVILLE, OHIO 














TESTING DEVICES 


LEAK. GUARANTEE 


ProoF GASLINES 


Test your gas line installations with a Beekman 
Gas Proving Pump and Beekman improved Mer- 
cury Column to insure a leak-proof job. Quick, 
simple, and positive check against gas line leaks, 


MUTUAL MANUFACTURING CO. 
Dependable Testing Devices 
45-16 162ND ST. FLUSHING 58, N. Y. 


Ox 











SHERWOOD & 
EXPERTLY MANUFACTURED FOR 
BOTH LOW DOWN AND HIGH TANKS 


Send for Catalog No.53. 


Shows entire line of ball cocks and urinal fittings. 
SHERWOOD BRASS WORKS, 6331 E. Jefferson, Detroit 7 

















ADVERTISEMENTS 





SITUATIONS OPEN 





INSTRUCTOR 


We are a national manufacturing firm 
expanding our heating and air condi- 
tioning operations. We are looking for 
a top caliber man who has a proven 
background of experience in the heat- 
ing and air conditioning field who can 
develop his own training program. Be- 
cause this is a new job with us, the 
individual must be thoroughly experi- 
enced in servicing field equipment and 
training dealer personnel. First location 
will probably be in the southwest but 
individual must be free to travel or 
move as required. 

Compensation open with outstanding 
employee benefits. 

Our personnel know of this opening 
and all replies will be confidential. 
Send detailed resume, including salary 
requirements. Address Key 782-E, 
“DOMESTIC ENGINEERING,” 1801 


Prairie Ave., Chicago 16, Illinois. 


SALES REPRESENTATIVE WANTED. 

Established soil pipe manufacturer 
needs a capable sales representative to 
call on the plumbing and supply job- 
bing houses, to sell a high grade of 
cast iron soil pipe, soil fittings, as well 
as gray iron specialties. We are looking 
for a man approximately 30 to 40 years 
of age, one who knows the jobbing sup- 
Ply houses. Should have at least 10 
years experience calling on supply 
houses to assure us that he fits in the 
program. Man should be married, also 
have his own car, able to typewrite his 
daily reports would help, although 
typing not necessary. College  back- 
ground, although not necessary. Willing 
to serve anywhere in Pennsylvania and 
Philadelphia. Address Key 769-E, “DO- 
MESTIC ENGINEERING,” 1801 Prairie 
Ave., Chicago 16, Illinois. 


PLUMBING MAN 


with progressive merchandising and 
executive ability to spearhead new large 
Ohio operation. Good opportunity and 
compensation. State experience and 
plishment. Address Key 764-E, 
“DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois. 


WANTED 


Full-line plumbing fixture manufac- 
turer requires representatives for sev- 
eral areas. Our present sales force is 
aware of this advertisement. Give 
complete details in first letter. All re- 
plies will be held confidential. Address 
Key 718-E, “DOMESTIC ENGINEER- 
ING,” 1801 Prairie Ave., Chicago 16, 


Illinois. 


BOILER ENGINEER 


and plant manager to take charge of 
new plant operations for fabricating 
and manufacturing steel boilers and 
other heating products. Good oppor- 
tunity and salary. Confidential. Ad- 
dress Key 741-E, “DOMESTIC ENGI- 
NEERING,” 1801 Prairie Ave., Chicago 
16, Illinois. 
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RATES FOR CLASSIFIED ADVERTISEMENTS 


Light face advertisements, fifteen cents per word, including 


heading and address. 


For keyed address count seven words. 


Minimum advertisements, $3.00 per insertion. Rates for bold 


face advertisements, $6.00 per inch. Address all advertisements 
to Classified Advertising Department, DOMESTIC ENGINEER- 
ING, 1801 Prairie Ave., Chicago 16, Illinois. All Classified Adver- 
tisements are payable in advance! Closing Date: Fifteenth of 
month preceding publication date. 








SITUATIONS OPEN 


REPRESENTATIVES WANTED 





MANAGER 


hot air furnaces, with experience to 
fabricate steel furnaces. New com- 
pany. State full particulars in letter. 
Good opportunity. Address Key 742-E, 
“DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois. 





SITUATIONS WANTED 





MAN UNDER FORTY—OVER TWENTY 

years experience in wholesale busi- 
ness desires position in management 
for growing concern. Can furnish good 
references. Address Key 777-E, “DO- 
MESTIC ENGINEERING,” 1801 Prairie 
Ave., Chicago 16, Illinois. 


COMPETENT 


plumbing and heating man seeks posi- 
tion with manufacturer or jobber. Ex- 
cellent salesman experienced in pur- 
chasing and office work. For details 
write. Address Key 773-E, “DOMESTIC 
ENGINEERING,” 1801 Prairie Ave., 
Chicago 16, Illinois. 





REPRESENTATIVES WANTED 





MANUFACTURERS’ REPRESENTA- 

tives known to the best trade desired 
for quality plumbing and mill supply 
and industrial specialties now being 
sold to quality trade. tepeat items, 
excellent commissions, exclusive terri- 
tories open. Write full details in confi- 
dence. Box DE 1299, 221 West 41st 
Street, New York City. 


REPRESENTATION WANTED— 


new firm—short line of wrought sweat 


fittings. 
Virginia Maryland 
West Virginia Kentucky 


New Jersey Washington, D.C. 
West of the Mississippi 
Address Key 766-E, “DOMESTIC 
ENGINEERING,” 1801 Prairie Ave., 

Chicago 16, Illinois. 


REPRESENTATIVES WANTED CALL- 

ing on plumbing jobbers. We manu- 
facture a new flush valve plumbing 
specialty made of monel metal. A qual- 
ity item competitively priced. Various 
territories open on commission basis 
State lines now carried. Men able to 
introduce new lines desired. Address 
Key 774-E, “DOMESTIC ENGINEER- 
ING,” 1801 Prairie Ave., Chicago 16, 
Illinois. 


AGGRESSIVE MANUFACTURERS’ 

agents wanted by manufacturer of 
stainless steel sink bowls. State terri- 
tory covered, lines handled, ete. Address 
Key 768-E, “DOMESTIC ENGINEER- 
ING,” 1801 Prairie Ave., Chicago 16, 
Illinois. 


REPRESENTATIVES WANTED 


to carry nationally promoted enzyme 
septic tank cleaner and conditioner. Call 
on department stores and jobbers sup- 
plying suburban, rural hardware and 
plumbing supply retailers. Full com- 
mission. Write now, giving all informa- 
tion, refer to present lines carried. 
WESTFIELD INDUSTRIES, INC., 
Box 156, Westfield, New Jersey. 


ESTABLISHED MANUFACTURER OF 

complete line of plumbers cast and 
tubular brass products, priced competi 
tively, desires solid representation 
through manufacturers’ representa- 
tives, selling various plumbing chan- 
nels. Territory open: Texas, New Mex- 
ico, Michigan, Western Pennsylvania, 
Virginia, Maryland, New England 
States. Please state all details and 
references. All replies confidential! 
Address Key 783-E, “DOMESTIC ENGI- 
NEERING,” 1801 Prairie Ave., Chicago 
16, Illinois. 


REPRESENTATIVE WANTED—TER- 
ritory open Massachusetts, Rhode 
Island, Maine, New Hampshire, Vermont 
complete line of nationally advertised 
water pumps. Give information on lines 
now handled also territory covered. 
Excellent proposition. Address Key 
781-E, “DOMESTIC ENGINEERING,’ 
1801 Prairie Ave., Chicago 16, Illinois 


Established representatives wanted with 
dealer or jobber following. Many choice 
areas available, for our line of medicine 
cabinets—glass shower doors—bath ac- 
cessories, etc. Commission basis. Write 
fully for prompt consideration. Address 
Key 760-E, “DOMESTIC ENGINEER- 
ING,” 1801 Prairie Ave., Chicago 16, 


IHinois. 


AGENT WANTED NEW ENGLAND 

area—complete line of competitive oil 
and gas fired furnaces, boilers; burners, 
water heaters. Give details on lines 
currently being handled; also area of 
coverage. Address Key 782-E, “D0O- 
MESTIC ENGINEERING,” 1801 Prairie 
Ave., Chicago 16, Tllinois. 





FOR ADDITIONAL CLASSIFIED 
SEE PAGES 262 AND 264 
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ELECTRIC 


SNAKE GUN 


NO DRILL TO, BUY 
*Use Any %,” Drill. You buy GREATER 
only the reduction gear ‘unit LEVERAGE 


which slows turning speed of 
the snake to 1/12 the speed 


of tne drill. thus increasing 












5 DROP-HEAD 













a ee 
power 
12 times. Goes through the most 
difficult bowls with ease 
VERSATILE 






RUBBER BALL PROTECTOR 
Eliminates 


LEFT BREAKING BOWLS 
WOUND WIRE prevents universal joint of 
RUBBER SLEEVE Adds far greater life ‘‘Drop-Head"’ from striking 
Guards against by reducing uncoil- easily damaged internal por- 
scratching or chipping ing and kinking tions of modern bowls 
bowl. 


Will handle 1/4 - 5/6 - 3/8 
- 1/2 inch snakes. Fits any 
make snake house. 


ONE MAN JOB i 


Saves two-man charges. Turns 
right or left 
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NEW HEX BIT ——7 a 
A Major Improvement! A flick of the Thumb and the drill Y MAIL COUPON FOR FREE INFORMATION 


is instantly attached to the gear shatt and cannot fall off f ° . 
ae i Flexible Plumbertools, In¢, Dept. DE 


° 3782 Durtngo Avenve, Los Artgeles 34, California 
PLUMBERTOOLS, Inc. 
Name_— 


(_] Mail Free Literature [_] Send name of nearest dealer 
3782 Durango Avenue, Los Angeles 34, Calif. aon 






































FRANK DONOVAN COMPANY, 9 So. Clinton St., Chicago, Ill. : a ry 
AMERICA’S LARGEST URER OF PIPE CLEANING TOOLS AND EQUIPMENT 


















KAINER | 
QUALITY 


THE Standard of QUALITY 
for Over 30 Years! 


There’s always fess sellin 
effort needed when you sell 
KAINER—the name thot, for 
over 30 years, has signified the 
best in heating specialties. New 
Folder on Governors sent upon 
request. 


Ask Your Jobber About 






MAKES CONTROL 
INSTALLATION 





EASIER ? 


SEE PACES 


The KAINER LINE! sis j 266-267 


6 T T 
KAINER: & CO. eiieaco £1: 



















Manel TUBE BENDER 


Smoothly Bends Any Pipe or Tubing | 
ms win O88... . | 









HOT 
WATER 
SYSTEMS 

it’s 






















@ Just a twist of the 


wrist assures perfect, 





even bends—right an- 


gle, any angle, U and Ca 





offset. Save enough 


“ ONE 4 a Lee A dependable filler and relief valve Sall 
DE Sed a. ae for controlling pressures in hot water 


TUBE BENDER. or write for heating systems. All bronze con- BROTHERS CO. 
woeey. struction. Factory settings 12 Ibs. 2322 KISHWAUKEE 


HOLSCLAW BROS., INC. | “livery 2nd 30 Ibs. relief. Wey ro 


436 N. WILLOW ROAD ¢ EVANSVILLE, INDIANA 
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DVERTISEMENTS — 





REPRESENTATIVES WANTED 


REPRESENTATIVES WANTED 


LINES WANTED 








WANTED: AGGRESSIVE SALES REP- 

resentatives to sell a competitively 
priced line of flexible brass gas connec- 
tors for a well-known manufacturer. 
All territories open except metropolitan 
New York, New Jersey and metropolitan 
Chicago. State lines carried, exact ter- 
ritory and size of organization. Address 
Key 772-E, “DOMESTIC ENGINEER- 
ING,” 1801 Prairie Ave., Chicago 16, 
Illinois. 


OHIO—INDIANA 


We have the lowest prices on steel 
tubs, cast iron and steel ledge type 
sinks, closets, lavatories, steel kitchen 
cabinets and many other major items, 
including brass goods and fittings. 
Exceptionally good line for man now 
calling on dealers and plumbers be- 
cause you can sell at our prices. Ad- 
dress Key 752-E, “DOMESTIC ENGI- 
NEERING,” 1801 Prairie Ave., Chicago 
16, Illinois. 


ADDITIONAL LINE FOR SPECIALTY 
representatives. Exclusive territory. 


Highly endorsed smog. eliminators. 
Savings surpass cost. Additives for 
fuels. INDUSTRIAL CHEMICAL COM- 


PANY, 12134 South Main Street, Los 


Angeles 61, California. 





PLUMBING SPECIALTY 
SALESMEN 


Profit sharing plan—If you are now 
selling plumbing specialties to plumbing 
contractors we have a new profit shar- 
ing sales plan. Full time or side line. 
All territories open. Our company 
established thirty-five years. Give full 
resume first letter. ECONOMY SUP- 
PLY COMPANY, Box 229, Yonkers, 
New York. 


EXCLUSIVE PROTECTED TERRITO- 

ries open for nationally distributed 
unique washer replacement plumbing 
specialty item packaged for sale to 
plumbing supply houses, hardware dis- 
tributors and retailers. Unique demon- 
stration sells 8 out of 10 on first call. 
Address Key 598-E, “DOMESTIC ENGI- 
NEERING,” 1801 Prairie Ave., Chicago 
16, Illinois. 





Manufacturers’ representatives to sell 
on commission basis our good competi- 
tive line of plumbers’ brass goods, oil 
burner valves and specialties in the 
following territories: 


Eastern Upper New 
Pennsylvania York State 
Southern Florida 
New Jersey Georgia 
Maryland Connecticut 
Virginia Northern New Jersey 
West Virginia 
Address Key 639-E, “DOMESTIC 
ENGINEERING,” 1801 Prairie Ave., 


Chicago 16, Illinois. 





ALL AREAS OPEN FOR’ ESTAB- 
lished representatives by leading 
manufacturer of electric and gas auto- 
matic water heaters. Complete line de- 
luxe and competitively-priced models. 
Replies confidential. Address Key 656-E, 
“DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois. 
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SALESMEN—LIVE WIRE—WHO NOW 
call on industrial plants to sell fast 
moving items. Constant repeat orders. 
Protected territories. Openings in South- 
eastern States. Address Key 778-E, 
“DOMESTIC ENGINEERING,” 
Prairie Ave., Chicago 16, Illinois. 








LINES WANTED 





5000 FEET AVAILABLE. WAREHOUSE 

in Cleveland. Able to cover success- 
fully plumbing supply jobbers in west- 
ern Pennsylvania, Ohio, Michigan and 
Indiana. Warehousing must pay mini- 
mum of 7%% and 5% for selling. All 
replies treated as confidential. Address 
Key 763-E, “DOMESTIC ENGINEER- 
ING,” 1801 Prairie Ave., Chicago 16, 
Illinois. 





SANITARY WARE 


Water closets, lavatories and bathtubs. 
Old established export firm can guaran- 
tee substantial steady sales volume. 
Payment in New York. We handle all 
details. 

ARTMARK ASSOCIATES, INC. 
15 Park Row New York 38, New York 
W. A. CARLEY AGENCY, MANUFAC- 

turers’ representative, P. O. Box 10043, 
Dallas, Texas. Serving Texas, Okla- 
homa, Louisiana, and Arkansas. Ware- 
housing facilities available. 


TERRITORY SALESMAN. WISCONSIN 
sales assured heating-plumbing spe- 
cialties and supplies by capable dealer- 
ship salesman with Milwaukee address 
and state wide contacts. Traveling ex- 
pense, drawing account and state fran- 
chise protection. Address Key 779-E, 
“DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois 


HARRY HIGDON 
P. O. Box 2001 
Oakland 4, California 
A one man operation with 16 years in 
the territory—calling on plumbing and 
hardware jobbers in northern California, 
Nevada and Oregon needs more lines to 
sell or promote. 
LINES WANTED: ESTABLISH ED 
manufacturers’ representative, with 
plumbing and heating wholesaler fol- 
lowing, needs two additional quality 
lines by rated manufacturers for New 


York State, excluding Metropolitan New 
York. Address Key 776-E, “DOMESTIC 




















ENGINEERING,” 1801 Prairie Ave., 
Chicago 16, Illinois. 
CAPABLE MANUFACTURERS’ REP- 


resentative, over twelve years experi- 
ence, looking for several additional 
lines in plumbing, heating or air condi- 


tioning. Cover lower half of Florida 
including Cuba. Address Key 771-E, 
“DOMESTIC ENGINEERING,” 1801 


Prairie Ave., Chicago 16, Illinois. 


"MERGING IS 
BIG BUSINESS" 


Merge to increase your sales with a 
dynamic hard hitting representative 
with a successful sales record for 15 
years. Lines wanted for excellent fol- 
lowing in northern New Jersey and 
New York. Address Key 784-E, “DO- 
MESTIC ENGINEERING,” 1801 Prai- 
rie Ave., Chicago 16, Illinois. 









L. C. FOOTE 


221 Hurlburt Rd., 
Syracuse 3, N. Y. 
Wholesale Trade Only 
New York State 





MANUFACTURERS’ REPRESENTA- 

tive rated Dun & Bradstreet. Long ex- 
perienced in selling jobbers New York- 
New Jersey. Have warehouse facilities. 
Interested in one additional line. Ad- 
dress Key 711-E, “DOMESTIC ENGI- 
NEERING,” 1801 Prairie Ave., Chicago 
16, Illinois. 


TOP REPRESENTATIVES 


Covering Illinois, Wisconsin and lowa 
need one or two high volume plumbing 
or heating lines. Address Key 765-E, 
“DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois. 


18 YEARS ESTABLISHED 


in Missouri, Kansas, Iowa and Nebras- 
ka. We offer intensive coverage to 
plumbing, heating, mill supply manu- 
facturers. Fine following among top- 
rated wholesalers. Resident associates 
in key cities of territory. Increased 
manpower now makes possible addition 
to our lines; our first addition or change 
in many years. CONRAD R. COUL- 
TER, 5524 Norwood Road, Kansas City 
3, Kansas. 











HARRIS W. HALL AND ASSOCIATES, 

421 Balter Building, New Orleans, 
Louisiana. Covering Louisiana, Missis- 
sippi, and Alabama for the past ten 
years the same top lines to the same top 
points of distribution. Rated the most 
active agency in the south. Our cus- 
tomers will favor us with cast brass 
trim and malleable fittings business or 
other expendables. If you are not get- 
ting your share of the volume contact 
us. 





ADDITIONAL LINE WANTED 


Experienced manufacturers’ agency 
wants one more high quality line in 
plumbing and heating field. Headquar- 
ters Phoenix, covering Arizona, New 
Mexico, western Texas and southern 
Nevada. Address Key 710-E, “DO- 
MESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois. 


R. P. WILEY COMPANY 
616 West 26th 
Kansas City 8, Mo. 


jobbers’ throughout Iowa, 
Nebraska, Kansas, Oklahoma and 
Missouri. Warehouse service available 
if required. 





Selling 





FOR ADDITIONAL CLASSIFIED 
ADVERTISEMENTS 
SEE PAGES 260 AND 264 
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HED Here’s an idea that is opening up a brand new 
yore market, in public washrooms everywhere. It is 
rerage to gaining in popularity all the time. 

ly manu- Chicago Pedal Faucets are the only true sani- 
ong top- | STERLING ° NEW tary faucets for public use. They wb the ulti- 
eaten and on one of mate in convenience also. One foot controls 


both water flow and temperature, leaving both 


» addition 
or change Cc Cc oO es, hands free. And they still permit all the econo- 
. COUL- H rR nm E R D mies of water and fuel that come with self-clos- 














insas City ing valves. 
¥ ; For modernizing a Shower, you can't do Both wall mounted 
OCIATES, better than a new, high luster Chrome and floor mounted 
Orleans, Curtain Rod by Sterling. It's gleaming ; 4 models available. Pedals 
a, Missis- a ae ° ° : ° ° 
past ten finish will stay bright and shiny for life | swing i out of the way 
poppin — cleans as easy as 1-2-3. a a, when cleaning floors. 
Our cus- ’ The operating units pro- 
mo ge | vide all the trouble-free 
) not get- service for which 
e contact a 
Chicago Faucets are so 
aa justly famed, 
\NTED justly 
agency THE CHICAGO FAUCET CO. 

y line in P : 
lstiidesiae- Chicago 39, Ill 
ona, New Chicago Faucet Products 
southern Gea 

E, “DO are distributed through 
‘a 1801 the plumbing trade ex- 
nois clusively. 





Coming Soon! 


ANY A brand new illustrated Sterling Tubular Cata- 
log that's specially arranged for quick reference. 
Be sure to see it and shop it for Best Values. 
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BOOKS 





THE BILL DEBLERS 
31 Gordon Road 


Needham 92, Mass. 


You can easily verify we are New 
Englands’ better producing heating 


accessory representatives, popularly 


known and liked by all plumbing and 
heating jobbers. Can do justice to sub- 
stantial, established volume line of 


plumbing accessories. 


ENTIRE STATE OF OHIO 
M. M. MATHES & SON 
3494 Lee Road 
Shaker Heights 20, Ohio 


Serving the plumbing wholesaler 


FRANK MORRIS & CO. 


424 S. Cheyenne St., 
Tulsa, Oklahoma 


Kansas, Oklahoma, western Missouri 
and Arkansas 


CONTACT 
LONDON WHOLESALE 
PLUMBING SUPPLIES 


1052 Brydges St., London 


Serving Fast Growing Western Ontario 
A Good Outlet for Your Products 


THE SCHUTZE SALES CO. 
1999 North Snelling Ave., 
St. Paul 13, Minn. 


Manufacturers’ Agency Selling 
Important Mid-Northwestern Jobbers 


your line has a potential of at least 
$200,000.00 a year in sales ... 


WE CAN OFFER 


five man coverage in New York City, 
New York State, northern New Jersey 
and parts of Connecticut State. 

We cater exclusively to the plumbing, 
heating and industrial supply jobbers. 
Our Sales for our four non-conflicting 
line during 1955, exceed two million 
dollars. Answer in detail. Address Key 
770-E, “DOMESTIC ENGINEERING,” 
1801 Prairie Ave., Chicago 16, Illinois. 
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ST. LOUIS, KANSAS CITY AND ADJA- 

cent territory covered for 15 years. 
Sell wholesalers. Good following. P. O. 
Box 129, Clayton 5, Missouri. 





FOR SALE 





PLUMBING AND HEATING BUSINESS, 

thriving Pennsylvania town. Property 
60 x 220, warehouse and storeroom. Ten 
room house on main highway, fully 
equipped metal shop. Receipts $140,000. 
Established in 1946. Excellent future 
and profitable returns assured. Reason- 
ably priced. Ill health reason for sell- 
ing. Address Key 692-E, “DOMESTIC 
ENGINEERING,” 1801 Prairie Ave., 
Chicago 16, Illinois. 





WANTED TO BUY 





42’ STEEL TUBS WANTED 


Large distributor seeks 414’ recessed 
steel tubs—approximately 29” wide. 
Will buy small or large quantities. 
Please state lowest offer. Address Key 
775-E, “DOMESTIC ENGINEERING,” 
1801 Prairie Ave., Chicago 16, Illinois. 


WHOLESALE PLUMBING SUPPLY, 

moderate size, long established, show- 
ing a good profit, or seek partnership 
with, preferably near East Coast. Write 
full details. Address Key 767-E, “DO- 
MESTIC ENGINEERING,” 1801 Prairie 
Ave., Chicago 16, Illinois. 


MANUFACTURERS! 
WE WILL BUY 


any good offers on all types of plumbing 
supplies. We are wholesale distributors 
located in Detroit, Michigan, and are 
well rated. Address Key 751-E, 
“DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois. 


CASH PAID 


for surplus inventories of plumbing and 
heating supplies . . . boilers, radiators, 
valves and fitttings, etc. All replies con- 
fidential. Address Key 730-E, 
“DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois. 





MISCELLANEOUS 





ONE MAN Delivers & Installs 

A 350 Ib. Appliance 

ALONE! F 
Upstairs— 


With ‘ r 
P 
o YOU DON’T DRAG IT! 


See 1956 Domestic Engineering 
Catalog Directory—Pages F-25 to F-28! 


Walks 





FOR ADDITIONAL CLASSIFIED 
ADVERTISEMENTS 
SEE PAGES 260 AND 262 















“LABOR AND MATERIAL.”  ESTI- 
mates for plumbing and heating 
Adaptable for making estimates for 
any type of residence or multiple-story 


building. Stop losing jobs and money 
because of bids that are either too high 
or too low. This book gives you all the 
facts you need to make the right bid 
Helps you avoid the pitfalls of hidden 


labor and material costs that frequent- 
ly mean the difference between profit 
and loss. Diagrammatic drawings clari- 
fy the installations discussed. Charts 
show labor, time and materials re- 
quired. Use it to determine overal! costs 
and to verify detailed estimates. 125 
pages size 54” x 84”. Price postpaid 
$2.50. Book Department, DOMESTIC 
ENGINEERING, 1801 Prairie Avenue, 
Chicago 16, Illinois. 


FREE SERVICE 


Manufacturers’ agents register now. 
Manufacturers’ Agency Service main- 
tained for years by DOMESTIC EN.- 
GINEERING Magazine is for your 
benefit and if you have not already 
registered, write today for necessary 
registration forms and complete details 
of assistance available to agents. As a 
clearinghouse of information for the 
manufacturers’ agents of plumbing, 
heating and air conditioning equip- 
ment, DOMESTIC ENGINEERING 
Magazine has proven invaluable to 
many leading representatives in the 
past, and if you have not as yet taken 
advantage, get the details today. There 
is no charge. Attach this advertisement 
and mail it together with your letter- 
head for full information to Manufac- 
turers’ Agency Service, 1801 Prairie 
Avenue, Chicago 16, Illinois. 


Use These Pages 
To Get 
What You Want 


Are you looking for a competent em- 
ployee? 

Do you contemplate changing posi- 
tions ? 

Do you have a patent for sale? 

Do you wish to buy or sell a plumbing 
and heating business? 

Are you a manufacturers’ representa- 
tive seeking additional lines? 

Are you a manufacturer seeking ad- 
ditional representation? 

Your advertisements, under the proper 
classification in these pages, will put 
you in touch with the people you desire 
to reach. 

The cost for light-faced advertisements 
is only 15 cents a word and the mini- 
mum advertisement is only $3.00 per 
insertion. 

Bold-faced advertisements are $6.00 
per inch. Address your advertisements 
to Classified Advertising Department, 
DOMESTIC ENGINEERING, 1801 


Prairie Avenue, Chicago 16, Illinois. 
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A friend of ours was walking along the street one 
day when he noticed a poorly dressed man wearing 
dark glasses standing near a corner. The man had a 
white cane in one hand and a tin cup in the other, 
and was obviously soliciting alms. Our friend walked 
by and dropped a couple of coins in the cup, but 
something prompted him to look back after he'd 
gone a few steps. He saw the man raise his glasses, 
look at the coins, and then pocket them. 

Back strode our friend. “What do you mean, posing 
as a blind man? You're no more blind than | am,” 
he said angrily. 

“Oh, [’'m just substituting for the regular blind 
man,” the beggar explained. “He went to the movies. 
Me, I’m a mute!” 

— X-L Couplings - 

Ask your jobber about the wonderful new “X-L” 
Reducing Nipples. They completely eliminate the 
need for reducers or bushings, make neater joints, 
and save time, labor and material. They are avail- 
able in these sizes: 4" x 4%”, 1" x 4", and 14" x 1”. 
Just try them on one job and you'll always use them: 
“X-L” Reducing Nipples. 

— X-L Couplings 

The renowned G. K. Chesterton is credited with 
the story of the wily bandit who was finally captured 
by the king’s troopers. The king, a man fond of 
games and riddles, posed this one to the bandit: 
“You may make one statement. If you tell the truth 
in it, you will be shot. If you lie, you will be hanged.” 
The bandit put everything in a fine mess with this 
reply: 

“I am going to be hanged.” 

— X-L Couplings 

A good habit to get into is to specify Pipe Cou- 
plings and Pipe Nipples by the name “X-L” (which 
means they excel) when you order them from your 
jobber. They’re accurately machined to give trouble- 
free joints all ways. Conveniently packaged, too, to 
make them easier to handle, find and store. 

X-L Nipples 

Observation: Many a man has made a monkey 

of himself by grabbing the wrong limb. 
X-L Couplings 

A reindeer walked into a bar and ordered a Scotch 
and soda. The bartender served him, and took two 
dollars out of the five the reindeer plunked down. 

“Pardon me,” said the bartender. “I hope you 
don’t mind my mentioning it, but it’s sort of interest- 
ing. I don’t think we’ve ever seen a reindeer in here 
before.” 

“No,” said the reindeer indignantly, as he stowed 
away his change. “And you're not likely to see an- 
other—not at these prices!” 

— X-L Nipples 

Sez He: “I love you terribly.” Sez She: “You can 
say that again.” ... Sez Us: For quality, always 
remember.” 


X-L Products 


Every Size and Type PIPE 
COUPLING From One Source 


WHEELING MACHINE 


PRODUCTS COMPANY 
WHEELING, WEST VIRGINIA 
FACTORY PHONE: WOODSDALE 3296 
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To back up your sale 


of POLAR WARE 


Stainless Steel Sinks 


Model 42 





Write for illustrated 
specification bulletin. 


Polar Ware Company 


*4900 LAKE SHORE ROAD, SHEBOYGAN, WIS. 
Merchandise Mart Chicago 54, Rooms 1100-1101 


"415 Lexington Ave *123 S. Santa Fe Ave 
New York 17, N. Y Los Angeles 12, Calif 


Offices in Other Principal Cities 


“Designates office and warehouse 















Self-aligning, 
full-floating, 
valve disc with 
flannel-backed ay 
cco pete TE 


gas shut-off 
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Built-in manual opening — 
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A glance at the above cross-sectional view of the Penn Series 926 gas valve reveals how 
simple yet efficient this new valve design really is! Note the absence of a plunger and 
kick-off spring which cause noise in ordinary valves. 


OREO SOIT 


LOOK HOW EASY IT IS TO CONNECT | Ty 


It's so simple to connect the Penn thermocouple lead to the valve or relay. Secured with a 
small wrench, the male hex nut makes contact with terminals automatically. There are no 
covers to remove or wires to connect to terminals. Penn Series 814P automatic pilot valve 
is shown at left and the Penn type 850P1 automatic relay with manual reset is at right. 





5 LOR 





PENN GAS VALVE IS 


It’s not a solenoid, not a 
diaphragm, but a new design 
idea that eliminates 
slam-bang operation 


Here’s a compact, dependable gas valve that 
operates so quietly you can hardly hear it. There's 
no more noise because noise is eliminated, not 
merely isolated. So...there’s no more annoying 
slam-bang operation! 


Look at the cross-sectional view and you'll see 
why the Penn Series 926 gas valve is so quiet, 
efficient and dependable. There’s no plunger to 
“slap” when valve closes ... no hum or residual 
magnetism sticking because there's no magnetic 
contact between armature and pole... there’s no 
kick-off spring to vibrate or break. You get all 
this plus ample opening force and top capacity 
at the price of a magnetic valve, not a diaphragm. Penn (0 NTR OLS inl (. 

If you want a gas valve that is rea//y quiet, effi- Goshen. Indiana , 
cient and dependable .. . and, who doesn’t... . ; 
then try the Penn Series 926 on your next heating Automatic Controls For Heating, Refrigeration, Air Conditioning, 
job. It’s available in %&”, 42”, and %” sizes for low Gas Appliances, Pumps, Air Compressors, Engines 


or high voltage applications. Ask your burner 
manufacturer or wholesaler for Penn heating 
controls...they'll operate more efficiently. 


THERMOCOUPLE TO VALVE RELAY AND BURNER 


Installing the thermocouple tip into pilot burner is Penn Series 926 gas valves are normally closed 
so easy. Tightening one hex-head male nut properly and will shut off the gas supply if power fails. To 
positions and secures the thermocouple in one op- open the valve manually, simply push up and turn 
eration. Penn Type D-11 pilot burner is shown. the manual opening knob at bottom of valve. 
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THERE’S PROBABLY a lot about your town that makes 
you want to brag a bit about it. 

But there’s one thing you can’t be proud of. And it’s 
a shame you share with just about every other commu- 
nity in America. 

The homes where far too many people live are a dis- 
grace. Slums, semi-slums, housing blight are with you. 
Fixing them up is the homework to be done. 

If your town is like most in the U. S., here’s what the 
figures show: 1 out of every 10 homes are rock-bottom 
slums. Nearly one-half urgently need basic repairs. 

But slums are something that is happening on the other 
side of town, you may say. The problem isn’t mine. 


Slums are YOUR homework 


Distance is no barrier against the threat and cost of 
housing blight. 

Your taxes go up because it takes more money for 
your town to fight the diseases and delinquency and pov- 
erty spawned in the slums. The security of your family 
goes down because the slum is the natural parent of crime. 


Where your business comes in 


Every firm has a responsibility toward the town where 
it’s located. Part of it is to support community improve- 
ments as any other good citizen would. 

Some slums are beyond repair. They must be torn 








down and a fresh start made. Others can be made to con- 
form to accepted living standards. So it is up to you to 
get behind every sound program which seeks to provide 
adequate housing for all our people. 

Civic and individual groups must have business back- 
ing... your firm’s backing if they are to succeed. 


Follow the course of Action! 


A group of Americans from every walk of life has joined 
together in a non-profit organization to combat home and 
community deterioration, A.C.T.1.0.N., the American 
Council To Improve Our Neighborhoods. 


Send today for a free copy of ‘‘ACTION.”’ It explains 
what A.C.T.I.O.N. is and proposes to do. It lists book- 
lets, research, check-lists, and other material which can 
help you. Address P. O. Box 500, Radio City Station, 
New York 20, N. Y. 





American Council To Improve Our Neighborhoods 
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ing 230 100% vitreous china. Made with 




















eee 143 imported English clay. Hard, ect cee 


oo 208 brilliant, acid-proof glaze fired ordinary tanks 
Jove 59 in electronically controlled tun- Cenc - 

nae 247 nel kilns. Will not chip, crack, 

ct 259 stain, nor craze. 





Insulating air space 






Patent 
Pending 


Will not sweat! 


Prevents messy puddles 
and stained floors 





Available in five beautiful 
pastel colors...tan, blue, ivory, 
pink, and green — in addition 
to clean, brilliant white. 


Reverse trap 


DRI-TANK is a profit-builder with a new kind of quality. A closet with no 
equal on the market, DRI-TANK does away with tiresome mopping of messy 
puddles .. . preserves bathroom floors. No gadgets, gimmicks, or inner liners. 

DRI-TANK materials and workmanship are guaranteed for life. Each unit is 
water tested on the production line. Thorough inspection assures acceptance in the 
viet = Send for your free illustrated booklet field. Only the best is promptly delivered to you. 

"ons showing the complete line of Chicago It’s no secret ... DRI-TANK has no competition. DRI-TANK is an exclusive, 
ity 259 Pottery quality products top quality product with a full mark-up for you. 


ASK YOUR JOBBER FOR CHICAGO POTTERY PRODUCTS 








LAVATORIES CLOSETS KITCHEN SINKS PRESSED STEEL TUBS @a@ 





CHICAGO POTTERY COMPANY 


—— —— Established in 191] ——————— 


1920 CLYBOURN AVENUE +> CHICAGO 14, ILLINOIS 
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finest valves made... 


CADWELL 


relief valves 


There is no substitute for the su- 
perior design and craftsmanship 
which goes into each Cadwell valve. 
It may cost a few pennies more to 
produce them as we do, but it is— 
and always has been—our policy to 
produce the finest valves made. 
Insist on Cadwell relief valves and 
know your installation is safe. 
Details in Domestic Engineering 
Catalog Directory or write for a 
Cadwell catalog. 


ESTABLISHED 1894 


THE BEATON & 


CADWEL 


MANUFACTURING CO. 


FOR 


HEATERS 


CADWELL NO. 25 


Self-Closing temperature and 
pressure relief. Easy inspection 
and cleaning without — 
ond p set- 
ting. With or without test de- 
vice and extension bulb. ave. 
000 BTU capacity. A.G.A 
listed. 





CADWELL NO. N-105 TL 


Self-closing temperature and 
pressure relief. With or without 
test lever. 400,000 BTU ca- 
pacity. A.G.A. listed. 


FOR 
HEATING 
& WATER 
SYSTEMS 


CADWELL NO. 50 


Pressure Reducing Valve con- 
trols amount of pressure re- 
leased. Settings from 3 to 100 
ibs. For low initial pressure 
systems as in radiant and con- 
vection heating. 


CADWELL NO. 250 


A.S.M.E, Rated Pressure Relief 
Valve. R 

Discharges water pressure or 
steam exceeding valve — 
Gives large Secor 
Prevents “™ a 
Available 30, 60, ‘0, “125 Ib. 
settings. 





POPPET 
PRESSURE 
RELIEF 


CADWELL NO. 75 


Adjustable 25 to 175 Ib. pres- 
sure relief, with or without fu- 
sible plug for temperoture re- 
lief. 
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CADWELL NO. 105 


Pressure relief with or without 
fusible plug for temperature 
relief, test lever and extension 
tube. 


Perfection 


Floor and Ceiling Plates. All 
types and sizes to give a necot 
and finished appearance to all 
piping jobs. 














